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Common Nonsense & Self Analysis... page 7 
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COMPLETE PRODUCTION LINE-UP 


the finest line of cutting tools and gages in the industry 
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TURBO-CUT TAPS COUNTERBORES 
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COGSDILL DRILLS CHIP-SHAPE TOOL BITS 


Threadwell's complete line 
gives you more sales per call, 
more profit per order. 








DODGE 


<> of Mitek, tad. Promotion Says “It's Good"... 
The Product Itself Proves It! 


NEWS 


Flexidyne, the Dry Fluid Drive, was introduced by Dodge 
six years ago as “the new way to start loads smoothly.” 

Today thousands of these couplings and drives are suc- 
cessfully at work—saving the cost of oversize motors and 
motor controls, prolonging the life of belts, reducing main- 
tenance, protecting motors against shock and overload 


and operating with 100% efficiency at full load speed! 

The story of Flexidyne has spread—and Dodge encour- 
ages ever increasing interest with a program of promotion 
that reaches into all fields of industry. Actual experience 


with Flexidyne supports the entire campaign. Stories of 
successful installations appear throughout the promotion THE DRY FLUID DRIVE 
—in ads, in direct mail, in posters, in a sound slidefilm, , 
in technical bulletins. 
A new Flexidyne Bulletin emphasizes “Simplified Selec- 
tion” and “Off-the-Shelf-Economy”’—two items of interest 
not only to users, but to Dodge distribu- 
tors who have found Flexidyne another 
great distributor item. 








~~~ Pictures of successful installations, 
together with explanations of the results accomplished, appear through- 
out the many phases of Flexidyne promotion—and are furnished to 
distributor personnel in loose leaf form as shown here. 











TRANSMISSIONEERING 
SCHOOL 


Sixty Dodge distributors’ repre- 
sentatives are enrolled in the fall 
term of the Dodge School of 
Transmissioneering, which opens 
in Mishawaka on September 11. 
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A Time Saving Guide to the Contents of This Issue 





CREATE NEW BUSINESS /The Critical Calls 77 


New business is vital to the progress and success of any distributor; without 
its bouyant, stimulating effect on sales, stagnation sets in. But will the dis- 
tributor get his share of this business? Ultimately, the answer to this question 
probably depends on the impression his salesmen make on the first, critical calls 
on new plants. The prospect is like a sponge, soaking up everything the sales- 
man says and does and forming an opinion about the man and his firm. This 
month, to help distributor salesmen improve their selling tools and techniques on 
these first critical calls, 1.D. presents eight taped interviews, plus information on 
each sales situation, between actual—and successful—industrial salesmen call- 
ing for the first and second times on an actual, and typical, small manufacturer. 


THE FIRST CALL 79 


Four salesmen for Globe Machinery & Supply in Des Moines, lowa, read “situa- 
tion” material on the Siro-Lite company—a small manufacturer of portable 
warning lights and sirens—and simulate the first call on this firm. Key facts: 


Siro-Lite plans to modernize “by degrees”, will be choosey in selecting sources. 


@ Salesman Al Madsen asks to speak to chief engineer and purchasing agent 
Don Steeber. During interview he talks products and services, digs out informa- 
tion on production methods and flow, potentials, applications and future plans. 


@ Salesman Bob Rogers asks to speak to one of firm’s partners first, is referred 
by him to Don Steeber. During interview Rogers discusses products and 
facilities, with heavy emphasis on quality lines, prompt, personalized service. 


@ Salesman Jim Heer takes a tour of plant with Steeber, during which he offers 
a useful “rule of thumb” on compressor output, plants an idea on replacing 
obsolete equipment, meets the foreman and finds out what plant makes and needs. 


@ Salesman Dick Lasell speaks to Steeber, stresses prompt service from 
“complete stocks”, discusses air tools and accessories, explains that he’s a 
local account salesman, and makes sure he gets Steeber’s name spelled right. 


THE SECOND CALL 88 


Four salesmen from Allen Supply, Cedar Rapids, lowa, go over situation mate- 
rial for second call on Siro lite—including internal plant photos and more 
detailed information on products manufactured, present equipment use, 
production flow, tools and equipment purchased, future plans to modernize. 
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@ Salesman John Krabbenhoft calls on Don Steeber, talks comparative facts 
and benefits of drill presses, drill heads, shelving and “V” belts, and makes 


a useful suggestion on how to keep the compressor from overheating. 


@ Salesman Vern Samuelson takes plant tour with Steeber, discusses, among 
other things, 75° savings on contour work, benching layout, visits to other 
plants using Allen lines, air tools, punch presses, product trials, future plans. 


@ Salesman Bill Dirks discusses “recommendations to give you a better manu- 
factured item and increase your volume with only very slight changes in 


your set-up”, gets a trial order for a drill head and leaves a few catalogs. 


@ Salesman Al Maricle talks usages, potentials and applications with Steeber, 
brings in a sample air tool, discusses savings on ¢rill heads, saw blades and drill 


presses, fields a couple of tricky questions and extends a personal invitation. 


THE WRAP-UP 100 


Checklist of questions is designed to help salesmen gain a clearer perspective 
on their own basic sales approach, improve their selling techniques. For example, 
would you have asked for an order on the second call? Why—or why not? 


OTHER FEATURES 


ideas and Opinions Price Index 
Trends and Prospects Business Outlook 
Industry Statistics Editorial 


Supply Sales Trend ID News Index 


Vext Month: BACKGROUND ON SIRO-LITE 


Next month, in the second part of this month’s special selling feature—‘Creating 
New Business on the First and Second Calls”—comprehensive, “in depth” back- 
ground information on the Siro-Lite company will be detailed, including a 


diagram of the plant layout, an inventory of present equipment, a list of products 


purchased during the course of the year and in what quantities, and background 
on key plant personnel. Also included with this background information 
will be a detailed discussion of how this background information can be used 


in conjunction with the interviews in this issue to plan and conduct interesting, 
stimulating sales meetings. For example, the information in these two articles 


lend themselves perfectly to “Conference” and “Role Playing” sales sessions. 
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You don’t need a decoding book 
or a magnifying glass... 
to KNOW what’s in this box! 


Tap size, GH limit, Flute style and 
Chamfer are all clearly displayed on a 
Color-Coded label. PLUS — a choice 

of Tap Drill sizes. 


uaNSSOS 


Avoid confusion, cut down selection 
errors and save time. Write us for 
information about the unique features 
of SOSSNER Taps. 


Sold Through 
Industrial Distributors TAP & TOOL CORPORATION 


27 Broadway, Lynbrook, L.I.,N.Y. 





SOSSNER ADVERTISING 
appears in these leading 


METALWORKING PUBLICATIONS 


Machine & Tool The Tool & Manufacturing 
Biue Book Engineer 


Western Machinery 


Modern Machi 
~~ and Steel Worid 


Shop 


Thomas’ Register 
Machinery of American Manufacturers 


Over 200,000 users will see 
each SOSSNER story 
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Whatever your 
V-Belt needs, 


DU RKEE- 
ATWOOD 


meets them 


What do you want in a V-Belt? You want 
consistent performance, long trouble-free life 
and full-rated power transmission. That 
means the belts must be made of the finest 
quality materials, with careful attention to 
engineering details, manufacturing processes 
and testing procedures. Durkee-Atwood 
V-Belts are made of the newest high tenacity 
synthetic fibres to assure length stability in 
storage. The exclusive Durkee-Atwood 
“Iso-Dynamic” Vertical Matching Machine 
eliminates the “‘sag error” that develops when 
V-Belts are matched on horizontal equipment. 
This assures equal power transmission from 
all belts on multiple drives . . . Look to 
Durkee-Atwood for quality, service and savings 
...the most complete line of industrial V-Belts. 


Look for the On Your V- Belts 
Re x? 


Need High Capacity 
In Compact Space? 


DA 358 V-BELTS. This major design improve- 
ment in V-Belts brings you unprecedented compact- 
ness, high capacity and drive economy. 


Chain and Gear Benefits with 
No Metal-to-Metal Contact? 


DA POSITIVE ORIVE BELTS. Revolutionary 
tooth-grip principle; no stretch; no constant lubri- 
cation. Highly versatile. 


40% Extra Capacity 
in Regular V-Belts? 


RED SHIELD MULTIPLE V-BELTS. Increased 
capacity at no increased cost. Available in oil and 
heat resistant and static dissipating constructions. 


—— 


Top Performance in 
Variable Speed Drives? 


VARIABLE SPEED BELTS. For constant per- 
formance. Abrasion-resistant cover; crowned cross 
section maintains stability under extreme loads. 


DURKEE-ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY MINNEAPOLIS 13, MINNESOTA 
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NICHOLSON 


NICHOLSON 


NICHOLSON 


NICHOLSON 


NICHOLSON | 


The number of new customers who be- 
come regular customers tells the story 
of Nicholson or Black Diamond blade 
quality . . .. blade per- 
. . the fastest growing blade 


. blade price . 
formance . 
sales in the country. 


Nicholson File Company, Providence 1, 


Hole Saws * Ground Flat Stock «+ 


This is tangible customer satisfaction 
to point out to your prospects. They're 
already familiar with the Nicholson and 
Black Diamond name. Through con- 
tinuing magazine promotion, they also 
know of this full line of superior blades. 


Rhode Island «+ 


Files + 


Industrial Hammers wou 
My <%o 
to s.a.* 


Rotary Burs 


NICHOLSON => 


j Dts 


And once they try this line, you'll have 
added them to your regular blade 
customer list. 

Repeat business will tell another 
story ... more profits. And there are a 
lot of blade sales waiting for you. 


¢ Hacksaw and Band Saw Blades 
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IDEAS AND OPINIONS 


Current Thinking on Problems and Portents in the World 


of Business 





Common Nonsense 


In his closely reasoned plea to dis- 
tributors to self-analyze their busi- 
nesses through cost accounting, Rob- 
ert M. Fridrich, Orr Co.. 
Evansville, Ind. (“Cost Analysis Is 
Self-Analysis, ID, 1961) 
made a point of how we can be mis- 


Iron 
August 


guided in conducting our businesses 
by misconceptions. These misconcep- 
tions, he pointed out, are the result of 
traditional attitudes hardened into 
rules of thumb by age and not the 
result of a cold objective look at 
present conditions such as provided 
by cost analysis. 

Before rejecting Fridrich’s theory 
about misconceptions, those distrib- 
utors who still cling to traditional 
attitudes as just “common sense” 
might derive some profit and dis- 
“Man in 


Process” a book of essays by Ashley 


illusionment by reading 
Montagu, the anthropologist, (World, 
$4.50). Now, anthopology being the 
science of man, is not remote from 
business, business being run by men. 
Montagu says that the way for man to 
realize his potential is to look beyond 
his own group. Only by inquiring 
how men live in other groups can he 
make any progress in his ideas about 
himself and find out what is instinc- 
tive in himself and what he has been 
taught. In doing this, Montagu writes, 
man begins to discard misbeliefs and 
confusions. 

Montagu is also a little rough on 
our concepts of our own individual- 
ity. He tells us that we are only a 


6 


little more than “a set of conditioned 


> 


reflexes.” In other words, he claims 


that we aren’t the individuals we 
think we are but only what daddy and 
mommy and our childhood playmates 
made us. Still, at the same time, he 
points out we are not hide-bound by 
a rigid set of inborn qualities; we are 


potentially infinitely educable. Poten- 
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tially educable, that is. Paradoxically, 
we tend to keep ourselves rigid by 
limiting ourselves to holding too fast 
to our group standards and not look- 
ing beyond these. Our values are the 
values of our friends and we bask 
among these friends with whom we 
always agree and who always agree 
with us. This is reassuring to our 
egos but hardly conducive to finding 
out the truth. It leads to some huge 
fallacies, Montagu says, misconcep- 
that 
alleged “common sense”. 

Now take Frid- 


rich’s plea for self-analysis of your 


tions are supported by our 


another look at 


business. 


Time and the Tide 


Looking beyond our office walls to the 
world at large, none of us can pos- 
sibly be unaware of the continuing 
contest between the free world and 
the communist world. The conscious- 
ness of this contest is borne in on us 
however indifferently we choose to 
read the day’s news. The very air 
about us is charged with the tension 
of the times, forever kindling within 
us the question: When will the con- 
test ever be resolved? 

Our thoughts take this direction as 
a result of reading a most thoughtful 
and hopeful article by the theologian, 
Reinhold 


magazine called Columbia University 


Niebuhr, in a quarterly 


Forum, published for the university’s 
graduates. 

Niebuhr, in as clear and ringing 
English as we have read in some time, 
shares his “Reflections on Democracy 
as an Alternative to Communism.” 
He presents a masterful summary of 
democracy’s history to support his 
that 
“free world” are possibly mistaken in 


argument we of the so-called 


regarding democracy “as too simply 
and generally an alternative to com- 


munism in all nations and cultures.” 

“Democratic self-government is in- 
deed an ultimate ideal of political 
community,” he says. “But it is of 
greatest importance that we realize 
that the 
functioning are not available to many 


resources for its effective 
nations.” 

He asserts that democracy emerged 
quite late among the western nations. 
In fact, it emerged in Germany only 
after World War II, and still exists 
on tentative terms. Defining democ- 
racy as a condition in which a com- 
munity can pursue social peace and 
order, and justice, as its two chief 
Niebuhr that 
numerous old and new countries still 
self- 


government. These countries still lack 


objectives, shows 


resist or frustrate democratic 
the high standards of literacy (essen- 
tial to universal suffrage) and the 
“linguistic homogeneity” (essential 
to communication) which are democ- 
racy s prerequisites. 

Thus, we find Ghana, Congo, In- 
donesia, and Latin America under the 
thrall of dictatorships, juntas, and 
other undemocratic forms of rule. 

y et we should not despair. Because 
these countries do not or cannot grasp 
democracy in our image does not 
mean they'll slip willy-nilly into com- 
munism’s toils. Communism—‘the 
product and instrument of a religio- 
political dogmatic system” — has 
nothing to offer these people. Niebuhr 
accuses communism of having “pre- 
that 


tradiction to the multiple facts in the 


tensions are an obvious con- 


landscape of the world.” 


“Despite its momentary plausi- 
bility,” he asserts, “there is the possi- 
bility that, meeting resistance, (com- 
munism) will disintegrate among 
these facts, as will the ideological 
system which is the source of its 
prestige.” 

Consequently, the democratic na- 


continued 
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SOCKET SCREW PRODUCTS 





“Try ret4r 


PRODUCTS... a compcete Line 





“SPECIALS”... Socket BN Socket 


Screw Screw 
EXCLUSIVE DOOR OPENERS 





REGIONAL FACTORY WAREHOUSES 








YEARS of Suocosaful, Sling | 











Put yourself in the quarterback’s shoes, Mr. Distribu- 
tor, and call your “team’s” winning play . . . BLUE 
DEVIL. Here’s the greatest combination ever put to- 
gether in the socket field, and it’s ready to go to work 
for you right now. Better get the facts right away! 


MEMBER ASMMA =e SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 


SAFETY SOCKET SCREW CO. 


6500 North Avondale Avenue + Chicago 31, Illinois » Telephone ROdney 3-2020 
WAREHOUSES AT: LOS ANGELES + DETROIT + NEW HAVEN + NEW YORK CITY 








Ideas and Opinions 


starts on page 7 





tions “at the inner circle of direction” 
are presented with an enormous op- 
portunity to best communism in the 
worldwide contest. But they must 
“have regard for the varied stages of 
culture of different communities, and 
therefore not expect them to attain a 
form of community which is beyond 
their political or moral capacities.” 
In other words, the contest must be 
seen as something more than one 
between democracy and communism. 
It must be seen, rather, as a “dra- 
matic encounter between dogma 
(communism) and common experi- 
ence (the striving for freedom) .” 
Niebuhr believes that time is on 
our side in this contest, but warns: 
“The common cause which must be 
defended literally includes the whole 
of mankind and the right of all 
nations and peoples to develop their 
potentialities and fulfill their destinies 
without being restricted by the absurb 
pretension to omniscience of a single 


force in history.” 


Price of Success 


Did you happen to see in July’s 
Industrial Marketing the story on 
California’s Ducommun Metals & 
Supply Co.? How did you like presi- 
dent Charles E. Ducommun’s remarks 
on price-cutting? We quote in extenso 
from IM’s article: 

“The marginal distributor,” Mr. 
Ducommun said, “tends to drive the 
price level down in order to break 
into a market. The other distributors 
are faced with meeting this depressed 
level in order to maintain sales. 

“The big concerns are strong 
enough to weather the storm. They 
can meet any price these small mar- 
ginal distributors want to set. But it’s 
the middle-size distributor who usu- 
ally doesn’t have the assets to stand 
the gaff. He may go under trying to 
meet that kind of competition. 

“The larger, better established firm 


continued on page 14 
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POWELL MAKES IT A SIMPLE MATTER 


To find the right valve, just call Powell. It’s that 
simple, since Powell offers the world’s largest 
variety of industrial valves for virtually any flow 
control problem ... such as handling water, oil, gas, 
air, steam and corrosive fluids. 


What’s more, you don’t have to wonder about Powell 


> a 


performance. It’s built-in through sound engineer- 
ing, development, materials and workmanship, 


So, remember, finding the right valve can be a simple 
matter when you specify Powell Valves. For further 
information, call your nearby Powell Valve Distributor 
(there’s one in every major city), or write us direct. 


115th year of manufacturing industrial valves for the free world 


POWELL DEPENDABLE VWALWES 


THE WM. POWELL COMPANY CINCINNATI 22, OHIO 
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Score with the leader in 
sonic energy cleaning! 
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COMPACT SONIC ENERGY CLEANER 


* NEW “PLUS” BUSINESS x* TOP PROFIT MARGIN 
* HIGH VOLUME POTENTIAL * BRAND-NAME SUPPORT 


Here’s a great new opportunity for you in a As the pioneer and largest producer of sonic 
profitable, fast-growing market—sonic energy energy cleaning equipment, Bendix provides 
cleaning. With Bendix, you sell a complete powerful, door-opening, product-brand sup- 
product “package” backed by fresh new mar- port. Your advantages with Bendix will add 
keting tailored for the industrial distributor. up to profitable, high-volume “‘plus”’ business. 


EE EE A a TS 
FOR THE REASONS WHY OUR INDUSTRIAL DISTRIBUTION IS 
GROWING NATIONALLY, CHECK THESE DISTRIBUTOR BENEFITS: 
EE A LS a 


e A sales policy that recognizes the importance of the industrial distributor. 
e A marketing “package”’ designed to give the industrial distributor quick 
inventory turnover and profitable repeat sales. e A reliable product line, 
fully warranted and backed with a Bendix lifetime guarantee on critical 
components. @ Assured factory stocks and service. @ Efficient distributor 
sales campaigns. e Standardized application and product use information 
for individual territories. e Bendix national advertising support plus direct 
mail programs through distributors. e Effective field assistance. e Continual 
product development. 


For additional information, phone, wire, or write... 


Pioneer-Central Division 


DAVENPORT, IOWA ° 
by 


Attn: Manager, Distributor Sales, 
Sonic Energy Products 
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ADVERTISING TO HELP YOU SELL 


So it doesn’t break---So what?? 


So we can bend a MARvEL High-Speed-Edge 
Hack Saw Blade double, and it won’t break. 
Does this prove anything? 


Let’s see if it does. When you buy a box of hack 
saw blades, you expect each blade to have a 
reasonable cutting life. For example, take an 
ordinary blade that costs $4.00, and you expect 
it to produce 2000 sq. inches of accurate cutting- 
off before it is discarded. Would you be willing 
to pay $8.00 for that same blade? You will, if it 
breaks halfway through its expected life. 


Bending a Marvet High-Speed-Edge Hack 
Saw Blade to demonstrate that it is truly un- 
breakable proves the point that you get every 


square inch of blade life you pay for when you 
buy MARVEL Blades. 


Safety to both operator and machine, plus 
maximum blade life, seem like value enough 
from this remarkable blade. However, these 
MARVEL Blades give you even more, for they 
will cut faster, with greater accuracy because 
they can be safely tensioned more taut in your 
machine than ordinary “breakable” blades and 
are therefore more rigid to resist deflection. 


Cost? Unbreakable MARVEL High-Speed-Edge Hack Saw 
Blades are priced competitively. Use MARVEL Blades 
consistently with complete confidence because they have 
no equal for value. Leading Industrial Distributors stock 
and sell MARVEL. Ask yours today. 





ARMSTRONG-BLUM MANUFACTURING CO. 
5700 West Bloomingdale Avenue « Chicago 39, Illinois 


Better Machines-Better Blades = 
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Figs. 704T and 704B— Type 316 Stainless Steel Ball Valve by Lunkenheimer 


SIZES Y% THROUGH 2 INCHES—TEFLON OR BUNA-N SEATS AND SEALS 


e Compact design e Top entry for easy in-line 
Long-lasting Teflon seats maintenance 


Self-aligning ball e No adjustment or take-up 
OTE Tat-lesevlgame)el-1c-lilele needed 


Moye) ol-1e-hilay-m colce lel) e Straight-through flow 


GREATEST NAMES AMONG /NDUSTRIAL D/STRIBUTORS 
CY af Me fy | tO) '/ ta ©] nd oY 7-1 en a 
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by Lunkenheimer 


Now your customers can have the corrosion-resistance of Type 316 Stainless Steel in 
the same Lunkenheimer Ball Valve design that is selling so well in bronze. 


Every part, including the Teflon or Buna-N seats, is precision machined to provide 
leakproof performance in liquids, gases, and slurries. Corrosive atmospheres are 

no threat to solid Stainless Steel bodies and bonnets. Recommended for both pressure 
and vacuum applications. 


All the features that make the Lunkenheimer Bronze Ball Valve outstanding are 
incorporated in this new line... PLUS the versatility of Stainless Steel in handling 

a wide range of corrosive applications. Show it and sell it to every customer who needs 
a compact, leakproof, quarter-turn valve for corrosive service. 
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Get fast ram approach, save time 
with new 2-speed hydraulic pump 





EXAMPLE OF PUMPING SPEED: 
One pump stroke moves 

A 2"-dia. ram piston 4.9 

low pressure (0-200 























Pump, valving and controls mount on com- 
mon cover plate; use with other reservoirs. 


* Delivers a big 7.35 cu. in. of oil per stroke 
at low pressure (0 to 200 p.s.i.) 


* Delivers .294 cu. in./stroke from 200 to 
10,000 p.s.i. for high force requirements 


For operating both single and double-acting 
cylinders 


Here is a compact, precision-built 10,000 
p.s.i. 2-speed hand pump with the ability to 
deliver exceptionally high volume at low 
pressure for fast ram approach and return. 
Handle high-force requirements, yet waste 
no time getting the ram to the work! Choice 
of 2-way or 4-way control valve, mounted 
easily on cover plate; no exposed piping. 


Unit weighs only 34 Ibs. 
az 
= 


Write for complete information 
on the new OTC “ Dualmaster” 


ump. Distributorships open i ~ 
pump orships open in re 
some states. 


ann, Ey 


j 
~ 


PRECISION HYDRAULICS DIVISION 


e2t*®o 


OWATONNA TOOL CO. 


373 CEDAR ST., OWATONNA, MINN. 


CABLE: TOOLCO 


— 


Hy 
a 


DESIGNERS AND MANUFACTURERS OF QUALITY HIGH PRESSURE HYDRAULIC COMPONENTS 








ideas and Opinions 


starts on page 7 





can cut its costs internally, to meet 
lower prices and still make a profit, 
because it usually has the financial 
strength to give it the time necessary 
to do this. It can invest in machinery 
to cut operating costs, materials han- 
dling costs, order-processing costs. 
The middle-size one often can’t. 

“But in the long haul, good manu- 
facturers don’t want to trust their 


product to marginal distributors, who 


usually don’t build effective organiza- 
tions. So they don’t last long. Maybe 
one generation. They haven’t enough 
capital to attract professional man- 
agement talent. 

“I call them one-generation outfits. 
They may carve out a little business 
for one or two generations, maybe a 
father-and-son setup. But because 


they have no strong managerial 


talent, when the family dies off, 
they’re through. They have stayed 
too small to be a serious threat to the 
larger concerns which can afford to 
reduce their costs and _ operate 
efficiently. 

“So over a period, the small mar- 
ginal distributors operating on a cut- 
price basis usually only succeed in 
hurting the middle-size firms and not 
operated, 


the large professionally 


well-financed companies. 


The Big Pigeon 


July’s Harvard Business Review pre- 
sents a serio-comic article by Owen 
Aldis, a psychologist doing research 
at Harvard, on new methods of re- 
warding workers based on experi- 
ments with pigeons. 

Thus, having found that a pigeon 
responds best when paid (with food) 
immediately after performing a task, 
Aldis wonders if people couldn’t be 
paid (with money) the same way. 
“Just consider,” he says, “how much 
motivation is lost when a man works 
for a week and then has to stand in a 
pay line for his reward.” 


continued on page 18 
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Find Us Fast 
In The 


Yellow Pages 


ry 


This emblem wants to work for you 


Whenever people see this famous emblem, 
they’re reminded to ‘find it fast’ in the Yellow 
Pages. And when you associate your business 
... your name... with this emblem, you’re 
reminding prospects to find you in the Yellow 
Pages when they’re ready to buy. So—if you’re 
advertising in the Yellow Pages now, it’s just 
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good sense to display this emblem in your 
other advertising, on your business vehicles, 
at your place of business. And if you aren’t 
advertising in the Yellow Pages yet, it’s high 
time you did. Call the Yellow Pages man at 
your Bell Telephone Business Office for details : 
on how you can put this embleim to work. 





Throw away your old Corning bulletins 


We've revised all of our literature on gauge glasses, sight 
glasses, flat glasses, lubricator glasses, and oil cup glasses. 


We've made every effort to make all these pieces easier 
to use. A new system of color coding connects price lists 
and discount schedules to product bulletins. 

The bulletins themselves have been reorganized and con- 
densed to make it easier to find information on a given 
product or size. 


And, in this kind of business, it’s information that makes 


16 


for sales. It’s information that turns a prospect into a cus- 
tomer. It’s information on what’s new, what's available, 
that keeps the goods moving. 

If you don’t already have this new literature, contact your 
regular distributor or write us direct at 2609 Crystal Street, 
Corning, N. Y. 


CORNING GLASS WORKS 


CORNING MEANS RESEARCH IN GLASS 
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SOUTHERN SCREW 


COMPANY 


EXPANDS ITS me Ol 
Qual. ITY FAs TENERS 
INCLUDE NUD P< 


1, 23 anv 25 


HREAD CUTTING 
_ SUREWS 


STANDARD SIZES 





VEL sf 


SOUTHERN FASTENERS ARE USA-MADE OF USA MATERIALS 





Contact your Southern Distributor, or Southern Screw Company, 
P, O. Box 1360-A, Statesville, North Carolina. Phone 704-873-7211 


Types A, B, C, F, BF & BP Tapping Screws* - Types 1, 23 & 25 Thread 
SCREW COMPANY Cutting Screws* - Machine Screws* & Nuts - Wood Screws* - Stove 
———a— om Bolts - Hanger Bolts - Roll Thread Carriage Bolts - Dowel Screws 
Wood & Type U Drive Screws - Speaker Screws - Continuous 


Warehouses: New York ¢« Chicago Threaded Studs-Lag Screws *Slotted and Phillips 
Dalias « Los Angeles 
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NE W wuce-ats 


LOWER 


4 TIMES FASTER 


THAN ANY OTHER CABLE 
RATCHET WINCH-HOIST 


With Each 
Stroke 
Of The 


HANDLE 


"Pot. Pending 





NOTHING ELSE LIKE IT 
ON THE MARKET! 


Over 10 Years Experience 
Pioneering Aluminum 
Cable Ratchet Hoists! 





| (CREATES) 


A 


| PROHTS 
DEMAND 


REPEAT 
ORDERS 


(Through 
Customer 


5 Satisfaction) 


Superior to anything on the 
market. Simplified design with 
fewer parts. Detachable high- 
speed cable wind-up handle. 
Highest quality flexible air- 
craft cable. Safety handles 
design tested for overload to 
protect operator. Guaranteed 
one year against defective 
parts. Also especially cor- 
rosion-proofed models for use 
in chemical plants, mines, etc. 











Stock And Sell The Most Asked 
For Cable-Ratchet Hoist 

e Lightweight 

¢ Versatile 

© Compact 


THE LUG-ALL COMPANY 
HAVERFORD 11, PENNSYLVANIA 














Ideas and Opinions 


starts on page 7 





Aldis describes how simple it would 
be to install a metering device on an 
assembly line which would ring up a 
worker’s earnings each time he com- 
pleted a task, such as fastening a tail- 
light to an automobile. “Under a 
setup like this, he might have to be 
pulled away for a coffee break.” 

Aldis discusses other pigeon pay 
methods (variable ratio, fixed ratio, 
variable interval, etc.), but concludes 
that the faster the worker can be paid 
the happier he'll be. 

He admits that the 


payment method presents practical 


immediate 
problems. And we, too, have been 
wondering how it would apply to a 
distributor salesman. Suppose a sales- 
man has just made a sale in a P.A.’s 
office. 


rush out from the office and press a 


Does his sales manager then 


few dollars representing commission 
into the salesman’s hand? Or does the 
salesman drive all the way back to the 
office to collect his commission at the 
cashier’s window? Or would the 
P.A. be furnished with script which 
he would in turn pay to the salesman, 
who could redeem it at the confec- 
tionery around the corner. 

If, as Aldis tells us, immediate pay- 
ment has worked so well with pigeons, 
we should certainly not overlook its 
possibilities in the industrial dis- 
tribution field. 

Or is the whole idea strictly for 
ES 


Choke or Chockablock? 


Excessive inventories are a leading 
cause of business failures. Indeed, the 
June Dun’s Review & Modern In- 
dustry quotes the old saying: “More 
businesses choke to death than starve 
to death.” Nevertheless, the maga- 
zine asks if a merchandising business 
isn’t better off with a little too much 
inventory instead of too little, to meet 
customer’s emergency sales require- 
ments. “You can’t make a sale with- 


out goods on the shelf.” D.A.C.M. 
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only 


PROT 


makes 


screwdrivers 
like 





found or square. 

Hot forging from 
Protoloy® alloy steel 
resists wear and distortion 
under pressure. Heat-treated 
full length. Polished, 
plated for added protection. 
Extra thick square shank 
for use with wrench. 


Gradual taper, 
squared tip 
for snug fit in 
screw heads. 
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Handle molded 
around flattened tang... 
locked for life. @) approved. 
Deep, wide flutes, 
bigger handle for maximum 
power, less fatigue. Large, 
smooth end prevents sore 
palm. Tough, clear plastic 
proves quality and 
method of joining. 


Proto Screwdrivers are available in a 

complete range of sizes and types, including: 
plastic and wood handles; keystone, cabinet, 
Phillips, and clutch-head tips; round 

and square shanks; lengths up to 2% feet; 
offset type; screwholding drivers; 

and screwdriver sockets. 

Purchasing Agents, Safety Engineers, Production 
and Maintenance supervisors need the quality and 


design features built into Proto Tools—they are 
wonderful door-openers. 


DIVISION OF 


PROTOSTOOLS 


PROFESSIONAL / elt Vila ae | ® loses 


2214 Santa Fe Avenue, Los Angeles 54, California 
514 Allen Street, Jamestown, N. Y. 
1714 Oxford East, London, Ontario, Canada 








Warehouse at your back door... 
Your Steel Service Center a) 


Count on your local steel distributor to back up your own ~ 
stocks of cold finished steel bars. It’s like having an extra seavice Gemlen 
warehouse at your back door ... as close as your phone ... 
ready to make quick delivery. 
He carries 4 complete range of shapes and sizes, 
both to meet emergency needs and to fit your normal 
production schedules. 
Call today, to find out how many helpful services your 
steel service center offers. 


REPUBLIC (oi Anushed: Stael Bars 5) cee 


This ssngie pee edvertisem-nt spprers iA MILL & FACTORY January, 196!. (A- 1868) 





COLD FINISHED BARS This yrrer 
ro 1¢e ¢ 


yse 








IT’S FOR 


: REPUBLIC Cueto’ See G3) =... 
It 4s for your own good as a Republic 
nf INSTANT STEEL 
Distributor that advertisements like these are Jescribes spee 
appearing in a constant succession of 


magazines read by your customers. 


We don’t really expect anyone to “rush right 
down to the Republic Distributor’ 
as a result, but it helps... it helps. 


Reprints of Republic distributor-support advertisements 
may help, too. They are available at no cost, 
imprinted with your company name. Details on WHY YOUR REPUBLIC DISTRIBUTOR 
WILL SAVE YOU TIME AND MONEY 
reprints and on advantages of stocking Republic Steel : ili Satay 
Products can be had quickly by phoning your 
nearest Republic office . . . or use the coupon below. 
CALL FOR REPUBLIC PIPE 
STEEL PIPE—-AND X-TRU-COAT— This curre 
advertisement emphasizes the prompt ser 
e provided by pipe distributors wh 


here it 


REPUBLIC STEEL 


REPUBLIC HAS THE FEEL FOR MODERN STEEL 


Expert in inventory planning... 
Your Stee/ Service Cente 


REPUBLIC STEEL CORPORATION 

DEPT. 1D-2648 

1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 
Please send literature on items checked: 


O Cold Finished Bars O Plastic Pipe 
O Steel Pipe 0 Steel Sheets 


tee ers cowie 


REPUBLIC Cc Aneched Stet Bors (4) SS. 
Name Title 


Company. 
Address 
City. 
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In a recent visit with George Weaks, one of 
the early users of Rust-Oleum reminisces 
about his friendship with Captain Fergusson 


“It was more than thirty years ago that | first met the Captain,” 
recalls this man of Industry, recently retiring after a distin- 
guished career with one of the major public utilities of the 
South (identity upon request). ‘He was a man you don't easily 
forget, and the success of his Company speaks not only for 
the product but for the personality of the founder and his 
enthusiastic belief in what he was selling. He drove up one 
day in a ramshackle car and immediately began searching out 
rusty metal around my plant—as the young engineer in charge, 
| was understandably particular about its housekeeping. As he 
spot-primed with something he called Rust-Oleum, he would 
tell in that Scottish burr about his product and what it could 
do. He was the winningest man | ever met—and he'd put that 
fish oil based coating wherever he saw rust. An old sea cap- 
tain, he'd spin yarn after yarn, intermixed with his story of how 
he developed Rust-Oleum under the actual rust-producing 
conditions of the sea."’ 





“Captain Fergusson introduced Rust-Oleum 
to us over twenty-five years ago” 


... Says MR. GEORGE G. WEAKS, President, Weaks Supply Company, Ltd. 


“I was a young salesman just getting started with 
our company,” recalls George Weaks, “and I 
well remember Captain Fergusson first discussing 
Rust-Oleum with us. He had been demonstrating 
Rust-Oleum to some of the leading industrial 
accounts in the Monroe, Louisiana, area. He 
brought some Rust-Oleum orders to us and stated 
that he would like Weaks Supply to sell and serv- 
ice these accounts and be the local source of 
supply for Rust-Oleum. 

“We were intrigued with this remarkable man, 
who was as colorful as his product. His sincerity 

9 a 


There is only one Rust-Oleum. 


Distinctive as 
your own fingerprint. 


impressed us as much as did his unique demonstra- 
tion and the potential volume and profit offered 
by this line. As a result, we've stocked and sold 
Rust-Oleum since the thirties, during which time I 
called on many customers with Captain Fergusson. 
He had a completely different sales approach—he 
would look for rusty areas, then he'd apply test 
patches of Rust-Oleum 769 Primer over the rust 
in convincing demonstrations that sold industrial 
after industrial. 

“You've heard the phrase ‘blazing new sales 
paths,’ but Captain Fergusson blazed a new type 
of trail. He criss-crossed a good portion of the 
country and left his rust-stopping test patches 
wherever he found rust, as visible evidence of 
Rust-Oleum’s ability to stop rust. You could always 
tell when Captain Fergusson had been there. It is 
indeed gratifying to see how his sons have con- 
tinued to build Rust-Oleum to its position of lead- 
ership today, and this has been based upon a 
superior product and an effective sales technique, 
together with the company’s integrity and sound 
policies.” 


WEAKS SUPPLY COMPANY receives 
Twenty-Five Year Award Plaque 


Mr. George Weaks receives twenty-five year award 
plaque from Rust-Oleum President, Robert A. Fer- 
gusson, son of the Rust-Oleum founder, Captain 
Fergusson, at special ceremony marking Weaks 
Supply Company's service as a loyal, enthusiastic 
Rust-Oleum distributor for over a quarter century. 
Commented Mr. Weaks, ‘Our salesmen like this line. 
We're still demonstrating Rust-Oleum wherever we 
find rusted metal, and our Rust-Oleum sales are still 


going up.” 


\. Same cpooe ae alt J 
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RUST-OLEUM CORPORATION «© 2530 Oakton Street, Evanston, Illinois 





WRIGHT 


WRIGHT Type "C” Pull-A-Way 


Electric 
Chain Hoist 


The hoist with fewest working 
parts! Hoisting gears are high 
grade phosphor bronze— 
worms are heat treated alloy 
steel. All gears operate in a 
continual oil bath. Features 
double braking system —self- 
locking worm gear reduction 
load-brake, easy-to-adjust 
motor brake. Alloy load chain 
is wick-lubricated and zinc- 
coated to resist rust. Available 
in two capacity ranges — 300- 
2000 lbs. (single chain) and 


ot Pt a ee 
EPR PR RPP ee 


27 NAS 


oni is 
oococoocooco ~<Oo<Q] Makes easy work of hun- 


dreds of quick hook-up jobs. WRIGHT type 
“C” Pull-A-Ways come in four sizes— %4, 
14, 3 and 6 ton. All are portable, safe and 
rugged. Corrosion-resistant modern alumi- 

> num alloy castings are 


used for gear case, handle 
and covers of all models. 
Hooks, chain, gear and chain sheave are alloy steel. Positive 


3000-4000 Ibs. (double chain). 
WRITE FOR BULLETIN DH-73 


' 


WRIGHT 
Jib Cranes 


Wricutr Wall Bracket Jib Cranes are highly recom- 
mended for supplementary use to the regular travel- 
ing crane or monorail track —or for individual use in 
bays, on sides of shops, etc. 

Hinge plates are fitted with Hyatt Roller Bearings 
or Bronze Bushings. These and all other fittings are 
made of annealed electric steel. Buy Wricut Jib 
Cranes complete or buy fittings separately and assem- 
ble crane locally. NOTE: mast not furnished. 


WRITE FOR BULLETIN DH-300 


dependable load brake securely holds load at any point. 


" WRIGHT 
‘« Timken Trolleys 


Wricut Timken Tapered 
Roller Bearing Trolleys 
(shown), in plain or geared 
models, provide smooth han- 
dling of loads from 44 ton to 40 
tons. Heavy steel side plates 
and chilled tread wheels re- 
volve on Timken Bearings 
(two bearings to each wheel). 
Tapered bearing design ab- 
sorbs both thrust and radial 
loads and thus reduces the 
work required to move the 
trolley along I-Beam. WRIGHT 
Self-Aligning Roller Bearing 
Trolleys in 4% ton to 20 ton 
models are also available. 


WRITE FOR BULLETIN DH-242 


Plain 
Timken 
Trolley 


ar Material Handling Items 
that Make Money for Wright Distributors! 


WRIGHT material handling products make 
money for the men who sell them and also for 
the men who use them. 

To distributors, the name ‘“‘WRIGHT’” has 
long been recognized as the complete material 
handling line to meet any overhead lifting re- 
quirement. Backed by national trade paper 
advertising, WRIGHT tells this fact to thousands 

of potential material handling 
customers on a regular month-to- 
month, year-to-year basis. In 
addition, WRIGHT supplies its 
distributors with a wide selection 
of sales promotion aids to help 
salesmen expose WRIGHT products 


to select customers on the local level. It’s double 
barreled product promotion like this that makes 
Wricut the popular, fast turnover line to sell 
anywhere. 

Users of WRIGHT material handling equip- 
ment know from experience that WRIGHT prod- 
ucts are built better to last longer. Designed 
and manufactured to meet the many and varied 
demands of modern high speed production. 
WRIGHT products offer extra performance fea- 
tures at no extra cost. Result: users get more 
dependable operation, greater handling effi- 
ciency and longer trouble-free service from 
WRIGHT products. WRIGHT...a good line to 
buy, a good line to sell! 
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Geared 
Timken 
Trolley 








e Here are two fast-selling WRIGHT 
Safeway Hand Hoists, one all-steel 
and one aluminum and steel, but 
alike in design and internal construc- 
tion. The aluminum Safeway hoist is 
new. It offers WriGHT distributors 
another outstanding profit item they 
can sell for installations requiring 
a light, portable hoist. All-steel 
Safeway hoists, on the other hand, 
give distributors a steady income 
producer that is specially built to 
withstand the wear and abuse of the 
more rugged lifting jobs. Both 
WRIGHT Safeways, and the extra per- 
formance features they offer at no 
additional cost, are currently being 
promoted to thousands of buyers 
through national trade paper adver- 
tising and a distributor sales pro- 
motion program. 

Factory tested at 50% over rated 
capacity, WRIGHT Safeway hand 
hoists of aluminum or steel are avail- 
able now in 18 sizes in a capacity 
range of 4% to 50 tons. 


WRIGHT... the best /ine to buy, 
the best line to sel/! 


Write for Full Details $ 
Write our York, Pa., office for , 
DH-164 and DH-345 which give . : 


lete inf ti b t . . * 6 * . 
Water Gelber Wines aude Wright Hoist Division - American Chain & Cable Company, Inc. 


from aluminum and steel. Find York, Pa., Atlanta, Chicago, Denver, Detroit, Houston, Los Angeles, New York, 
out the advantages they offer. Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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IMPROVED ALL PURPOSE (Model 700) 


New, improved version of the saw that broke 
one sales record after another! Has high 
speed, for wood, compositions, plastic; low 
speed, for routine metal cutting. The per 
fect tool for carpenters, maintenance men ~ 
plumbers, electricians 


Skil moves two more jumps 


Two new Recipro Saws maintain Skil’s leadership 


Not only have Skil engineers improved the original 
2-speed reciprocating saw, but they’ve come up 
with a completely new, exclusive metal-cutting 
model that opens up a vast new market for port- 
able power tools. 

These latest Skil Recipro Saws are one more 
example of how Skil’s basic policy of continual 
product improvement and the development of 


advanced new products, backed by sound mer- 
chandising, is spelling sales successes for Skil 
distributors. 

If you’d like to know more about Skil Recipro 
Saws, as well as the entire line of Skil metal and 
woodworking tools, call your local Skil repre- 
sentative. Or write: Skil Corporation, Dept. 1151 
5033 Elston Avenue, Chicago 30, Illinois. 
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wes New! METAL CUTTING (Model 701) 
Folate M-melslimelelac-leli-m ele) 1-1 amal-le1 7-1 Ban ONUR 


in the reciprocating saw field! 


ahead of the entire industry! 


... Sling Tends tolay with Ceadehsyp 
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with two-way load brake and motor brake design. Rugged 
ng-starting assures faster operator reaction and work flow. 


Yale Load King Yale Midget King Yale Air Hoist Yale Cable King 
Hand Horst Electric Hoist Electric Horst 











with the 


Small job, or large ... Little plant or big 
plant ... Electric, air or hand-power... 


Whoever your customer is, whatever his 
hoisting requirements ...as a Yale Hoist 
Distributor you can recommend the right 
lifting power, right sturdiness, right effi- 
ciency, price and right operating 
economy for the job. You can make un- 
biased recommendations (not compromise 
suggestions) from a hoist line covering 


right 


capacities from \% to 40 tons... with a 
combination of features to meet the widest 
range of job requirements. 

And in these days when every customer is 
cost-conscious, selling the economy of the 
right hoist is a mighty important compet- 
itive advantage. 

Yale Materials Handling Division, Dept. 
H-106, Philadelphia 15, Pa. A Division 
of The Yale & Towne Manufacturing Co. 


e advanced-design Air Hoists 

‘t overheat! Constant vari 
speed contro j wering cuts strain on oper- 
ators, reduces chances of load damage. Als« brake 
automatically set if air supply is cut. Workers feel safer 


KEEPS JOBS MOVING with the hoist that never ha 
to “‘knock off’’ to cool off! Yale Cable King Electric Hoists 
have exclusive air ng. Plus positive lubricat 

the brake load. Plus motor brake for positive inching and 
mechanical load brake for positive protection in case of 
power failure. Cap.: % to 15 tons. 


CONTROL LOADS. End “jockeying” of loads. Team hand 
or electric hoists (of capacities up to 5 tons) with a Yale 
Rail King Tractor Trolley for fast, precision positioning. 
Operates on standard I- beam, or special rolled overhead 
track system, or over splice plates with equal efficiency. 


economy of the right hoist 


HAND, AIR, ELECTRIC 
HOISTS + TROLLEYS 


YALE & TOWNE 





How one 
man really 


He’s the 

Federal-Mogul Service 

industrial man in your 
Ff district. He has no OK 

responsibilities .. . just 

one job... to help the 

Bearing Specialist 

in any way he can. 

Here are some 

of the things he’ll do... 
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Federal-Mogul Service 
works for you 


Industrial sales only. Your Federal-Mogul Service 
industrial man thinks only in terms of replacement 
business—your replacement business. That’s be- 
cause he has no OE responsibilities. He limits 
his sphere of operations to working for you and 
helping you every way he can. In this way, his 
potential and ability to perform services for you 
are immensely increased. At the same time you 
extend your potential, too. 


You gain another salesman. You can call on your 
industrial man any time. He’s available to make 
calls for you—or he can make them with you or 
your men—and lend his experience and knowledge 
to clinch a sale. He knows your area and its prob- 
lems . . . can often come up with a solution that 
would otherwise take much trial-and-error experi- 
ence. Most important, he’ll help you profit! 


To all this add... 


Service at the local level. You’re spared the time- 
consuming agony of waiting for central-office 
action. Your District Manager is no paper-shuffler; 
for all intents and purposes, he is Federal-Mogul 
Service. He’s empowered to act that way, too. 
As a result, you receive prompt, sympathetic action 
from someone who knows you and your business. 


Product training by mail. Federal-Mogul Service 
has the only courses of their kind on ball and roller 


bearings. Your men learn basic design plus appli- 
cation theory that puts facts to work for you and 
your customers. 


Expert inventory assistance. You benefit from the 

knowledge it has taken Federal-Mogul Service 

branches years to get. They help you stock movers 
. . avoid expensive get-acquainted periods. 


And you sell these selling lines. . . 


Bower Roller Bearings—tapered and straight— 
have exclusive design features to work better. 
These same features make them sell better. 


BCA Ball Bearings’ expanded laboratories have 
provided constant improvement in bearing design. 
Wherever there’s a ball bearing used, you can 
sella BCA. 


National Oil Seals offer processed leather and the 
newest in synthetic rubber seals . . . and a reputa- 
tion gained from being used by every major original 
equipment manufacturer today. 


Call today and talk to your Federal-Mogul Service 
District Manager. He stocks the complete Bower, 
BCA and National lines locally—can give you 
immediate delivery in nearly every unit you need. 
Hear for yourself the facts on how you can profit 
as a Federal-Mogul Service Bearing Specialist. 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC., DETROIT 13, MICH. 
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Time 
to put 
your foot 


(if you want to 


re | own ) get the best value 


in shovels) 


' True Temper’s taper-forging makes the big differ- 
ence. It scientifically distributes the metal to give 
each shovel a unique combination of strength 
and light weight. A worker can do more shovel- 
ing in less time. And the shovel lasts longer. 


Cutaway of taper-forged BANTAM shovel Taper-forged finish makes blade free- Taper-forging gives the blade excellent 
blade shows solid-steel shank, extra metal scouring. Helps the shovel slide into the down-the-center balance and eliminates 
at wear points (shoulders and center), load faster and more easily. And helps it dead weight. Lets a man shovel more 
and thinner edges for easier penetration. shed the load more quickly and cleanly. payload per day with a lot less effort. 


To save money on shovels (and on shoveling), choose True 
Temper BANTAM for general industrial use. Other taper- 
forged solid shank models: Fox contractors’ weight, f° 


BuLLpoG for heaviest jobs. Tube-shank DyYNALITE for 





lighter service. Call your True Temper industrial distributor. 


All True Temper tools are designed to do more, so work- f 4 
4 


ers can get more done. Send for free catalog, ‘‘Tools for 
Industry.” True Temper, 1623 Euclid Ave., Cleveland 15, O. 


GIRUE lLEMPER. 


THE RIGHT TOOL FOR THE RIGHT JOB 
INDUSTRIAL DISTRIBUTION 
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MILL SUPPLY HOUSES 


NTA MM wevemiccchano'nce'seeees, THIS IS FOR YOU! 


PROFIT 
OPPORTUNITY STURDI 


BiLT 








SLOTTED ANGLE 


DISTRIBUTORSHIPS NOW BEING OFFERED ON 
AN EXCITING NEW LINE OF FRAMING MATERIAL 


Here’s a ground floor opportunity to cut yourself a profitable 
slice of America’s fantastically growing market for Slotted 
Angle. Distributorships are now being offered on STURDI- 
BILT Slotted Angle, a universal, interchangeable new line of 
quality framing material. 


Engineered and produced by the world’s leading maker of 
heavy duty storage racks, STURDI-BILT Slotted Angle offers 
an unequalled profit opportunity. Here’s what you have going 
for you: 
e Unmatched product quality e Competitive pricing 
e National advertising support e Local sales help 
« A complete local promotional “package” 


Let this symbol be your guide 


To find out how you can join the STURDI-BILT STURDI | 
Ri 








family of distributors, send the handy coupon below. 
But don’t delay—distribution will be limited and —— BELT 
selective. 








BUY BETTER—BUY STURDI-BILT 


Material Handling Division, Dept. iD 91 
Union Asbestcs & Rubber 


Company 
332 South Michigan Avenue, Chicago 4, Illinois 
SEND TODAY FOR Please send full details on the new Distributorship Program 


DIS TRIBUTORSHIP offered for STURDI-BILT Slotted Angle 


Name Title 
PROGRAM DETAILS Company 

Addr City. 

Slotted Angle line presently handled (if any) 
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Get the Extra Power, Performance...... 


ELECTAIC 





- 








The new H.D. 1" No. 482 Air Impact Wrench, the mighty 
big one, is intended for the kind of jobs that tear up 
ordinary 1” wrenches. 


SIOUX Air Impact Wrenches deliver up to 15% more 
torque while consuming 30% less air! 


SIOUX Electric Impact Wrenches such as the No. 330 
itlustrated, deliver the extra measure of efficiency,. 


- performance and freedom from trouble you expect 
from SIOUX. 


. 
’ 
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IMPACT = 
WRENCHES! 





NO. 322 





WHEN IT'S A SIOUX YOU KNOW WHAT IT WILL DO— 
SIOUX tells you the torque your air or electric impact 
wrench will deliver. Don't buy just a wrench. Buy cer- 
tified SIOUX power! 


The No. 270 SIOUX Slugger is an all purpose metal 
working tool. It cuts metal, breaks spot welds, splits 
nuts, shears bolts, punches out pins, and scrapes 
metal clean. 


all the way through! 





| 





NO. 482 





. fs [ernment 


ET as 
—— 


NO. 270 





Sioux City, lowa, U.GA. 


Canadian Warehouse: 379 Comstock Road 
Scarborough, Toronto, Ont. 


SOLD THROUGH DISTRIBUTORS IN U.S. CANADA AND 
OVERSEAS. FIND YOUR NEAREST U.S. DISTRIBUTOR 
UNDER “TOOLS, ELECTRIC” IN THE YELLOW PAGES. 


A AIR & ELECTRIC IMPACT WRENCHES e DRILLS 
e SCREWDRIVERS e NUT RUNNERS e SANDERS 
e GRINDERS aA ELECTRIC POLISHERS e FLEXIBLE 
SHAFTS e PORTABLE SAWS e VALVE GRINDING MA- 
CHINES « ABRASIVE DISCS 











Important News for every Sales Executive and Salesman 
THE NEW, HOME STUDY 


Dan 2 Gadde 
SALES 


TRAINING COURSE 


Through years of day-to-day contact with business at 
all levels Dun & Bradstreet knows and understands the 
factors which lead to business success. Every working 
day the sales performance of thousands of concerns is 
evaluated and this fact is clearly evident: The key to 
business growth is sales—and sales depend upon well- 
trained, creative salesmen. 

The Dun & Bradstreet Correspondence Course in Sales 
Training, based on this experience with business con- 
cerns, has been designed to help sales managements and 
salesmen improve results ... boost volume. . . reduce sell- 
ing costs. A salesman can learn at home the tested selling 
fundamentals PLUS tried and proven techniques of per- 
suasion based on the principles of motivation. Taking 
the Course helps a salesman cut loose from the crowd. 

For men who want to make selling a career—for estab- 
lished salesmen who want to increase their earnings— 
for sales executives who would like an able assistant to 
help in the training of new men as well as provide 
refresher training for seasoned salesmen—the Dun & 
Bradstreet SALES TRAINING COURSE is a con- 
venient and thorough preparation. 


CORRESPONDENCE TRAINING IDEALLY SUITED TO SALESMEN 


The Sales Training Course consists of 12 units of instruc- 
tion, subdivided into 24 chapters. Chapters are short, 
concise for fast reading, but long on ideas which help a 
salesman quickly tune in on a prospect’s mental wave 
length. A study unit, with questions, is mailed to a 
student every two weeks. He sends in answers to ques- 
tions for grading and the personal guidance of a Dun & 
Bradstreet instructor who will work with him throughout 
the Course. Practice exercises are keyed to the student’s 
own line of work and selling circumstances. His grasp 
and skill in the use of selling principles can then be 
evaluated by the instructor as the student moves forward 
to become a top-level salesman. 

The question and answer technique used in the Course 
requires the salesman to read each chapter carefully. 
A Certificate of Accomplishment which is given to those 
who successfully complete the Course is another impor- 
tant reason why salesmen want to master each chapter. 


SALESMEN LEARN BY ACTUAL EXPERIENCE 


The discipline of reading what to do, seeing how to do 
it in actual case histories, plus doing it himself by means 
of an optional sales project agreed upon with the sales 
manager, makes the training in the Course eminently 
practical. 

In this way, sales supervisors can use the Course as 
an aid in getting new men off to the right start and coach- 
ing more experienced salesmen in the use of better, more 
productive methods. Salesmen working on the road or 
in branch offices away from regular home office super- 
vision will find the Course helpful with their day-to-day 
problems. 


STRENGTHENS SALES TRAINING PROGRAMS 


Today the need for professionally trained, dollar pro- 
ducing salesmen, is greater than ever before. This Course 
will supplement your own training program—will instruct 
your men in the art of making people want to buy. This 
new approach, with its emphasis on persuasive tech- 
niques through understanding human motivation, leads 
salesmen to more profitable selling, more personal satis- 
faction in their careers. Lack of such training explains 
why many men with everything to recommend them 
barely make the grade in selling. On the other hand, the 
skilled use of emotional appeals by salesmen who may 
seem to have only average ability puts them in the ranks 
of top producers. 

Now these successful techniques in all phases of selling 
are shown step by step in the Dun & Bradstreet Sales 
Training Course. 


SALESMEN LEARN FOUR MAJOR SKILLS 


The Dun & Bradstreet Sales Training Course is designed 
to help a salesman step up his selling power, increase 
his earnings, do a better, more profitable job for himself 
and his company. It will show him the way to more 
profitable selling through these four basic skills: 

1. Expert use of tested principles of motivation to create 
buying action by building a vivid image of benefits 
in a prospect’s mind. 

Expert use of effective sales methods to assure presen- 
tation of the whole sales story, to meet objections 
successfully, and to make a strong close. 
Management of time to eliminate waste of time and 
effort through precise advance planning. 

Special problem-solving techniques to give the sales- 
man initiative and confidence in any sales situation. 
In short, he quickly becomes a man who can be 
relied on to increase sales volume with profit to 
himself and his organization. 


SEND FOR FULL DETAILS 


A booklet describing the Course gives com- 
plete information, including an outline of 
the study units, cost, enrollment procedure 
for individual and company-sponsored stu- 
dents. Simply mail the coupon. There’s no 
obligation of any kind. 


DUN & BRADSTREET, INC., Business Education Division 
Box 283, Murray Hill Station, New York 16, New York 


Please send me your FREE booklet about the new 
DUN & BRADSTREET Sales Training Course 


Company a 





Your Name 
Address 7 EE - 


City eeeienenae Zone State 
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Powerful 

Size 8U Electric 
easily tightens fifth 
wheel support on 
truck tractor without 
tiring operator 


5/8” or 3/4’ drive 


...at no extra cost! 


Only Ingersoll-Rand gives your customers their 


“Cuss-Proof” Socket Retainer. Sockets can't 
fall off accidentally, but strong, spring-held 
retainer can be easily replaced, Another |-R 
exclusive 


Life Guard Commutator. Exclusive |-R con 
struction prevents motor damage, permits 
easy dressing, provides long brush life 


Sealed Nose Bumper. Exclusive |!-R rubber 
guard seals out dirt in addition to protect- 
ing impact mechanism 


Dirt-Sealed Trigger. Plunger-operated switch 
is sealed tight from dust and dirt. Another 
1-R exclusive 


Job-Tailored Motor. Not ‘‘adapted’’ but built 
specifically for rugged Impactool duty. 


10204A.18 
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choice of drive sizes at no extra cost—all they do is 
specify the size they prefer. 


And—whichever size they select—they not only have 
the most powerful, but also the smallest, lightest and 
fastest tool in its class. 


Only Ingersoll-Rand Impactools give you red @ ball 
extras like these that make selling easier and 
profits bigger. 


best design—biggest line 
sell the red @ ball extras 


Ing ersoll-Rand 


1] Broadway, New York 4,N. Y. 





CM METEOR, HEAVY DUTY, LOW HEADROOM ELECTRIC HOISTS 


fast... rugged... dependable 


METEOR wire rope electric hoists are designed for extra heavy 
duty service with minimum maintenance. Push button controlled 
and available in a variety of suspensions—lug, hook, plain trolley, 
geared trolley and motor driven trolley. Many hard working “CM” 
features provide maximum efficiency, durability, economy and safety. 








REE ES 





HOISTS 
TROLLEYS 
CRANES CAPACITIES: 


From 1/2 to 5 tons. 
Single or two speed 


---leaders in quality, dependability and control. Only 110 


volts at push button 


safety for more than 75 years control. 


CM CYCLONE 
HAND CHAIN HOISTS 
low cost...high speed...dependable 
CYCLONE is a high speed,spur 
geared hoist. Made of steel and 
aluminum alloy,its light weight 
makes it so easy to handle, yet 
it’s constructed for rugged, 
heavy duty performance. CM- 
Alloy Steel Welded Chain pro- 
vides long wear and complete 
flexibility. Low headroom, 96% 
efficiency, sealed in lifetime 
lubrication, and many other 
proven CM features deliver 
dependable, efficient and safe 
service at minimum cost. 
CAPACITIES: From 1/4 to 10 tons. 
1 ton model weighs only 36 pounds. 
Bulletin No. 145 


CM PULLER 
gives a man giant strength 
Has a thousand-and-one uses in 
lifting, pulling, dragging or 
stretching. 3/4 ton capacity 
handles 1500 pounds with only 
58 pounds effort. Indispensable 
for maintenance, rigging and 
construction. Positive braking 
holds load automatically with 
non-slip action. Light but 
rugged construction from heat 
treated alloys of steel and 
aluminum. Famous CM-Alloy 
steel welded link chain pro- 
vides complete flexibility and 
super-strength with non-kink- 
ing, self-cleaning advantages. 
CAPACITIES: From 3/4 to 6 tons. 
8/4 ton weighs only 14 pounds. 
Bulletin No. 146 


FOR OVER 75 YEARS, Chisholm-Moore 
has offered buyers the newest and most 
efficient designs, the most rugged construc- 
tion, and the greatest number of valuable 
operating and safety features. CM products 
operate with a very minimum of mainte. 
nance, giving years of satisfactory service. 
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Bulletin No. 142 


CM LODESTAR 

ELECTRIC HOISTS 

smai// size... big capacity 

Here is the first truly heavy duty 

version of the small electric hoist. 

Equipped with self-adjusting mag- 

netic brake plus ultra-modern regen- 

erative electrical braking. CM-Alloy 

flexible link chain and jam-proof 

chain guide assure trouble-free lift- 

ing even at extreme angles. With lowest head- 

room, push button control, light weight and 

attractive price, CM Lodestaris built to serve CAPACITIES: 

you for its normal life without costly mainte- From 1/8 to 

nance or interruptions in work schedules. 2 tons. Single 

and 3 phase. 
1/4 ton model 

CM CYCLONE TROLLEY HOIST 5 weighs only 
for low headroom requirements 2 51 pounds. 
Heavy duty Cylone hand Bulletin No. 158 
hoist built integral with a ; 
rugged plain or geared trol- 
ley for installation where 
extremely low headroom and 

maximum lift are required. Trolley is adjustable 

for various size beams. 

CAPACITIES: From 1/2 to 6 tons. 

Bulletin No. 145 


CM TROLLEYS 
Choose from the complete CM 
‘h line of dependable trolleys. 
Cm CRANES | Available in three bearing 


CM supplies a wide variety of hand oper- types: Timken Tapered Roller 
ated overhead traveling cranes, jib cranes Bearing roller bearing, and 


and portable cranes for use with hand and ball bearing. Plain or geared 
electric ists. , . 
term nha tay ae aia CAPACITIES: From 1/4 to 12 tons. 
— _——— Bulletin Nos. 139, 140, and 141 
Bulletin Nos. 152,153, and 154 
WRITE for descriptive bulletins and name of your local distributor. 
Stocking distributors in all principal cities. 


CHISHOLM-MOORE HOIST DIVISION 


Columbus McKinnon Corporation 
FREMONT AVE., TONAWANDA, N.Y. 
HOISTS NEW YORK (Mountainside, N. J.) * CHICAGO 
CLEVELAND «+ SAN FRANCISCO 


in Canada: COLUMBUS McKINNON LIMITED, ST. CATHARINES, ONTARIO 
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how are vou fixed for files? 


Mr. Distributor — how are you fixed for a line of files — a line that gives 
you prestige and profits not trials and troubles? Do you reach your profit 
potential in the growing market for industrial files? You should have a line that's 
known and respected, a line that is truly complete with files for every purpose 
. . . Swiss Precision Files, Rifflers, Needle Files... American Pattern Files... 
Countersinks . . . High Speed Steel and Tungsten Carbide Rotary Files and many others. 


Grobet’s files are backed by extensive research and development .. . a line 
that opens new doors. . . builds sales and repeat business . . . with 
revolutionary new advances such as FACET TOOTH* and BI-DEX* Tungsten 
Carbide rotary files that give up to 25-fold increase in life and efficiency 
over ordinary rotary files; a line that offers attractive new packaging 
... prompt deliveries . . . sales aids. . . strong advertising support. Find out 
more about what we can offer you. Write today for complete information. 
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*Trademark 


T- 
Wa, 
te Dot Ask your distributor for our new catalog and descriptive literature, or write directly to: 


GROBET FILE COMPANY OF AMERICA, INC. 


CARLSTADT, NEW JERSEY 
Offices and Warehouses: Chicago: 311 North Desplaines St.—CEntral 6-1489 Los Angeles: 3314 Fruitland Avenue—LUdlow 8-1778) 
Atlanta: 1475 Spring St., N.W.—TRinity 6-1064 New York: 129 Lafayette St.—WoOrth 6-0030 








Graphic illustration 
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Examining cutting tools 


at the tremendous response Industrial Distributors have given 
to our offer of Prestige Partnership with Pratt & Whitney .. . 
partnership in the sale of our famous lines of cutting tcols and 
conventional gages. We are continuing to look for additional 
aggressive Industrial Distributors to join our new, different 
distributor setup. 


at the sight of so many alert industrial Distributors and their 
salesmen eagerly taking advantage of our special schooling 
at our West Hartford headquarters . . . schools where these 
men get an intensive education on the hows, whys and where- 
fores of Pratt & Whitney . . . get sales and technical know-how 
that enables them to go out and sell... sell . . . SELL this 
Pratt & Whitney equipment for their organization. 


These are the farsighted organizations and men who have 
hitched their wagons to Pratt & Whitney so that together we 
can soar to new heights. For the first time in over 100 years, 
Pratt & Whitney is inviting selected Industrial Distributors to 
handle these lines—tTaps, Dies, Drills, End Millis, Milling 
Cutters, Reamers, Burs and Solid Carbides plus Thread & 
Cylindrical Gages, as well as Comparators and Precision Gage 
Blocks! The distributors who join us now are going nowhere 
but forward . . . nowhere but to a rosier profit picture! 
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Seeing how 
the best are 
inspected 


Time for fun, too 


Quality distributors from all parts of the country are enthusiastic about our new 
distributor setup . . . and they're doing something about it! The photos on these 
pages show highlights of just one of the several schools we're conducting for 
our new prestige partners. These men are learning . . . learning the Pratt & 
Whitney way ... the way that makes it easy to become an ‘‘expert’’ on P&W 
cutting tools and conventional gages. The P&W way is the way that will make 
your organization sell better...sell more efficiently... bring you greater profits. 
Our distributor setup is different. Existing sales policies and programs weren't 
enough for us! They lacked the dynamic vitality that we want—and are getting 
—in our distributor program. New approaches . . . new sales techniques... . 
different objectives . . . more profit for you. Everything that will give an impetus 
to alert distributor organizations is a part of this new prestige-partnership 
program. 
© A top-quality line of cutting tools and conventional gages—premium quality 
but not premium prices. 
© Complete sales and technical training and assistance, through our schooling 
at West Hartford and assistance in your own area. 


@ Full-scale advertising support—intensive national advertising, direct mail and 
promotions that effectively presell your prospects and customers. 


Act now! Find out how your organization can become a prestige partner in this 
revolutionary break-through in the industrial Distribution field! Write: George W. 
Steinmetz, Sales Manager, Distributor Products; Pratt & Whitney Co., Inc.; 
Charter Oak Blvd.; West Hartford 1, Connecticut. -Better yet, telephone. The 
number is ADams 3-7561. 
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PRATT & WHITNEY ® 


A MAJOR INDUSTRIAL COMPONENT OF @©& Wout a 








DISTRIBUTOR 


FAIRBANKS WHITNEY 
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“The sparrow that carries away AND 
a bear’’ —that is something you 
will find only in a fairy tale! 
And yet... 

...in reality, these SOCKET HEAD CAP SCREWS, 

made of world renowned Swedish Steel, will permit feats just as 

fantastic! In stock now 


..- Chicago, Brooklyn, and Los Angeles, 
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vertisement from 

"his is a reproduction - — AD. one of the THE WORLD IS YOUR FACTORY! 
This 18 jish factory: Bultfabriks “ ed fastener 
our Swet ; ae snd com sletely onert oking when Over 18,000 craftsmen from twelve countries 

st moder | »y weren } ~_ to serve you with lity fasteners. Your 
S caastan in the world. a of t paw — Sietunas onanaeak” . 

5S 
‘ are‘ . : ale, and ne} 

they compar fairy ta 


il Unexcelled lity at Unbeatable Price 
Screws with tk statement: For bigger xe Quality n le Prices 


k Socket Head Cap Conforming to All Applicable American Standards 
“1s and better quar”. Il the world, a va- immediate Delivery from 3 Warehouses in 
profits and oe eeeden—and from all the t ock Chi Brooklyn and Los Angeles 
———. from Swede “wah 4 Bolts, Nuts an wl cago, Brooklyn a nge 
riety of all types of lay, right away, for boreal f Net Sold in Full Bulk Keg Quantities Only 
W ashers— W rite _ Har 8-page loose po ‘tie For Distributors Only 

copy of = Casals Fill in below, tear © 

Price ‘'astener © } 

page and mail. 


are we when we 
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and threads 


Division of MSL Industries, Inc. 
ee ee 


4320 Bryn Mawr Avenue, Chicago 46, Illinois 
© 1961 heads ond threads Exclusive Distributors in the U.S.A. for BULTFABRIKS AB, Sweden 
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KEYSTONE CARTRIDGE 


MULTIPLIES CONVENIENCE OF BROAD-USE LUBRICANT 


No. 88X LIGHT, IN QUICKLY INSERTED CARTRIDGES, CUTS 
MAINTENANCE, ASSURES CLEANER, EASIER JOB 


Now broadly used across industry, Keystone’s 88X Light 
multi-purpose lubricant comes in the new, handy-to-use 14 
oz. cartridge. Any standard, lever-type gun for cartridge 
grease takes it; installs in just seconds. Since 88X Light is 
applied so many places in a typical plant, the time saving 
with a cartridge and gun is apparent. In addition to reducing 
maintenance time, this cartridge prevents lube contamina- 
tion, gives your customer a cleaner job, eliminates costly 
transfer equipment. 


Keystone 88X Light is particularly suitable for plain and anti- 
friction bearings and for use on rotating or sliding surfaces. 
It is water repellent, impervious to heat or cold, resistant to 
mild acids and alkalis, withstands shock loads, seals out dirt, 
lengthens bearing life. New cartridged No. 88X Light is 
packaged 25 to the carton. Distributors are opening many 
new accounts with this item. Keep up your stock. 


KEYSTONE LUBRICATING CO. 
21st, Clearfield & Lippincott Sts. TROE Manes 840. W884 OO¥. 


: SPECIALIZED 
Philadelphia 32, Pa. LUBRICANTS 


ESTABLISHED 16864 





EASY TO USE THIS APPLICATION 
Install a new Keystone No. 88X GUIDE WILL 


Light Cartridge in any cartridge- 


type lever gun in seconds! HELP YOU 


e Cut maintenance time SELL 


e Prevent lubricant 
contamination 


“Keystone Specialized Lubricants” is a 32-page selec- 
tor, presenting in a convenient and accessible form, 
e Get cleane r, easier recommendations covering lubrication of industrial and 
application automotive machinery. These recommendations are 
= based upon the combined experience of plant opera- 

ns ——-_ transfer tors, equipment builders and Keystone engineers over 
a period of many years. Write today for your copy. 
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(Set into 
vear 


with 
Morse! ...... 


a new line of 20° pressure-angle stock gears that virtually 
obsoletes the old.Morse introduces a new concept 
of value by offering 20° p.a. gears designed to 
interchange with 14)4° p.a. gears. Your customers 
pay no more and get over 30% more horsepower 
capacity. Spur, bevel, miter sets, helical, worm-and- 
gear sets are made from only the finest materials. 
Gears are produced with minimum plain bores 
to extremely close tolerances. This will create a stir. 
Round out your line now with the value-leader 
of the business! Morse Chain Company, A Borg- 


Warner Industry, Dept. IDM, Ithaca, New York. 


inNOoOUS TR VY 


BOR G WARN EC R 





IF YOUR PRESENT VALVE LINE TRAPS YOU WITH... 





INFLEXIBLE COMPANY POLICIES! 


SLOW DELIVERIES! 


NO SALES AIDS! 


1 
D PROMOTION PROGRAMS! 


WEAK ADVERTISING AN 


INEFFECTIVE FIELD SALES SUPPORT! 


...CHECK INTO THE O/C 


DISTRIBUTOR PARTNERSHIP PLAN 


Open your eyes to the interesting possibilities offered by OI C’s 
Partnership Plan. It is based on a bold new concept which 
makes each distributor an equal partner and eliminates many 
of the handicaps present in so many incomplete working rela- 
tionships. The pressing demands you experience make the old 
way of doing things neither efficient nor desirable. New prob- 
lems and new marketing goals call for new methods . . . and 


here they are! If you plan maximum growth in the years ahead, an ALVES 


it will pay you to investigate the OIC Partnership Plan. BRONZE, NON, 
FORGED STEEL, 


THE FINEST VALVES AND DISTRIBUTOR SERVICE FROM OIC Oe CAST STEEL AND 
60 DUCTILE IRON VALVE 


The Ohio Injector Company 


The OIC Partnership Plan is 243 Main Street, Wadsworth, Ohio 
Please send me a free copy of the OIC 


explained in this easy-to-read Partnership Plan. 


illustrated booklet. Send cou- Name—_______ Title 
ee 


pon for your free copy today. laa lea S's Mi 


SSS — 
10817-O1C 





JUSTRITE 


The quality Safety Cans 
for positive fire prevention ef. 
at lower insurance rates (s 


The real test of any safety can is how well it 
stands up under all conditions of use. The extra 
strength built into every JUSTRITE Safety 
Can makes the difference in performance and 
durability. 


The illustration shows that JUSTRITE has 
the extra strength and extra features that sets it 
apart from any other safety can on the market. 


Is it good business or good sense, when buying 
safety cans, not to insist on the top quality 
brand name in the field? Safety directors have 
proved by experience that JUSTRITE quality 
guarantees the best protection always. Order 
JUSTRITE and be on the safe side! 





upright for carrying; pulls back for pouring. A real 
“back-saver”—no need to change grip with each pouring. 


FULLY COATED fFull-weight 15 pound lead coating — 
no excessive drawing or high heat has “thinned” this 
protection 


DOUBLE SEAMING pcre adhe one exe bs Paton 
seam) mak trong, avoidi weaknesses 
SOLD BY INDUSTRIAL DISTRIBUTORS VV - adams 
OPTIONAL SCREENS Flash ing screens 
JUSTRITE maNuFactuRING COMPANY cereale nen die = fiemeyrig Beateee trans 


2061 N. SOUTHPORT AVE. * CHICAGO 14, ILL. oratories. Screens are optional on all sizes. 


I 
2 
3 
4 
5 
6 
7 
8 


SUSTRITE SAFETY CANS 
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The only hose built like a tire, U.S. Royal Cord Air Hose amazed builders of a large aluminum plant in Texas by 
its ability to withstand abuse. Lying unprotected on a road surfaced with abrasive sea shells, the hose was continually 


run over by heavily loaded trucks and even 50-ton cranes — showed no damage even when carrying 125 pounds 
pressure! Little wonder users have made US the world’s largest manufacturer of hose. 











At the heart of industry everywhere, you'll find US Industrial © 
Distributors providing new standards of performance for manufacturers, 
new profit for themselves, with the world’s finest industrial rubber 
products. Distributors find it pays to deal with US. 


INDUSTRIAL DISTRIBUTION 








Eliminating pile-ups and product waste for 
American Can, U.S. SteepGrade Conveyor Belts carry 
light, smooth-finished cartons down a 45° incline. An 
exclusive, molded gripper cleat construction gives safe, 
positive control even at extreme angles that require an 
absolute: minimum of floor space. Uphill, down, or cross 
country, there’s an experience-engineered US Conveyor 
Belt for every moving need. 








For every industrial rubber product need, turn 
to US. For Conveyor Belts, V-Belts, the original 
PowerGrip “Timing” Belt, Flexible Couplings, 
Mountings, Fenders, Hose and Packings... 


custom-designed rubber products of every de- 











655 US Expansion Joints serve Cincinnati sewage 
plant. Installed in the Mill Creek Sewage Works, one of 
five plants that will treat 120 million gallons of sewage 
daily, US Expansion Joints are used exclusively between 
the pumps and long runs of heavy cast-iron pipe to allow 
for expansion and contraction, protect against vibra- 


tion, and keep damaging weight off the pumps. 
E) 101 











The abuse of continual starting and stopping 
was no problem for the U.S. Royal V-Belts used on this 
Clausing semi-automatic boring and turning lathe. These 
belts were selected because they ran cool, took little 
space, were exceptionally high in power-transmission 
efficiency. They proved to be the most uniform and 
smoothest running of many belts tested. 
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scription. As the world’s largest developer and 
producer of industrial rubber products, U.S. 
Rubber is your most effective selling ally. See 
your nearest US Branch or contact US directly 


at Rockefeller Center, New York 20, N. Y. 


ae 
WORLD'S LARGEST MANUFACTURER TSS United States Rubber 


OF INDUSTRIAL RUBBER PRODUCTS 


September 1961 
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Sell Through Distributors 


Not Just to Distributors 


SPARTAN products are backed by acceptance for 42 years. 


Our policy is to reach our market through industrial distributors 


on a selective basis and not have any overloaded territories. 


We consider our distributors and their men as an important part 


of our sales force. 


Our factory trained Sales Engineers who know the products and 


how to sell them are working with and for you every day. 


Advertising is before the trade showing you can furnish from 


your stock, catalogues and sales literature furnished. 


“Spartan and their Distributors are partners in— 
POLICY - PROMOTION - PROGRESS 
PRODUCTS - PLANNING - PROFITS 


Why not become a Spartan partner” 


We have some open territories. Write us today. 


THE COMPLETE SPARTAN LINE 
Hack Saws—Band Saws—Hack Saw Frames—Hole Saws 


Compass Saws—Tool Bits—Flat Ground Steel. 


SPARTAN SAW WORKS, INC. SPRINGFIELD 7, MASS. 
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Amprobe tools sell on sight. New demonstrator proves it 


More than one million Amprobe tools are in use today. for you with dramatic ads in the leading trade publi- 
Over 40% of them by plant electricians...the same cations your customers read, and with a continuous 
customers to whom you now sell other tools and _— program of mailings. 4. Sales Incentives. Amprobe 
equipment. It makes good sense to offer them “Gift Campaigns” for distributor salesmen keep ex- 
Amprobe too, for five profitable reasons: 1. Sold Only citement and volume high. 5. Sales Training. Amprobe 
Through Distributors. Sell Amprobe and you make — supplies your men with presentations, catalogs and 
high-profit sales—without competition from the fac- live-action displays to make sales quick and easy. 
tory. 2. Product Exclusives. The Cable Tracer (left) 
traces multiconductor cables 10 times faster than *Free portable demonstrator uses mock-up motor, 
any other method; only Amprobe snap-around testers relay, fixture, switch panel, outlet boxes and trans- 
“*(RS-3, right) accurately measure volts, amps, and parent-cased Amprobe RS-3 and Cable Tracer to simu- 
ohms. 3. Saturation Advertising. Amprobe presells late conditions customers meet on job. Write today, 


INSTRUMENT CORPORATION 
- A AM PROB 630 MERRICK ROAD, LYNBROOK, NEW YORK 
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Mr. Joseph M. Bruening looks over IBM equipment, an im- 
portant part of marketing operations for Bearings, Inc. 


Computers help sell bearings 


“Get the orders right and get them out fast—that’s basic in 
our business,” says Mr. Joseph M. Bruening, President of 
Bearings, Inc., Cleveland, Ohio. “We've installed the most 
modern accounting equipment to handle this complex task.” 

Bearings, Inc. is the largest distributor of bearings in the 
world. It has been built up by Mr. Bruening over the last 
35 years into a multi-million dollar organization with 55 
branches and 200 salesmen in the field. With a computerized 
setup, salesmen can more effectively service their accounts 

An IBM Ramac computer at the Central Office handles 
inventory and sales control for all the branches. Where pre 
viously it might have taken two weeks for invoices to be 


processed, now Ramac with an electronic typing machine 
processes something like 3500 invoices each day. Mr. Bruen- 
ing looks forward to the time when he will have a running 
inventory of every bearing in every branch to keep inven- 
tories at their optimum level. 

Mr. Bruening is one of the pioneers in bearing distribu- 
tion and sales methods. He is one of the many distributor 
executives who has served on the S&F Distributor Advisory 
Council. This group, representing over 350 Authorized 
So Distributors, meets regularly with Sf Sales Man- 
agement men to discuss new ways to better serve American 
Industry. S&F Industries, Inc., Philadelphia 32, Pa. 6040 


NM ENGINEERING 


Advanced ball and roller bearing technology 
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Build Industrial Equipment Sales into 


full, steady profits with Alemite! 


HERE ARE FOUR REASONS WHY ALEMITE 
MEANS BIG BONUS BUSINESS FOR YOU: 


Alemite Portable Service Stations. A com 
pletely mobile “lubrication shop” for serv 
icing trucks and equipment quickly, easily, 
anywhere, to reduce downtime. Can be built 
to fit customer's specific needs. Unit can 
be mounted permanently on flat bed trucks 
or on skids freeing truck for other produc- 
tion. A size for every need. 


Alemite Grease Guns and Fittings. Hand 
guns, include medium and high pressure, 
extra heavy duty, volume, delivery and 
“cartridge-load” models from 12 to 24 oz 
capacity, from 4,000 to 15,000 Ibs. of pres- 
sure. Standard and special order fittings are 
available for every industry application—the 
most complete line on the market! 


T les i : ‘ in Canada: 
urn sales into mighty important extra Stewart-Warner Corporation of Canada, Ltd. 


profits with Alemite products. They deliver the Belleville, Ontario 


performance that keeps customers coming 
back ! A pioneer in the field, Alemite is known A LE M I TE 


Oirviston 
today for leadership and value—and offers en 


a complete selection of the finest quality “ 


industrial equipment. a oer nen es 
Dept. W-91, 1850 Diversey Parkway, Chicago 14, Illinois 
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t a e Oey W &E N e¢ H « is a wrench like no other — and will work where no 


other can. It’s the world’s first manual impact wrench. Loosens frozen nuts and bolts in seconds. . . 
tightens with precise accuracy every time. SWENCH is completely portable . . . needs no outside 
power — yet multiplies torque many times. It safely handles more bolt sizes than any comparable 
power wrench, but costs less. Read how you'll save with the SWENCH: 





SWENCH® cuts 36-hour down- 
time to 30 minutes...saves $4,000 


In plastic plants, the job is a common one: removing free. Thirty minutes, and the entire job was done — at 
the hex nuts that hold the injection nozzles in place. a saving of $4,000! 

The amazing SWENCH works anywhere, carries its 
power built-in. Exerts many times the energy needed to 
pull the handle, smoothly and evenly: gives you more 
power with greater safety. 


Trouble is, the nuts have a way of freezing tight. One 
plant figured on 36 hours down time to sledge them 
loose. Power impact wrenches couldn’t be used: not 
enough room 

Six models cover bolt sizes from 2” to 242”. For the 
Then SWENCH, the hand-operated impact wrench, full story on SWENCH, how it works, what it costs, 
came to the rescue. Seven impacts, and the first nut came how it saves, see your local distributor, or write: 


A FEW DISTRIBUTOR TERRITORIES ARE STILL AVAILABLE 


MARQUETTE DIVISION 
ISTRIBUTED IN CANADA BY cu RTiss WRIGHT 
CANADIAN CURTISS-WRIGHT LTD ” 
TORONTO & MONTREAL CANADA CORPORATION 
1145 GALEWOOD DRIVE e CLEVELAND 10, OHIO 
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If it’s CARBIDE....... 
We make it! 








SUPER . . . THE TOOLS THAT TESTIFY IN 
THEIR OWN BEHALF . . . BY GIVING 
LONGER LIFE AND PRODUCING 
AT LOWER COST. 


Super Tool Company maintains a large stock of drills, reamers, 
counter-sinks, milling cutters, and many other industrial tools. If 
we don’t have the tool you want, our ‘specially trained product 
engineers will visit your plant, review your operation and suggest 
a tool to best fit your specific needs. Super Tool has the men, the 
equipment, and the know-how to give you the finest products in 
the tool industry. 


The next time you need a Carbide drill, reamer, end mill, or any 
specific Carbide tool, call the men at Super Tool Company, they'll 
give you the best service and highest quality products. 


DETROIT * ELK RAPIDS, MICHIGAN * GLENDALE, CALIFORNIA 





SUPER TOOL COMPAN Y 


ELK RAPIDS, MICHIGAN 


FIRST AND BRIDGE STREETS Division of Van Norman Industries, Inc. 
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R/M ALLFLEX HOSE 


"More Sales per Day”. . . 
—offer your customers ALLFLEX HOSE 


Stock Allflex Hose, and you will have an exclusive all-purpose con- 
struction to meet almost every customer’s requirements! Point “MORE USE PER DOLLAR” 
out these “More Use per Dollar” features: FOR CUSTOMERS... 


' “MORE SALES PER DAY” 
ALL-PURPOSE-—designed for use with air, water, oil and gases— FOR DISTRIBUTORS 





even mild chemicals! 
FLEXIBLE AS A ROPE—-yet strong, light and kinkless—coils and un- Each of these basic R/M prod- 
uct lines include constructions 
to meet every customer re- 
quirement ... each has ex- 
service life under toughest conditions! clusive service advantages to 


SAFER, EASIER COUPLING—uniform inside and outside diameters, build distributor sales: 


coils freely in any direction! 


PRECISION BUILT— inseparable tube-to-cover bond assures long 


permit unrestricted flow! R/M Conveyor Belts 
MANDREL-MADE—the first horizontally braided, mandrel-made all- R/M Rubber Hose 
R/M Poly-V‘"’ Drives 


me ) : ' and V-Belts 
Increase your hose sales—make more profit per sale. Stock a single all- 
purpose construction to cover most customer needs with a longer- R/M Flat Transmission 


lasting hose. Call your R/M representative if a customer has a prob- Belts 


purpose hose at a popular price! 








lem requiring special hose, flexible rubber pipe or expansion joints. 





RAYBESTOS-MANHATTAN, INC. 
MANHATTAN RUBBER DIVISION + PASSAIC, N. J. 
ENGINEERED RUBBER PRODUCTS 
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It’s true today .. . it will be true tomorrow: 

You have to get valve sales to make 
valve profits. Stockham distributors make 
more profits because they get every Stock- 
ham sale made, including large-volume and 
OEM sales. 

The keystone of Stockham’s policy is 
selling only through its distributors. Stock- 
ham salesmen never compete with you for 

for Stockham business, but devote their entire efforts to 
‘ ‘ , helping you make profits. 5 | 
and its Distributors There are other important profit factors 
in your favor with Stockham. 

Stockham is now the nation’s only com- 
plete line valve and pipe fitting manufac- 
turer. And Stockham quality is a buyword 
in the industry. 


Fifty-seven years’ experience and know- 
how back up Stockham’s present long- 
range planning for the future. Heavy 
emphasis on research and new product 
development keep Stockham consistently 
ahead with new and better products... 
new and better profitmakers for you. 

For more details about the big future 
ahead with Stockham, write today. 


Bronze, Cast iron, Ductile Iron, Cast and Forged Steel Valves — Wedgeplug New. S | ‘ol @ KHA M 


Lubricated Plug Valves — Cast Iron, Malleable and Ductile iron Pipe Fittings VALVES and FITTI ek 


General Offices and Plant 
4000 North 10th Avenue + Birmingham 2, Alabama 





BIGGEST NEWS in wire rope in years! 


All-purpose 7-strand wire rope puts the Macwhyte 
distributor in a class by himself in competing for 
business 


But — be prepared to change your thinking about wire rope! 
You’ve never seen another wire rope like 7-FLEX — there is 
no other like it! It’s an all-purpose wire rope, flexible as 8- 
strand — rugged as 6 x 19 — fatigue-resistant like a 6 x 37. 


There is 1624% more wearing surface in 7-FLEX than there 
is in a 6-strand rope. There is less unit pressure between rope 
and sheaves, so less rope and sheave wear. There is more 
sheave contact, less rope-creep. Result: longer rope life, less 
downtime, lower operating costs! 


Conveniently located factory warehouse stocks help you give 
customers prompt deliveries. Ask for a Macwhyte represent- 
ative to call and tell you more about 7-FLEX — and ask 
for bulletin 60100-R. 


att * my 
act Nin 


THE RIGHT 
MACWHYTE 


°o 
& re 
*Varon « O* 


°, , 
*Srevenen * Wire Rope Manufacturing Specialists Since 1896 


Other Macwhyte products 
that serve you profitably 


Slings — Safe, easy-to-handie Macwhyte 
slings for every lifting need are available 
in round-braided, flat-braided, or Safe-Guard 
styles. Many standard designs. Also cus- 
tom-made to your requirements. Send for 
Bulletins 5308-R and 5886. 


Corrosion -Resisting Wire Rope — Many 
sizes and constructions in Stainless Steel, 
Monel Metal and plastic or nylon coated. 
Meet the requirements imposed by alkaline 
and acid conditions and marine atmos- 
pheres, temperatures, and humidity. Send 
for Bulletin 49-30. 


Wire Rope Assemblies — Safe-Lock wire 
rope assemblies are precision made to 
your order in the size, length, and strength 
needed. Uniform high quality with fittings 
permanently swaged to the rope. Many 
standard designs. Send for Catalog 6101. 


MACWHYTE Wie Rape COMPANY 


2900 FOURTEENTH AVENUE, KENOSHA, WISCONSIN 
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SIMONDS 














Witt 


TRULY DIFFERENT... FOR SUPERIOR GRINDING! 


... and here’s why. 
» @ 
ee 


The big ‘breakthrough’ to bigger sales for distributors! Just showing this distinctively colored wheel 
is enough to excite interest. Outgrinds, outperforms other wheels especially on the hardest, most 
abrasion-resistant tool steels. Incomparable for form grinding. Unexcelled for surface, internal, tool 
and cutter grinding and similar precision work. Unequalled for friability and toughness, because 
of radically new abrasive and bond combination. Even your hardest-to-convince customers will 
find the Ruby Wheel a totally different, ultra-efficient grinding tool. Nationally advertised. Stock 
it...stress it...sell it! 


RR cm your “buy-law” for better grinding 
SIMONDS (BW) CALL YOUR SIMONDS DISTRIBUTOR 


be —— a << helping YOUR business is HIS business 


WEST COAST PLANT: EL MONTE, CALIF. — BRANCHES: CHICAGO © DETROIT © LOS ANGELES © PHILADELPHIA © PORTLAND, ORE. © SAN FRANCISCO 
SHREVEPORT — IN CANADA: GRINDING WHEELS DIVISION, SIMONDS CANADA SAW CO., LTD., BROCKVILLE, ONTARIO © ABRASIVE PLANT, ARVIDA, QUEBEC 
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WILL NOT ROT OR MILDEW 
— Constantly running salt water cannot rot or 
mildew 2-ply BosTRON belt at J. H. Miles Co., 
Norfolk, Va. No deterioriation from fastener rust, 
no fastener holding problems. 


OUTSTANDING WEAR — Constant 
impact and friction from razor-sharp oyster shells 
has not affected the 4%” Dulon Cover on this 


An exclusive research milestone by 


BOSTON 


SINCE 1880 














AMERICAN BILTRITE RUBBER COMPANY 
BOSTON WOVEN HOSE & RUBBER DIVISION 
BOSTON 3. MASSACHUSETTS 


BosTRON belt. Says Mr. Frank M. Miles, Presi- 
dent, “Our BosTRON belt is good as new after 4 
years operation .. . Exceeded every expectation!” 


BOSTRON'S hazard-proof carcass, combined 
with Balanced Belt Construction, makes your 
investment in a superior Dulon Cover the most 
sensible, dollar-saving way to buy belts for 
your requirements. 


AMERICAN BILTRITE RUBBER COMPANY 

BOSTON WOVEN HOSE & RUBBER DIVISION 

Boston 3, Massachusetts 

Please send free illustrated literature about the new 
hazard-proof BostRon Belts. 

Company Name 





Street 








Attention 
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is telling the story of ALLEN quality control in advertisements 
like this now appearing in a wide list of publications 

reaching your customers. Each advertisement is also directing 
readers your way... pointing out that ALLEN products 

are available only through ALLEN Distributors . . . telling about 
the valuable services that you offer ALLEN customers. 


ALLEN 


MANUFACTURING COMPANY Hartford 1, Connecticut, U.S.A. 
Plants at Bloomfield, Connecticut ¢ Warehouses in Chicago, Cleveland and Los Angeles 
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How 

Empire State 
Building 

and 

American Airlines 
solved 

vital 

fire protection 
problems 

with 


EVERLASTING VALVES 


102 stories, 1,472 feet high, 16,000 ten- 
ants and 35,000 visitors sum up the fire 
protection problem of the Empire State 
Building. An in-building fire protection 
system is necessary te an unfailing wa- 
ter supply. 

American Airlines loading bridge, shown 
below, gives passengers positive protec- 
tion against fire with a unique deluge 
system. 

Both these fire protection systems de- 
pend on Everlasting Pendulum Stop Valves, 
which have been installed in thousands 
of critical fire protection systems over 
the past 35 years. 

For complete information on the unique 
American Airlines and Empire State Build- 
ing systems, write for bulletins F. They 
include an editorial description of both 
these installations and a bulletin describ- 
ing Everlasting’s positive action pendu- 
lum stop valves. 

Everlasting also makes a line of quick- 
opening valves for general service, boiler 
blow-off, and handling viscous materials, 
as well as a line of cylinder-operated 
valves. Bulletins on all these valves are 
available. Everlasting Valve Company, 
63 Fisk Street, Jersey City 5, New Jersey. 














* . 4 Ce ees * os Pe Ey é 
ideal for jigs, fixtures, patterns, stripper plates, pads, die plates, die- 
blocking shims, machine parts, small tools and 1001 other items. 








SIMONDS FLAT GROUND STEEL 
Nieans BIG Savings on Parts Like These 


Imaginative metalworkers in many branches of industry are finding new 
economies in buying bar steel already finished to close tolerances. The fact is: 
for thousands of applications it costs far less to begin with Simonds high quality, 
precision-ground tool and die steel than for your customers to do the milling and 
grinding themselves. f, 

What’s more, they get a better piece of steel to start with. Dimensionally ac- ) Send for free ‘‘Data Book’’ 
curate, parallel and square. Spheroidize-annealed to make it more uniformly ma- listing all sizes, prices, chem- 
chinable, drillable, filable, sawable. And an extra smooth surface finish for easy ical analysis, heat treatment 
layout. and general information. 

Here is an item, available in ‘1001”’ stock sizes — flats and squares — and 3 
analyses, that has tremendous sales and profit potential. 

Oil Hardening (01 Analysis) for general use and average production runs. 

Spheroidize-annealed, easy to heat treat, standard 18” and 36” lengths. 

Air Hardening (A2 Analysis) contains 5% chrome for extra wear 

resistance and long production runs. Spheroidize-annealed, stand- 

ard 36” lengths. 18” lengths also available. Ss] M @) NJ DS 2 
Low Carbon (Silicon Killed) a fine-grained, forging quality steel SAW AND STEEL CO. Xe 
for items that don’t require hardening. Standard 24” lengths. . 


All types and sizes are individually packaged, labeled, ready to 
use and available “‘off the shelf’’. FITCHBURG, MASSACHUSETTS 
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Where the customer is always sold on your Local Stocks — Local Speed — Local Skill 


Factory Branches in Union, N. J., Chicago, Shreveport, La., Los Angeles, San Francisco, Portiand, Ore. +» Canadian Factory in Granby, Que. + Simonds 


Divisions: Simonds Steel Mill, Lockport, N. Y.; Heller Too! Co., Newcomerstown, Ohio; Simonds Abrasive Co., Philadeiphia, Pa. and Arvida, Que., Can. 


To rneet the challenge of the GOs 


UF KIN 


ald ML 1 LL Ad Ld 


“For exclusive features like this, you want Lufkin!” 


Take this V32 Dial Test Indicator, the most sensiti 

made because of its fine-watch precision. Complete 
with jeweled bearings for longer life. This Lufkin indi- 
cator has a 180° contact point swivel, easy-to-read dial 


graduations to.0001” and a switch lever for full reverse. 


Exclusive ball-bearing mounting reduces friction, 
assures accuracy. Mount the V32 on a Lufkin Miti- 
Mite holder and you have a vertical test setup that 


stays firmly in place. (There’s an extra-powerful per- 





manent magnet located in the base.) 

Lufkin precision tools are loaded with exclusive features 
that make them easier to sell. And Lufkin is the com- 
plete line for volume business. 

Switch your customers to Lufkin—the new /eader in 
precision tools—and give ’em that “‘something extra.” 
You'll bring in extra profits from more 

repeat sales, month after month, year after 

year. Lurkin, Saginaw, Michigan. 
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EATON 


DYynNA-TOoRQ 


MAGNETIC-FRICTION CLUTCHES and BRAKES 


The Ideal Solution to Exacting 
Clutching and Braking Problems 


These highly responsive, trouble-free units provide 

accurate control of intricate automatic machinery. 

: Operating on 6, 12, 24 or 90 V.D.C., Dyna-torQ 
_ units may be actuated by micro-switches, photo- 
eel electric cells, relays or any “ON-OFF” signal to 
ax... perform a wide range of functions in processing 
( Wij) and fabricating applications. The compact rectifier 
Maes | ' type control converts AC power to DC power and 
may be remotely mounted out of busy machine areas. 


Eaton Dyna-torQ Clutches and Brakes are available 
from 134,” through 15” in diameter. They may be 
easily and quickly installed on either new or exist- 
ing plant equipment. Exclusive features of design 
and construction mean worthwhile savings. 


HP @ 1800 R.?.M. (Typical Application) 


HP MODEL | 








1/20 308 
Ys 310 
1 312 




















ACCURATE POWER CONTROL 
DEPENDABLE MOTION CONTROL 
RAPID RESPONSE « LOW MAINTENANCE COST 


EASY BUILT-IN INSTALLATION 
Here’s the ideal way to demonstrate Dyna- 


WIDE RANGE OF SIZES AND CAPACITIES torQ in action and explain the many possi- 
ble applications for Dyna-torQ Clutches and 
Brakes in motion control and power trans- 


Send for Illustrated Literature. mission. Write for complete information. 


DYNAMATIC DIVISION 
MANUFACTURING COMPANY 
3122 FOURTEENTH AVENUE @ KENOSHA, WISCONSIN 
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Wood's problem-solving, positive action Timing Belt Drives provide instantaneous, 
slip-free response, full power transmission, exceptional speed and load capacities. 
They need no lubrication, no motor bases, no tensioning devices. Belt matching is 
eliminated. 


here’s how Wood’s helps you with 


PROBLEM-SOLVING, POSITIVE ACTION 


y , ° Som ° reese ° ° T ive. eas ors >} ts, 
Wood’s has the drive, the positive action Timing Belt Drive... PLUS Five, easily understood char 
developed by Wood’s, permit 


THE EXPERIENCE AND FACILITIES it takes to provide positive, coluation af preguer drive with 
workable solutions to your power transmission problems. And that’s almost no calculations 
not all. Wood’s offers you positive action in your sales-problem solving, Bulletin 21103 
too... with hard-hitting, personal sales assistance . . . extensive, lead- 

producing advertising, direct mail, displays, samples and exhibits. In 

other words, wherever problem-solving, positive action is needed, you 

can depend upon Wood’s. 


T. B. WOOD’S SONS COMPANY 
CHAMBERSBURG, PENNSYLVANIA 


ATLANTA - CAMBRIDGE CHICAGO «+ CLEVELAND ~- DALLAS 
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A leading distributor tells us: 


“‘When we take on a line, we expect good quality, of course. 
But just as important are service, strong competitive 
advantages, delivery and a fair return for our efforts.” 


INDUSTRIAI! 
PRODUCT: 


2 


Says Chris McCririe, Reliable Bearing & Supply Co., 
San Bernardino, California: 


“Gates sound distributor policy 
provides maximum opportunity 
for growth.” 


“Profitability, field service, quality that’s known and accepted, prompt de- 


livery, inventory control assistance—all these are important factors in our 
success with a line. Gates provides all of these in a sound distributor policy 
that is built on mutual confidence. It’s a working arrangement that has 


enabled us to improve our position in this market, to build our profits.” 


Building the future on 50 years of progress 


The Gates Rubber Company 


Denver, Colorado 
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ONLY CAPEWELL HAS FOUR BANDSAWS 


SUPERTECH 


Newest Bandsaw 
cutoff tool developed 
from a special high 
speed steel for use 
on high speed 
machines. On ferrous 
metal cutoff work 
where cost of the 
blade is subordinate 
to high performance 
and accurate cutting, 
SUPERTECH can 
Surpass ordinary high 
speed blades by 
300. 





THE CAPEWELL MANUFACTURING CO. 


for you to show... sell... resell 


TECHNITE® 


Premium type higt 
speed steel blades 


for use on the most 


powerful and the 
fastest machines 
Excellent for 
production cutoff 
work requiring 


extreme accuracy 


and speed 


“APEWELL 





SPEED-BAND 


- 
if 

Speeds n ‘art 

ban i saw machines 

Features hot hardness 

and abrasion resist 


ance. Can be used 
on a wider range of 
CLGMCINMULLIME TET 


bpiades 


HARTFORD 2, 





FLEXIBLE BACK 


For use on carbon 
band saw machines 
Ideal for cutoff or 
ontour sawing of 
commonly used 
metals. Available in 
raker or wavy set 
regular tooth, skip 
tooth, shark tooth 





CONN. 





TRENDS AND PROSPECTS 


1s General Business Goes. So Go Distributor Sales 
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ECONOMY MOVES TO GUNS-AND-BUTTER siate with Wash- 
ington defense decisions dominating the news on all fronts. The military build-up 


comes just at the time the recovery from last winter’s low becomes complete. 


STEP-UP IN DEFENSE, plus natural growth factors, signify a real stem- 


winder to many. July industrial production index of 112 exceeded old high- 
water mark of 111 (1957 = 100), set in January, 1960, and estimates of gross 
national product in 62 range up to $570-billion. This may prove conservative 


if things get much hotter. Concomitant evil: strong inflationary pressures. 


OUTLOOK FOR TEXTILES BRIGHT as June activity nearly set a 
record. According to Textile World (McGraw-Hill), July preliminary estimate 
of activity was even better, breaking old record set in October, 1959—welcome 
news for industry chronically plagued by over-production and foreign imports. 


JULY AUTO PRODUCTION DROPS _ ot an unexpected development 
since producers started retooling for model changeover unusually early 
this year. Only four makes (Corvair, Comet, Lincoln and Falcon) are ahead of 
1960. Advance orders for new models are holding up well. Studebaker-Packard 
announced a sellout of all 1961 cars, and is first to get °62 models rolling. 


UNEMPLOYMENT RATE STILL HIGH. Although there were 400,- 
000 fewer jobless (due to farm jobs) in July, the rate again stuck at 6.9%. 
The labor market is growing faster than the economy, creating an impasse. 
Particularly difficult is the long-term, hard-core segment of the unemployed. 


BUDGET DEFICIT BALLOONS as books close (June 30) on fiscal 
1961 with a red ink reading of $3.9-billion, up $1.7-billion from the $2.2-bil- 
lion deficit estimated as late as May. Concerned observers point to the $5-billion 
deficit promised by President Kennedy in his Berlin broadcast for fiscal °62. 
Privately, the Administration thinks in terms of several billions more. 
Note: during the first-half of this year, the Federal government was running at 
an annual deficit rate of $8-billion, but the books closed before it went 
beyond the $4-billion mark. Now, with spending going up, triggered by the 
Berlin crisis, the Administration sees no way to avoid bigger deficits, unless taxes, 
both personal and corporate, are hiked—and sharply. The President has already 
implied as much. Keeping the torch of freedom burning brightly comes high. 


STEEL MEN CHEERFUL over optimistic outlook for fall as August 


shipments move up over July totals. The July decline was not so sharp as some 


expected and was ahead of July, 1960. Operating rate still remains around 65%. 


CORPORATE PROFITS TURN UP, reports New York’s First National 
City Bank. Earnings for 1961’s 2nd quarter were up 19% over the sad Ist 
quarter among 692 big nonfinancial concerns, but 2% under the like *60 period. 


WHO BENEFITS FROM HIGHER SPENDING? Mostly those busi- 
nesses engaged in the fields of research and development. The “new” money 
generated will undoubtedly stimulate the economy, increase gross national 
product and the overall growth rate. But it won’t immediately help the consumer. 
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INDUSTRY STATISTICS 


Monthly Survey of Changes in Distributors’ Sales Compiled from Confidential Figures 





June returns from ID’s Supply Sales Trend Reporters 
show sales down 11% for the six month period from 
Jan-June 1961. June 1961 had 22 working days, the 


same as May 1961 and June 1960. June was up 1% 
compared with May 1961. Seven of the nine industrial 


marketing areas showed 


improvement. 


However, 





U.S. TOTALS 


June "61 
Compared 
May ’61 





( ompiled by 
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June 61 
Compared 
June 60 


i First 6 mos. ’61 
Compared 
First 6 mos. 60 793 








SUPPLY SALES TREND 


FINAL FIGURES FOR June 61 June 61 First 6 mos. ’61 


Compared Compared Compared 


JUNE 1961 Mav “61 June 60 First 6 mos. 60 


FINAL FIGURES FOR 
JUNE 1961 


June 61 
Compared 
May 61 


June 61 First 6 mos. ’61 


Compared 


Compared 


June 60 First 6 mos. 60 





New England: Conn, Me, + 6% —3%  —10% 
Mass., N-H., RL, Vt. (25) 





Bridgeport-Hartford- °  ——— 
Springfield Area + 1% No Change 10% 





Middle Atlantic: — ae —13% 


V.J.. N.Y., Pa. (40) 





Metropolitan New York- — 5% init 1% 


northern New Jersey Area 





Western New York: Buffalo- 
y ° 
Rochester-Syracuse- / —_ 14 % 
Binghamton Area 





Philadelphia-Trenton- = — go 
Wilmington Area 9% 





Pittsburgh- Wheeling — 25% 


Youngstown Area 





East North Central: jy. y —11% 


Ind., Mich., O., Wise. (665 





Indiana Area ; —10% 





Wisconsin % —15% 


West North Central: 7... 


Kans., Minn., Mo., Neb., 
V.D., S.D. (13) 


+ 5% 


+ 4% 


1% 





Kansas-Western Missouri 
Area 


3% 


+ 4% 


4% 





South Atlantic: pes. p.c. 
Fla., Ga., Md., N.C., S.C., 
Va., W.Va. (25) 


4% 


6% 


9% 





East South Central: 4/2., 
Ky., Miss., Tenn. (7) 


6% 


— 5% 





West South Central: 4,1. 


La., Okla., Tex. (23) 


1% 


1% 





Houston Area 


4% 


2% 





Dallas-Fort Worth Area 


4% 


1% 





Mountain: Ariz, Colo., Id., 
Mont., Nev., NM., Ut. 


Wyo. (9) 


— % 


— 1% 





Pacific: Cal., Ore., 
Wash. (19) 


1% 





Chicago Metropolitan Area No Change ; —17% 


Los Angeles-San Diego Area 


— 4% 


1% 


1% 





Detroit-Toledo Area + 2% —20% 


Oregon Area 


+ 6% 


1% 


—11% 





Cleveland-Akron-Erie Area +11% —11% 


Washington Area 


—16% 


1% 


— % 
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.. and movements of Prices of Products in Distributors’ Inventories Computed by I. D. 





Pacific area was up 1% in May, down 2% in June, and mittee, purchasing executives continue to show resistance 
South Atlantic was down 5% in May, down 9% in June. to inventory accumulation. Competition and good supply 
In the July report of the NAPA Business Survey Com-_ keep the buyer in the driver’s seat. 


PRICE INDEX FOR 19 PRODUCT CLASSES 
NAME OF PRODUCT CLASS Per Cent 


a July 1961 Change From 
(1 947-49= 100) (preliminary) June 1961 July 1960 Year Ago 


Abrasive Products 142.7 142.7 143.2 — 63 
Cutting Tools 173.6 174.5 180.7 — 39 
Fans and Blowers 182.8 182.8 182.5 + 0.2 
Fasteners 209.7 209.7 198.7 + 55 
Incandescent Lamps 190.1 190.1 190.0 0 
Industrial Rubber Products 156.5 160.0 152.7 

Lubricants 102.9 102.9 100.7 

Materials Handling Equipment 175.5 175.5 112.8 

Mechanics Hand Tools (Files, saw blades) 192.4 192.4 190.0 

Metalworking Accessories 197.8 194.2 174.5 

Motors 107.3 113.5 113.5 

Paint 132.4 132.4 128.4 

Portable Power Tools 148.4 147.5 144.1 












































Power Transmission Equipment 186.0 186.0 182.1 
Precision Measuring Tools 155.7 153.2 148.2 








Pumps and Compressors 181.4 181.4 181.0 





Steel Products (Pipes, bars, nails, wire rope etc.) 185.6 185.6 186.2 
Valves and Fittings 161.3 161.3 163.6 








Welding Machines (Equipment, Rods) 152.1 152.1 159.6 





TOTAL INDEX (weighted average) 169.1 169.4 167.2 


Source: Bureau of Labor Statistics and Industrial Distribution 
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“Of course, I know what this 


Above all, he wants products of known quality and 

long-run economy. That’s why he wants Jenkins Valves. 

And, that’s why he called me. Believe me, the preference for Jenkins 
is a big advantage. No matter what the situation, 


it gets me in and gives me a better chance to sell at a profit.” 


From the “grapevine” that carries back some of the things distributors say about us. 
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Sharp-Pencil Boy wants... 


MOST TRUSTED TRADEMARK IN THE \ KE WO! ) 
SINCE 364 


Sentins roy 





September 1961 


BUSINESS OUTLOOK 


From the Economics Department, McGraw-Hill Publishing Company, Inc. 





The summer months in the past few years have seen 
several important developments which subsequently have 
had significant impact on business activity. Summer of 
1957 saw a major cut-back in our national defense pro- 
gram which presaged the 1958 recession. In the summer 
of 1958, American intervention in Lebanon was our first, 
and, up to this minute, our last military action since 
Korea. A prolonged steel strike took place in the summer 
of 1959. It resulted in an inventory build-up which later 


contributed to the latest business recession. 


Two Events 


At end-summer 1961, two possible events, which we 
cannot overlook at this writing, loom on the immediate 
horizon. The first of these is a shooting war over West 
Berlin and the second is a new wave of inflation. We think 
both events are unlikely during the next twelve months. 

Since international flare-ups have been the main cause 
of inflation, the two events are linked together. Our best 
guess is that there won’t be any shooting war over Berlin, 
atomic, limited or otherwise. A rapidly stepped-up U.S. 
defense spending program for more troops and weapons 
will, no doubt, force the Soviet Union to mark time at 
this juncture. We don’t always agree with Harry Truman, 
but we concur with him in his latest remark that we have 
called the pesky Rusky’s bluff. 

Clearly, we are going to boost our defense spending in 
the months ahead. By December 30, defense spending 
will be running at an annual rate of over $51-billion, and 
by June 30, 1962, the end of the current fiscal year, the 
rate will probably be around $53.5-billion. 

Presumably, the threat of inflation is what the stock 
market signaled when industrial stock prices rose to 
all-time highs immediately (within a week) after Presi- 
dent Kennedy's message requesting more money for 
defense. Investors apparently think that the increase is 
not big enough to require higher taxes immediately, but 
large enough to provide additional steam for the economy 
generally and start us on another round of higher pro- 
duction, demand for raw materials and more inflation. 
But the stock market hasn’t always guessed right on 
inflation: the stock market itself is the best example right 
now of terrific inflation. 

The prospective $5 to $10-billion deficit is, of course, 
one of the main reasons for fearing that inflation may 
soon be with us once again after 18 months of declining 


industrial prices and nearly three years of “flation” in 
consumer prices—the average gain was less than 1% per 
year. In 1959, the year of the largest ($13-billion) peace- 
time deficit, there was absolutely no inflation, so a big 
deficit does not necessarily mean spiraling prices. Those 
who forecast that inflation is just around the corner, and 
they are legion, cite reasons other than the budget deficit 
to back up their expectations. 


Early Reduction in Unemployment? 


One major reason is that the current excess of man- 
power will soon be reduced substantially. Despite rapidly 
rising business activity, our unemployment situation 
remains quite serious. But the combined effects of in- 
creased defense spending and a lower retirement age for 
male workers covered by social security is expected to 
reduce both unemployment and the unemployment rate 
soon. Here are the new additional factors: 

¢ 200,000 more men in uniform by year-end 

¢ higher demand for government workers 

¢ industry’s need for more skilled workers 

* retirement of 500,000 male workers, aged 62-64 

These factors suggest a cut of about 1-million in the 
number of unemployed to a total of about 4-million and a 
drop in the unemployment rate to just above 5% by 
midwinter. Still, these are high figures. Also, hopefully, 
union demands are more restrained than in the past now 
that unions seem to have acquired a growing awareness 
of the impact of overseas competition on our employment 
and economy. Of course, current auto negotiations aren't 
and things may change. 


over at this writing, 


Spare Capacity Persists 

The industrial operating rate has been moving up fairly 
rapidly in the last 5 months. At mid year, manufacturers 
were operating about 83% of capacity compared with 
75% in February, the bottom of the recession, and 77% 
at the end of 1960. But even when the operating rate tops 
85% only a few months hence, we still will have con- 
siderable spare capacity. Companies prefer to utilize 
about 94% of capacity, so that’s a gap of 9%. When 
industry begins operating about 90%—and that situation 
is probably more than 12 months away—is the time when 
the inflationary pot may well begin to bubble and boil. 

From where we sit now, it appears that there will be 
little inflation for at least a year. High unemployment and 
excess industrial capacity should easily absorb the pres- 
sures. Prices may rise a little in the coming year, but 
they will be little more than 114%. 
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... sights set 
on more 
cutting tool sales? 


There’s “‘no limit” on new cutting tool 
business when you’re armed with the line that 
best meets your customers’ needs. As a 

V-R distributor, your “arsenal” is the most 
complete stock of cutting tool materials 
available from any one source — includes 
cemented carbides, Tantung cast-alloy and 
ceramic. Customers are “flushed out”’ 

for you by V-R’s aggressive national trade 
publication and direct mail advertising. 
Complete stocks, fast service and capable 
factory representatives help you get 

your prospects “‘in the bag.’’ So, become a 
V-R distributor and be ready for year-round 
“open season”’ on more cutting tool 
business. Write today for full information. 
VASCOLOY-RAMET CORPORATION 

882 Market Street, Waukegan, Illinois. 


(W/-lRe) FIRST CHOICE of more and more plants 


—— 








FACE MILL 


CARBIDE — CERAMIC KE TANTUNG — TOOLHOLDERS — : ~ , 

BLANKS, INSERTS — SOLID TOOL BITS, £4 SOLID BASE - *\ currers 

INSERTS. TRIANGULAR, \\ CUT-OFF BLADES, AND a ut © |) WITH 
BRAZED SQUARE, TIPPED TOOLS, 4 ELEVATOR ol _\\N f | THROW-AWaAY 
TOOLS ROUND f CAST-T0-FORM TYPE Poa) INSERTS 
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SOLD 


BY A REPUBLIC RUBBER DISTRIBUTOR WORKING 
UNDER THIS FAMOUS 5-POINT SALES POLICY 


1. A LINE of rubber items sufficiently complete to permit 
effectively supplying the requirements of the trade 
solicited 

2.A QUALITY of product uniformly good and capable 
of delivering service results that should reasonably be 


expected 


3. A PRICE basis inducing and making possible aggres- 
sive competition with reasonable profit return. 





4. FREEDOM from competition from his source of 
supply, either direct or indirect, among the trade covered 
by his day-to-day solicitations. 


5. SELLING helps of reasonable amounts so that his 
sales force may be given the advantage of specialized 
training and a knowledge of the product sold. 


The Republic Rubber distributor who made this 
sale of 8” I.D. Blower and Exhaust Hose makes 
many sales of rubber products. He knows that 
practically every buyer purchases some kind of 
rubber hose, belting, or packing on a regular basis. 
Therefore, his salesmen talk rubber on every call. 
Result — they sell many orders like this one and 
that makes everybody happy. The buyer likes the 
product, the salesman likes the commission and 
the company likes the sales. 


A Republic Rubber distributorship can do the 
same for you. If you are interested, write to: 
J. A. Maclntire, Jr., General Sales Manager. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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CREATE 


by improving your 
selling on the Ist 
selling on the 2nd call 
That's you’ on the left. The name of the young man facme you across the desk is Don 
Steeber, purchasing agent and chief engineer for the Siro-Lite company, a firm that re- 


cently relocated from another city to an industrial park in your territory. The reason 


Mr. Steeber is important to you, as an industrial supply salesman, is because he repre- 


sents something that neither your firm nor you can continue to grow and prosper 


without, Miro Steeber represents new business. 

Just why are new accounts important to an industrial supply firm? A’ paragraph 
from a recent report on “America’s Changing Industrial Map”. by the MeGraw-Hill 
cconomies department, suggests an answer: 

“Every region includes many separate industries of which only a handful are nor- 
mally in transition... But in only a few years individual industries can be born and 
vrow to substantial size in a region, and existing industries can dwindle to only a sha- 
dow of their former size within a five-year period”. 

ln other words, an important portion of industry in the United States is always in a 


state of flux. This process has been accelerating in recent years as markets continued 







~ 








J. S. McRea 


A. F. Steeber 


Steeber with sons Robert and Don 


Editorial/ continued 


become more mobile, proximity to raw materials becomes less important 
in manufacturing, and the pace of the “new technology” quickens. Today, 
every distributor in the country has prospects for new business, either 
from firms which are beginning operations in his area, or from customers 
he has overlooked. Every distributor also has some customers in a state 
of stagnation or decline, and can’t expect to prosper and grow without 
the buoyant, stimulating effect of new customers. 

But how can the distributor be sure he gets his share of this necessary 
new business? A continuing program to locate new prospects and provide 
an index of their potential is, of course, important. But ultimately, his 
success is going to depend on the effectiveness of the contacts made by his 
salesmen. The major burden of creating new business, then, falls on you, 
the salesman, and the job you do on the first calls on these new plants. 
These first calls are the critical calls. Sure, there must be.a follow-up, but 
as you cross the threshold of the P.A.’s office, everything you say or do 
will make an impression on this man. Like a sponge, he soaks up every- 
thing, and forms an impression of you and your company that can mean 
the difference between “customer” and “prospect”. 

First calls critical. This special September editorial feature provides 
you with a unique opportunity to appraise and improve your first call 
techniques. You can “listen in” on typical—and successful—industrial 
supply salesmen as they call on Don Steeber, the purchasing agent and 
chief engineer of a new, prospective customer. Then you will have the 
chance to compare your approach with the approaches of these salesmen— 
the “first call” group from Globe Machinery & Supply in Des Moines, Iowa, 
and the “second call” group from Allen Supply in Cedar Rapids, Iowa. 
These salesmen are the “actors” whose interviews have been taped and 
reproduced here. Preceding these interviews, each was provided with back- 
ground information on the Siro-Lite company. 

Actually, the salesmen “called on” ID assistant editor Richard Sandhusen, 
who had researched the Siro-Lite company and served as a “stand-in” for 
Don Steeber. The real name of this company—shortened for the sake of 
brevity—is the Portable Light Co. and the Sireno Signal Mfg. Co. of 
Kearny, N. J. But these are the only elements of simulation in this feature. 
The men whose pictures you see on this page—partners J. S. McRea and 
A. F. Steeber, vice president Robert Steeber and chief engineer and pur- 
chasing agent Don Steeber—are the actual principals of the firm, and the 
internal photos of the plant were taken with their cooperation. 

Before making these calls yourself, read the “situation” material pre- 
ceding each group of interviews, then plan your strategy. For example, 
will you stress your firm’s services and facilities, or try to learn more about 
Siro-Lite’s plans and operations? And will you try to “make” sales or 
“build” them? And out of what? 

Then, when you have decided on your strategy, read each interview care- 
fully and critically, asking yourself “what would I have said?” after each 
statement by Steeber, and paying close attention to the salesmens’ own 
running commentary in the margins. 

Finally, when you have finished the interviews, turn to the final “wrap 
up” page and answer the questions, which are designed to help you analyze, 
clarify and improve your basic selling approach. 

The October issue of ID will reveai detailed information on Siro-Lite, 
including products and guantitics purchased; a plant layout; and an equip- 
ment inventory. Aiso presented will be an outline of how this September 
feature and the October follow-up can be used to furnish all the ammunition 
for something new in distributor sales meetings. 

Now start with the background for the first call on the facing page. 
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Ne ' ; Here’s a new way for you to o hiectively ar 
38S NESS and improve your sellin Lg tool 
and technique s on the critical 


first and second calls on a new plant in your territory 


s ; additional pertinent information on the Siro-Lite company: 
ute ae ce General Background: Firm was started in 1923 by three 
2 : ; partners, two of whom are still active in management. 
Siro-Lite Begins Operations r Since its inception, company’s “bread and butter” lines 
ten Hee ee have been marine and utility lights which are sold— 
ity, an operations today in new quarters | . ” cal s tnalitt : *Te9s 
in South Path Sadeadelét Peak ok On tee mostly direct—to municipalities, public utilities and 
boat manufacturers. About 20 years ago, the firm pur- 


Avenue. The firm manufactures portable 
lights and sirens for the marine and munic- chased the stock of a company engaged in the manufacture 


ipal fields and has 45 employees. 3 of sirens, which continues to retain its original name—Siro— 
Moss acy a ee ae the Ati but shares the same management and most of the production 
Spr 7 © municipal project | : facilities of the light company. Over the years, Siro-Lite has 


which forced the firm to vacate its previous aie : 
quarters. Other managers of the firm, besides developed and maintained a steady, profitable market for its 


McRea, are A. F. Steeber, partner; Robert products, based primarily on high quality workmanship of 
Steeber, vice president; P. E. Cunningham, | . these products and firm’s unusual service facilities (for 
pre dhe pone yen on a ee ee chief |. example, during a blizzard it is not uncommon for a company 
officer to personally deliver an order of emergency \lights). 
Bue ma ents en ee He However—and perhaps because of this emphasis on. work- 
manship and service—the company, until recently, has 
evidenced little interest in broadening its market and pro- 
duction facilities. 

The company, in its new quarters, leases 22,000 square feet 

FIRST CALL / The Situation of space on one floor of a large ex-warehouse. 
Personnel: Partners J. S. McRea and A, F. Steeber func- 
Recently, you read the above item in the business section tion on the top management level, and are ultimately respon- 
of your local newspaper and, since this firm is in your sible for all policy decisions, many of which are initiated by 
territory, decided to schedule a call on it. A. F. Steeber’s sons, Robert and Don. Robert, presently 
vice president, has a degree in business administration and 














Before making this call, however, you checked with some 
of your sources (a banker, the newspaper’s business editor, functions as general administrative officer. Don, a gradu- 
and a salesman friend for a contractor’s supply house who ate engineer, handles product design, plant engineering 
had already called on the plant) and developed the following (he laid out present facility) and purchasing. 





About the “First Call’’ salesmen 

At Globe Machinery & Supply, training and advancement of salesmen 
is based, in large part, on the firm’s policy of defining territories in 
terms of types of customers, and assigning salesmen to these territories 
on the basis of their experience and knowledge. Discussing this idea 
of matching salesmen to customers, Globe president R. C. Morgan 
states, that, for example, “a well trained salesman of expendables to 
big industry has little interest in driving 25 miles to call on a small 
creamery or hatchery to sell the general line. Nor is a country sales- 
man at ease selling through a large purchasing department.” At 
Globe, new salesmen—usually after a period of “inside” work— start 
in a territory of small accounts and work up to a concentrated indus# 
trial area. Two engineers help them on engineered specialty work. 
On the following pages, four Globe salesmen call on Siro-Lite. 
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First Call/Madsen 


Salesman Madsen talks lines and services, digs out data on 


production methods and flow, product potentials, future plans 


Visualize the Possibilities 

















M Mr. Seeber, nice to meet you. | 
Al Madsen, Globe Machinery & Supply. 


§S Madsen—nice to meet you, Al. 

M I see your plant is operating. 

S$ Yes, we're getting things going. 

M Are you familiar with Globe, 
sir? 

S Not too, to tell you the truth. 

M_ Well, I might give you a quick 
run-down of what we have in Des 
Moines. We have machine shop fa- 
cilities, a materials handling depart- 

ent which gets into fork lift trucks 

’ and anything in the 
industrial supply line tau would 
need to keep your plant in operation. 

S$ We would probably be more in- 
terested in the supplies end of it. As 
far as any large equipment goes, we've 
got long-range plans to renovate, but 
nothing definite, concrete right now. 

M We would probably get into 
items that you use in production, such 
as, oh, possibly sheet metal screws, 
items of that sort. And, of course, we 
try to stay with top lines: “C” on drills, 
“C” on abrasives, for example. 

$S Well, that’s important to us be- 
cause we stress quality and workman- 
ship, and like to use top grade mate- 
rials and components, so that’s. . . 

M It usually pays, I think. We 
have found it does . . . Valves, of 
course; we have pipe and fittings .. . 

S$ We don’t buy much in that. 

M Well, I can’t imagine where 





S$ We do spend quite a bit for tub- 
ing and rod, though, which is used in 
actuating devices on our lights. 

M Well, that we could probably 
help you on. How about fasteners? 
Sheet metal screws—or rivets? 

Well, what we do buy is mostly 
for original equipment and pretty much 
purchased direct, although we have 
purchased from distributors — mostly 
nuts, bolts, machine screws, some socket 
screws, rivets and washers . . . 

MWe have the “P” line in machine 
screws. You're familiar with them? 

S$ Oh yes, definitely. 

Mi Here’s something we might be 
able to help you on, as far as stock- 
outs are concerned: certain items we 
will stock just for you. 

S$ That’s good. We’ve had trouble 
with our sources in the past; stockouts 
in particular. I guess you can imagine. 
We make emergency lights and might 
get a call in the middle of a snow- 
storm for warning lights, say, and un- 
less we can gear our production to 
take care of this, we’re in trouble. 

M_ As far as service is concerned, 
I don’t think you will have any prob- 
lem. We deliver morning and after- 
noon. In an emergency, we'll put 
somebody on a truck and get it de- 
livered to you. In fact, that’s one of 
the basic things we are selling—one 
of our big items—service. 


S$ That's good to know. 


you would, unless for emcee Ney Some time at your leisure I'd 
i 








adsen jas been a salesman 
or five years, following 

15 years in“mgide and outside sales 
for a power trafsqission house. 
He presently calls on™eity accounts. 
On this call, says Madsen, L 
into the plant was “ideal but 
hardly typical on the first call. 
However, it did give me a good mental 
picture of what they use as well as 
the chance to sell myself and my 
company.” On his next call, says 
Madsen, he would “bring along our 
catalog, plus one or two others on 
items that I could see they use quite 
a lot of, such as drills and sheet 


metal screws.” 


ke to take a run through your plant, 
if I may, and get some ideas of—it 
doesn’t have to be today, necessarily. 

S$ That’s perfectly all right. I'd 
like to take you through now. Maybe 
you can give me some ideas. Let’s start 
here in our paint spray room, where we 
paint our lights and sirens. 

M_ Do you paint all your lights and 
sirens, or are some chrome finished? 

S$ That’s right, not all are painted. 
Some are chrome finished. Here’s our 
new band saw. It’s got a welding at- 
tachment on it. 

M_ Weld the blades? 

S$ Weld the blades, yes. We buy 
the blades in lineal foot lengths. 

M Coil stock? 

S Yes, coiled stock, and just weld 
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the loops ait three drill 


presses, drilling fans for sirens. And 

here’s the siren assembly bench. 
One thing—do you drill all your 

holes or do you do any punching? 

S$ Oh, yes. We have a pneumatic 
punching jig that punches six holes 
simultaneously, and here’s our large 
punch press, stamping a blank that 
will be the ring that holds the lens in 
our lights. Notice it’s got a 2-HP hy- 
draulic unit—we’re just getting into 
this now. In the future we plan to 
adopt the pump unit for more jobs, 
maybe forming parts that are now spun. 

M_ It usually works out better if 
you keep it in your own plant instead 
of farming it out, doesn’t it? I mean 
it keeps your schedules together. 

S Well, that’s our feeling. We're 
coming into pretty competitive days. 
and we're going to have to get more 
production per dollar of investment 
if we want to stay in business. With 
us, loyalty and workmanship are very 
important, so we can’t economize by 
cutting the work force, and it’s im- 
portant to economize in other ways, 
such as with semi-automatic equipment. 

M_ Do you use much air equipme 
other than for painting? 

S$ Oh, yes. We’ve got that punch- 
ing jig and we also bought an air 
screw driver this year. We’re becoming 
quite interested in small air tools. 

M_ That’s fine. We've got the “T” 
line on air tools, and can probably 
help you out with those in the future. 

§$ Fine. This is our machine area. 
That’s Vince, foreman of the siren com- 
pany, turning siren fans on the 8-in. 
turret lathe. You can see we've also 
got a 3-HP engine lathe and four 
smaller lathes used in production. 

How do you move your raw ma- 
terials into and out of the plant? 

S$ Well, we don’t have any elab- 
orate materials handling equipment. We 
rely a lot on small hand trucks which 
we make from slotted angle. 

M They're all 


though 


hand operated, 
there’s no hydraulic or . .? 

S$ No, all hand operated. Here, 
maybe you'd be interested in an idea 
of our production flow. Raw materials 
arrive down there in shipping-receiving. 
Stock for the light company goes in 
this storage area and stock for our siren 
division goes over there. Then, as we 
need it, the stock goes to the machine 
area here, then to assembly and, if 
necessary, to the paint room. 

M_ You have a good flow there. 


S$ Well, it’s a considerable improve- 
ment over our last layout, which just 
kind of grew like Topsy. 

. . . This is our horizontal milling ma- 
chine for facing off. And assorted drill 
presses. 

M Just thinking about products 
you make, I couldn’t imagine you'd get 
this much into machine tools. Drills I 
could see, but your lathes and other . . . 

S Well, that’s right, we do have 
quite a lot of equipment for an opera- 
tion this size, but I think some of it 
would be unnecessary if we could multi- 
ply production with new or even exist- 
ing machinery. 

M Well, that’s something we'd 
definitely like to work with you on. 

$ Fine. This drill press here is for 
boring holes in large castings where 
a big, clear area is needed. And here 
are some kick presses, for punching 
small holes for the short-run. This is 
the assembly bench for the light com- 
pany—that’s one of our big items, 
portable lights. They’re working on 
flexible cables for boat lights. 

M Is that a big 
lights, with 

perhaps accounts for a third 
of total volume. Our major line is port- 
able emergency lights. 

Mi Do you sell mainly to utilities? 

S$ Yes, the utility business is our 
biggest and best. Here’s Cliff and Eddy 
doing final assembly work on marine 
lights. Fellows, this is Mr.—I didn’t 
get your name... 

M Al Madsen. 

S$ Mr. Al Madsen—he represents 
the Globe Supply Co. This is our com- 
bination machine that can be used as 
a circular saw, a drill press, a disc 
sander, or a lathe. We use it mostly for 
building crates. 


M In other words, we're getting 


back to the maintenance department, 
it looks like. Is that right? 

S$ Yes, that’s right, this is the main- 
tenance end of it here. Well, what do 
you think of our layout? 

M_ Very nice. As I said before, it’s 
hard to visualize what you have in a 
plant until you get back of the office. 
I can see several things that we can 
probably help you on that you can use 
in your plant, and on my next trip I'll 
see that you get a complete catalog of 
what we have. And Ill be in once a 
week. Is there any special time, or 
day, that’s best fer you? 

S$ Say 9:30 A.M. Thursday? 

M_ Fine. 9:30 A.M. Thursday it is. 
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“Will follow up on coil stock 
on one of first calls.” 








“Trying to get an idea on 
drill usage.” 








“Good information keep 


eye on this in future.” 





“Feeling out usage of eylin- 
ders, valves, air hose etc. Was 
led into air tools, which was 


good.” 








“Good Ao know as much as 
possible about customer 


who they serve, products etc.” 








“Trying to find out materials 


handling needs.” 








First Call/ Rogers 


“IT like 


know 





to meet and get to 


the management of a 


firm 





“Don might be a 





I find it helps to raise cus- 


fome rs 
mention 


confidence if you 


successful expert- 


other companies. 








more inter- 


ested listener as a result of 


having had his father refer 


me 


to him 





Salesman Rogers starts with partner, discusses products and 


facilities with stress on quality lines, personalized service 


Dramatize Lines and Service 


R Nice to meet you, Mr. Steeber. 
I’m Bob Rogers, Globe Machinery and 
Supply. 

AS Nice to meet you, Mr. Rogers. 

R Are you familiar with our com- 
pany? We’re an industrial supply firm 
here in Des Moines. 

AS Somewhat, although we haven’t 
bought from you to any great extent in 
the past, I don’t believe. We’re just get- 
ting into operation now. 

R Well, we're able to participate 
right from the start with most com- 
panies that do come into the area. 

AS Well, listen, I don’t want to in- 
terrupt you but I’m not sure I’m the 
Maybe 
you would want to speak to one of my 
sons, either Bob or Don. Bob, he’s our 
administrative vice president and han- 


one you should be talking to. 


dles our marketing program, and has 
been with us for about five years now. 


Don is a relative newcomer: he’s chief 


engineer and handles our 
out our new 


He sounds like the one to see. 
O.K., let’s meet him . . . Don, 
Mr. Rogers, Bob Rogers. I 

thought you'd like to talk to him. He 

represents Globe 


AS 


this is 


what was it, Globe 
Supply? 
Ro Globe Machinery and Supply. 
AS Globe Machinery and Supply 
from here in Des Moines. I think you 
might want to talk to him. 
Nice to meet you, Mr. Rogers. 
Glad to know you, Don—Don is 


Don, yes. 
May I call you Don? 
Fine, wish you would. 
Good. As I was explaining to 
your father, we’re an industrial supply 
firm here in Des Moines—as a matter 
of fact, we’re all over the state of Iowa 
and we have quite a few things to 
offer a company such as yours. 

S Well, we're just getting into pro- 
duction now and we're certainly look- 
ing around for sources of supply. We're 
going to be perhaps a little discriminat- 
In our busi- 
We 


lights, among other 


ing. but we have to be. 


ness, service is 


make 


things, and we don’t have a hard and 


very important. 


emergency 


fixed production schedule, mainly be- 
cause we’re not big enough and also be- 
cause we never know when we're going 
to get an emergency call from this or 
that town during a snowstorm, say, for 
an order of warning lights. So we re- 
ly a lot on our sources. 

R_ Well, that’s one thing we pride 
ourselves on, service, because while our 
competitors have similar products to 
sell, service is our No. 1 product. 

$S Can you give me an example? 
Suppose we needed some Phillips head 
screws in a real big rush... 

R Well, where it’s an item of im- 
mediate delivery, I can possibly bring 
them out, or we could get a truck to 
deliver them. If they’re not in stock, 
it’s very likely that we could draw from 
one of our other stores and get them 
here immediately by bus or something, 
if it was really an urgent item, which 
we've done with several companies in 
the past... 

S$ Well, that’s important and that’s 
good to know. 

R .. . because all of our stores 
carry about the same lines that we do, 
so that we can depend on each other 
for quite a bit of service, and then we 
represent well known suppliers so we 
can give you good service there, too. 

S$ Well, that’s good. Quality is im- 
portant to us too. We've sort of estab- 
lished a reputation through the years 
—this is 38 years old, our company— 
of quality products and workmanship; 
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we sort of pride ourselves on this. 

R Well, that would be a definite 
consideration; quality lines are all we 
carry, and we're proud to say that. 
We also have other things which may 
interest you. We have a machine shop 
in case of breakdowns, one of the larg- 
est in the area, and can have a man out 
here right away if something fouls up, 
say you have a compressor breakdown 
Ora... 

S We do have an air compressor, a 
2 HP unit, and plan to hook some units 
on it. 

R Well, if you’re going to, as you 
say, hook many tools on it, why I know 
you're going to be needing a larger 
compressor. So we'd be very hap 
furnish you a quotation. 

S Fine. We're open for ideas. 

R There is another thing we can 
offer by way of service; if I’m tied up 
and can’t get out here—say you call in 
from your office and want me immedi- 
ately for something and I can’t get here 

we have two engineers at the office 
who could get here—Mr. Dick M 
and Mr. Hugh Kennedy are very 
well versed in our field and they could 
be out here pretty quick if a problem 
should arise where you wanted me and 
could not get hold of me. 

S Specialized engineering service, 
is that right? 

R That's it 


we feel is essential to our type of busi- 


that’s another thing 


ness. We also have a materials han- 
dling department, which can take care 
of fork lifts and any type of material 
handling equipment erhaul and re- 
pair them and bring them to you 
on the job site. We have one o 

largest pipe supplies in the area and 


we pride ourselves on our inventory of 





Bob Rogers jus been a salesman 
for Globe since 1952, after four years 
of telephone and counter sales 

work. He now covers a city sales 
territory, calling on food processing, 
steel fabricating, and O.E.M. accounts. 
On this call, Rogers’ aim was to 
“meet people, go over products, and 
discuss our services.” On his next 

call, he would “go over our catalog 
with Don, go over details such as 
when I should call, and ask to 

go through the plant to get an idea 

of equipment used and the potential 
for certain items. For example, if 

they finish castings in the plant, they 
need abrasives.” 
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pipes, valves and fittings. 

S$ Good. 

R We also hope to quote on things 
that would be required by a company 
such as yours, that puts up a new plant, 
such as fire extinguishers, where we 
carry the “F” line. And in shelving 
we handle the “L” line of shelves, 
which is another thing that. . . 

S$ I'll tell you, we make a lot of 
use of slotted angle. You have that? 

Re Yes. we have. 

S We use it for buil 
areas and dollies an 
good use of s 

Ro Wefan also design special dol- 
yee“lor you and as [ mentioned before 
our shop is capable of making things 
of that nature, things that might not 
fall into the “standard” category. 

$ Fine. I certainly appreciate your 
filling me in on this and calling on me. 


Pll certainly keep you in mind. 
RI would like to le; 
with you, whic 1y home phone 
num well as the business phone 
umber, and if anything comes up at 
night you can get hold of me at hom 
and I can go down and get the mer- 
chandise out for you. Maybe you'd 
want to pass this information on to 
your foreman who might operate at 
night if you have something that you're 
going to overhaul so that you can have 
it back in production the next morning 
I'll be glad to get up and come out 
and help. And we're in the process now 
of printing up a guide that will list all 
of the offices and all of the branches of 
our company and all the salesmen, with 
phone numbers, so that a customer can 


refer to this list and be able to pick up 


dividual that he can get in case he 
needs f& elivery of parts, because 
I’m sure that ld not be had or 
our engineering staff cou tt be had, 
someone from management wou 
down and help you. 

S Well, that is service. And we 
will definitely keep you in mind. 

Ro Thank you Mr. Steeber. Is that 
right, Steeber? 

S$ That's right. 

RI make this trip about every ten 
days—that’s how often I get around— 
so any time that I come by here and 
can see you I'd very much like to. 

S$ Like to have you come by, Bob. 
Maybe you can give us some ideas for 
improving our operation. 

R Thanks, I will. 

S Bye. 

R Bye. 





“Pll give a pitch on this on 
my next call.” 








“I like to mention specific 
names because it’s someone 
they can contact if I’m not 
available at the time.” 








“This, for me, has proved an 
effective way to dramatize 
our firm’s service facilities 
and my own desire to be of 
service.” 








“This will help to establish 
an ‘in’ back in the shop.” 








“Every plant that manufac- 
tures has a materials han- 
dling program that they're 
always interested in improv- 








Call / Heer 





“When you get into the plant 
you can find out what they 
are buying, and you have to 
meet the superintendent be- 


fore you can work with him. 








“Knowing this will give me a 
better idea of what compo- 
nent parts we can furnish in 
the manufacture of the prod- 


uct 








“T suggest trials so we can get 
in with the best tools for the 
best price. You can bet the 
tools he is using belong to 


someone else.” 





Salesman Heer takes the tour, offers a “rule of thumb”, meets a 
foreman, plants an idea, finds what plant makes, needs, plans 


Talk Products 





He OMy name is Jim Heer, Globe 
Machinery and Supply Company. 

S$ Globe. That name’s familiar. Don 
Steeber is my name. 

H I'm not too familiar with your 
operation here, and I wonder if you 
would fill me in. 

$ Glad to. As you probably know, 
we've just relocated and we're just 
getting into operation now. 

He OWhat’s the main item that you 
nanufacture? 

S$ We make a couple of lines. In 
our portable light company we make 
marine lights and utility lights. We also 
make sirens. We use the same pro- 
duction facilities to manufacture both. 
but have different foremen and assem- 
bly operations for each department. 

HI see. I imagine, then, you would 
use a lot of fasteners. 

S$ Well, mostly machine and socket 
bolts, 
Phillips and bindir 


screws, nuts, rivets, washers, 


ig head screws. 

He OWe’d like to have an opportunity 
to quote you on these items, and we 
would like to be on your mailing list 
for requests for quotations. 

S$ All right. We are, as you might 
imagine, looking for sources. 

H Very good. Are you familiar with 
Globe Machinery? We're about the 
largest supply house in lowa. 


S Well, | 


portant size is. 


don’t know how im- 
What we're mainly 
concerned about is fast service. You 
know, we might get a call tomorrow for 
an order of warning lights for emer- 
gency purposes. Now we can’t set up a 
hard and fast production schedule be- 
cause our production is pretty much 
based on many factors—the 
example—and now exactly 
wher 5 are going to come in. So 
its very important to supply us some- 
times on short notice. 

HSI can see where that would be 
important, and I'd like to tell you about 
our very, very good delivery service. Our 
order clerks are at work at 7:30 in the 
morning, and any time you need any- 
thing over the weekend when there is 
nobody there, I’m always willing to help 
you. If you have a breakdown or you 
need something, a machine tool of some 


and Probiems 


kind, I’m always ready to help you, day 
or night. 

S$ Well, that’s important. 

HM And in the near future, I'd like 
to go out to your plant and meet some 
of your supervisors and get .. . 

Ss Any time. Now, if you'd like. 

H O.K., very good. 

S$ All right. Let’s start here, in the 
paint spray room. It’s sort of a room 
within a room that had to be completely 
fireproof before we could get under- 
writers’ lab approval, but we finally got 
it done. There’s a siren set up to 
be painted, and that’s the drying rack. 

H Whose paint do you use? 

S: “Ow. 


H Do you have any ideas on what 


It’s good, does the job. 


quantity you use a year? I'd like to 
have a chance to quote on that if I may. 

S$ Well, we use thinners, lacquers, 
paint—maybe $1500 a year, but that 
varies, that’s just a rough figure. Let's 
move on a bit. We’re in the siren com- 
pany, at this end, with the portable 
light company down at the other end. 
To give you a quick idea of the produc- 
tion flow, raw materials come in down 
there. If it’s stock for the portable light 
division, it goes to this area and if it’s 
stock for our siren company, it will go 
over there. Then, as we require it, the 
stock goes to the machine area here, 
and then to the assembly area, and 
then, if necessary, to the paint room, or, 
if not, to shipping. Here are three drill 
presses drilling siren fans, by the way. 

H Your drill business is quite an 
item in itself, isn’t it? These are items 
we'd like to work with you on. 

S$ Fine. 

H Run trials, if you want to, and 
tests, to see that you get 

S$ You'll do that? 

Hi OYou bet! Right here in the plant. 

S$ Good to know. This is an as- 
they’re 
And this 


sembly bench here, where 
putting the motors in sirens. 
is our 2-HP compressor. 

He Do you find that compressor 
large enough for your present needs? 

S$ Well, actually, I'm anticipating 
using it to fulfill some of our future 
needs. As you can see, we have an air 
system throughout the plant powered 


by this compressor. It powers the paint 


INDUSTRIAL DISTRIBUTION 





spray booth, a flexible shaft drill to 
drill small holes in the final assembly, 
and our air screw driver. Generally 


speaking, we're becoming more and 
more interested in small air tools. 

H What sort of horsepower com- 
pressor did you say that was? 

S Two horsepower. 

H From the sound of it, it looks 
awfully small if plans are for more tools 
on it. Matter of fact, I wouldn’t think 
of putting more tools on it, really, be- 
cause if you take this rule of thumb, 
that 1-HP develops four cubic feet a 
minute, at 100 Ibs. pressure, heck, it 
takes nothing for one tool to use twice 
that much air, so I don’t think you have 
enough air to add more tools. 

S Well, of course, all the tools 
aren't going at the same time, but I 
guess you're right as far as future needs 
go and maybe we can look into this 
next time you come in. 

H Yes. You see, these are just some 
of the things we can help you out with, 
and are happy to do so. We could show 
you something in a larger unit, if you 
like, or work something out. 

S$ Swell. This is our large punch 
press. That blank will eventually be the 
ring that holds lenses in our lights, 

H_ I could probably spend a couple 
of hours showing you all our items. 

S$ Well, as I said, we're looking for 
sources and will surely listen to your 
story. Incidentally, that’s a 2-HP 
hydraulic hold-down system there on 
the punch press — I’m anticipating 
adding more cylinders to it. 

He We have the “S” line in that, 
and we also have our own engineer; we 
could design it for you and check it out 
for you to make sure it works. 

S$ Excellent. I'd like to adapt that 
pump unit for more jobs. Maybe, for 
example, we could hydraulically form 
parts that we now make by other means. 
Here are a few of our lathes. That’s 
the foreman of our siren company, 
Vince, taking an outside cut on a siren 
fan on the 8 in. turret lathe. Over there 
is a 3-HP engine lathe and four smaller 
lathes used in production. 

H_ Do you use carbon tools? 

$S Yes, but not many. Maybe 30 or 
40 a year. 

H I see. 


trials for you on that. 


We'd like to run some 


S$ Fine. We appreciate any ideas 
to improve our operation. Here’s our 
milling machine, used mostly for tool 
and jig making, and on big castings. 
Here we have a shear used to cut sheet 
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James Heer started with Globe 

in inside and telephone sales, has 
been an outside salesman for six 
years calling on gravel and cement 
plants, flour mills, grain elevators, 
foundries and schools. On this call, 
says Heer, he was “mainly interested 
in finding out what the customer 

uses that we sell, meeting the foreman 
and getting acquainted with his 
problems.” On his next call, he would 
start with expendable tools first, 
then, on later calls, discuss other lines. 
“Discussing problems and products is 
the best way to get to know custom- 
ers better and build sales” says Heer. 


“Selling is a building process.” 








aluminum and copper blanks that go in 
the big press. That stand-up press is 
used to bore holes in large castings 
where a big clear area is required. 

H That’s an old model. Have you 
ever considered trading it in for a 
modern drill press? 

S Well, I'll tell you. As far as our 
long-range plans go, we conceive that 
we'll possibly trade in a lot of our 
equipment. As you can see, some of it 
is getting pretty old. Our whole idea is 
to modernize to the extent where we can 
effect economies and remain competi- 
tive without sacrificing quality. 

He With all the salesmen we have 
throughout the state there’s quite a few 
calls for used machinery we could 
sure work with you on that. 

S$ Interesting. Here are three kick 
presses for punching small holes for 
short runs, and here’s an assembly 
Howard 
here is fitting guards on an emergency 
light. Over here, on this assembly 
bench, Andy and Charlie are putting 
levers on marine lights. This is the 
final assembly bench. Cliff, this is Jim 
Heer, Globe Supply. Cliff's foreman of 


bench for the light company. 


our light company. 

C Pleased to meet you, Jim. 

H Pleased to meet you, Cliff. 
What’s that you’re working on? 

C This is our One Mile Ray light. 

S Well, that’s the Cook’s tour. 

H_ Very good, I sure enjoyed it and 
I would like to get together with you 
some day to have lunch 
some of the things that 
myself can do for you. 

S Fine. I'd be glad to. 

H_ It’s been nice meeting you, sir. 

S$ Nice meeting you, Jim. 


discuss 





“Somebody picked the wrong 
size compressor to begin 
with.” 








“If we can help dispose of his 
old machines, our chances of 
selling new ones are better.” 








“The reason I wasn't more 
specific about the luncheon 
date is because maybe I can 
bring along a factory rep, and 
I wouldn’t know when the 
rep could go until I made the 
arrangements.” 








First Call/ Lasell 





“Here I'm trying to smoke 
out customer's requirements 
and yet let him ¢ rpose him 


self much as possible.” 


a 





didn’t use this statement 
o SMeeber s ask be 
taken through plant because 
on the first call I don’t want 
to risk a “No” answer such 
iu answer can change the en- 
tire future relationship be. 
tween a salesman and cus 


tomer, 





Salesman Lasell stresses fast service from complete stocks, 


explains that he’s a local salesman, and gets the name right 


Push What Competition Can't 


L Mr. Steeber? 

S Steeber. that’s © 
Steeber. 

L I'm Dick Lasell with the Globe 


Machinery and Supply Company. here 


right. Don 


in Des Moines. I read the announce- 
ment in the paper that you were set- 
ting up operations here in Des Moines. 
and I thought I'd call on you and see 
how we cah serve you. Globe Machin- 
ery, as you may know, is one of the 
major supply houses in the Des Moines 
area, and I notice from some of your 
catalogs that I picked up in the lobby 
that you not only engineer your prod- 
uct, but that you also have complete 
facilities for manufacturing these pred- 
ucts. 

S Not complete. We do 


send some jobs out. But we do have 


exactly 


fairly complete production facilities, 
which are used for the production of 
beth our lights and sirens. 

L I see. We represent a line of 
medium-duty machine tools. We don’t 
get into the large, heavy-duty line. just 
the medium duty and the small ma- 
chine tool lines. We also carry a com- 
plete line of regular industrial sup- 
plies which go along with a medium- 
duty machine tool. 

S$ Well. being newcomers to town, 
just starting in production. we are look- 
ing for sources for supplies and tools 
and so on, as you can probably imagine. 
But we’re going to be discriminating. 
How would you say your firm would 
be in a position to help us? 

L Let me tell you about some of 
have a large 


our facilities. First, we 


machine shop and if there’s some 


larger work that you’re not equipped 
to do—maybe some die work or large 


turning, for example—this machine 


shop, with about 15 machinists who do 


job shop type work, will be 


work on an emergency at night, 


or on weekends, mare, other than the 

time of yor irmal plant hours. And 

they do real quality work 
fast. 

S$ Well, that’s pretty important to 
us—fast emergency service-—because, 
as you probably know, we manufacture 
a line of emergency lights—it’s our 


biggest item, really—and we get calls 


for these lights at almost any time 

say during a snowstorm or some emer- 
eency like that, 
predict what our exact demand is going 
to be for these lights. And on top of 


So we can’t accurately 


that. many of our products—air raid 
sirens, for example—have to be custom 
made to specifications and still others, 


like our 


dependent on seasonal demand. So, in 


marine lights, are largely 
other words, our production depends on 
many factors, and fast service, partic- 
ularly on deliveries, is extremely im- 
portant to us, just as ours is to our cus- 
tomers. What can you offer us here . . .? 


L Well, we have... 


I first came in, we are one of the 


as I said when 
largest, or the largest, supply house 
in the state of Iowa, for industrial 
products. We also carry very large 
inventories of these products and, in 
most cases, can give you regular items 
right out of stock. We also have tele- 
Western 


we're able to contact 


type facilities in our office 
Union—-where 
our suppliers in no time at all and get 
the delivery as required. if available. 
from the factory. And as for our 
deliveries, we deliver twice daily and 
if you need something in a real rush 
we will get it out to you on a truck. 

S$ What do you have in air tools? 
This is something we're getting more 
and more interested in. 


L Air tools? 


line of “T” 


We have a complete 
pneumatic tools which 
covers all of the production items that 
might go on assembly benches such as 
impact wrenches and so on. As far 
as air accessories are concerned, such 
as air clamps and various other air 
tools that might go along with your 
assembly work, we represent the “S” 
company of Brooklyn, New York. 

S Well, that’s interesting because 
back in the shop we've got an air 
compressor, as well as a_ hydraulic 
power unit, and we expect to get into 
this a lot more, attaching tools to these 
units to improve efficiency. 

L Well. we keep a complete line 
of “S” accessories which go along in 
production clamping or other produc- 
tion work. We also have a good variety 
of the “T” air tools in stock; however, 
the specialty attachments on your air 


INDUSTRIAL DISTRIBUTION 














tools make almost every application 
special. In most cases, we're able to 
demonstrate tools from stock. We know 
that with the right attachments, then, 
they will either work or fail and we 
can get the necessary attachments from 
the manufacturer’s plant to put on a 
successful demonstration. 

S$ Will you put these demonstra- 
tions on for us to check them out? 

Ls‘ Yes sir. Right in your plant. 

S Sounds good. We just bought 
an air screw driver this year and we're 
becoming a lot more interested in small 
air tools. 

In air screwdrivers, there are 
probably a hundred different types and 
models, the only major difference being 
the assembly unit on the end of the 
screw driver. 

Ss Yes, I know. 

L. The basic classes that “T” repre- 
sents are more or less light and medium- 
heavy duty. and these would cover just 
about all the ranges of thread running 
that you would require in your opera- 
tions here. 

S I see. What else does your firm 
have to offer? 

L Well, from what you say about 
your plans to improve efficiency, I think 
you will be interested in the special- 
ized engineering service we can offer. 
I have an engineering background my- 
self, and we have two engineers in 
the office—Dick Murphy and Hugh 
Kennedy—ready to work with you on 
your problems. Also, your receptionist 
told me you are chief engineer in addi- 
tion to being purchasing agent, so you 
might be interested to know we carry 
a complete line of pipe, valves and 
fittings, which may be useful in your 


plant maintenance. In your case here, 


you wouldn't be using any pipe or 
fittings in the product. However, we do 
have all the steam specialties that go 
with the pipe, fittings and valves. More 
or less, I can say we've got the heating 
package to keep your plant warm in 
cold weather. Incidentally, before I go 
further, I do want to get the correct 
spelling of your name. 

S$ S-t-e-e-b-e-r—that’s right. Don 
Steeber. 

I see. That’s Don Steeber. 
Right. 
May I call you Don? 

S$ I wish you would. 

L Don, next time I call, ll bring 
along with me an assortment of liter- 
ature. I want to bring you the complete 
“T” catalog, also our general indus- 
trial supply catalog, and several other 
pieces of literature for you to have at 
your disposal. “P-K”, for example, 
since I believe. through our discussion 
on air tools, that you might have use 
for screw products. Then we can go on 
from there as far as any literature you 
might be needing. Incidentally, ’'m a 
local salesman and call on only local 
accounts. I will be setting your account 
up on a on k schedule and be here 
Later on, we'll 

f the week, 
> here 


one day every wé 
probably set a definite d& 
so you will know which day | 
and maybe can hold minor prob 
for that day. However, if an emergency 
of some sort or other comes up please 
don’t hesitate to call me and I will be 
happy to make a special trip out. 

S Fine, Dick. And thanks for 
dropping in. 

L Yes, sir. 
time. 

s Good bye. 

L Good bye. 


Thank you for your 
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Richard Lasell, with Globe as 
an outside salesman for 12 years, has 
an engineering background and 
presently calls on major accounts 
only. On this call, Mr. Lasell says 

he was mainly interested in “finding 
out who I will have to call on in 


the future, and explaining our basic 


facilities—with emphasis on what 

we offer above and beyond the com- 
petition”. On future calls, Lasell 

will bring in “basic catalogs on 
products they have the largest poten- 
tial for—primarily air tools, screw 
products, cylinders and control 
valves—and find out what their future 
plans are”, 





“The tools are quite flexible 

angle head, quick discon- 
nect chuck all operate off the 
same basic tool. The compe- 
tition many times stresses 


different tools.” 








“This is for our permanent 
records, and I want to be sure 
any correspondence carries 


his correct name.” 








“I mention that I’m a local 
5 ilesman so he u ill knou he 
can expect prompt, personal 


service jrom me, 








SECOND CALL //) 


You are planning your second call on Siro-Lite, which you 
schedule for 10 days after the first call. On your first call, 
you spoke to Don Steeber, the firm’s purchasing agent and 
chief engineer. During this call, Mr. Steeber’s attitude was 
cordial and cooperative, and he emphasized these points 
regarding supply sources and future plans: 
Sources: The firm is still casting about for local supply 


sources, and will be “discriminating” in making these 


selections. Major criteria will be quality of lines handled 
(“we stress quality, and try to use the best materials and 
components in our products’) and the promptness of the 


{ “W e 


we're going to get a call for emergency lights from this town 


service offered by the distributor never know when 


or that town during a snowstorm, say, and if we don’t have 


to worry about our sources, our customers won't have to 


worry about our production” ) 

Plans: The firm is embarking on a “long range” program 
to modernize production facilities, although it has no imme- 
Rather, to 


“We plan to modernize by degrees, starting 


diate plans to “get into the capital end of it” 
quote Steeber 
out by adapting small tools and units to our air compressor 
and the hydraulic power unit on our punch press”. 

During this visit, Mr. Steeber also took you on a tour of 


the plant, outlined on these pages in his words and photos. 








This is our paint spray room, of the air exhaust type, where we 
spray-coat lights and sirens that are not chrome finished. Over 
. . These are 


here, under the heat lamps, is the drying rack 


single-spindle drill presses, ranging from \, to 2-HP, used mostly 
On my left is the assembly bench for the siren 


ee This 2-HP com- 


pressor powers the air system throughout the plant; this line goes 


to drill siren fans 


company, u here motors are put into sirens. 


to the spray room, these to our air tools and punching jig 
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This 35-ton punch press stamps blanks into rings to hold 
2-HP hydraulic hold-down 


maybe forming parts 


lenses in our lights. Notice it has a 
system which I'd like to adopt for more jobs 
which are now spun, such as bases and reflectors. In the 

background is a buffing machine, an abrasive cut-off, a disc sander 
and a grinder This is our horizontal milling machine, used 
for tool and jig making and on big castings. Over there is a 


band saw which has an attachment to weld loops together 


September 


Vow we're in the lathe area. Here’s Vince, our siren company 
foreman, taking an outside cut on a siren fan on the 8-in. turret 
lathe, which you notice can also be set up for drilling, reaming and 
finish cuts (we don’t feel volume warrants a screw machine set up). 
Behind me is a 3-HP engine lathe and four smaller lathes used 
mostly for production—short run fittings, small castings, facings, 


threading operations and so on .. . This shear is used for cutting 


sheet aluminum and copper blanks that go into the big punch press .. . 








Second Call/ continued 


automat 
t does the 
s and ridges 
ether 

large floor press This is 
ow the light company Howard here 
le on our model 1075 emergency light 
nachine over there is used as a sander, 


a lathe e use it mostly to make crates 
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This is a final assembly bench for the portable light company 
Cliff, our light company foreman, is drilling for a nameplate and 
Eddie is adjusting the mechanism on One-Mile Ray” marine 
light ... This is another assembly bench for the light 

company; Andy and Charlie are putting levers on cabin control 
lights; behind you is the portable soldering bench. Nou 

we’re in the receiving-shipping area, where raw materials 

arrive to be stocked on those slotted angle shelves then go to the 


machine or assembly area, and finished products are shipped out. 


W ell, that’s about the end of the Cook's tour. Have you 


any questions? Or, better yet, have you got any ideas to help us 





About the “Second Call’’ salesmen 


re 


Discussing his firm’s approach to the selection and training of the 
salesmen whose “second call” interviews appear on the following 
pages, James Allen, president of Allen Supply, Cedar Rapids, says 
this: “We look for men of good character, and above average intel- 
ligence, dominance and stability. We don’t want the “engineer” who 


can win a technical argument but loses the sale. In screening appli- 


cants, we rely mostly on personal appraisal; the aptitude test doesn’t 
sway our judgment more than 25%.” At Allen, sales training stresses 


developing and sharpening selling techniques through self analysis 
and analysis of selling situations as much as it does imparting prod- 
uct knowledge. For example, most sales meetings are conducted by 
the salesmen themselves—with products and applications discussed 
“in depth”—and “role playing” techniques are widely used. 
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Second Call/Krabbenhoft 





‘1 wanted him to know I 
honestly appreciated time 


spent showing me his plant.” 











“During the first interview we 

smoke together, and 
since his desk had two well 
ised ash trays on it, / didn't 
see any need isk permis 


sion to smone 








I like to mention other satis- 
fied customers who have our 
equipment, as often the pros 
pect will ask to visit one of 
these plants to see the equip 
ment and the man using it 
an sometimes do an ¢ rcel 


lent ioh of selling for you. 


I never try to knock compe 
filton hut like to compare 
equipment with what is 
vailable in the same price 
You have fo compare 

for eature in order 

to prove you have something 


better to offer 








the total 

unit is iunportant 

since that's what most pe ople 
want to Knou lf you don't 
have it available and have to 


dig through 


price sheets to total it, you 


catalogs and 


lose the punch of your pre 


sentation 


Salesman Krabbenhoft talks comparative facts and benefits, 


makes a useful suggestion on the placement of a compressor 


Have Facts—Sell Savings 


K Hello again, Mr. Steeber. 
Krabbenhoft, Allen Supply. 
& Nice to see you again, John. And 


John 


ne Don. 

‘ine. Don, I want to thank you 
again for the time you spent taking 
me through the plant last week. I sure 
did appreciate it. 

$ Glad to do it. 

K During the tour you mentioned 
that some of the equipment. as we could 
had been around quite a while, 

y in the drill press area, and 
I think yo 


semi-automate 


es pec 
said you wanted to get into 
nachines, that sort of 
thing. 

S$ Well, that’s the i. 


modernize to improve proc 


We want to 
tion, effect 
economies and remain competi 


K This is very timely. Just rece 


“C” came out with a line of 15 and 
20 in. drill presses which have had an 
exceptionally good reception; we have 
three companies here in Cedar Rapids 
purchased these 


who have already 


machines. They would run close to 
some of the machines I saw in your shop 
as far as capacity goes, but I think you 
will find some real advantages on this 
wvess over some of the competition. In 
this line they make a variable speed 
model which will give you a speed range 
of 500 up to 4500 RPM, or in the 
standard gear change with the five-step 
pulley which takes you from 410 to 
5380. 
both a high and a low speed press, but 


Some of our competitors make 


with this press, in several cases, our 


speed will be lower than their low and 
higher than their high—all in one press. 
Some of the other advantages of this 
press are a full three-inch column 
against 2%4-in. on competitive machines, 
and a 10 x 14-in. table where our com- 
petitors have a 10 x 10-in. table. But 
the heart of the drill press. as you know, 
is in the spindle, and here you have 
complete support of bearings on your 
spindle all the way down; whether you 
go down 34 or 434 in. the spindle is 
supported at all times where some other 
machines have their bearings up in this 
pulley arrangement so when you go the 
full depth you are dropping below the 
top bearing and losing some of the 
rigidity of the machine. 

S$ Could you give me an idea of 
the savings these presses will give us? 

K Well... do you want a cigarette? 

Sg No, thanks. 

K Well, one of the things you men- 
tioned last week was that a number of 
the drill presses—and some of your 
other equipment—are getting to the 
point where it is hard to get parts, so 
you are definitely losing time and 
money if you have a breakdown and 
have to start looking around for parts. 
Now with the full speed range this press 
gives you, you are going to be able to 
do a lot of jobs on this one press by 
changing speeds rather than running 
from one press to the other. As to 
initial cost, this is one thing I like to 


talk about bes when I give you a 
jeestf is the entire package—the drill 








John G. Krabbenhoft of Cedar 
Rapids has been selling for Allen 
Supply since graduating from the 
University of lowa (BSc) in 1947. 
He is now a vice president and 
director of the firm. Discussing 
this interview, Krabbenhoft says 
“Normally, on a call like this, I 
would discuss one line or item 

only and get out, but here oppor- 
tunities arose to discuss others”. 

On the next call, Krabbenhoft says 
he “would definitely bring in the 
catalogs | mentioned showing all 
machine tools, along with a formal 
quotation or proposal on the drill 


press, and sample drill head”. 


+ 


press, the motor, the switch and the 
cord ready to plug in. So, for instance, 
on the 15-in., five-step pulley with a 
34 HP motor, including switch and 
cord, ready to operate, it would be $000. 
The % HP motor unit would be $0 less, 
which is about $00 less than major 
competitors offering similar equipment. 
And there are a lot of advantages I 
think we have over the competition. 

S$ Well. as I said, most of our pro- 
duction is short run, and I wonder if we 
wouldn’t be paying for more than we 
would use with this press? 

K Don, I don’t think you will find 
any other press you would want to use 
in your plant that would cost less. $000 
for this press is lower than, say, the 


INDUSTRIAL DISTRIBUTION 





price you would pay for new models of 
machines you are now-using. And with 
the advantages this press offers I think 
it would definitely be money well spent; 
especially if you’re going to continue t 
have lost time on machine breakdown 

$ How about attaching units to this 
press to make it more versatile? 

K Well, on some of your product 
components—the cast aluminum base, 
for example, where you have four holes 
to drill—this press would lend itself 
to something like the “C” drill head. 
so you could knock out all four holes 
at one time. Three holes or six holes. 
up to six spindles with their #000 head. 

Ss What would the extra cost be? 

K With the #000 head I can’t give 
you the exact price right off but I would 
say, with your tooling and spindles. 
probably about $000 beyond the press. 

$ This interests me. Of course, we 
don’t plan to get into capital expendi- 
tures right off, but this might put 
things into a different perspective. Right 
now we plan to modernize by degrees, 
starting with hand tools to make full 
use of our compressor and hydraulic 
unit. May I have this catalog? 

K Sure, and I'll also leave this price 
list with you. As I said, these prices 
are all-inclusive, ready to operate. And 
here’s the latest information on the 
multiple spindle units if you should 
consider this in the future. Incidentally. 
Don, you mentioned your compressor. 
If you should ever have any trouble with 
it overheating, | notice that it is placed 
pretty close to the wall—the fan is 
very close—and this might be the cause, 


because it may create a vacuum there. 





here. They are fine equipment and go 
together extremely fast. 

S Well, that may be true, but the 
fact is we haven’t been able to find any- 
thing on the market—and for the price 

with the shelf load capacity of those 
units. You know, we weld them, and 


they’re really rugged. For example, 


right now on one of them we've got an 
entire hydraulic pump stamping as- 
sembly—with the fluid and all—on one 
shelf. That’s well over 300 Ibs. 
K I'm glad I mentioned this as sev- 
of our customers are using the H. 
#000. This can be furnished 
r 24 x 26-in. shelves, two 


steel c 
with 16 x ; 
of each, and wi 
lbs. These come w 
and sell for $00. How 
pay for yours, including fabriC&jon? 
S I don’t know, exactly, but 
find out. Why don’t you leave the cata- 
log and lets talk about it next time. 
K Fine, and the next time I call I 
would also like to bring a folder com- 


-arry loads up to 500 
five-in. casters 
ch do you 


plete with all the machine tools we are 
now handling. The majority are shown 
in the catalog I left with you last time. 
but I would like to bring you completely 
up to date on current prices. In these 
folders I'll put just about everything we 
have in the way of machine tools, both 
automatic and semi-automatic, that you 
might be interested in. Also, I'll bring 
a eatalog on this “C” drill head and 
give you current. up-to-date prices. 

S$ Good. Anything that will tie-in 
with our modernization program and 
not put us in the red is good news. 

K Before I leave. is there anything 
brewing I can help with at this time? 








“[ keep mentioning down- 
time as he made a point of it 
during the plant tour on the 
first call, By repeating it and 
mentioning price (which, 
from his expression, seemed 
surprisingly low to him), I 
felt he might decide to buy 
sooner than had been antici- 
pated.” 





“I honestly felt in this case 
that making these units was a 
costly proposition compared 
with standard out-of-stock 
items custom-made for their 


application.” 








“By taking the plant tour, I 
was able to see a number of 
items which could be ma- 
chined faster and more eco- 
nomically by adapting to 


existing or new equipment.” 








“This man should be kept up 
to date on all prices as he 
buys everything. In other 
cases I keep buyers up to 
date on prices covering only 


items they buy.’ 








“IT mentioned this as it has 


occurred several times to 


Maybe you've never had any trouble. S I can’t think of anythj compressors I have sold, and 
but if you should experience overheat- K Cutti everything in by moving it away from the 


good shape? wall, the problem was solved. 


$S Well. I'll tell you, we could use 


ing, that might be the reason. 


. he oe ae 
$s I'll certainly check that out. They may have had the same 


problem and would appre- 


K One other thing, Don; I want to 
leave the catalog with you for the “H” 
line. They manufacture a complete 
workshop equipment line as well as 
steel shelving and that sort of thing. 
I noticed, going through the shop, that 
you use quite a few tool toters to cart 
equipment from one station to another. 

$ That’s right. We put them to- 
gether ourselves. 

K Yes, I noticed. The reason I bring 
up the “H” line is that there are some 
sharp edges you might possibly have 
difficulty with. And I would think. 
unless you have some idle time, it might 
cost you time and labor to assemble 
those units. I just want to mention 
some of these tool stands that you see 
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some V-belts. 

K We do carry “V” which is a link- 
type V-belt and a real fine tool, but in 
replacement belts we don’t carry any- 

sell a lot of these belts, and 


as grinding marks caused by vibration. 

S$ Could you give a demonstration? 

K We certainly can, and if possible 
will bring the “V” man out of Chicago. 
They have a machine to measure vibra- 
tion, which shows how much less vibra- 
tion you get with the link type belt. 

S Fine. Like to see it. 

K Don, I appreciate talking to you, 
and I’ll see you next week. 

§ Thanks for dropping in, John. 


ciate the information.” 








“This was bad and negative. 
I should have started selling 
“V” without the comment of 
not having standard V -Belts.” 





General comment; “I dis- 


cussed too many items for 
one call, Vormally | discuss 
one line or item only, and 
get out, unless the customer 
brings up an item, as with the 


V -Belts.” 





Second Call/ Dirks 














Salesman Dirks gears talk to customer’s plan to modernize, 


talks better methods for better products and bigger savings 


Earn the Order—Then Get It 


D Good morning, Don. 

$ Hi Bill. Nice to see you again. 

D I want to say first that I appre- 
ciated the opportunity of going through 
your plant with you and observing your 
operation, and I think we can make 
recommendations to give you a better 
manufactured item and increase your 
volume, with very slight changes in 
your set-up. I’m sure you're interested 
in this. 

Ss W ell, yes, as you know, we plan 
to do quite a bit of modernizing. 

D This morning, I'd like to first 
discuss one of your units that requires 
drilled and tapped holes. I think you 
will agree there are better methods to 
drill and tap than with some of the 
equipment you are now using. So I’ve 
brought my “C” catalog, since I think 
this ‘company has something to offer 
you. They make units that will adapt 
to your drill presses to make them drill 
from two to 18 holes at one movement 
of your spindle. These units have a 
capacity of two to 15 spindle drives, 
which allow your one-spindle drill press 
to drill 15 holes at one pass. ° 

$ This idea of increasing production 
from existing facilities interests me, but 
I don’t know that we want to do it to 
that extent. We do have base plates. 
though, that require four to six holes, 
and here this might prove very useful. 
What would you judge the savings to be 
on something like this? 

D The cost savings would be abou 
two-thirds, I would say, on a 
spindle as against drilling 1 one 
spindle, granted that fn you have 
four spindles you t push them quite 

th a unit, even though 

enough horsepower. But there 

after the operator develops a 

touch, he will be able to increase pro- 

duction more. possibly, than the figure 
I’ve given you. 

S$ One question. Some of our drill- 
ing equipment. as you know, is rather 
old, to put it kindly. Would it be pos- 
sible to attach these units? 

D Yes, these units will adapt to any 
existing drill press, as long as we're 
able to supply spindle diameter, Morse 
taper in the spindle, and make. There 


again, you have a choice—you may use 


taper shank drills or straight shank 
drills. These units incorporate units 
that each of these drills can be chucked 
into, either the collet or a Morse taper 
shank. Sometimes, plants using various 
sizes of drills find a chucking situation 
best, while sometimes their taper shank 
units of a particular range of sizes are 
best. T would be interested in the horse- 
power available to drive this unit. If not 
enough, I would suggest showing you 
literature and being in a position to sell 
you a drill press. 

$ It ranges. About 2 hp on the pro- 
duction presses. 

D This is normally sufficient to drill 
any holes that I’m sure you would 
require. Will you give me a part print 
for that application? Then we can... 

S$ You mean a blueprint of the part 
itself that we might use this unit on? 

D That is correct. 

S$ I'll be very happy to give you 
that, because this whole idea of saving 
and increasing production at the same 
time is certainly of interest to me. 

D One reason I’m asking for this 
print is that these units have definite 
minimum and maximum distances they 
can reach, so before we say this unit is 
for you, we want to know what part they 
are going to do to determine minimum 
center distance and maximum diameter. 
Then we can give you a unit to do the 
job. Incidentally, do you feel that 
product changes will affect unit diam- 
éter? We want to give you a unit that 
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is versatile enough for present and 
future work. 

$ It’s possible, but I honestly can’t 
say for sure. 

D Well, Don, I think you will agree 
that this four-spindle unit, which drills 
four holes instead of one at a pass, will 
cut down operator time and insure that 
each piece is identical to the others, 
because the spindles travel down at the 
same place each time. I notice that you 
have no jigs, no drilling jigs, with drill 
bushings, which we can also supply if 
you go into this. However, this unit 
circumvents many of those jigging 
operations. 

$ Could you install one for a trial? 

D Yes, sir; we sure can. We will be 
happy to bring in a unit, let you experi- 
ment using it on an item and run some 
Also, the manufacturer 


will send along some speeds and feeds 


cost studies. 


necessary for your application. I'll re- 
quest that in my order, so we will have 
a unit adaptable to your shop. 
$ Good. 
D This, then, leaves spindle diam- 
eter and Morse taper to be determined. 
S$ That’s a 
press, with a 2% in. diameter spindle. 
D Fine. 


chase order number that I might apply 


#2 Morse taper drill 
Will you give me a pur- 


against this unit so it doesn’t arrive 
without your knowing where it’s from? 

$ This won’t commit us in any way? 

D No, it won’t. The paper work is 
only for your reference and ours. If the 
unit doesn’t prove satisfactory, there is 
certainly no obligation. But I am con- 
fident 
proven to you—that this drilling unit 
will do the job much better and faster 
than you are presently obtaining. 


§S O.K. That’s order number 49,562. 


I’m sure you'll have the fact 





William H. Dirks of Allen’s 
Waterloo branch has been selling 
for the firm for two years, fol- 
lowing a position as a manufacturer’s 
P.A, Dirks’ strategy on this call 


‘ 


was to “convey ideas to improve 
the company’s manufacturing oper- 
ation at relatively small expense, 

and ask for an order in such a way 
that Don has to commit himself, so I 
can gage his interest and plan future 
calls”, On his next call, Dirks says 
he “will try to determine what lies 

in the future on expansion and 
production, and try to work our 
products into this picture with catalogs, 


samples, and demonstrations”. 
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D Fine. We will settle then on this 
#000 unit, four-spindle, as per your 
print, and will use the #1 Morse taper 
shank in the driving spindles; the driv- 
ing spindle from your press is a #2, 
we'll specify that, #1 Morse taper in the 
part that holds your drill. I don’t 
believe, looking at this part, we'll need 
an adjustable depth as the holes are 
completely through. Now I'll enter 
your purchase order number and within 
ten days you should have this unit for 
trial. 

$ Good. I'd like to run a few cost 
studies. 

D I'll bring the unit out, help install 
it, give a few pointers, and then Jet you 
work with it for a few days. Then I'll 
call back to see how you have pro- 
gressed, and I’m sure that will give you 
time to determine costs and savings 

$ Savings we always appreciate. 

D I have one other thing that might 
interest you, Don: gauging equipment 
to check parts after they come from 
your lathe, your drill presses, your 
assembly units and your final inspec- 
tion. We carry a large inventory of the 


“L” precision instrument line. Next 


time I'll bring in a sample of these tools 


and leave this catalog covering the line 7 





“Make it seem his idea so he 
sells himself: he wants to say 
‘Yes’ but is arguing in his 
own mind ‘will I or won't 


12” 








“This convinces the customer 
I’m sold on this unit doing 
the job and am willing to 
provide proof by following 


up personally.” 








“My next call is partially 
started and we both knou 
what we'll talk about.” 








with you now. <4—— 
$ Thank you—I’ll look through it. 


D ... And, if during the week we 
1 help you on any item, we have two 

im the store who are constantly 
omers and answering the 
my card, with my 


waiting on 
phone. I'll leave 
phone number on the ‘e—give any 
of us a ring and we'll be 
assist you. Are there any items 
help you on now? 

S Yes, come to think of it. 
low on tool bits. 

D Are you cutting mild steel, or 


We're 


brass, or what? 

§$ Brass, mostly, and aluminum. 

D I would say a Van Chip tool bit 
will do the job. How many of these and 
what size do you need? Would you like 
me to send them out when I get back 
to the office? 

$ Yes, please do. About a dozen in 
the 14 in. size. 

D All right. Do you want to handle 
this on a purchase order or is it O.K. 
to just send it to you and then bill you 
accordingly ? 

§$ Do it that way. 

D Fine. 
speaking with you this morning. I'll 
call as agreed 9:00 A.M. next Thursday. 


Don, it’s been a_ pleasure 





“Only by asking for an order 
doe s any body vet an orde r 
ind why wait if it will save 
him money 


job ig 


ind do a better 








“Offering two choices—either 
of which will get the item 
sold and the customer's needs 
supplied—helps him make up 


his mind.” 








Second Call/Samuelson 


During short plant tour, salesman Samuelson discusses 


7 = Of 


everything from benching layout to 75% savings on contour work 
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mean 
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S$ Nice to see you again, Vern. 
V Nice to see you sir. 

S$ Call me Don. 

V Don. 


you mentioned that you might take me 


All right. On my last visit 


on a Cook’s tour of your plant 

S Well, sure, this is as good as a 
time as any. Let’s start here, in our 
paint spray room, where we spray lights 
and sirens, Over here is the air com- 
pressor, with a line to the spray room. 


V Yes, I With “Q” 


close to Cedar Rapids as it is, 


see. being as 
we've 
had fine success with their equipment. 
One thing you'll find as you get bette 
acquainted with our organization i 
when a line comes along t 

can serve the custome ter than one 
are handlir 
checks the 
vailability and service later on. 
Fast 
important to us, as you might imagine. 


we our management 
rce very carefully as to 
quality 
Good to know. service is 

V There again, we have an advan- 
tage with our modern equipped shop. 
We have two men there who can give 
you service immediately. They have had 
extensive training with our suppliers, 
and have customer problems at heart. 
$S One question: as part of our mod- 
ernization program, we will get more 
into air power tools. We just bought an 
air screw driver. How are you on this? 
V Weill. “ % 
pneumatic tool and they have some new 
too's coming out. We have a large stock 


now, and can bring most any tool to 


we've just taken on 


your plant. I'll be glad to demonstrate 
them any time. So don’t hesitate to call. 

§S Good. Here’s our band saw. This 
attachment on it welds loops together. 

V We represent the “A” Co. on band 
saw blades. We can send them to you in 
coiled stock or, in an emergency. we can 
weld them to your length. There again, 
if it should be an emergency, give us a 
call, regardless of time. 

Ss ...8 gl@ spindle presses in 

ocess of drilling siren fans. 

V We feel we have an advantage on 
drill presses of that We 
“D”, “A”, “W” and “C” and a very 
close relationship between our manage- 
We can ex- 


size. have 


ment and their factories. 
pedite parts, and have new equipment 
in stock which we’d be happy to quote 


you on—or bring one out for"a test. 


$ Fine. This is our large punch 
press, performing the second of two 
stampings. The blank will eventually 
be the ring that holds the lens in our 
portable light. 

V We represent “M” punch presses, 
and know the personnel there well. 
We'd be happy to work with you on that. 

$ I don’t know when we'll get into 
capital expenditures, although we will 
definitely modernize, if only by degrees. 

V Til tell you what 
close to thinking about that, we'd be 
happy to quote you on a punch press, 
and that way you'll have the informa- 
tion in your file, along with the latest 
information ; 


if you're getting 


manufacturer’s catalog 
should it become obsolete later on, we'd 
be happy to requote you. However, 
deliveries right now are good, and I 
think you'll find the product’s well engi- 
neered and will give you good service. 

S$ Do you people get into systems for 
hydraulic units? This hydraulic unit 
here—we plan to add to that system: 
adapt the initial pump unit for more 
jobs. We'll probably hydraulically form 
that 
reflectors, and so on. 


V Well, Ill tell you. We're not in 


the die business, but we do sell die sets. 


parts are now spun: bases, 


However, there are some good tool and 
die shops that have engineering depart- 
ments here—we work closely with them 

and we'd be happy to get you in- 
formation on any new equipment for the 
punch press and, if need be, get the 
factory engineer out to install it. 

$ Good to know. This is our machine 
area In the background is a 
3 HP engine lathe. The two lathes in 
the foreground are used in production 


proper. 


of short-run fittings, small castings, 
threading operations, facings and so on. 

V Do you do any contour work on 
your lathes? We represent “C” and they 
have a tracer attached for duplicating 
parts. We had one case where we cut 
the cost of operation about four times, 


skilled 


operator. Once the template is made, 


because it doesn’t require a 
all you do is load the machine, engage 
the part, and the machine does the rest. 
$ Can you bring me that catalog? 
V I'd be happy to. I'll get you com- 
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plete information on “C” and, if you 
like, we have some in operation in the 
area and we’d be happy to bring you to 


$ I'd like to, I’d like to see some 
these applications. 


these plants to see first hand pom 
o 


V Well, we certainly will be very 
happy to take you over there whenever 
you have the time—you let us know 
and we'll arrange to make the calls. 

$ This is our miller-slotter. We 
use it mostly for our tool and jig mak- 
ing and also on big castings. There’s 
our turrent lathe 
outer diameter, bore center holes, and 


we use that to turn 


ream and finish parts—mostly for pro- 
duction. Our volume dosen’t warrant a 
screw machine set-up, we don’t believe. 

V Well, there again, I would be 
happy to bring catalog information on 
the semi-automatic lathe, and after you 
get engineering costs together, you 
might find it will warrant it. 

S$ You mention engineering costs. 
We’re starting a cost accounting pro- 
gram now; could you help us with this? 

V Yes, if you will give us a drawing 
of the part, we'll send it to the manu- 
facturer and they will give us a recom- 
mendation as to procedure on it. 

$ Good. This shear cuts sheet alu- 
minum and copper for the blanks we 
put in the big press. This drill press 
here bores holes in large castings, 
where we need a big, clear distance. 

V You might be interested in a radial 
arm drill if your throat capacity there 
is required, and I would be happy to 
send you a manufacturer’s catalog. 

$ O.K. These kick punch presses 
punch small holes in short run jobs . . . 

V We do have a line of small punch 
presses that might interest you, and 
could send you some cost and engi- 
neering data if you are interested in 
modernizing that part in the changeover. 

$ Good. This is an assembly bench 
for our portable light company. 

V We've had quite a lot of experi- 
ence in plant layout on benching. We 
handle “H” and “S” 


company, and incidentally they also 


a very, very fine 


make specially designed benches. One 
of our men has sold a number to a local 
manufacturer. So if you have any ideas 
on what you would like, what would suit 
your purpose, we’d be happy to quote 
you on it or give you whatever assist- 
ance we can in helping you lay it out. 
$ Good to know. Our general as- 
sembly bench. They’re putting handles 
on flexible cables for motorboat lights. 
VY There would be a case where air 
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Vern Samuelson o/ Cedar Rapid» 
attended the University of lowa and 
has been selling for Allen Supply 
since 1946. Analyzing this “plant 
tour” call, which he said would be 
more natural for him on the second 
visit, Samuelson says his purpose 

was “to find out what will be 
purchased that we sell and impress on 
them that ours is a good house to 

do business with”. On his next call, 
Samuelson says, he will try to 
establish a relationship as a source 
of cutting tools and fasteners (“bread 
and butter items”), find out what 
equipment they will purchase next 

and “go to work om that”. 








tools would come in mighty handy. 
$ There’s an air screwdriver there. 
V I see it. And you might find you 
could put the tool at the operator’s eye 
level where he could grab it—it would 
have a balancer—so it is out of his way 
until he is ready to use it, then all he 
has to do is take it and go to work. In- 
cidentally, as a special handling co 
sideration, if you need specj erial 


Sfock it and set it 
aside for you so you will always have 


in your plant, we 





“This usually creates inter- 








“I use the plural a lot (our, 
us, we) because I want to 
convey the idea that we are a 
team the management and 
every employ ee helping each 


other help the customer.” 








some on hand. 

$ That’s important; 
worry about our sources, our customers 
won't worry about our service to them. 

V You'll find our inside personnel 
very cooperative that way. Many times 
we will pick up the phone and call and 
by the time we get down there why they 


if we don’t 


have it all ready and packaged. 

S$ Well, that’s the Cook’s tour. What 
do you think of the layout? 

V Very fine—it’s a fine plant and 
I’m happy to see you in town. I'll 
figure then on seeing youwagal ‘ednes- 

Ing around 9 o'clock, but if 
anything comes up during the middle 
of the week, don’t hesitate to call on us, 
and as for expediting, Mr. Al Sindelar 
on the desk is very cooperative and does 
a fine job with the manufacturers, so 
if I'm not there, don’t wait until I get 
there, but pick up the phone and call or 
if you’re down stop in. We like people 
visiting our store, meeting our inside 
personnel. Incidentally, is there any- 
thing I can help you with now? 

S Yes, now that you mention it. We 
need a 14-in. drill. 

V I’m sure we have it in stock, but 
let me call the store and if we do I'll 
have them bill it and I'll pick it up and 
bring it right out to you. 


“I figured customer would 
appreciate this because it will 
help cut his down time, And 
it will also help me get back 
into the plant to check inven- 


tory etc. 








“We want to help the tool en- 
gineer save the company 


money — and call on us for 


help to make his job easier.” ; 








“Al Sindelar is store manager 
and probably the best phone 
and inside sales personality 
I’ve ever known—I take every 


opportunity to use his assets.” 








Second Call/ Maricle 





openings vary 
entioned the © of 
is company tm 
pet * citic 

ted to un- 


rfirmi 




















Salesman Maricle talks usages, potentials and applications, 


opens doors for future sales and extends an invitation 


Build Sales on Confidence 


Mi Nice to see you, Don; and good 
to see the sun shining for a change. 

$ Sure is. Did you bring this weather 
with you? 

1 yes: being on th@&Chamber 
of Commerce, we have to have sunshine 
How do 
you like our community by now? 

S We like it a lot. The people have 
been very helpful, very fine. 

M Of course, this has always been 
my home, so I really appreciate the old 





whenever we come calling. 


town. We have our faults, but of course 
we never admit them. But I do want to 
tell you how much I appreciated seeing 
your layout last week and having the 
opportunity to offer you our services. 

S$ Well, as | 
ideas. 

Mi And, as I told you, we are a 


said, we're open to 


machine tool and industrial supply 


house. We have always been strong in 
the cutting field, with drills, reamers, 


and so on. One of our top lines is the 


“A” line, and I notice that you do a lot 


and have a saw welder on 


your new saw, thought I would 
explain to you that we 
blade in 100, 500 and 1000 fo 


Not knowing quite what your usage is, I 


oils. 


wouldn't want to advise your bys 
0 have it at 
and ready for delivery. 


any certain length, bu 
all times ir 
e use about 1400 feet a year. 

M Well the 500-ft. coil 
would work out best for you, and we 
have it in stock, ready for delivery, and 
very competitively priced. I'll leave this 


probably 


catalog with you, and others for your 
wo foremen if you like... 

$ Fine. They'll appreciate it. 

Mi Another thing; I thought if per- 
haps you intend to increase production 
you might be interested in some small 
drill presses. 

$S We are—not 


but certainly as part of our long-range 


initially, perhaps, 
modernization program. 

M Well, as I told you last week, we 
are strong in the “C” line. They have 
completely redesigned their drill press 
line, and these people mean business. 
They have come out with a new 15 and 
a new 20-in. drill press; a precision tool 
at a down-to-earth price. When we price 
it, it comes complete. 


S$ What would that price be? 


Mi On the five-step pulley, with a 
14 HP single phase motor, we can give 
you a floor model for $000. Now that’s 
a competitive price. I can name a 
couple of competitors that would be a 
good $00 higher. That same model in 
the 15-in., with variable speed,, would 
cost $000. That’s set down, ready to run, 
and would include a 34 HP motor. 

§S How can this cost less and still be 
better? It doesn’t figure. 

Mi Don, you know when your prod- 
uct becomes overpriced compared to 
competition, you lower price either by 
poorer quality or more modern pro- 
cedures. “C” chose the latter. They 
spent thousands of dollars on modern 
machine tools to produce a better tool 
at a better price. 

$ What savings do you think this 
would effect over what we’ve got? 

Mi Better precision, by far. This drill 
in the 
there—and 


has four rolier ball-bearings 


spindle—the accuracy is 
with the variable speed you eliminate 
all operator down time having to change 
and reset the belts on the pulleys. He 
just reaches up and dials in the desired 
RPM. It also saves you life on drills, 
know your 
operator running a 14-in. drill, when he 
has to change to a 5/16 or %-in., he 
doesn’t bother to change drill speed. 

S As far as precision goes, we're 
getting what we want now. 

M Well, I have seen more twist drills 
ruined just by speed alone. Our engi- 
neers figure the speeds and feeds to use, 


because you today with 


but operators won't use them. 

S$ How is this for multiple heads? 

Mi Very good. We can give you two 
spindle, three spindle, four spindle 
setups, and maybe in the operations you 
do one speed would be all you need, so 
rather than buy the more expensive 
variable speed, you put your five-step 
pulley head in the line and set it at any 
speed you want. It’s real versatile. 

S$ Could you get me some dollar and 
cents figures on what this equipment 
will save over our present equipment? 

M Definitely. All we would have to 
know is the part you wanted to drill. 
and we can tell you how many of them 
you can produce in an hour. 

S$ That's the kind of evidence we're 


going to need to get going. 
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M 0.K., we'll do that. Before I go, 
or on my next trip, if more convenient 
I could pick up the part or part pgi 
Then we'll give you some figures? By 
the way, Don, while taking the $2.00 
tour I noticed you had a fair sized 
compressor. I wonder if you had any 
air tools in mind in your production? 

S$ Yes. we are becoming more and 
more interested in small air tools. 

M Well, if you’re just going into the 
field of air tools, I think “M” has much 
more to offer than some of our com- 
petitors. In many of their units—the 
grinder, the screw driver, the nut-sette1 

the same motor can be used, so your 
stocking of repair parts is cut to a 
minimum. Now your products are 
highly polished—I imagine a mere 
scratch or nick would be detrimental 
to the quality you’re putting out—so | 
thought you might be interested in their 
screw driver. It’s got what’s called the 
“L” torque limiter one-shot 
clutch, unique with : it’s 
tamper proof. In other words, if it takes 
so many inch pounds of torque for a 
1/32 screw. you can set the torque 
limiter at the desired torque and the 
operator can't change it. 

S$ One area where we'd like to get 
right into semi-automatic operation is 
in our wire assembly operation. Right 
now. we strip and crimp by hand, and 
if we could get this whole job auto- 
matic. we could effect a savings now. 

M Well. we'd sure like to watch the 
operation and maybe come up with an 
idea. Now on power tools. I don 
imagine you would need 
wrenches in your operation. yr your 
operations. the nut-setter and screw 
driver—because most of your assembly 
is in the smaller line—do make a com- 


plete line. To give you an idea of the 


quality of workmanship of these 
this is their little #000 die gy 


compact, light-weight, egs#to-handle 
tool. Here. hold it, Don; 


agree the workmanship there is of the 


1ink you'll 


highest quality. Great for deburring or 
polishing: if you’ve got a blemish on 
a lens you want to polish out, here’s a 
fast, lightweight tool that can give you 
a good part instead of a reject. 

$ You know. this might come in 
handy: we could take the tool to the 
job instead of the job to the tool. And 
I'd like to see that nut-setter. 

M We'll certainly bring one in and, 
if necessary, stay all morning and do 
some assembly work to show you where 


it can save you some time and money. 
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What’s the cost of this grinder? 

M This little grinder is $00. 

$ That's expensive. 

M They are a little, main- 
tenance-wise we find the air 
give you much longer service. 
air tool there’s nothing to burn out, it’s 
just rotors in there turning and while 
they do wear the replacement cost is 
small. And by the way, we have a 
shop to repair air tools at our store. 

$S Well, that might be worth the 
cost in itself. In our business, it’s im- 
portant for us to get tools and parts fast. 

M Along that line, Don, we have two 
men in the store at all times, and if we 
can help you, we're as close as the 
phone. Dick, our phone man, can han- 
dle any of your emergency needs. 

$ You know, all you distributors in 
town say you're going to give me the 
fastest service. How do I decide? 

M Well. I guess the only way is to 
try us all, Don. We think that after 
10 years in Waterloo—and we've built 

ion strictly on service—we 
can give you as good—1 
service than anyone in the area. 

S$ Well, that’s reassuring to hear. 

M By the way. Don, are you and 
your wife getting acquainted? 

$ Not as much as we'd like to. 

M Well. some Saturday evening or 
so, when you're not all tied up in your 
move. my wife and I would 
have you as ours © dinner, intro- 
duce yo ound and show you one of 

food Waterloo welcomes. 

S We'd appreciate it. We like the 
town and would like to meet the people. 

M This we'll have to plan. Mean- 
while, I'll be in to see you regularly to 
give you the service you deserve. 


$ Fine. Al. Thanks for dropping in. 





“This gives us a chance 


prove our sales talk.” 








“I agreed with him on the 
price because it gave me a 
good chance to sell value. 
Most buyers are well aware 
that quality tools are more 
expensive. They are waiting 


to find out why.” 








“Here, I’m trying to put 
across the idea that our in 
side personnel is customer 
and service minded, which 


the y are Sa 








“This torque limiter is def- 
initely a strong selling point 
if the finish on product must 
he perfect, as I could see was 


the case.” 











“This is poor salesmanship 
on my part I could have 
asked instead of just assum 
ing they didn’t need impact 


wrenches.” 








“I feel that to handle a tool 
and to see it rather than look 
at a picture of ul leaves a 


much better impression.” 








Albert R. Maricle of V aterloo 
has been selling for Allen since 

1953. following a position as a 
government inspector in an electronics 
plant. On this call, says Maricle, 

he was trying to build confidence in 
{llen and in himself: “I try to use 
leading questions to learn about 

the company and the personality of 
the man. I’m not trying to get an 
order, necessarily, but to build an 
order by evoking interest.” On his 
next call, Maricle says, he will 

bring in the screwdriver and nut-setter, 
try to get orders for both, and pos- 
sibly ask Don to lunch to “find out 


more about his interests’. 





Did you take the tour? 


..» find out what lines firm makes? 


. and operations involved in their 


manufacture? 


THE WRAP-UP) Questions for Analysis 


Now that you've read the situation material and the eight interviews, answer 
these questions, which are based on your reaction to each sales situation 
as it developed during each interview. The purpose of these questions is 
to start you thinking objectively about your own basic selling approach on 
the critical first calls, in order to help you better understand, appraise and 
improve your selling tools and techniques. However, these questions are not 


meant to suggest that they represent the “right” or “wrong” things to do in 


any given sales suituation; that, of course, depends on the situation, 


Selling Your Firm 

1. Which of your firm’s services and facilities did you explain or drama- 
tize? How? 

2. Did you make any specific references to competitive firms? 

3. Did you make any specific references to key people in your firm? 

1. Did you invite the customer to visit your firm? 


Selling Your Lines 

1. Did you find out what products Siro-Lite manufactures, and how? 

2. Which of your lines did you relate to Siro-Lite’s present operations? 
Which to their long-range plans to modernize? Did you try to determine 
present usage and future potential for these lines? 

3. What product features did you stress? Did you compare your lines to 
those of competition? How? 

4. What catalogs and/or samples did you bring with you on each call? 

5. Did you cite product applications in other plants—and offer to show 
them to customer? 

6. Did you suggest trials for any of your products? Did you ask for 
part prints? 

7. Did you discuss savings vs. costs of any products? 

8. Did you mention any of your suppliers’ facilities? 

9, Did you check on customer's immediate needs? 


Selling Yourself 
1. What did you find out about customer’s interests, plans, motivation 


and background? 

2. Which of your own qualifications, interests or functions did you cite 
as being to the customer’s advantage? 

3. Did you ask to take the plant tour? If so, did you make any sug- 


gestions to improve operations, save money etc.? 


Building For The Future 
1. Did you discuss your frequency of calls with customer? 
Did you try to establish an entree back into the plant? How? 
What did you try to find out about present plant policy, future plans 
and projects? 
4. Did you extend any personal invitations? 
5. Did you “set the stage” for your next call on Siro-Lite? 





Next Month: Data on Siro-Lite 


Vext month, salesmen will have a chance to check their initial 
conclusions on the Siro-Lite company—as developed in this 
issue—with the actual “facts” on the company. Included will 
be a plant layout, purchasing records, an equipment inventory 
and background sketches of key personnel. Also included will 
be a detailed discussion of how this information, with the in- 
formation in this issue, can be used to build sales meetings 
that really train salesmen in face-to-face communication skills. 
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National’s your better buy 
for uniform high quality of product 


Painstaking attention to quality is one 
reason why the National line grows in 
popularity and builds constantly increas- 
ing repeat business. In the manufacturing 
control of all kinds of fasteners, our goal 
is the kind of trouble-free quality that 
your customers can depend upon. 


Backing up this basic value, National 
Screw also provides you with: 


The most complete line of quality fas- 
teners on the market today. 


One-source buying to reduce your han- 
dling and ordering costs. 


Outstanding packaging that fits the qual- 
ity of the product inside and lets the 
customer know: “You can depend on 
these fasteners.” 


These are some of the very good reasons 
why so many of our customers standardize 
on the National fastener line, and why they 
all agree: “National’s Your Better Buy.” 


THE NATIONAL SCREW & MFG. COMPANY + CLEVELAND 4, OHIO 


CALIFORNIA DIVISION, THE NATIONAL SCREW & MFG. CO. 
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A PROVEN sucess ¥ UR Fairbanks 


SALES-LEADER-OF-THE-MONTH PROGRAM 


Series “23” 
FAIRBANKS “LOCKWELD” CASTERS 
Without A King-Pin 
Give You An Exclusive Door Opener 


You will ring-up steady repeat 
caster sales by making the “LOCK- 
WELD” Steel Casters your sales 
leader this month. Two patented 
construction features provide an 
exclusive sales presentation for you: 
Unique “LOCKWELD” construc- 
tion has eliminated the king-pin, 
the major cause of caster failures; 
spherical leg design disperses shocks 
and overloads over a greater portion 
of ball race. Combined, these two 
features, available in both single 
and double ball race swivel casters, 
give you an outstanding, proven, 
sales leader and your customers 
stronger, easier swiveling, longer 
lasting casters. 


The “LOCKWELD” Casters are but 
part of Fairbanks line of industrial 
casters and wheels made to give 
your customers easier and more eco- 
nomical materials handling and 
satisfaction that will bring them 
back to you. 


BUILDING 


Ui 


SU LSS 
AND 
PROFITS 
YEAR 
AFTER YEAR 


plu 


Fig. 0832 


Greatest Name in Unions — 
Build Sales And Profits For You 


Backed by a firm guarantee —“If 
one should leak through, we will 
give you two”— Dart Unions have 
been building steady repeat business 
from satisfied customers for over 60 
years. Big, extra value features: 
Two bronze to bronze seats ground 
to a true ball and socket joint— 
Practically indestructible malle- 
able iron bodies — 
Drip tight joints made time and 
again without jamming — 
Darts may be used over and over 
again — 
make Darts easy to sell and their 
very fair margin of profit makes 
them good to sell. 
Remember — Darts, like all Fair- 
banks products, are needed in every 
industrial plant and commercial 
enterprise in your area. Build up 
our business on a solid foundation 
y making Dart Unions your Sales 
Leader this month. 


BRANCH OFFICES 


THE 
eligetelal 4 
COMPANY 
EXECUTIVE OFFICE . 
V . . he \ FACTORIE 


iT PAYS YOU TO SELL FAIRBANKS PRODUCTS. NEEDED IN EVERY INDUSTRIAL PLANT AN COMMERCIAL ENTERPRISE IN YOUR TERRITORY 
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The only valves with ALL these features! 


tke 
V1. Complete identification on 
’ metal disc. 


ad 


2. Depressed-center, knobbed 
handwheel avoids hand injury. 


3. Hi-temperature, anti-galling 
stainless steel yoke nut insures 
trouble-free service. 


4. Stainless steel packing gland | 
studs and nuts woot commie 
Quality general purpose pack- 
ing in the only adequately sized 
stuffing box in the industry. 


6. Bolting nuts have clearance for 
socket wrenches — a real safety 
feature! 


- Round bonnet flanges for even 
distribution of bolting stresses. 


Widest, best designed, spiral 
wound gasket for leak proof service, 


9. All gate valve seats hard faced 
Stellite — standardized only 
by Vogt. 


10. Stainless steel gates hardened 
to 500 Brinell with flatness of two 
t bands (.000022 inches). 


11. All pressure parts are forged’ 
steel to insure safety. 


12. Maximum interchangeability 
of parts. 


13. Fillets on all corners increase 
strength. 


14. All exterior surfaces are treated 
with a phosphate coating for rust 
prevention and as a base for 
painting. 


15. A complete line of Vogt valves 
is carried in stock. 
For literature 
write to Dept. 24A-Fl. 


HENRY VOGT MACHINE CO, 
P. 0. Box 1918, Lovisville 1, Kentucky 


FORGED STEEL VALVES 
O fittings, flanges & unions 
SALES OFFICES: Camden, N.J., Charleston, W.Va., For Direct Long Distance to 


Chicago, Cleveland, Dallas, Los Angeles, New York, Lovisville dial: 502 ME 4-9411 


St. Lovis 
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Another big distributor profit-maker: 
BRISTOL socket screws with NYLOK* 


Now, Bristol brings you the opportunity to sell its complete 
line of socket screws with famous Nylok self-locking inserts. 

Included are: Bristol Multiple-Spline and hex socket set 
screws, socket-head cap screws, flat-head socket cap screws, 
button-head socket screws, socket shoulder screws, and 





socket pipe plugs. 

You can recommend Bristol socket screws with Nylok 
for your customer’s critical applications— where extra hold- 
ing power and extra reliability are required. Mention these 
big Nylok features to your customers: 
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1. Bristol Nylok socket screws LOCK: 


The patented Nylok principle relies on a. 


tough nylon pellet—permanently em- 
bedded in the body of the screw—that 
must be compressed when the screw is 
inserted, setting up a counter force and 
creating a strong metal-to-metal engage- 
ment of the threads opposite the pellet. 


And remember, the entire Bristol socket screw line is now offered 
with this sales-making Nylok feature . . . Hex, Bristol-originated 
Multiple-Spline sockets . . . set and cap screws (1960 or ’36 Series) 
... miniature button-head and flat-head screws . 


2. Bristol Nylok socket screws SEAL: 
With ordinary screws, fluids can leak 
along the threads, following a spiral path 
between the thread faces which are not 
subjected to load. This can’t happen with 
Nylok screws because the nylon pellet 
completely fills the gap between thread 
faces, acting as a dam to fluids. 


. . everything. 


3. Bristol Nylok socket screws ADJUST: 


Nylon pellet provides same locking action, 
regardless of whether the screw is seated. 
Nylok eliminates lock or jam nuts and 
their wrenches or keys. Resiliency of the 
nylon pellet makes it possible to change 
adjustments with ease and accuracy, time 
after time. 


It’s a continuation of Bristol’s long-standing 
program for more distributor sales and profit 
possibilities and greater customer satisfaction. 


A.O.10 


*T.M. Reg. U.S. Pat. Off., The Nylok Corporation 


Distributor opportunities are still open in a few localities. Inquiries welcomed. The 
Bristol Company, Socket Screw Division, Bristol Road, Waterbury 20, Connecticut. 


Precision socket screws since 1913...by the makers of famous Bristol Precision Instruments. 


1h 
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Bristol’s Hex Socket Screws 


OT Ws 





| * Bristol's Multipie- 
1 Spline Socket 
1 Screws 

i * 

! 

! 

! 


"Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap screws up to 125° diameter. 
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THE 


BRISTOL 


COMPANY 


Socket Screw Division 
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a 
Revolutionary 
New Way 

To Evaluate 
Grinding Wheel 
Hardness and 
Uniformity 

By Electronics 


RADE 


Grinding Wheels by MACKLIN 


Developed under the direction of the 
Macklin Research Department. 


On May 10, at the Production Engineers’ Conference at the A.S.M.E. at 
Toronto, a paper was presented on a method of scientifically determining 
grinding wheel hardness and uniformity. It involves using the Dynamometer, 
illustrated above, to accurately determine wheel hardness and uniformity 
across the entire cutting face of the wheel under controlled rotating con- 
ditions which simulate actual grinding. 

Here's How it Works... 

Minute amounts of abrasive are crushed from the wheel's cutting surface 
by a conical, hardened steel wheel which is in running contact with the 
grinding wheel being tested. The force required to crush these minute 
amounts of abrasive and bond is electronically recorded on a permanent 
tape. Any significant variation in wheel uniformity or hardness is recorded 
on the tape. This means Dyna-Graded® wheel characteristics are precisely 
predetermined before the wheel is shipped. This means we can assure you 
more accurate wheel duplication, order after order. This means better cost 
control of your grinding operations. 

For more than a year Macklin has been Dyna-Grading wheels. Within a few 
months, Dyna-Graded wheels will be available for most of your customer’s high pro- 
duction grinding operations. Why settle for less? 

We invite you to write for more information on our complete line of abrasive wheels 
and distributor policies. 


Dept. 9 


DA ACK LIN Company Jackson, Michigan 


Dihe term Dyna-Graded is a registered trademark of the 
Macklin Company. Domestic and foreign potents applied for. 
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For industrial distributors another new from Binks 


New compact 


PUMP 


for airless 
spray painting 


now spray direct 
from 55-gal. drums 


This new Binks Model 41-8881 compact 
pump mounts directly into the bung of 
original 55-gallon containers . . . elimi- 
nates the cost of transferring material to 
another container before spraying. 


The pump is designed for single gun air- 
less spraying of protective and decora- 
tive coatings. All parts—which come in 
contact with the fluid being sprayed— 
are made of non-corrosive stainless steel. 
Parts subject to wear are of a special, 
hardened stainless steel. 


Binks airless spraying gives you the 
speed and coverage of spray painting with 
minimum overspray—paint goes where 
you want it... onthe surface... not into 
the air. Drift is greatly reduced, making 
this equipment ideal for use indoors or 
out. Result: considerable savings in both 
time and materials. 


Bulletin A41-24 
tells all... Ask 
your Binks 
distributor for a 
copy. He also can 
give you complete 
information on 








Tough 

non-corrosive © 
stainléss steel ” 
parts © | 


Binks pumps Ask about our spray painting school. Open to all... NO TUITION... covers all phases. 





best suited 
to your operation. 


Or, write to the am Binks Manufacturing Company 3146 Carroll Avenve, Chicago 12, Ill. 
address below. REPRESENTATIVES IN PRINCIPAL U.S, & CANADIAN CITIES « SEE Your Ciassirico “Bg? pirectory 


Binks ) Everything for spray painting 
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APITOL rorGep STEEL UNIONS 


... with any other union you may be using! 


EACH INDIVIDUALLY PRESSURE TESTED 





DEFINITE OCTAGON FOR 4 HEAVY WALL TO 
BETTER WRENCHING EXCEED 3000 
SURFACE PRESSURE DEMANDS 


EXTRA THREADS 


taal 
_ es 


6 ELECTRO-ZINC 


BURNISHED { 
FEMALE SEAT 
ASSURES LEAK Ii 
PLATED 


PROOF JOINT 


3 CAP TRADE MARK 
SIZE AND 
PRESSURE MARKED 


| 


) PHOSPHATE COATED 


MANUFACTURING CO. 


DIVISION OF HARSCO CORP. 
COLUMBUS, OHIO 





NOW 


YOU CAN SELL THE 


STANDARDIZED 
CASTER LINE 


YOU CAN HELP YOUR CUSTOMERS 


© cut their caster replacement costs 


° simplify their caster inventories 


® ¢ select casters more accurately through 


planned standardization 


Rapistan Casters make steady sales. Because they have such 


wide application, these 5 standardized series enable you to 


sell 90% of all caster requirements. And, for special re- 


quirements, Rapistan also offers you a full line of hot forged 


and other special construction casters. 


ielamiilelacmltiialsliiiels 


profits 
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THESE 5 STANDARDIZED CASTER SERIES SERVE MOST REPLACEMENT NEEDS 


BBS 


Medium-Heavy Duty 
5200 Series—COLD- 
FORGED for many manu- 


facturing and ware-housing 


Heavy Duty 

5400 Series—COLD- 
FORGED construction, suit- 
able for power towing and 
applications, involving rugged non-powered 
loads to 1200 ibs. per equipment, loads to 2,500 
caster Ibs. 

SOSH SSSHHHSEESO SESE EEEEEEEEEEESEEEEHEE SEES EEEEEESEOEEEEEEEEEEEEESESESESESSSESESSSESESSEEEEEEEEEEESESE 


MORE PROFITABLE FOR YOU TO SELL 


Medium Duty 
4300 Series 
FORGED, rugged 


ideal for general 


General Duty Light-Medium Duty 

3100 Serie new, e 4000 Series—-COLD- 
nc ; i-formed caste FORGED, a versatile “jack- 
- nly true “no-king- of-all-trades’ for loads to tion, 
pin sigh Sle 500 Ibs. per caster factory and warehouse ap 
: D It plications to 800 Ib. loads 


COLD- 


construc- 


Rapistan offers you a full program of sales aids 
and sales promotion, geared to the needs of 
industrial distributors, to help you sell more 
Rapistan casters — profitably. 


Selling Assistance 

Rapistan factory specialists are available to work with 
your salesmen, introduce Rapistan casters to new 
users, help develop applications with your present 
customers. Local engineering facilities are available 
in. many areas to assist you with special applications. 


Sales Training 

Practical caster application training is available for 
your sales force through training schools conducted at 
the Rapistan factory, at regional locations, or in your 
own establishment. 


Rapid Deliveries 


Rapistan’s standardization program eliminates heed 
for you to inventory large stocks. Rapistan will de- 
liver the casters you need fast. “Rapidstock” service 
is available on emergency orders, from large factory 
stocks and regional warehouses, 


Distributor-approved Sales Policies 

Rapistan’s distributor sales policies are designed for 
your profit and protection. Your sales territory is 
protected — Rapistan will not sell directly to your cus- 
tomers or appoint directly competitive distributors. 
Price structure provides high gross margins, yet lets 
you sell competitively. 


Aggressive Sales Promotions 

Your sales efforts are made more effective by a full 
program of sales and advertising support. Product 
samples are furnished. Complete literature is avail- 
able. Rapistan casters are nationally advertised by 
direct mail, inleading national business and industrial 
magazines,at important trade shows. You get effective 
local tie-in advertising materials. 


For detailed information about a profitable Rapistan 
caster sales franchise, write to The RAPIDS- 
STANDARD CO., Inc., Dealer Products, 658 Rapistan 
Bidg., Grand Rapids 2, Michigan. 


‘Kapialan— 


CASTERS AND WHEELS 
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Every Month More and More Buyers 
Tell Distributors 
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SUPREME 
CENTURY CHUCKS 
The basic Supreme Chuck 
Hardened inside and out. 
All sizes both threaded 

olale Mle] ol-iamelela & 


al *. 
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SUPREME 
PRECISIONIST CHUCKS 
The kind of tool you take 
pride in selling. Most pre- 
cise chuck made anywhere 
Keyless. Ten models. 





ur Production 
Man wants 


Dd 
SUPREME 
IM-PAK CHUCKS 
Use on square drive impact 
tools. Rugged. Keyless. 
Much in demand wherever 


SUPREME 
HERCULES CHUCKS 
Ball Grips far 
tighter than ordinary chucks 
yet are easier to tighten 
Heavy duty. 


bearing 


olals Ma -t-teht) impact tools are used. 


Every Year Supreme Produces More 
Distributor Profits as 


. ” Pid 
o 
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SUPREME 
VERSAMATIC 
Reversible speed 
for portable drills. A great 


PUSH-PULL 
TAPPER 
Like Versamatic, but for the 
single purpose of tapping 
with portable drills. Instant- 


acteltiasti 
seller... it doubles value 


of ony portable drill reversing. Capacity to 6". 


Exciting baw products } 
Join the 


SUPREME 
LINE! 


Pe 8 


SUPREME SUPREME 
VERSATAPPER VERSAMATE 
New! Phenomena! ler Econon 
Capucity 0 to 
Yy"-13 holes in stee 
quality 


y version of Versa- 
Does 
screws largeor 

speed 7 to | 


sale hile not reverse 


Drive 
ited 


mail 
le w price 
SUPREME PRODUCTS CORPORATION + 2222 S. CALUMET AVENUE:+ CHICAGO 16, ILLINOIS 

PRECISION Jas PRODUCTS 
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YOU'LL MAKE MORE SALES with 
this free 120-page classified directory 

of industries and businesses which 

can use Permacel tapes and adhesives to 


advantage. Write for it today. 


PEeRMACEL 


NEW BRUNSWICK, NEW JERSEY + TAPES+ ELECTRICAL INSULATING MATERIALS + ADHESIVES 


the ONE A yy Caster Source is 
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— MR. DISTRIBUTOR 
If you represent Faultless, you 


casters for every conceivable purpose . . . The Casters to move your know the selling advantages 
of a line of 10,000 types, 
sizes, and varieties of casters. 


Faultless manufactures over 10,000 caster types, sizes, and varieties . . . 


products easily, in quantity, economically! Faultless Casters are engi- 


neered and tested to roll smoothly and efficiently under any load from Your salesmen never have to 
5 ail oN ‘ answer, “Sorry, we can't sup- 
15 Ibs. to 15,000 Ibs. per caster. And Faultless manufactures a complete ply ao caster for that partic- 


selection of swivel, rigid, plate, and stem casters, plus a wide variety ular job." If you're not a Fault- 
‘ : A 7 : - less Caster Distributor and are 
of special application casters. This complete selection from one manu- interested in handling The 
Complete Caster Line, we 


facturer—Faultless Caster Corporation—includes The Casters to reduce srug 
welcome your inquiry. 








materials handling costs and increase efficiency at customers’ plants. 


Faultless Caster Corporation evansvitte 7, INDIANA 


Casters Branch Offices in principal cities of the U.S.; see the Yellow Pages 
of the telephone book under “Casters."” Canada: Stratford, Ontario 
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t@tal retaining ring ideas 


to help you cut costs—improve product design and performance 











- the unique 360° full-circle ring offers design 
—_/ o variations that open unlimited opportunities for new and 
SE eur Mars improved designs. Available in a variety of materials 


and finishes from .375” to 48” diameter. 





SINGLE TURN RINGS DOUBLE TURN RINGS MULTI-TURN RINGS SELF-LOCKING RINGS 
—for economy—light weight y—extra heavy duty | —extra heavy duty—spacers —one piece—positive locking 
Internal or external rings provide | Available in varied thicknesses—3 Can be coiled to any diameter, any | Locking action keeps ringin groove 
positive positioning or retaining | standard series to choose from number of turns for heavy loading | under high rotational speed, vibra- 
for light thrust applications. including the NAS 669/670 “deep | or as spacers tion, impact loading. 

groove” series. —_ 
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RESILIENT RINGS—allow BALANCED RINGS GROOVE GUARD RINGS | REMOVAL NOTCHES 

large tolerances —end play take-up | —for critical balance operations —reinforce ring groove —variety of end conditions available 
Eliminate need for separate | Minimize dynamic balancing prob- Single turn, high tensile strength | Ringscan be supplied with removal 
springs and washers—available in | lems on shafts with statically bal- | rings greatly strengthen groove. notches, slots, tabs, or hooks — 
waved or dished designs. anced rings — make ideal oil round, square, bevelled or tapered 


eat Se 


edges. 
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DISTRIBUTORS 
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Magazines ' : . ng Distributors 
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y Retaining Ri 


in all leading 


Vail 


Write for complete details. 
i 


able in your area — 


ro) deem Zo) PMB ast hiaw abate Mh dal--bal-\u-) ap bal 
the improved die-formed retaining ring. 


( rcotox is Wwe 


I 


Canpight 3968 Remeny Copentes SHOTS this FREE engineering manual brings you 


the complete tOtal 2 story! 


Contains full descriptions of Spirolox and Circolox 
Rings with complete design information 


manufactured by and specifications. Write TODAY! 


RAMSEY CORPORATION 772° eee ait se tov be, Me 
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O-B Valves 


q 


maintain positive control... 


¥ <P 


ik 
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.1In process 
Plants piping steam, water, gas, air and oil to production 
machinery find O-B valves hold up under severest demands. 
They're made for them. O-B bronze valves (like No. 1201 
globe pictured) combine fine casting, precise machining 
and sound engineering to maintain positive flow control. 





Its exclusive construction features make this UL-listed 
dispensing valve ideal for transferring LP-gas from tank 
to tank. Body is extra heavy bronze that withstands rough 
handling. A stainless steel spring effects tight closure and 
a special latch holds valve open until it’s released. 


ne systems 
Accurate heating, air conditioning and balancing of year 
round combination systems are assured by O-B “Equa- 
temp” valves—used also for radiant heating. A quarter turn 
of stem closes valve, simplifies draining without need for 
refilling system. Special design discourages tampering. 


oil furn 


Reliable operation of oil burning furnaces is aided by this 
O-B bar stock valve with needle point that maintains 
precise regulation of fuel. Special copper base bronze stem 
and disc offer excellent corrosion resistance, making this 
valve ideal for water and gas service as well. 








September 
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You profit most when you sell the complete O-B bronze valve 


line. Consistent quality, exclusive features and a broad choice 


of sizes from % to 3 inches give you many advantages. So does 


the extra sales help you get. Write for new folder, “Your O-B 


Full-Profit Program.” 


OHIO BRASS COMPANY * Mansfield, Ohio 


1961 


erange-and-black box 


You’ll sell more valves in the 
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BOOST Ss 


with long-lasting 


LE GRA 


Double Gray-X will cut your customers’ equip- 
ment downtime, reduce the cost of their entire 
wire rope investment, and be a powerful sales 


and volume builder for you. 

Double Gray-X is the result of an entirely 
new wire-drawing process. The use of molyb- 
denum disulphide in this process creates power- 
ful resistance to bending fatigue and creates a 
molecular shield that prevents the individual 
wires from grinding together as the rope 
operates. 

In an extended series of “torture” tests on a 
25,000-pound fatigue-testing machine, Double 
Gray-X outlasted samples of four other major 
brands of high strength rope at all three of the 
safety factors used. (See chart.) At the highest 
and most commonly-used safety factor, Double 
Gray-X had 45% more bending life than the 
average of the other ropes tested. 

Ask your CF&l salesman for complete de- 
tails on stocking Double Gray-X and other 
CFa&l Steel Products. ea22 


THOUSANDS OF CYCLES 





DOUBLE GRAY - X 


3.47 | 463 | 5 


2 3 4 5 é 
FACTOR OF SAFETY 


All test ropes were %” 6 x 25 FW 
Preformed E.1.P.S. Lang Lay IWRC. 


THE COLORADO FUEL AND IRON CORPORATION 


For a variety of durable 
industrial products 
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Denver + Oakiand « New York 
Sales Offices in Key Cities 


STEEL 


MADE INU SA 
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WHERE 
TIGHTNESS 


No substitute has ever been found for a 

quality, properly-engineered helical spring 

lock washer. No other device has ever been 
found to combat looseness in bolted assemblies caused 
by thread wear, metal stress or bolt elongation. Yet, an 
improperly fitted helical spring washer is little better 
than none at all. That is why, when you specify spring 
washers, you should be sure you are getting the particular 
size and type which will do the best job for you. To be 
sure, consult the Eaton-Reliance spring washer specialist 
whose business is helping you choose the right washer 
to do the job. Eaton-Reliance offers a full range of sizes 
and types for every application—and engineering service 
for every problem. Write for our special Spring Lock 
Washer Engineering Bulletin. 


SeeeQq 








@. Produate- of Croatiie Rosoonch” 


RELIANCE DIVISION 
MANUFACTURING COMPANY 
550 CHARLES AVENUE MASSILLON, OHIO 


SALES AND ENGINEERING SERVICE OFFICES STRATEGICALLY LOCATED THROUGHOUT THE UNITED STATES 
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Guess what this bolt 
was designed for... 


——— 


ANNI 


; 


New Sheffield Bolt, engineered 
and built to meet a customer's 
specific need. Shown actual size. 


Jag 


Here’s a clue. It’s a shear bolt, heat-treated 
for high strength. It has an indented, hexa- 
gon concave washer head and an especially 
designed, built-in washer. It’s actually a self- 
sealing fastener for water-tight construction. 


Here’s the answer. You have probably figured it 
out by now, anyway. This new Sheffield bolt was 
designed for a manufacturer of agricultural stor- 
age facilities. It is being used successfully to build 
these facilities, with manufacturing speed and 
economies that are boosting sales. 


2 


Your customer’s answer to metal fastener 
needs is probably at Sheffield, too. We al- 
ready have more than 50,000 different stand- 
ard and special bolt products. And, like the 
example cited, we are creating new ones all the 
time. You are invited to call on Sheffield’s en- 


gineering-designing facil- SHEFFIELD 


ities and nearly 75 years 

of boltmakingexperience. BOLT PRODUCTS 
Ask the Sheffield bolt man about the advantages 
of a Sheffield distributorship. Sheffield Division, 


Armco Steel Corp.—Kansas City e Houston e Tulsa. 


ARMCO Sheffield Division 


V 
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compact motorpumps 


E 
ovR MIDDLE NAME! 





cradle-mounted pumps 











horizontally-split pumps 








25249 
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over a century 


Ingersoll-Rand distributors have 
a complete line of centrifugal 
pumps to solve all problems 





in liquid movement... 


Understanding the laws governing liquids in motion may or may not be 
your strong point, but when you can supply the pumps that solve customers’ 
problems— you're on the way to becoming an expert! 


Ingersoll-Rand offers you a complete line of centrifugal pumps. From the 
small Motorpump to the large horizontally-split types— every Ingersoll-Rand 
pump has a reputation that’s known and accepted by your customers. 
Famous I-R engineering and quality construction mean top performance, 
long life and cost-saving economy. 


Aggressive national advertising, direct mail and extensive product litera- 
ture by Ingersoll-Rand reach all your markets—and will direct ‘sales 
action” to you! Write today for complete details on the profitable Ingersoll- 
Rand distributorship . . . Write to Sales Manager, Merchandising Division, 
Ingersoll-Rand Co., 11 Broadway, New York 4, N. Y. 


of pump progress 


from the leading manufacturer . . . 


Ing ersoll-Rand 


11 Broadway, New York 4, N.Y. 





repeat 


UNIVERSAL models for super 
accuracy to .0001, high load 
capacity, perfect for grinding 
and other high-precision work. 


business 
builders 


LIVE 
CENTERS 


MULTI-DUTY models for general use, 
perfect for light work, interchangeable 
parts provide quick changeover for 
multi-purpose operations. 


OVER 40 DIFFERENT SIZES ASSURE 
EXACT MATCHING OF CUSTOMER NEEDS 


That’s how Ideal helps you meet all your 
customers’ metal turning needs from the 


heaviest work to the lightest of light jobs. ners senate for 


1 complete lines .. 
sizes and types .. 
competitively priced . . . 


. with over 40 different 
. in all popular tapers... 
give you the 


extra rugged work, give 
close tolerance results 
where high load capacity 
is required, accurate 

to .0002, 


broad tool choice that helps build the highly 
profitable repeat business you want. 


Ideal’s national advertising in leading 
metal-working publications, action-urging 
promotion campaigns, hard-sell literature 
and new quick-reference catalogs —are 

all designed to help you close orders faster. 


Make sure you have ample stocks on hand to 
provide that all-important fast delivery —it will 
help you build bigger repeat-business volume! 


PIPE POINT models for cylindrical 
turning of pipe, axles and 
other hollow shapes, six sizes 


SOLD THROUGH LEADING from 31%" to 714” dia. 


INDUSTRIAL DISTRIBUTORS 


IDEAL INDUSTRIES, Inc., i000) 


Park Avenue @ Sycamore, Illinois 
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If you sell sheaves, here’s a sure way of 
giving full value—just sell the Worthington 
sheaves with the Two Golden Screws. It 
takes both to make a sheave complete. 
The Golden Screw on the left is an ex- 
clusive Worthington feature that locks the 
hub securely on the shaft. It permits tight- 
ening the set screw without distorting the 
hub. And the two piece hub and rim de- 
sign makes installation fast and easy. 
The second Golden Screw, at the right, 
is the set screw. See how it turns down to 
lock the key securely in place? This pre- 
vents potentially dangerous key drift. 
How important are the Golden Screws? 
Decide their value in light of the maximum 
possible damage to equipment or per- 
sonnel caused by a loose key. And then 
remember this—your customers probably 
will pay no more for the Golden Screws in 
a Worthington sheave. 
Hubs with Two Golden Screws are 


supplied with all 
Worthington 
sheaves such as 
thoseshownhere. 
And the full line 
of Worthington 
mechanical Multi-Wedge Multi-V Positive Drive 
power transmission products ‘includes the best- 
selling Worthington-Goodyear belt line plus 
many important variable speed drive products. 
Yes, the Worthington line of mechanical 
power transmission products is sound and profit- 
able. For more information, write Worthington 
Corporation, Section 79-40, Oil City, Pa. 


MUTTON 


WORTHINGTON 


PRODUCTS THAT WORK FOR YOUR PROFIT 





ITS A RACK! 


ITS A BENCH! 


IT’S A CART! 
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It’s one of over 250 new Acme Steel Slotted Angle Kits 
that give you over 250 new chances to make sales 


Odds are, every customer you contact needs 
basic shop equipment—like storage racks, tables, 
benches and carts. Now, you can show ’em over 
250 ready-to-assemble structures in most pop- 
ular types and sizes. 

These new kits provide your customers with 
the strength, durability and erection ease of AIM 
Brand Slotted Angle in convenient pre-cut form. 
They just open the package, grab a wrench and 
go. Everything’s there: nuts, bolts, accessories 
and instructions. 

Once customers experience the convenience, 
time and labor saving advantages of slotted angle 
construction, more kit sales are a cinch. And kits 


fs 


BAR STOCK RACKS 


SHEET STOCK RACKS CARTS BENCHES 


also open new opportunities for volume sales of 
standard 10, 12 and 15 ft. lengths for big jobs. 

Naturally, you needn’t stock all models of kits. 
With Acme Steel’s system, you keep the most 
popular ones on hand, order others as needed. 
Your Acme Idea Man has full facts. Or write: 
Acme Steel Company, Fabricated Materials 
Division, Dept. IHS-91, 135th St. & Perry Ave., 
Chicago 27, Illinois. 


IDEA LEADER IN 


sata FRAMING 


STEEL 


TABLES CUBE TYPE BAR RACKS GENERAL STORAGE UNITS 








For more profits, stock Johnson Bronze 
» standard stock bearings 


Aggressive distributors looking for 

new ways to build business and increase 
profits stock Johnson Bronze General 
Purpose Standard Stock Bearings. 


Customers prefer GP’s because of their 
economy (see table) and because they meet 
close tolerance requirements. Johnson 
GP’s have the quality of special bearings 
but eliminate the tooling and 
machining costs. 

Customers profit from savings and you 
profit from the sales. 

Choose from more than 900 quick-to-move GP 
stock sizes in 214 different ID-OD 
combinations and 21 lengths. GP’s also can 
be supplied graphited or with slots, 
oil grooves and holes—whatever is needed 
to serve your customer needs. 

Write today for GP distributor information on how 
you can realize more business and profit. 


Show Your Customers How Much Can Be Saved 
By Using Johnson GP’s . . . Not Costly Specials 





10 Bearings “cs x % x 1 
Special Beorings Johnson GP Bearings 


Rough Bore Yes 


Operations Required 











Finish Broach Yes 





Rough O.D. Yes 





Semi-Finish O.D. Yes 





Cut Length Yes 


Chamfer O.D., 1.D. 
on two ends 


Grind Yes 





Yes 








Stamp Yes 





Total Cost 





Delivery Date 

















Johnson Bronze Company 


New Castle, Pa. 
West Coast Plant: Oakland 8, Calif. 


GRAPHITED GENERAL PURPOSE UNIVERSAL BRONZE BARS POWDER METALLURGY ELECTRIC MOTOR (EM) 
over 175 sizes over 900 sizes over 400 sizes over 400 sizes over 350 sizes 
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From the Midwest to the Deep South and on to the 
East, rolled the carful of instructors and training 
materials. At each stop, in quiet meeting rooms, out 
came the classroom equipment, the display boards, 
the flip charts, the color slides . . . and the H-R Rub- 
ber Division traveling school for Distributors was 
in session. 

Armed with an agenda best suited for the local 
area, the H-R instructors concentrated on the essen- 
tials that are a Distributor salesman’s life blood: 
... Hose and conveyor belt with high local potential— 
selling points, competitive products, and markets. 

. . . New developments in industrial rubber products, 
and speciality items such as silicone and urethane. 

. . . H-R selling aids that strengthen his sales story. 
. . « The opportunity to throw his toughest problems 
at H-R’s top product specialists. 

Bringing the school to the students meant that 
H-R product managers and engineers had to con- 
dense the week-long H-R Distributor session at the 
Buffalo plant into just two days. But the effort was 
worth it to the Distributor salesmen-students, who 


lost the minimum timefrom their ownselling activities. 
In fact the traveling school was so successful that 
H-R plans to make it a permanent part of the 
Hewitt-Robins plan for “Teamwork for Service.” 
To find how this teamwork can help you, write 
Hewitt-Robins, Stamford, Connecticut. 
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Chicago—H-R belts are engineered to stand up 
under all types of physical and chemical punish- 
ment. But they must be used with the right-sized 
pulley, as Elmer Wind, sales training coordina- 
tor, demonstrates. 


Kansas City—John Thuman, H-R hose product 
engineer, shows how flexible rubber pipe wins 
out over standard steel pipe in many applications, 
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New Iberia (La.)—Earl Haury, assistant manager of New Orleans—Setting up shop: Ike Covin, Houston 

hose sales, discusses H-R’s new light-weight tank truck H-R district manager, and field engineers Bryan Frere 

hose with M. C. Russell, E. R. Knaur, and Ed Darby, and Fred Getten discuss school plans with Jack Kina- 

of Standard Supply and Hardware Co. brew, V. P. in charge of sales for Standard Supply and 
Hardware Co. 


HEWITT-ROBINS 





Philadelphia—A classroom typical of those set up 
across the country by H-R instructors. Jack Sheldon, 
H-R district manager, is demonstrating the exceptional 
cover adhesion of the new Raynile Rock crusher belt. 
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... now Byers wears 3 hats 


_— > 


BYERS-—single source for three important 
piping materials—can save you time, money 


Byers tubular product line now includes steel as well as 
4-D Wrought Iron and PVC, and we can now offer 
these specific advantages to pipe distributors. 

LOWER COST—combining steel and Wrought Iron pipe 
in one carload; one purchase order; one invoice; one 
shipment; lower shipping charges. 

ON-TIME DELIVERY —large inventory enables us to 
meet delivery dates of any steel pipe producer. 

BYERS TECHNICAL ASSISTANCE—is also available to 
help your customers arrive at the most efficient and 
economical solution to piping problems. Here are the 
general areas covered by the Byers line: 

4-D WROUGHT IRON PIPE—is the proven material in 
such corrosive services as brine lines, condensate and 


drainage systems, to mention just a few important areas. 
PVC (Polyvinyl Chloride) PIPE—for use in areas where 
acids and alkalies are deadly to metal pipe, also where 
electrolysis causes early metal pipe failure. 

STEEL PIPE—is the workhorse of the piping field, used 
where initial economy is a major consideration. 


We would like to hear from distributors interested in 
handling Byers pipe. For information, write A. M. Byers 
Company, Clark Building, Pittsburgh 22, 
Pennsylvania. 


PIPING PRODUCTS: Wrought Iron « PVC « Steel 
ROLLED PRODUCTS: Plates, Billets and Bars in 


Wrought iron — 


...and the plus factor is BYERS 97 years of piping experience 


INDUSTRIAL DISTRIBUTION 
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with the newest, 
surest, most 
authoritative 
hiring guide 


cs 7 4 
1 
ro) i Ld SALESMEN: 
—< name E Now, with the industry's most com- 
. = vw Drea o Mer & plete program of service and help, 
> , "4 » Rex Distributors have a// the 
~% ee = means for the successful selection 


of new salesmen...the Rex Sales- 
man Hiring Manual. 

This program works! It was 
developed in cooperation with the 
Rex Distributor Advisory Board— 
and the Klein Institute for Aptitude 
Testing, Inc. Rex Distributors 
using it report immediate success 
—better salesmen to start with... 
a top-notch sales force for years 
aa, , , — to come. 

SALESMAN HIRING MANUAL 
Prepored Especially TEAMWORK IN ACTION 
For 





| 
i 


Here are a few of the important results 
of recent Rex Distributor Advisory 


REX INDUSTRIAL DISTRIBUTORS Roant sacotmendaiions: 


1. New, most advanced guidebook for 
finding all possible “knock-out” fac- 
tors in selecting salesmen. 


(SwOrpmiasdsoqus qirm) 


SNOLLSINO MBIABZLNI SMOLLSSNO MBIABZLNI 


2. Advanced distributor training 
courses at the factory. 


3. Regular refresher courses and new 
product sessions in the field. 





4. A new quantity price structure for 
Rex Power Transmission and Convey- 
ing Components. 


NOW ...find out what's rea//y new and 
positively better in help with your mer- 
chandising lines. Get the detailed Rex 
story! CHAIN Belt Company, 4622 W. 
Greenfield Ave., Milwaukee 1, Wis. 





5 


, 
wT i 


alee 


* 


TEAMWORK 
TELLS THE 
STORY 
CHAIN BELT COMPANY 
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DESSTON 
has the edge 


it pays to be 
a Disston distributor 


Disston broadens your base of sales by providing a broad 

line. So broad, in fact, that regardless of what variety of industrial 

buyers are on your customer list, they can all use one or more of 

Disston’s products. As a Disston distributor, your market is everywhere. 
Disston wood and metal cutting tools find wide acceptance in whatever industries 
you serve ... wherever you’re located. And easy-to-sell, recognized Disston 
Quality helps protect your net profit. Write: Disston Division, 

H. K. Porter Company, Inc., Philadelphia 35, Pa. 

Disston wood and metal cutting tools: circular saws, hand saws, wide and 

narrow band saws, cutterheads, machine knives, power and hand hacksaws, 

files, rasps, and professional power tools. 


DISSTON DIVISION PORTER H. K. PORTER COMPANY, INC, 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, 
electrical wire and cable, wiring systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and 
pipe fittings, roll formings and stampings, wire rope and strand. 
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WOULD YOU RATHER HAVE... 


a customer like this... 


Black & Decker’s product service 
makes sure the customer knows he is always 
right when he chooses Black & Decker tools. 
Over 50 factory-owned Service Branches in the 
United States and Canada and many Authorized 
Service Stations, within 24 hours of any loca- 
tion . . . all stand ready to back up every tool 
in the B&D line. Each has technicians trained to 


Black e« Decker- 


key line to profit growth 
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or a customer like this? 


get any B&D tool back on the job quicker. So 
remember, when you sell Black & Decker tools... 
their peak performance keeps your word as a 
good salesman, their famous service maintains 
your reputation as a respected businessman. 
Product Service is just one of Black & Decker’s 
keys to successful Key Line selling... and 
better business for both of us. 


The Seven Keys to More Profit 
1. Broad Markets 2. Complete Line 
3. Aggressive Promotion 4. Quality Products 
5. Expert Field Assistance 6. Good Profit Margins 
(@ Product Service) 











FLEXCO FLEXCO” 
HEAVY-DUTY HINGED 


CONVEYOR BELT 500X, 250X & 375 


FASTENERS 
CONVEYOR BELT 


and 
RIP PLATES FASTENERS 
and 


(9 sizes for belts V4” 


to 1%" thick) — . NYLON HINGE PIN 





For years, ALLIGATOR and FLEXCO belt fas- 
FLEXCO "25-PAK™ teners have been “going around in the best 
ene circles” — in coal and metal mines, crushed 


500X3 500X1 250X 


P CARTONS OF 
rock and sand & gravel plants, steel mills, COMPLETE JOINTS 


chemical plants & mines, and others — wher- 
ever conveyor belts and V-belt drives are in 
operation. But there are still some belt main- 
tenance crews not yet acquainted with the 

i ; , ; 7 (Sizes to fit all common 
complete Flexible line. Don’t miss these op beth widthe} 


CONVENIENT portunities for greater sales. 


SHIPPING CARTON s Ba ila ta - TURTLE” and 
emember: Flexibies field representatives “3_POINT”’ 


are factory-trained belt fastener specialists < inde 
. ready to serve you and your customers. FASTENERS 





PERSUADER 
TOOL 


FASTENER 


For quick repair of rips 
in conveyor belts. 


® “CUSTOM MADE V-BELTS IN ANY LENGTH 
F L E X C 0 WITH ALLIGATOR V-BELT FASTENERS" ALLIGATOR’ 


POWER TOOLS 
WIDE BELT CUTTER 


‘"FOR THE SPLICE OF A LIFETIME’ 
Hanibly LACING COMPANY 


Rien. with ale ot Pe impoct 4633 LEXINGTON ST. ° CHICAGO 44, ILLINOIS 


tools for fast application) 


FAR-PUL BELT CLAMPS ALLIGATOR*® 
oy wisi a BELT LACING 











= 


Available in STEEL, STAINLESS, MONEL, EVERDUR for 
3 MODELS ... FOR BELTS THRU 36” WIDTHS. belt widths 14". 60”. | 
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Why draw a line at all? The more of the CROSBY- 
LAUGHLIN line you handle, the more you profit. 


Because every CROSBY-LAUGHLIN fitting for wire 
rope or chain is a profit leader in its own right. You 
know this to be true of genuine Crosby Clips. It is just 
as true of CROSBY-LAUGHLIN shackles, hooks, turn- 
buckles . . . McKissick blocks . . . Lebus load binders. 


Right down the line, you capitalize on CROSBY- 
LAUGHLIN’s top industry preference. You cut costs 
by doing business with a single, full-line source. You 


(or where?) 


benefit from CROSBY-LAUGHLIN’s progressive, 
above-board distributor policy. 


It pays to stock and sell the complete CROSBY- 
LAUGHLIN line. CL-959 


CROSBY-LAUGHLIN 


FORT WAYNE, INDIANA 


Division of 
AMERICAN 
HOIST 


GENUINE CROSBY CLIPS * McKISSICK BLOCKS * LEBUS LOAD BINDERS * CROSBY-LAUGHLIN FITTINGS 
129 
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JOHNSON AIR 
COMPRESSORS 


45 QUALITY-BUILT MODELS~—'s to 1'2 hp 


The right equipment 
for every job— 
fete] lo] mm celallal> m 
rer Tisl Me leleleiatiel om 
oT Ui tei ialet- mr lars, 


poTmel islet Muaal-liali-lal- tales oe 


feloy4-tal- Weel Mmmelisl-1a-¢. 


Mode! 800 “BROUGHAM” rugged 
new 1% hp twin piston unit delivers 
4.2 cfm of air at 100 psi. Outstand- 
ing in design and construction 


POWER AIRE — compact, self-con- 


tained unit has % hp direct-drive 
capacitor-type motor. Delivers 1.8 
cfm and 50 psi. 


THE “200” SERIES—large-capacity 
piston-type units handle any air re- 
quirement up to 1.0 cfm at 90 psi. 
Storage tank optional. 


THE “400” SERIES — heavy-duty 
piston-type compressors deliver up 
to 2.8 cfm of air, up to 125 psi. Hor- 
izontal or vertical tank. 


THE AIR SULKY — new portable 
compressor delivers 1.0 cfm of air 
at 100 psi. 4% hp, 115 v motor oper- 
ates from any handy service outlet. 


Johnson’s wide line of compressors and accessories provides you with one 
dependable source of air for nearly all plant applications. 


And, you get the extra advantage of proven-quality design and construction, 
for every Johnson air compressor is built to the same quality standards that 
have made Johnson pneumatic equipment famous for 76 years, This is your 
assurance of unquestioned performance and unmatched value, 


JOHNSON COMPRESSORS 


JOHNSON SERVICE COMPANY 
Compressor Division, Dept. Di. 
Milwaukee 1, Wisconsin 


Write today for new 1961 
catalog covering all 45 
Johnson air compressors. 
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RADICALLY 
NEW YARWAY 
STEAM TRAP 
DEVELOPMENT 


OFFERS YOU 
NEW PROFIT 
OPPORTUNITIES 


an 


YARWAY SERIES 130 is a bright, new 


addition to the Yarway line of steam traps—and its 
enthusiastic reception forecasts a profit bonanza for 
Yarway distributors! 
Hardly had SERIES 130 been announced when 
orders and comments like these started pouring in: 
“Radically new and different—send 50” 
TEXAS INDUSTRIAL 
“We want 100 immediately” 
WISCONSIN MEAT PACKER 
“Ordering 60 as first part of new standardization program” 
LOUISIANA REFINERY 
“First important development in steam trapping in years”’ 
MICHIGAN INDUSTRIAL 
“We'll start with 24—more later’ 
OHIO PETRO-CHEMICAL 


bi 2,05 


SERIES60 SERIES120 SERIES30 SERIES40 SERIES 130 
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STRAINER 


New SERIES 130 Yarway Impulse Steam 
Trap combines steam trap, strainer and 
blow-down valve in one small, compact 
unit. Saves time, money, space, main- 
tenance. Ideal for tracer lines, steam 
main drips, instrument boxes and other 
steam equipment. 


Nice business ? Sure it is—and Yarway distributors 
are getting it! In the first 90 days after the Series 130 
introduction, 35 distributors ordered two or more 
times; 8 distributors ordered three times and 4 
distributors ordered four times! 

The popularity of this new Yarway Steam Trap— 
coupled with the all-out support of Yarway’s nation- 
wide field engineering force and a strong Yarway 
advertising and promotion program—will make 
distributors’ cash registers ring loud and long. 

Yarway’s well-known high profit margin will 
sweeten the “take” where it counts! 

If you’d like to know more about Yarway’s dis- 
tributor policy, write R. S. Pollard, Vice President, 
Distributor Product Sales, Yarnall-Waring Com- 
pany, 100 Mermaid Ave., Philadelphia 18, Pa. 


THE YARWAY LINE 





Narrow tapered nose... 
ideal for confined places 


ne 


— 


~ 


DIAMALLOY 


DIAGONAL 


CUTTING 
PLIERS 


Edges ground for 
flush cutting, hand 
srelal-te Moet ich lulls oF 


Ask your Industrial or 
ale icelsltem OE tisloltiiols 


for Diamalloy Pliers. 


‘* There ts 
nothing finer 
than a Diamond’”’ 


rr» 
n of 


EST. 1908 


DULUTH, MINNESOTA . 


3 SIZES 


$54 RG * 4 inch 
$55 RG °* 5 inch 
NioloMn 1 @ mame M lila: 





and Horseshoe Cr 


TORONTO, ONTARIO 


Many Other Pliers 
Designed for 
the Electronic Industry 
are Made by 


DIAMOND TOOL 
and Horseshoe Co. 


Long Nose Plier 
LN54 









Long Nose Side Cutting Plier 
SN54 


—- 


Curved Long Nose Plier 
CN54 


Duck Bill Plier 
DN54 


Transverse End Cutting Plier 
EC54 


Diagonal Cutting Plier 


<_ 


Wire Stripping Plier 
ST55 


Long Nose Special Wire Cutter 
LC56 
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SEMINARS FOR SALES MANAGERS 168 


Industrial Division of Dayco Corp., is conducting seminars for distributor sales 
managers. The sessions have been held in Chicago, New York, and Cleveland. 
Three more are scheduled for Atlanta, Dallas, Los Angeles. Each two-day 
session is organized to help distributor sales managers train and direct salesmen. 


HOW TO TACKLE SMALL-ORDER PAPERWORK 170 


A cutting tool manufacturer introduced a new method for its distributors to 
order small-order requirements. Using a special form called the “Thriftorder,” 
the method is claimed to cut red tape, bring discount advantages to distributors. 


MPTEDA CONVENTION SET FOR CHICAGO 180 


The 1961 convention of the Mechanical Power Transmission Equipment Dis- 
tributors’ Association will be held at the Edgewater Beach Hotel, Chicago, 
October 22-25, 1961. Distributors and manufacturers will take part. Theme 
is “Learn from mistakes of others, you can’t live long enough to make them all.” 


CHILDERS RETIRES FROM GOODYEAR 183 


Lloyd F. Childers, president of Goodyear Rubber & Supply Co., Portland, Oregon, 
rounds out a 49-year career in a company where he came to work in 1912 as 
an office boy. Mr. Childers, president since 1959, will remain as an advisor. 





NEW PRODUCTS ON THE MARKET ew ad 
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PORTABLE AIR COMPRESSOR 


called the 
1.0 cfm of 
Unit meas- 


Portable air 
“Air Sulky”, 


air at 100 psi pressure. 


compressor, 
will deliver 
ures 28-in high by 38-in long, is 
mounted on 8-in rubber-tired wheels, 
and can easily be rolled from job to 
strain. Of all 


bronze 


job without welded 


construction, features bear- 


ings, aluminum alloy piston and rod, 
% HP 115V 
60 cycle AC motor. Johnson Service 
Co., Compressor Div., Milwaukee 
l, Wis. 


stainless steel valves, 


AIR-POWERED TOOLS 


Line of three air-powered tools for 
tensioning and sealing heavy duty 
strapping includes (1) PHDX Tight- 
ener, which features a new type of 
gearing action to accelerate strap 


take-up at rate of 3.5-in per second, 


and delivers maximum strap tension 
of 2000 lbs. at 90 psi air pressure; 
(2) PKU double up-crimp sealer of 
two-handle design; slight thump pres- 
sure activates its sealing cycle which 
is completed in 8/10 of a second; 
(3) PKUA sealer designed with a 
pistol-grip handle for easy use in hard 
to get at places such as the “eye” of a 
mill coil, may also be used for top 
and side of the package operation. 
Sealing jaws of PKU and PKUA are 
of high grade tool steel for long life, 
low maintenance. “Bite” is engineered 
for joint efficiency on both .031 and 
.035 gage and 114-in heavy duty 
strapping. Stanley Steel Strapping 
Div., Stanley Works, Dept. PD, New 
Britain, Conn. 


Plastic container dispenser 
for dry pipe joint sealant 


One-piece, plastic container dis- 
penser, for company’s dry pipe joint 
sealant “Ribbon Dope” thread seal- 
held 
in user’s hand. A surgical 
built the 


closure snips off the exact amount of 


ant, is designed to be com- 
fortably 
steel cutting blade into 
tape to be used, cleanly and easily. 
Thread sealant is pipe dope in dry 
ribbon form, chemically inert, which 
molds itself to pipe threads, stud 
bolts, bungs and any other threaded 
material. Dispenser holds an individ- 
ual roll either 14 or %-in. x 260-in, 
or 14 or %-in x 520-in. Permacel, 


New Brunswick, N. J. 


Dry chemical extinguisher is low 
priced, highest rated for capacity 


Low-priced 214 pound dry chemical 
fire extinguisher, the “Kompact”, has 
a UL rating of 4-B:C, the highest 
fixed to 
capacity 


any extinguisher of its 
equal to eight 1 qt. carbon 
tets. Recharges by simply unscrewing 
and throwing away empty powder 
container and replacing with new, 
pressurized cylinder. Operates easily: 
when unit is picked up with carrying 
handle the safety lock automatically 
releases, then nozzle is aimed at base 
of flame and discharge lever is 
pressed. Walter Kidde & Co., Inc., 
675 Main St., Belleville 9, N. J. 


Sleeve bearings solve many 
difficult bearing problems 


Self-aligning, self-lubricating “Flex- 
Block” sleeve bearings, in flanged and 
pillow block types, are designed to 
operate in temps. to 1000 deg. F.; in 
corrosive and contaminating condi- 


tions; in inaccessible locations where 
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Improved Products with Sales Possibilities for Industrial Distributors 





lubrication and maintenance are 
problems; where noise control is 
important; at slow speeds and under 
water. Sleeve bearing cartridge is 
held in position in housing by means 
of a set screw which, when backed 
off, allows cartridge to be rotated 
180-deg., life 


posite side of bearing. This is done 


added new from op- 
without removing bearing from shaft. 


Link-Belt Co., Dept. PR, Prudential 
Plaza, Chicago 1, Ill. 


Track Jack is designed 
for high or low operations 


Lightweight, high-capacity aluminum 
track jack weighs 36 lbs.. has a lifting 
capacity of 15 tons. Designated 
model 717-BA, jack has a special 
housing: high car- 


aluminum alloy 


bon. heat treated steel socket lever; 


heat-treated alloy steel pawls and 


support bushings, grease packed for 
efficiency. Compact size of single 
jack 


moving. All 


acting, dual capacity speeds 


spotting and parts, 
except rack and base, are interchange- 
able with six other of company’s 
trade jacks. Jack is 14-in high, has a 
raise of 714-in. Duff-Norton Co., 4 


Gateway Center, Pittsburgh 22, Pa. 
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HYDRAULIC CYLINDERS 


10,000 


“Center hole” double acting hydrau- 


Line of psi twin-cylinder, 
lic cylinders with choice of stroke- 
length are available in bore sizes of 
two 1\4-in, two 2-in and two 21%-in 
with “push” capacities of 17, 30 and 
10,000 psi. 


designated series YDT, are designed 


50-tons at Cylinders, 


primarily as “push” cylinders but 
with sufficient “pull” (piston return) 
force to return ram from such work 
as punching, forming, broaching etc. 
where a spring return would be in- 
adequate. Although not designed for 
continuous “pull” duty beyond 3000 
psi, will withstand 10,000 psi safely 
on basis of occasional use. Hydraulics 
Div., Owatonna Tool Co., 373 Cedar 
St., Owatonna, Minn. 


Vise offers unusual 
quality, low price 


No. 550 “Economy” vise features a 
jaw width of 344-in and a jaw open- 
ing of 4-in. Milwaukee Tool & 
Equipment Co., 2773 S. 29th St., 
Milwaukee 46, Wis. 


Automatic pumps have 
new safety feature 


Automatic pumps feature company’s 
“Vac-Trol” which 
permits user to operate pump at any 
time with a 
manual 


pump actuator 
simple, shock-proof 
that eliminates the 
electrical hazard that may be en- 
countered in raising the float on up- 
right or external float-type pumps, 
maker 


action 


claims. “Vac-Trol” also en- 
ables user to reduce water level below 
the normal automatic turn-off level 
simply by retaining a finger over the 
bulb opening. This permits pumping 
right down to the bottom of the 
pump itself as well as operating a 
“dry run” of the pump to check power 
supply when no fluid is present. 


Kenco Pump Div., 1305 Oberlin Ave., 


Lorain, Ohio 


Cable cutter cuts cable through 
¥, inch diameter on the job 


Model 1790TN __hand-hydraulic 
notched shear cutter combines hy- 
draulic power with company’s metal 
cutters for quick, easy, safe, positive 
cutting of cable, wire rope and 
stranded guy wire. Cuts can be made 
overhead, on the ground or in con- 
fined areas. Cutting edges pass each 
other for complete shear action and 
jaws are notched to lock cable in 
during cut and to minimize crushing, 
deforming. Cutting action is powered 
by a fast-acting remote control, hand- 
hydraulic pump. H. K. Porter, Inc., 
Somerville 43, Mass. 





How big a slice 
of hose and belting profits 


are you getting? 





TAKE a good look and you may find that the slice of profit-pie you're 


cutting is shrinking because of hidden profit-stealing costs. 


How many times must you telephone to get delivery on rubber hose 
and belting? How fast can your supplier turn around? How much is 
faulty order filling, or sloppy quality controls, costing you? Is direct 


factory competition eating away at your profits? 


You can start a new, positive trend toward hose and belting profits 
by exchanging problems for profits with a positive, full-line Mercer 


Rubber distributor franchise. 


You deal with a factory big enough to deliver, but small enough to 
jump. You can talk with the owners at Mercer Rubber, a company 
owned and operated by the same family since 1866. You have a plant 
behind you that has a long no-strike record, which means every man 


likes his job and does it well. 


When you get a promise from Mercer Rubber you can count on it. 
You get factory support in the field, engineering know-how when you 
need it. And Mercer Rubber is as competitive as you can get without 


chucking quality. 


Frankly, if you’re a sales-minded distributor who appreciates a full- 
line, sales-minded manufacturer, we can make wonderful profits 
together. Why not write now? It might be the best move you make 
in 1961. 


MERCER RUBBER CO. 


136 Mercer St., Trenton 90, NJ 





PRECISION DIAL INDICATORS 


lwo precision dial indicators have an 
A.G.D. accuracy of 
.0005-in for the .015-in 
2 No. 


indicator 


plus or minus 
total 


25-109 is a 


range 

bal- 
with a range of 
revolution .O00O6-in. total 
015-in. No. 25-209 is a con- 


tinuous dial model, reading 0-6, one 


turns). 
anced dial 
0-3-0. one 


range 


revolution .006-in, total range .015-in. 
both 
jeweled bearings. L. S. 


{thol, Mass. 


indicators furnished with 


Starrett Co.. 


Low-cost abrasive cutoff machine 
performs 1500 cuts per hour 
No. 14 fully 


abrasive cutoff machine cuts tubing, 
extruded shapes and bars to desired 
lengths automatically at 1500 cuts 
Maker that 


shapes to 3-in, standard bar lengths, 


automated, low-cost 


per hour. claims most 


and 1!4-in solid stock can b 


feed strokes from a 16 to 8-in 


Machine features an air vise that 


holds most shapes within 
Machine can be set for 


securely 
feed 


semi-automatic or 


range. 
completely auto- 
matic cycle cutting. handles short as 
well as long-run jobs. Automatic con- 
trols don’t interfere with single cul 
operations. Air pressure control fot 


fee: | 


pressure, prolongs cutting wheel life 


cutting ranges adjusts wheel 
by 30 per cent. Machine is powered 
with a 5-hp, 3-phase, 60-cycle motor. 
Wheel speed is 3000 rpm, wheel diam. 
l4-in, operating pressure range 10 to 
100 psi. Beaver Pipe Tools, Ine.. 
Warren, Ohio 


PUMPS 


Three larger capacity pumps, added 
to company’s line of helical gear 
driven units, include the 200, 300 and 
150 GPM (nominal rating) heavy- 
duty, positive displacement, rotary 
pumps suitable for pressures to 200 
psi. \ 


mounted size “C” helical gear reducer 


compact, independently 
accepts any of five gear ratios capable 
of transmitting a maximum of 25 hp 
at 350 rpm and 40 hp at 520 rpm. 
The 


ratios and either a 1750 or 1150 rpm 


three size pumps with 5 gear 


motor permit a capacity range from 
65 to 450 Size “C” 


capable of transmitting up to 25 hp at 


gpm. reducer 
350 pump rpm has also been added to 
line of smaller pumps, 50 thru 150 
gpm (nominal rating). This permits 
this series of smaller capacity pumps 
to be operated up to maximum pump 
pressure of 200 psi. All are inde- 
pendently mounted gear reducers per- 
motor, re- 


mitting all components, 


g 
ducer and pump, to be changed 
quickly. Standard couplings are used, 
connecting both motor and pump to 
reducer. Viking Pump Co., Cedar 


Falls, lowa 


Emergency lighting unit lights up to 
25,000 sq. ft. up to eight hours 


Automatic emergency lighting unit, 
the 100-ampere-hour Model E. Light- 
cuard. operates automatically and in- 
stantaneously when normal power 
fails and automatically recharges it- 
the 


blackout. Storage battery is equipped 


self. in a short time, for next 


with three colored pilot-ball  in- 
dicators that tell its approximate state 
of charge. Front control panel has a 
test 


switch and two indicator lights that 


spring-return switch, a ready 
show when unit is ready to operate 
when 
Unit 
shelves or mounting brackets. Exide 
Varketing Div., Electric 
Storage Battery Co., Rising Sun and 
{dams Aves., Philadelphia 20, Pa. 


and battery is on high-rate 


charge. requires no special 


Industrial 


TUBING BENDERS 


Tubing benders, model numbers 293 
thru 298, will accommodate tubing 
of 3/16, 14, 5/16, 34, 7/16 and 14-in 
O.D. respectively, are recommended 
for use with soft or hard copper, 
aluminum and certain sizes of stain- 
less steel tubing, as well as brass 
tubing. Forming shoes and rolls are 
of high-grade steel to prevent marring 


INDUSTRIAL DISTRIBUTION 





and deformation during bending op- 
erations. Tubing design permits tool 
to be removed at any point in bend. A 
“stop boss” holds tubing in place and 
gives a positive stop so user can 
easily “lead” tubing. Calibration 
marks on forming rolls are graduated 
in 45-deg. angles to facilitate bends of 
any angle to 180-deg. at precise point 
Ridge Tool Co., 


desired by 


Elyria, Ohio 


user. 


Plastic-coated valve handles 
abrasive-corrosive fluids 


Plastic-coated __resilient-seat valves 
with high resistance to abrasion and 
corrosion are suitable for chemical, 
cement and similar process piping 
where abrasive-corrosive liquids and 
slurries are handled. Valves are avail- 
able with screwed ends in 2, 3 or 4-in 
rated 2000-lb. WP (4000-lb. 
test) or 3000-lb. working pressure 
(6000 Ib. test). 
flanged same sizes for 
1440-lb. WP (ASA 600-series flanges) 
and 2160-lb. WP (ASA 900 series 


flanges). Valve wear is largely con- 


S1zZes, 


Also available with 
ends in 


fined to easily replaceable seat insert 
and gate. Valve bonnet lifts off after 
removing bonnet nuts, giving access 
to seat insert and gate. Maximum 
service temp. for Buna-N insert is 
250 deg. F. 


Evalcoat, is a new formulation of 


Plastic coating, called 


phenolic, epoxy and other resins. 
Edward Valves Inc., Rockwell Mfg. 


Co., East Chicago, Indiana 
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HELICAL CUTTERS 


Series of “Helicarb” shank and shell 
end mills for Milwaukee-matic and 
other tape controlled milling ma- 
chines have inserted helical carbide 
blades, the backs of which are ser- 
rated to interlock with matching ser- 
rations on the body of the cutters. 
This feature permits blades to be 
preset in tool room and a constant 
cutting diam., as demanded by the 
tape program, to be easily main- 
tained. When blades are resharpened, 
they are simply moved outwardly one 
serration. This eliminates having to 
cut a new tape for machine. In sizes 
from 114-in diam. and up, for cutting 
aluminum, magnesium, brass, bronze, 
cast iron, steel, stainless steel. Sonnet 
Tool & Mfg. Co., 576 N. Prairie Ave., 
Hawthorne, Calif. 


Thrust bearing reduces 
friction in wookworking vises 


Company’s woodworking vises fea- 
ture a lifetime-lubricated oil cush- 


ioned thrust bearing of sintered 
bronze oil impregnated under high 
pressure. Bearing is said to develop 
less friction than other types of thrust 
bearings in this application, and 
allow operator to tighten his vise to 
pressure required with 
minimum effort. Wilton Tool Mfg. 
Co., Inc., 9525 Irving Park Rd., Schil- 


ler Park, Iil. 


the exact 





[WHY WAIT? 
Special 
TAPS « DIES 
THREAD PLUG GAGES 


A COMPLETE SELECTION OF SIZES 











IMMEDIATE DELIVERY 
FROM STOCK 


WE ALSO STOCK 


ACME & METRIC 


TAPS and DIES 


RING GAUGES 
SPECIAL REAMERS 
EXTRA LONG DRILLS 


SPECIAL TAPS ALSO MADE TO 
YOUR PRINT SPECIFICATIONS 
QUOTATIONS FURNISHED UPON REQUEST 





WRITE FOR SPECIAL TAP AND DIE 
PRICE LIST AND WALL CHART 
LISTING SIZES IN STOCK 











FIELD 
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Industrial Cutting Tools 
29-31 SOUTH DESPLAINES STREET 
CHICAGO 6, ILLINOIS 


All Phones: Financial 6-1195 





Two-Stage Automatic 
Compressors 


= RANGE OF USES for air and 
water under pressure is increasing 
year by year. Assure yourself your 
share of this industrial growth by 
being a Champion distributor. 
Champion manufactures two lines 
of air compressors; Champion, from 
, to 20 hp., single and two stage, 
many of which are equipped with the 
exclusive Oil Monitor which pre- 
vents cycling without enough oil in 
the crankcase, and Challenger, a fine 


compressor made to a price. 


Hi-Pressure Jet Rig Washers de- 
liver up. to 25 gpm. at 500 psi. 
They are widely used in canner- 
ies and food processing plants, 


Self-Lubricating 
High-Pressure Washers 


domed upper 
cylinder design 
more air &€ 


delivery 
per stroke 


Single-Stage 
Automatic Compressors 


Portable 
Compressors 


exclusive 
oil monitor 
prevents 
breakdowns 
... Stops 


losses ! 


oil extractive and automotive industries. 


WRITE FOR CATALOG 


HAM PION 


PNEUMATIC MACHINERY CO. 


810 Pleasant Avenue * 


Princeton. Illinois 





Thermostatic steam trap 
has new baffle feature 


Thermostatic steam trap has baffle 
feature which causes live steam enter- 
ing trap to be deflected upward from 
the orifice to envelop the bellows. 
This results in fast snap-close action 
and complete prevention of live-steam 
loss, maker claims. W. H. Nicholson 
& Co., Wilkes-Barre, Pa. 


Clutches meet requirements of 
miniature equipment applications 


Two miniature-size, sprag-type 
clutches, called FS-02 and FS-04, are 
designed to meet requirements in a 
wide range of over-running and in- 
dexing applications resulting from 
rapidly increasing use of miniature 
mechanisms. Model FS-02 provides 
1.5 ft. lbs. torque and is available 
with .250-in bore. FS-04 has 17 ft. 
lbs. torque capacity and is available 
in bore sizes of .375 and .500-in. Both 
models are designed for continuous 
over-running speeds to 3450 rpm on 
model FS-02, and 2400 rpm on FS-04. 
They are capable of indexing at rates 
to 5000 cycles per minute, represent- 
ing a gain of approximately 15 per 
cent in performance capability above 
rates of earlier models, maker claims. 
Formsprag Co., 23601 Hoover Road, 
Warren (Detroit), Mich. 
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LEADERS IN THE DROP FORGED CLAMP FIELD 


... in design, machining and strength; in complete- 
ness of line in both sizes and types. 


Designs are based on a full knowledge of clamp 
uses and requisites. Drop forging assures die-perfect 
form, texture toughness and freedom from structural 
faults. Maximum stiffness is attained by a discerning 
selection of steels with accurate controlled heat- 
treating, tempering and testing. Medium service, 
extra deep throat and spatter resisting types are 
equipped with new ARMSTRONG ball-joint swivel 
pad which will not come off. Pad is optional on tool 
makers clamps. 

In case you do not know who handles the 


EXTRA DEEP THROAT ARMSTRONG Line in your area, we will be glad 
“Cc” CLAMPS i : 

Provide extra clearance required to supply this information. 

for some work. Extremely stiff 


phn ee ages | <a For dependability and long useful life, specify and 


with ground seats; have sliding standardize on ARMSTRONG Drop Forged Clamps. 
pin handles and ball-joint swivel 

pads. Bodies have smooth sand- 

blast finish. 

(11 sizes to 12” opening) 


ARMSTRONG BROS. TOOL CO. 


HEAVY DUTY 
“Cc CLAMPS 


Universally recognized as strongest “C” 


clamps made. 


Longer hub holds screw 


alignment against terrific side strain; per- 
mit tighter clamping and multiplies thread 
friction against loosening. Alloy steel screws 
are hardened at point to prevent upsetting. 


Ground seat. 


(8 sizes to 12” opening) 


5205 W. ARMSTRONG AVE. 


MEDIUM SERVICE 
“Cc CLAMPS 


The design and careful 
selection of steels in this 
type clamp combine to 
give it maximum 
strength and stiffness 
consistent with conven- 
ient weight. Heat treated 
screw with sliding pin 
handle and ball-joint 
swivel pad. Ground seat. 
(9 sizes to 18” opening) 


* CHICAGO 46, U.S.A. 


TOOL MAKERS 
“Cc CLAMPS 


Quality steels, drop forged, 
heat treated and accurately 
machined with ground 
seats. Drop forged screws 
have both ‘‘wing nut’’ 
handle for convenience 
and square necks for tight 
setting with a wrench. 
Either ‘‘plain’’ or with 
ball-joint swivel pad. 

(Four sizes: 1”, 2”, 3” or 
4” maximum opening) 
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SPATTER 
RESISTANT 
WELDERS 
“Cc CLAMPS 


Extra Deep Throat 
Pattern (see above). 
Body, Swivel and 
Screw are cadmium 
plated over all to re- 
sist welding spatter. 

(8 sizes Capacities to 

12” opening) 


1961 





MACHINISTS’ CLAMPS 


Jaws drop forged, 
carefully machined 
and hardened, are 
extra heavy; will not 
bend or spring on a 
short bite and are 
faced true. Will grip 
non-parallel surfaces 
because the under 
face of the center 
screw is convex, fit- 
ting into a concave 


seat for tiltin 
(Four sizes: rE 
ties to 444” opening) 





PARALLEL CLAMPS 


Carefully machined from 
ade steel and 
Particularly 


quarters. Spring clip holds 
loose in ali ent 
— ghtening or loosen- 
rte sizes: Capacities to 
244” opening). 





do all the 
lines you cCarry-— 
carry themselves ? 


In a truly profitable distributor operation, every product line car- 
ried must be self-supporting. 


Would a careful accounting uncover a line in your stable—perhaps 
once a front runner—which no longer carries its weight? 


There are many reasons why a product falls behind and becomes a 
dust collector. Competition steals a design edge; a technological 
breakthrough obsoletes its product advantages; a new manufactur- 
ing technique gives the other guy a price break or suddenly the 
manufacturer decides that his product sells itself and stops all his 
advertising and promotion support. These are but a few of the many 
reasons why good distributors constantly analyze and evaluate their 
product lines and their manufacturers. 


At the Flexible Coupling Division of Sier-Bath Gear & Pump Co., 
we’re really happy to have progressive and dynamic distributors 
like this on our side. 


You see—we welcome point by point, item by item, face to face 
comparison with our competitors. We firmly believe and can support 
with facts and figures, the statement that Sier-Bath flexible coup- 
lings are smaller — stronger — lighter and will perform as well, or 
better than other couplings. The simple design principle of solid 
one-piece sleeve construction means that Sier-Bath couplings cost 
less to make than more complex designs and thus give you — as a 
distributor—a strong price advantage without any sacrifice in your 
normal margin. 


As a distributor, another point that will be of interest to you is that 
we intend to keep things this way. Our constant research and de- 
velopment program is set-up to make sure we keep this design edge. 
Recent examples of R & D work are the improved end seal and the 
new retaining ring. All these product advantages are supplemented 
and supported by an advertising and sales promotion program which 
is “distributor oriented”. It provides promotional “gimmicks”, 
scheduled direct mail pieces and strong, national space advertising 
in the leading trade journals. 


Here’s something else that’s important to you as a distributor. 
Your customers are always yours — no matter how big they grow. 
This is standard policy at Sier-Bath. 


Want more information? Drop a note to Bob Miller, Sales Manager 
of the Flexible Coupling Division and get the details on how Sier- 
Bath couplings can add to your profit picture in 61. 


SlOP-GOth ousn a rome co. me. 


FLEXIBLE COUPLING DIVISION 
9246 HUDSON BLVD. « NORTH BERGEN, NEW JERSEY 
Member A. G. M. A. Founded 1905 








Midget grinders are ideal for 
precision tool and die grinding 


Precision midget grinder kits, for 
applications in plant shops where 
carbide mills and mounted points are 
required, offer a choice of 38,000 or 
60,000 RPM vane-type motors, which 
operate at constant speed under load. 
Included in each kit is a grinder, four 
mounted points, one carbide mill, 
wrenches, whip hose and plastic case. 
Standard equipment with the 200-G 
and 200-GM grinders includes a 
1%.in collet. A 14-in collet with a 
1%-in collet insert is included with 
the 300-G and 300-GM grinders. The 
models 200-GM motors are muffled. 
Airetool Mfg. Co., Springfield, Ohio 


vu 


Woodworkers’ vises feature 

larger gripping area 

Line of 7-inch woodworkers’ vises 
with 2%%-in left side clamping sur- 
faces, called ““West-Side” vises, is said 
to have 21% times the gripping area 
on the left of conventional wood- 
workers’ vises. Features include a 
graphite bronze thrust bearing which 
constantly lubricates the screw head 
without oil or grease; bright zinc- 
coated tubular steel rust and corro- 
sion resistant handles. Vices are 
drilled and tapped for wood braces 
which can be installed or replaced 
without loosening from bench. Colum- 
bian Vice & Mfg. Co., 9023 Bessemer 
Ave., Cleveland 4, Ohio 
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ITS EASY 
TO SELL “TOPS” 


LUBRIPLATE Lubricants must be “tops” or peo- 
ple would not pay the few cents more per pound 
that they cost. These fine lubricants do jobs that 
are either impossible or difficult to do with conven- 
tional lubricants. They reduce friction and wear 
to an unbelievable minimum and protect machines 
and parts against rust and corrosion even under 
mot humid conditions. LUBRIPLATE Lubricants 
speed production and reduce maintenance costs. 
They are indeed “tops”... and “tops” is easy to 
sell. 


Of great value to the Industrial Supply Salesmen 
is the LUBRIPLATE Tag Plan. Machines, and 
there are thousands of them on which a LUBRI- 
PLATE product is used for initial lubrication, are 
tagged by the machine builder. The tag consists 
of instructions and a postcard. The instructions 
tell the buyer to use a LUBRIPLATE Lubricant 
and where and how to use it. After the machine 
is sold the instruction part of the tag stays on the 
machine but the detachable postcard addressed to 
us is removed by the machine’s buyer, filled in and 
mailed. We advise the machine buyer of the 
name of your company and notify your company 
of a prospect for LUBRIPLATE. Thus you get the 
opportunity to sell LUBRIPLATE and other prod- 
ucts to this new customer. 


The territorial restricted sales policy of LUBRI- 
PLATE Lubricants protects the Industrial Supply 
House and its salesmen who sell them, Extensive 
advertising makes them known. Outstanding per- 
formance makes them repeaters. It is indeed a 
lucky salesman who has LUBRIPLATE Lubri- 
cants to sell. 


LUBRIPLATE 


THE MODERN LUBRICANT 
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“We have found that Lusri- 

PLATE lubricants keep fish proc- 

essing machinery easy to take apart and 

reassemble. They further prevent cor- 

rosion and seizure of bearings on seam- 

ers, pak formers and shapers and elim- 

inate down time due to faulty lubrica- 
tion. We consider them tops’”’. 

J. C. MILLER 
Plant Superintendent 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE GREASE AND 
FLUID TYPE LUBRICANTS WILL 


IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 


LUBRIPLATE is available 
in grease and fluid densi- 
ties for every purpose... 
LUBRIPLATE H.D.S. 
Moror OIL meets today’s 
exacting requirements for 
gasoline and diesel 
engines. 

















For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send me 
free “LUBRIPLATE DaTA B ‘ 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 


snes 


"SKE BROTHERS REFINING & 





idie machines cost money. 
Rely on Jewel Brand 
abrasive belts 

to keep yours running 


Courtesy ot The Hill-Acme Company, Cleveland, Ohio 


This Hill-Acme Sheet Polishing 
Machine is designed for fast 
polishing action at an economical 
cost. It is typical of today’s 
modern machine tools. 


Machine tools effectively cut costs, increase efficiency 

and speed of production lines. But, the wrong abrasive 
belt can cause shutdowns and delays. Belt breakage, 
marred finishes and similar mishaps create costly 
production bottlenecks. 

That’s why experienced operators have come to rely on 
Jewel Brand abrasive belts. Jewel Brand belts are made 
in a variety of grains, bonds and backings to meet 

virtually every requirement. Jewel Brand’s “Velvet Joints” 
permit an even flow of cutting surface, eliminating 
chattering and jumping. 

Why don’t you rely on Jewel Brand? Call your industrial 
distributor or write: Abrasive Products, Inc., South 
Braintree 85, Massachusetts. 


JEWEL*M 


COATED ABRASIVES 


belts * rolls * sheets * discs * specialties 





POLYETHYLENE TUBING 


Line of polyethylene tubing, P-1, is of 
high molecular weight, low melt 
index polyethlene resin, is made to 
close precision tolerances to simplify 
fitting attachment. Tubing is ideal 
for air, gas, water and chemical lines, 
either permanent or temporary 
hookups where low-cost flexible con- 
nections are required. Tubing is un- 
affected by most chemicals, with 
stress-cracking resistance the highest 
of all polyethylene. In 44, %% and 
\4-in O.D. sizes. Synflex Products 
Div., Samuel Moore & Co., Mantua, 
Ohio 


FLAT HEAT CAP SCREWS 


Flat head cap screws added to com- 
pany’s line of fasteners are available 
in diams. of 14 thru *4-in in all 
cataloged lengths. All surfaces of 
head. point and slots of screws are 
machined. Concentricity, uniformly 
bright finish and close tolerances are 
assured, maker claims. Screws are 
cold headed and cold threaded for 
fatigue resistance. Carbon _ steel 
screws are stocked: screws of high 
carbon, alloy steel, aluminum alloy, 
brass, bronze or corrosion resisting 
steels also available. Screw and Bolt 
Corp. of America, Box 1708, Pitts- 
burgh 30, Pa. 
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BARNES 


BAND SAW BLADES 


You can increase your sales with the Barnes complete line of band 


saw blades. 


For Standard Horizontal and 
Vertical Band Saw Machines 


HARD EDGE 
FLEXIBLE BACK 


«++ carbon bond saw blades are the 
basic blades of the band saw industry. 
They are the most economical blades for 
both cut-off and contour sawing. Recom- 
mended for efficient cutting of ferrous and 
non-ferrous metals, plastic, wood and 
other composition materials. 


and— 


INTERMEDIATE ALLOY 


.».« band saw blades increase the useful- 
ness of light duty machines, The Inter- 
mediate Alloy band will cut general 
purpose materials at faster rates and, 
in addition, will cut many of the difficult- 
to-machine alloys efficiently. 


For Heavy-duty Band Saw Machines 


oon SUPREME 


. «+» High Speed Steel band saw blades 
are superior blades for high production 
cut-off sawing of all metals. Their extra 
toughness and durability permits heavier 
feeds and higher speeds resulting in fast, 
accurate cutting of even the harder-to- 
machine alloys, 


For High Speed Friction 
Band Saw Machines 


FRICTION CUTTING 


. . band saw blades are specifically 
designed for economical friction sawing 
of ferrous metals at blade speeds of 
5,000 feet per minute or higher. Recom- 
mended for use only on sturdy machines 
with large diameter wheels. 


Ask your Barnes sales engineer for complete infor- 
mation on the Barnes Distributor Sales Policy and 
line of quality hack and band saw blades. Get 
the facts on how you can increase your share of 
the highly profitable saw blade business. 


w. o. BARNES co., inc. 


1297 TERMINAL AVENUE 


DETROIT 14, MICHIGAN 

















THIS IS 
FOR YOU 


The top quality line of 
industrial hand tools sold only 
through industrial distributors 


In the past year, nearly 100 additional distributors have switched to 
Union as a source of quality tools backed by a quality policy. We sell 
to industry only through recognized industrial distributors. Through 
our Bid Department we will also help you to get profitable Municipal, 
State, and Federal business. 


ATLAS by UNION RAZOR-BACK and RAZOR-LITE 
Hand Tools for industry The only Shovels with a Backbone 


EVERY TOOL GUARANTEED IN WRITING: All our tools are roll-forged in 
one piece. All handles are highest strength ash, natural finished so 
buyers can see their quality. Working balance and feel are perfect — 
the result of over 50 years specialization in making good hand tools. 


® Would you like our latest catalog, prices, complete information? 
Just fill in this coupon, or clip it to your letterhead for quick reply. 
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THE UNION FORK 
& HOE COMPANY 


500 Dublin Ave., Columbus 15, Ohio 


Send us complete information on your line. 


Name 

Title 

Company 

Street 

City ‘ Zone 


State 
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Swivel casters have no 
king-pin or king-bolt 


Heavy duty. 100°: hardened steel 
caster series. added to company’s line, 
features “Lockweld” construction 
which replaces non-rigid king-pin 
assembly with a rigid, welded struc- 
ture, locks bearing raceways in per- 
fect, permanent alignment for easier 
swiveling. maker claims. Casters also 
feature spherical leg design to dis- 
perse load on the caster over a greater 
portion of ball race. Series “25” 
double ball race swivel casters in 
sizes 5. 6, and 8-in. Series “35” rigid 
match series “25” in height; sizes 5, 
6 and 8-in. Fairbanks Co., 393 Lafa- 
yetle St., New York 3, N. Y. 


9-gage set provides 33 gaging 
tolerance limit combinations 


9-gage sets are available with nominal 
sizes in 64ths from 3/64 to l-in, in 
most number sizes from 1 thru 61, 
and in many commonly-used decimal 
sizes. Set consists of the Nominal 
gage, plus eight gages ranging up and 
down from the nominal in gradua- 
tions of .0001, .0002, .0005, .0010. 
Sets made to 40 millionths minus 
nothing class “X” accuracy. Del- 
tronic Corp., 929 Baker St., Costa 
Mesa, Calif. 
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PERCY: “These nuts look almost good enough to eat.” 


{LBERT: ‘“‘They sure do. Look at those clean threads, 
those well-shaped contours.” 


*“That’s how we know they must be Bethlehem 
nuts. They make all kinds of nuts, bolts too... 
standard and special . . . and fast delivery.” 


vecnmnnanypieainen 
BETHLEHEM STEEL fac 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. STEEL 


Export Sales: Bethlehem Steel Export Corporation —— a 








IN EXPERIENCED HANDS... 


th at : wh ere Clamp nearly doubles work-area 
you Il find accessibility at point of pinning 


“Deep-throat”,  threadless - spindle, 
aluminum clamp, called the “Deep- 
Throat Clamp”, has same throat 
height of company’s standard frame 
clamps. Clamp is quick opening and 
closing, has threadless spindle which 
readily slides to and locks on the 
piece to be pinned. Finger-tip control 
thumb screw applies clamping pres- 
sure without frame distortion or 
without causing spindle to turn and 
mar work. In 4 x 4-in and 6 x 6-in 
sizes. United Associates, 1605 N. 


© All types of industrial brushes are Hercules Ave., Clearwater, Florida. 


available from this one source. Replace- 
ment business is exceptionally good. 
Whether your customers order a few 
or in quantities of any type the quality 
throughout the line is of the same high 
standard. 

When you need custom-made indus- 
trial brushes for your customer’s specific 
needs, Milwaukee cooperation and 
quality makes permanent customers 
for you. 


@ Send for descriptive literature 


@ Production Brushes for power use 
@ Production Brushes for hand use 


@ Brushes for various maintenance GRAVITY FEED BARREL RACKS 


t needs 


rm Gravity feed barrel rack with arrester 
gates provides savings in space and 
THE MILWAUKEE BRUSH MANUFACTURING CO. hendling cnct. Berrdls lecded at 
2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN receiving end roll toward removal 
end where they are held in position 
by an arrester gate which also acts as 
a shock absorber. Spring loaded ar- 
rester gate then permits removal of 
a single barrel at a time from each 
channel while holding the rest of the 
barrels safely in postion. Dexion, 
Inc., 39-25 62nd St., Woodside 77, 
N.Y. 
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You Benefit 

from more than 

85 Years Experi- 

ence and Expert 

Sales Assistance by 
Metal Cutting Specialists 
When You Sell 


MILFORD 
——S 


brand name for 
Metal-Cutting Products by 


THOMPSON 
of NEW HAVEN, 
CONNECTICUT 


Thompson maintains an extensive Field 
Organization of Company Representa- 
tives factory-trained to provide tech- 
nical assistance and help you build 


your sales and profits. 


MILFORD products are avail- 
able only through Selected 
Industrial Distributors 


SERVING 
INDUSTRY 


DISTRIBUTOR 
Topics 


Responsibility 


by 
Al Tucker 


I’ve been thrown a deadline to produce more 
comments for this column. There are many 
things I’d like to say, but it’s frustrating 
when you know that what you want to say 
has to be printed. This particular column is 
entitled “Responsibility,” and I'll keep that 
in mind. 

Many of us in the Cutting Tool Industry 
rememiber the era of “Profitless Prosperity.”’ 
Now, here we are again, making history re- 
peat itself. The system under which business 
operates was at one time referred to as the 
“Profit System”’ and as the “Free Enterprise 
System.” Today, it would appear that making 
a profit is a capital offense. Distributors— 
and manufacturers too—are going through a 
period of great uncertainty and doubt about 
the soundness of their pricing policies and 
the effectiveness of their merchandising and 
marketing practices and their distributor re- 
lations. It seems to me that it’s time to do 
some serious thinking about these problems 
—and not dllow ourselves to be driven by 
impulse to retaliate against every competitive 
practice, real or alleged. 


There’s ample evidence that both manufac- 
turers and distributors have, in many in- 
stances, lost their sense of responsibility. 
Senselessly and almost hysterically, many 
have been trying to grasp volume for volume’s 
sake, regardless of their obligations to each 
other as manufacturers and distributors. 
Every manufacturer, who buys either direct 
or through a distributor, must also sell if 
he’s to stay in business. When this same 
manufacturer asks his suppliers to make con- 
cessions that he himself would not like to 
make in order to sell his own products, he’s 
helping to prolong our present chaotic con- 
ditions in the cutting tool market. We all 
know it’s unethical, impossible and possibly 
illegal to charge the industrial buyer “all the 
traffic will bear.’’ Yet what are the correct 
terms to describe the practice of driving 
prices down for all that the seller will bear? 
We’re all concerned about the increasing in- 
flux of foreign-made tools, and there’s a 
movement to, “Buy American.” So let’s try 
another one: “Buy Fair!"’ 


Neither of us, manufacturer or distributor, 
can pass the buck to the other. Each of us 
must accept his own responsibility for what 
has happened in industrial distribution today. 
It’s probably time to repeat a slogan that’s 
been kicked around in the industrial supply 
business for many years (even though it comes 
from another “‘industry’’): ‘“‘ REDUCING 
THE PRICE OF CASKETS DOESN’T IN- 
CREASE THE DEATH RATE.” 

The Thompson Company will continue to 
maintain its splendid distributor organization 
in a sensibly competitive position. But it will 
also emphasize quality, reputation and 
PROFITS! 


HAND & POWER HACK SAW BLADES 
BAND SAW BLADES « HOLE SAWS 
GROUND FLAT STOCK 
MIST COOLING SYSTEMS 





"© How SEVENeering with R/M cut packing replacement, 


~ 
“ 


reduced shaft wear and takeup on boiler feed pump 


Only 2 repackings a year with R/M 1845 “versi-pak’’® 
— more than 26 with former boiler feed pump packing 


Poor packing life, expensive shaft wear, 
and constant takeup were all problems 
harassing the boiler room engineer at 
Ludlow Papers, Ware, Mass., in maintain- 
ing a boiler feed pump operating at 325- 
350°F and 3450 rpm 

rhe life of the braided asbestos packing 
formerly used was only 1-2 weeks, the 
shaft had to be replaced in less than a 
year, and too frequent packing takeup 
was necessary 

Maintenance Specialties Co., an R/M 
Big 7 Packing distributor, solved all prob- 
lems fast with R/M_ 1845 “versi-pak” 
nonjacketed plastic packing. This Big 
Type No. | Packing, made from long 
asbestos fibers combined with low-friction 
compounds and non-leaching lubricants, 
not only extended packing life to 5-6 
months, but also resulted in negligible 
shaft wear and packing takeup. And R/M 


“versi-pak” costs less per set than the 
former packing 

Ludlow Papers, one of the largest man- 
ufacturers of gummed and coated label 
papers, specialty papers, reinforced papers 
and tapes, plastic film, and plastic coated 
materials, is one of many concerns 
SEVENeering with R/M to meet their 
packing needs. 

Both R/M distributor salesmen and 
their customers are going for Seveneering 
with R/M in a big way. They know that 
R/M Big 7 Packings do a quality job 
every time, reduce inventory, simplify 
packing selection, and give long, trouble- 
free service. 

An R/M Big 7 Packing Selection Chart 
will help your customers select the right 
Big 7 Packing Type quickly. If you do not 
have a supply of this powerful selling 
tool, write us today 

















Ground-in lubrication, high 
resistance to heat, materials 
handled and pressure make 
R/M Big 7 Type No. 1 Pack- 
ings ideal for pumps handling 
water, steam, chemicals. foods, 
beverages, oil and solvents 





R/M’s Big 7 Packing Types meet 95% of all packing needs, 
are sold exclusively through authorized R/M distributors 


RAYBESTOS-MANHATTAN, INC. 


BIG 7 PACKINGS 


PACKING DIVISION, PASSAIC, N.J. 
MECHANICAL PACKINGS AND GASKET MATERIALS 





AIR POWER CYLINDERS 


Line of general purpose air power 
cylinders, series “C”, is available in 
114, 154. 2%, 3% and 414-in bore 
sizes with standard strokes to 20-in. 
Single and double rod end models 
offered. 200 psi maximum. Floating 
cushions to reduce impact of stroke 
can be furnished when ordered, or 
added in the field without increasing 
overall length. One compact design 
provides three basic mounting posi- 
tions: side, cap end or head end. 
Friction minimized by oil impreg- 
which 


keeps rod constantly lubricated. One 


nated bronze rod _ bushing 
piece non-score piston construction 
eliminates metal-to-metal contact on 
cylinder body, stroke ends. Hanni- 
fin Co., Div., Parker-Hannifin Corp., 
Des Plaines, Ill. 


Sonic energy cleaning systems 
offer greater cleaning efficiencies 


Sonic energy cleaning systems fea- 
ture “Omnimite”, a magnetostrictive 
transducer bonded to a stainless steel 
diaphragm, which is guaranteed not 
to break, crack, depolarize, deterior- 
ate, become detached etc. during life 
of cleaning unit. Units are recom- 
mended for critical cleaning opera- 
tions in metal working, pneumatic, 
hydraulic, glass, ceramic, electronic 
weapon system, missile, and commer- 
cial fields. Bendix Corp., Pioneer- 
Central Div., Sonic Energy Products, 
Davenport, lowa 
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TEMPERATURE REGULATORS 


Self-operated stainless steel tempera- 
ture regulator has body and all wetted 
parts of stainless steel to handle tough 
chemical applications and corrosive 
or erosive conditions. Also available 
for steam, water, air. oil and gas. 
Available from stock in 14, %, Y%, 1 
and 114-in capacities for immediate 
delivery with 316. stainless _ steel 
bodies. Seats are self-cleaning and 
self-lapping in operation to provide 
tight shut-off and help minimize main- 
tenance. Valve also has a field remov- 
able thermal system in case a range 
change is desired in the field. Suit- 
able for 300 psi WSP and 500-deg. F. 
Eleven ranges available to control 
temperatures from 10-deg. F to 450- 
deg. F. OPW-Jordan, 6013 Wiehe 
Rd., Cincinnati 13, Ohio 


y E 1! ht. 
HEADGEAR FOR WELDING HELMETS 


Free-floating welding helmet head- 


gear, called “3-C Headgear”, is of 
plastic fabrication, with corrosion re- 
sistant aluminum parts. Unit is not 
affected by moisture, is flexible for 
comfortable conformity to head, ad- 
justable for perfect fit around and on 
crown of user’s head. Free-floating 
design avoids direct contact with 
helmet shell. Fibre-Metal Products 
Co., 5th and Tilghman, Chester, Pa. 
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Meet Ben 


he helps you do more with DELTA 


As Metalworking Product Manager for Rockwell’s Power Tool 
Division, Ben Eldridge has a lot to do with the introduction of new 
products. You might say that part of his job is creating sales 
because that’s just what new products do for Delta Industrial 
Distributors. Not only do new products stimulate extra sales activity 
with new prospects, they give salesmen an approach to present 
customers that helps to sell other tools in the line. 

Over the years, Ben has seen new product development play an 
increasingly important part in Rockwell’s planned program of 
distributor support. By enabling Delta Distributors to keep pace 
with the changing needs of industry, Kockwell has built a repu- 


tation for power tool leadership. This reputation is an intangible 


‘ > 


competitive edge in “getting the order.’ 

When Ben helps bring a new product into Delta’s line, he counts 
on plenty of backing. Experience in precision manufacturing— 
modern tooling and production methods—thorough testing — 
quality control to assure uniformly high standards—these are some 
of the reasons why leading Delta Distributors say you can do more 
with Delta. And they have the figures that prove continued growth 
in sales and profits. 

Find out how you can do more with the Delta line. Drop Ben 
a note on your company letterhead. Address Rockwell Manufac- 
turing Company, Delta Power Tool Division, 634J N. Lexington 
Avenue, Pittsburgh 8, Pennsylvania. 


DELTA INDUSTRIAL TOOLS 


ROCKWELL” 








AIR-POWERED PU M P 


... at a Hand Pump Price! 


... and ARO quality all the way! 


Once you see it pumping, you'll agree . . . 
the ARO Little Squirt is a breakthrough 
in liquid materials handling! Designed to 
eliminate forever time-wasting, tiresome, 
inefficient hand pumping of fluids from 
drums to other containers or points of 
use. And, while it’s “little” in price, it’s 
big in features and performance! , 


HIGH VOLUME—uUP to 7 gals. 
min. free flow. Handles fluids 
up to 90 weight gear oil easily. 


DEPENDABLE—6 million cycles in life test. 


VERSATILE—handles oils, gear oils, water, 
kerosene, gasoline, anti-freeze, thinners, 
solvents and other non-corrosive fluids! 


SAFE — air-operated; no explosion or 
spark hazards! 


UNIVERSAL BUNG MOUNT — fits 
either standard %’’ bung inlet, 14’ 
inlet, and with adaptor, 2’ inlet. 


INFINITELY ADJUSTABLE DELIVERY—from 
zero to full flow! 


Why pump by hand when you can “go 
automatic” with the new ARO air- 
powered Little Squirt? The price is right 
and the quality is ARO clear through. 





CALL OR WRITE TODAY 
... for full details on “LITTLE SQUIRT” 


Distribution Opportunities! 


THE ARO EQUIPMENT 
ARO CORPORATION 
Industrial Division « Bryan, Ohio 


Aro Equipment of California, 3141 S. Grand Ave, Los Angeles 7; — 


Aro of Canada, Lid., Rexdale (Toronto) Ontario. Offices in Principal Cities 





Shut-off valve features unique, 
positive sealing Teflon seat 


High-pressure shut-off valve is 
equipped with a Teflon seat com- 
pressed into a positive sealing “O” 
ring. Housed in a stainless steel 
swivel cage attached to a free turning 
Monel steel stem, a portion of the seat 
is forced from cage as valve stem is 
screwed down to the closed position, 
forming a Teflon-to-metal seal. De- 
sign is said to eliminate galling as 
valve is closed. Body of valve, Model 
18-8, is of stainless steel, seal is im- 
pervious to all fluids and is leakproof, 
maker claims. Rated at 10,000 
NSCWP, valve is easily opened, 
closed under extreme pressure. In 
four sizes, 4% thru *%4-in. Clayton 


Mark & Co., Evanston, Ill. 


SABRE SAW BLADES 


Sabre saw blades are specially heat 
treated to combine extra fast cutting 
qualities with long service life. In 
both coarse and fine tooth for both 
metal cutting and wood cutting—two 
blades in a handy plastic sleeve 
package. G. W. Griffin Co., Franklin, 
New Hampshire 
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Textile motor is protected against 
lint and other airborne particles 


Fan-cooled totally enclosed textile 
motors, type JG, are available in 
ratings from 1 to 50 HP, speeds 720 
to 1800 RPM. Design of motor pre- 
vents entrance of lint, minimizes 
build-up of lint on external surfaces. 
Ribbed surface of motor dissipates 
heat 50% faster than smooth sur- 
faced motors, maker claims. Intake 
ports are conioured to minimize air 
restrictions, permit low intake veloc- 
ity while preventing turbulence. 
Available in 3 or 2 phase. 60-cycles, 
with operating voltages of 220/440 
or 550 volts. Rated for a 55-deg. C. 
temperature rise. U. S. Electrical 
Votors Inc., P.O. Box 2058 Terminal 
innex, Los Angeles, Calif. 


Toolmakers vise features 
an extra wide jaw opening 


Precision-ground toolmakers _ vise. 
hardened and ground to .0002 in 
parallelism, has a jaw opening of 6-in 
and a jaw width of 3-in. For greater 
flexibility in handling a wide variety 
of sizes. new vise has removable hard- 
ened and ground jaws with inside and 
outside jaw positions. Swivel-tail 
handle swings out of the way when 
vise is in use, provides easy tighten- 
ing when used in close quarters. Bald 
Eagle Products Co., 356 Cedar St., 


St. Paul 1, Minnesota 
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Turnover Slow? 
Volume Low? 
Profits So-So? 


TRADE MARK 
REG. U.S. PAT. OFF K 


For consistent sales, sure profits . . . sell the best, 
FRANKO Solid Woven Belting. You always satisfy, 
because there is a type or size for every need. Available 
in 1” to 96” widths . . . Three popular types... 


“INNERLOK” for Industrial Conveyors. Famed dense 
weave assures minimum stretch, keeps belt true longer. 
Lightweight flexibility cuts power costs. 


“FINETEX” for Biscuit & Cracker Industry. Super-fine 
texture, for bakery and confectionery product uses. 


“SUPER-CORRUGATOR” for Corrugated Box Industry. 
Non-peeling, minimum stretch, strong and flexible. 
The original interwoven belting. Makes better board 
at lower cost. 


Write for details and samples today. 


**Builders 
of Better Belting 
Since 1875” 


wwe FRANKLIN 


1118 Central Parkway 
Cincinnati 10, Ohio 





Best | 
any thme 


AERO-SEAL JET’ worm drive hose clamps 


Whenever you're dealing with hose clamps (using them or selling them) you 
will find more plus features in AERO-SEAL than you can get anywhere else. 
The patented JET mechanism permits almost instantaneous installation 
but will never shake loose. The patented band slots are shaped and angled 
to prevent binding. The patented inter- 
lock of saddle and band eliminates spot 
welding. AERO-SEAL bands and saddles 
are 302-18-8 stainless steel, and all stain- 
less is also available. You'll find no burrs 
or sharp edges because AERO-SEALS are 
finished to aviation standards. 
AERO-SEALS come in diameters from 
7/16” to 15 feet to solve a multitude of 
fastening problems. Don’t accept less. 
AERO-SEALS are best any time. 


CORPORATIONS, INC. 
700 Liberty Avenue, Union, New Jersey 
Cable Address: Breeze, Union, N. J. (BREEZE) 





Aluminum oxide grinding wheel 
provides rapid stock removal 


Aluminum oxide grinding wheel, 
called the “27”, can be used for heavy 
feeds on a variety of materials from 
high speed steel and regular alloy 
steels to low carbon steel and boiler 
plate. Wheel is said to cut exception- 
ally cool, give fast cutting action, hold 
form well. Macklin Co., Jackson, 


Mich. 


Repair compound consists 
of 80% bronze, 20% plastic 


“BR”, a repair compound of bronze 
and plastic, is especially applicable in 
foundries for filling large blow holes 
and other imperfections in bronze, 
brass castings, other applications 
where it is necessary to bond to iron, 
bronze, steel, aluminum, brass, wood, 
glass etc. Tensile strength of material 
is 9000 psi, compression strength 
20,000 psi. Once hardened, mixture 
can be drilled, ground, machined. In 
1, 4, and 15 lb. packages, including 
BR, hardening agent, release agent, 
two spoons for measuring. Devcon 
Corp., Danvers, Mass. 
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“Fire-Seal” seats insure tight 
Shutoff in event of fire 


“Fire-Seal” seats for company’s ball 
valves provide tight shutoff of flam- 
mable or dangerous fluids in event of 
fire which might elevate temperatures 
beyond limits of standard nonmetallic 
seating materials. Construction con- 
sists of a primary seat of metal- 
encaged reinforcing Teflon which in- 
corporates an accurately machined 
secondary metallic seating surface. If 
Teflon is destroyed by excessive heat, 
shutoff of flow is insured by metal- 
to-metal contact between ball and 
secondary seat. Valves with “Fire- 
Seal” seats available with screwed 
ends in 1 thru 3-in sizes and with 
150 and 300-lb. flanged ends in 1 
thru 8-in sizes. Bar stock valves of 
carbon steel construction available 
with “Fire-Seal” seats in'14 thru 2-in 
screwed end sizes. Hills-McCanna 
Co., 400 Maple Ave., Carpentersville, 
Illinois 


Impact wrench is 
lightest on market 


CP-616 impact wrench, said to be the 
lightest 2-in capacity air-operated 
wrench on the market, is designed 
for tough use such as is encountered 
in refineries, shipyards, utilities etc. 
Unit has a roll-type side throttle 
handle and a convenient dead handle, 
features a malleable iron clutch hous- 
ing. Also has a double grip spade 
handle and a suspension bail for ease 
of operation. Chicago Pneumatic 
Tool Co., 6 East 44th St., New York 
at. W... F. 
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Load Binding is: 


NO PLACE FOR 
GUESSWORK 


«--use CM BRANDED chain and know you are right 


There’s a way to be absolutely sure of the chain you are using 
CM Inswell High Test and Herc-Alloy Chain are clearly and 
permanently branded by Make and Grade for lifetime identifi- 
cation. You can identify them...positively...at a glance...even 
after they’ve been in rugged service. No chance for the wrong 
grade of chain to slip in on the job. Specify CM Inswell High 
Test or Herc-Alloy Chain and know you are right. 


CM HIGH TEST and HERC-ALLOY are Washington-Oregon-California approved 


HOW IT'S DONE... 


The Make and Grade marks are em- 
bossed onto, not stamped into the 
links. The CM and HT or A appear 
alternately at approximately 10’ 
intervals along the chain opposite 
the weld. 


iINSWELL HIGH TEST 


Inswell High Test Chain has many 
superior features. Its ultra-short, 
uniform, non-kinking links make it 
a safer, easier handling, longer last- 
ing chain. For many years it has 
been a favorite for load binding pur- 
poses. Its performance is proved by 
rugged service in the logging, lum- 
ber, petroleum, transportation and 
other industries. The 3/8” size has 
a Working Load Limit of 5,100 Ibs. 


Cif HERC- Alloy 


CM Herc-Alloy is the original alloy 
steel chain...has no equal for rug- 
ged applications requiring maxi- 
mum resistance to impact loading. 
It is a high grade load binder chain 
with a high tensile strength that 
permits the use of a smaller and 
therefore lighter weight, easier-to- 
handle size. The 5/16” size has a 
Working Load Limit of 5,000 lbs. 


Available from your CM Distributor’s stock. Write for bulletin 
COLUMBUS McKINNON CHAIN DIVISION 
RUGGE D ” DURABI f LUMBUS MCKINNON CORPORATION 
TONAWANDA, NEW YORK 
NEW YORK (Mountainside, N.J.) * CHICAGO 
CLEVELAND «+ SAN FRANCISCO 
Warehouses: San Francisco (Factory Branch), Portland, Oregon; 
Los Angeles, Salt Lake City and Dixon, Illinois 
in Canada: COLUMBUS McKINNON LIMITED, ST. CATHARINES, ONTARIO 
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How to make best selling “H99"’ 
yield EXTRA PROFITS 


Pipe Sockets —This semi-steel, female 
threaded socket lets you recommend ‘‘H99”’ 
for a wide variety of equipment with pipe 


Lubrication Seals —for noth swivel and 
wheel bearings—are features you can sell 
where it is important to keep grease in, 
dirt out. Protect floors, give longer caster 
life 


Grooved Wheels —adapt standard 
"H99" casters for operation on inverted 
angle-iron track—help you get orders for 
production line trucks 


Stems —adapt ‘‘H99" to any equipment 
with tubular legs. Note also COMBINATION 
SWIVEL LOCK AND WHEEL BRAKE, 
another sales making variation 


Thread Guards — ideal for textile plant 
use—with specially constructed wheels and 
spacer washer, prevent threads and other 
material from binding wheels. 


“Floating Hub’’—Bassick “09” is the 
“Floating Hub" equivalent of ‘‘H99."’ Sell 
this where customer has delicate equip- 
ment or fragile loads to handle. |deal for 
rough service on power-pulled trucks. 


Detachable Swivel 
Lock —This ‘‘add-later’’ fea- 
ture for 6” and 8” sizes can 
help an undecided customer 
make up his mind in your 
favor. Be sure to specify 
“X400" locking ring. 


We’re sure that you—as a Bassick distributor—already know about popular, easy- 
to-sell Bassick “H99,” the fastest selling high quality truck caster on the market. 
3ut do you know about these “H99” accessories and variations? They can help 
you satisfy your customers needs and help you make extra money, too. 
Keep the facts on them at your fingertips, and recommend them on your calls. 
The Bassick Company, Bridgeport 5, Conn. Jn Canada: Belleville, Ont. 1.28 




















SPATTER SPRAY UNIT 

Spatter spray unit designed for two- 
color spray applications consists 
primarily of company’s model 19 
spray gun connected to two paint 
cups (either one-quart or two-quart 
sizes available), an air adjusting 
valve. and necessary hoses and 
fittings. Different color paints are 
contained in each cup. Both colors 
flow in separate hoses to spray gun 
where they are mixed just prior to 
being sprayed. Controlled mixing in 
spray gun head insures proper fin- 
ished appearance. Binks Mfg. Co.., 
3140 Carroll Ave., Chicago 12, Ill. 


Tension control wrench overcomes 
resistance in bolt tightening 


Tension control wrench overcomes 
frictional resistance in bolt tighten- 
ing. reduces assembly costs because 
fasteners are used to their designed 
capacities, maker claims Built-in 
standard control permits adjustment 
of wrench to obtain tension from 25 
to 100% of the elastic limit of bolt. 
providing bolt tension regardless of 
burrs. irregular threads, rust, scale 
etc. Wrenches need no attachments 
or extras, deliver full power forward 
or reverse. Two models: 18B-7T 
with rated capacity of *%4-in and 
18B-9T with rated capacity of 114-in. 
Gardner-Denver Co., Quincy, Ill. 
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Punch presses offer better 
applications of flywheel inertia 


Line of back geared punch presses, 
ranging in capacity from 2 tons thru 
25 tons, give slow, powerful strokes 
resulting in more advantageous ap- 
of 


many operations and can easily be 


plications flywheel inertia for 
changed from repeat to non repeat 
action. With press, strokes per min- 
ute or flywheel revolutions per minute 
as desired without 


of 


Available 


can be reduced 


sacrificing loss press tonnage 


capacity. in six standard 


models with other special models 


such as special die space etc. avail- 
able on request. Alva Allen Indus- 


tries, 1001-15 N. 3rd St., Clinton. Mo. 


ALL STEEL DERRICK WINCH 


Heavy duty, all steel, general purpose 
derrick winch can be operated by one 
or two men, has an extremely large 
line capacity and will handle up to 
500 ft. of 14-in cable. Unit operates 
in direct drive for hi-speed line take 
up. For lifting, operates with 4:1 gear 
ratio. Unit has a spring loaded dog, 
which can be released for free spool- 
ing, and a lever operated hand brake. 
Beebe Bros. Mig. Co., Seattle, Wash- 
ington 
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built to take it: 


Pedestal Lathes 


Produced in quantity, by modern methods, and priced to sell 
readily in all markets, SHELDON PRECISION LATHES 
are built to stand up and hold accuracy through years of con- 
tinuous hard service. Not only because we have built long life 
into every detail, but also because of our “‘actuarial’’ experi- 
ence with Sheldon Lathes in the field, we unhesitatingly issue 
an individual, signed and sealed, corporate guarantee for a 
period of 5 years, with each Sheldon Lathe. 


Sell SHELDON LATHES with confidence. 


They will deliver as specified—in accuracy, capacity, power 
and stamina. They will require no time-consuming, make-good 
servicing, adjustments or settlements. They will assure satis- 
fied customers and effortless repeat orders. They will build 
your reputation as a dependable dealer in quality machine 
tools. They will broaden your machine tool market and in- 
crease your machine tool profits. Write for catalog. 


SHELDON 


SHELDON MACHINE CO. Inc. 


4232 NORTH KNOX AVE. a CHICAGO 41, ILL. 


Push Button Turret Lathes 


Variable Speed 
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HAND WINCH 








Twelve 5-ton Beebe Hand Winches provide all the power 


to operate this specially designed machine built by a con- 


tractor to position 28-ton pre-stressed concrete girders. 


The contractor’s problem was 
to place these 90-ft. long concrete 
girders between 70-ft. high piers 
during construction of a freeway. 
The height above ground and the 
rough terrain made it impractical 
to position the girders by crane, 
so the contractor designed and 
built this “girder launcher.” The 
machine stands on the end of the 
finished portion of the roadway, 
and a concrete girder is placed in 
an inner cradle. The cradle is then 
cantilevered out to the piers where 
it rests on tracks. The concrete 
girder is lowered from the cradle 
and bolted in place. The cradle is 
retracted, and the launcher moves 
in position to place the next girder. 


Beebe hand winches are used as 
the exclusive power source because 
they provide low cost, reliable, and 
sensitively controlled power. 


BEEBE BROS. 


MANUFACTURING COMPANY 
2720 Sixth Avenue South 


Seattle 4, Washington 


Copr. 8.8 


“Strongest geared power for its weight in the world”’ 





POWER HACKSAW 


Portable floor model “601” power 
hacksaw has rear legs equipped with 
7-in ball bearing, rubber tired wheels 
that roll easily. A handle at front 
makes it easy to tip saw onto wheels, 
pull or push. Saw capacity is 5-in 
wide by 4-in deep, with a fast act- 
ing swivel vise that permits sawing 
at any angle to 45-deg. on material 
to 314-in wide. Saw feeds by gravity, 
with weight of frame providing fast 
cutting. Saw stroke is 3%4-in and 10 
or 12-in blades may be used. Has a 
4 hp, 1735 rpm motor on a built-on 
motor mount, drive pulley and vee 
belt. An automatic stop switch lets 
saw operate unattended. All cast con- 
struction is said to provide an un- 
usually solid and durable power hack- 
saw. Sales Service Mfg. Co., 2363 
University Ave., St. Paul 14, Minn. 


BARRICADE WARNING LIGHT 


Barricade warning light, available in 
seven models, features a switch in- 
side the case, making it tampcr-proof. 
Batteries can be one or two 6 volt, 


lantern type, with service life of over 
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2000 hours with two batteries. Lights 
are daylight controlled by Photocell: 
off during day, on during dusk, night 
etc. Operating temperature range 
from minus 20-deg. to 135-deg. F. 
Models 805 and 810 feature the lens 
with a 14-in band of reflecting area 
around periphery to reflect auto head- 
lights giving driver fixed reference 
point to flashing light. Star Headlight 
& Lantern Co., W. Main St., Honeoye 
Falls, N. Y. | 








Cylinders have low-friction 
bearings to prevent scoring 


Series D cylinders have low-friction 
nylon and Delrin bearings which al- 
leviate scoring and prolong life of 
cylinder wall and piston rod. Cylin- 
ders are designed for 250 psi service; 
cylinder barrels are of chrome-plated 
steel, roller-burnished to a 4 micro- 
inch finish for maximum sealing 
power and minimum friction. Avail- 
able with a choice of basic 3-way 
mounting (horizontal flush, front 
flush and rear flush). Rod clevis and 
pin, swivel mount and pin, pivot 
mount, foot mount and flange mount 
are readly attached to basic mount. 
Self-adjusting block VEE design pis- 
ton and rod packings automatically 
compensate for pressure variations 
with negligible breakout friction and 
a unique cushion arrangement as- 
sures positive cushioning with im- 
mediate acceleration on return stroke. 
Alkon Products Corp., 200 Central 
Ave., Hawthorne, N. J. 
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Profit from Selling 


KLEIN 


Electronic 


PLIERS 


In almost every section of the country you 
will find manufacturers of electrical and 
electronic components who offer an im- 
portant market for Klein specialized elec- 
tronic pliers. These manufacturers offer 
a profitable source of business for every 
industrial distributor. 

If you now handle Klein pliers, be sure 
your salesmen are going after quantity 
plier orders in the electrical and elec- 
tronic field. We shall be glad to supply 
them with catalogs. If you do not sell 
Klein pliers, mail the coupon below. 


Sold only through distributors 


The Klein line includes a complete 
range of pliers, side cutters, oblique 
pliers, long nose pliers, as well as the 
selected electronic pliers shown here 
—over 150 different sizes and styles. 


) Mathias KLEIN=m & Sons 


YRPORATED 


7200 McCORMICK ROAD 


D318-5\4—Long needle 


<® 
DO52-C—Specially de- 


signed for wiring printed 
circuits. 


D207-5C— Replaceable 
blede sheer cutter. Will 
cut dead soft wire or ex- 
tremely hard wire. 


CHICAGO 45, 


Mathias Klein & Sons, 7200 McCormick Road, Chicago 45, Ill. 
Please send me the Klein Plier Catalog and information. 


Name 





Title 








Company 
Address 








City 


ILL 





Worth more 
to you=— 
four 

ways! 





CANTILEVER STORAGE RACK 


Adjustable arm cantilever rack has 
columns of heavy structural steel 
welded to formed plate bases, joined 
by cross and X-bracing to set up 
stable and rigid units. Keyway slots 


on column faces provide 4-in adjust- 
able spacing for arms which button 
on with no bolts or nuts required. 


Assembly accomplished in minutes, 
maker claims. Complete. self-stand- 
ing units available in either single or 
Sinaloa double arm construction with choice 


of 12-in or 16-in arms. Twelve gage 


SPRING WASHERS _ "32" c.° 


to handle short pipe length, rod ete. 
Jarke Mfg. Co., 6333 Howard St., 


Chicago 48. Ill. 
1. Complete Customer Acceptance cr aA 
Easier to sell because National has earned a reputation 
for extra-dependability throughout general industry and 
on the railroads. Your customers know the line by name! 


2. Convenient Standard Packaging 


Attractive, extra-strength standard packs are easy to 
store, clearly labeled and resist damage. Your stocks 
are easily-catalogued, neat appearing at all times! 


3. Sales Stimulating Literature 
National catalogs help make sales. These informative 


bulletins are available for counter stacks or distribution > Torque saw has specially designed 


to your customers. National backs you up at point-of-sale! 
worm and worm gear for heavy loads 


4. Mutual-interest Distributor Policy — Improved 7!%-in high torque saw, 
A liberal sales plan that has you in mind. With National 4 model 568. has housing of lightweight 
you have a quality line, full sales cooperation, excellent * 


service everywhere and maximum profits assured! die cast aluminum alloy and a “no- 


drag” telescoping guard. Unit also 


SEND FOR COMPLETE INFORMATION—Ask National for the features a micro-adjustable clutch set 
details on the Spring washer line and sales policy, now. —- 
Just call or write; your inquiry will receive prompt attention. for any degree of “slip needed for 


safety, or blade may be locked with- 
The NATIONAL atety  piade may € ockea with 


out slip. Weight is less than similar 
LOCK WASHER COMPANY saws of this capacity, maker claims. 


N . . , , 
SWARK 6, NEW JERSEY ¢ MILWAUKEE &, WISCONDHS Porter-Cable Machine Co., Syracuse 


LW. 7, 





Representatives in Principal Cities in the United States and Canada 
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stock ‘the fast selling nae 
FOREDOM: POWER TOOL 


LINE 


Visitor's goggles are 
lightweight, inexpensive 


Model G 531 visitor’s goggles have 


frame and temples of smoke gray 

acetate. Spatula type temples are de- | ppessssumsmmsmemmen 
signed for comfort. Large clear | § j@eal for... P 
acetate lens is equipped with clear 5 : 
nose pad for comfort without distor- g 

tion. Temples can be imprinted with | | x 


Miniature flexible shaft machine (above); 1/10 H.P. universal 
: i motor; carbon-pile, continuously variable foot rheostat; speeds 
Safety Equipment Corp., 644 Pacific ——_ , up to 14,000 RPM; UL approved; wide selection of interchange- 
St.. Brooklvn 17. N. Y. rf able handpieces; prices start at $67.75. 








company name at low cost. Pulmosan 


Miniature power screwdriver 
and nut runner (top right); 
1/10 H.P. universal motor; ex- 
clusive pickup/finder; drives all 
screws from =0 to =4; runs nuts 
up to *4; prices start at 
$109.15. 


Miniature bench grinding and 
buffing motor (center right); ‘ 
1/15 H.P. universal motor; §& 
14,000 RPM; hand or foot rheo- 
Stat; prices start at $23.50. 
Distributor kit complete with § 
machine, handpieces, attach- : 
ments, etc. (bottom right); Ideal 4 


for on-the-spot demonstrations. 
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“Cut-N-Saucer” wheel, combines | able you to do repeat business with every Foredom 


Grinding wheel offers easier ——— ‘ 
control, less operator fatigue Foredom’s line of miniature power tools is unique in § a 
Reinforced grinding wheel for weld the industry and covers a wide range of types and § 
indi d ‘ot , models. Equally important is the Foredom line of | 
— lig it snagging, called handpieces, attachments, accessories, etc., which en- 
a a SRA 


wal 


user. Foredom backs you all the way with extensive 
advertising, brochures, flyers, plus top quality refer- 
rals and inquiries in your area. For immediate infor- 
away mount. Wheels are available in mation, fill out and mail the coupon today. 

7 and 9%-in sizes to fit standard : 

: ‘ r-- FOREDOM ELECTRIC COMPANY, INC. e Bethel, Connecticut since\/1922 = 
threaded spindles on portable grind- MANUFACTURERS OF MINIATURE POWER TOOLS ; 
ing equipment. Wheel’s saucer shape Please send me Foredom’s miniature power tool catalog, . 
plus discount schedules and other pertinent information. 


bines advantages of a saucer shaped 


wheel with convenience of a throw- 


permits operator to hold wheel at 
closer angle to work. Permanently ; Position 
attached “Dis-Card” mount permits 
wheel to be installed on grinder in 
seconds. No separate mounting pad Aderese 
required. Vorton Co., Worcester 6, City... 


Mass. 
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THE 
REPEAT DEMAND 
FOR OSBORN 
POWER BRUSHES 
MEANS MORE 
PROFIT TO YOU 
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Selling from scratch can take time. Too much time. That's 
where the repeat demand for popular Osborn industrial 
brushes saves you valuable time. Pays off in more profit 
per call. Osborn brushes are backed by solid, pre-selling 
national promotion. It's the complete, top-quality brush 
line respected for value by both buyers and users. How 
can you take advantage? On every call—ask for an 
Osborn industrial brush order. The steady demand means 
repeat business, more profit to you. The Osborn Manu- 
facturing Company, 5401 Hamilton Avenue, Cleveland 
14, Ohio. ENdicott 1-1900. 


Power, Paint and Maintenance Brushes 


Metal Finishing Machines. ..and Finishing O 
Methods « Foundry Production Machinery 
® 











Oil filter removal tool 
is “end-on”, self locking 


Self-adjusting, self-locking tool, de- 
signed for quick removal of dispos- 
able type oil filters, grips like a vise 
on the end of filter to eliminate 
difficulties encountered with strap 
wrenches in approaching from side or 
in removing frozen filters. Designated 
No. 2304, oii filter removal tool may 
be used with l-in socket and exten- 
sion or any 1-in open end, adjustable 
or other wrench. Proto Tool Co., 2209 
Santa Fe Ave., Los Angeles 54, Calif. 


CYLINDERS 


“E-R Series”, a new group of 
economically-priced cylinders for air 
or hydraulic service to 200 psi, 
feature chrome-plated steel piston 
rods with wrench flats, metallic rod 
wipers with automatic wear com- 
pensation and design that permits 
installation of adjustable cushion kits 
at any time without disassembly of 
cylinder. Chromed steel rods and 
cushion kits not available in 114-in 
bore sizes, which have stainless steel 
rods and fixed cushions. Available in 
lla, 1%, 2, 3, and 4-in bore sizes. 
Modernair Corp., 400 Preda St., San 
Leandro, Calif. 
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Globe valves are designed for better 
control, less vibration and chatter 


Globe-type valves for chemical, food, 
petroleum and other processing in- 
dustries are redesigned from the con- 
ventional valve having a rotating 
valve having a rotating stem with 
rising handwheel and swivel disc to a 
valve having a non-rotating stem with 
a non-rising handwheel and fixed 
disc. This change is said to eliminate 
3 disadvantages of conventional globe 
valves: stem vibration and disc 
chatter; galling between stem foot 
and disc; tendency of stem to cut 
a spiral through packing. New design 
is also said to provide longer life, 
improved throttling control. In a 
variety of corrosion-resistant alloys, 
including 18-8S (type 304 or CF-8) ; 
18-8SMo (type 316 or CF-8M); 
Aloyco 20; monel, nickel, and Hastel- 
loy B and C. Alloy Steel Products 
Co., Linden, N. J. 


Welding helmet 
adjusts to any head 


“Warrior” welding helmet features 


headgear with five fast, easy adjust- 
ments to any head or position require- 
ment. Design eliminates need for 
bolts, screws, washers or nuts in head- 
gear-to-helmet assembly. Headgear 
has pressure sensitive foam sweat- 
band. Fixed front and lift front 
frames are readily interchangeable 
between straight and curved fiberglas 
shells. Welsh Mfg. Co., Providence, 
RI. 
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Just recently Preci- 
sion completed its 
fourth plant addition 
in just a short period 
of seven years and still 
further expansion is 
in the making — 
proof of industry’s 
acceptance of 

the Precision 

Line. 


Here is a complete headquar- 

ters for drills comprising a wide 

- , variety for almost every pur- 

/ pose. Sell the quality, the 

i ability, the durability which 
gets full approval 

Make Precision your dependable source 


of supply for Straight Shank Twist Drills 
and Drill Blanks as small as .006 Diame- 


ter. Also Taps, Reamers, Carbides and Pree CATALOG 


Tools 
Write us for details obligation 


Write for your copy no 


PRECISION. TWIST DRILL AND MACHINE COMPANY 


10 Woodstock St Crystal Lake, iil a ea ee, Pe 


3127 





FORMULA 


3:36 


METALS tNOUSTRY 


RUST AND CORROSION 


DURING STORAGE 


ELIMINATES 


DURING 
PRODUCTION 


@ stock this new product for 


» ++ LARGE VOLUME 
-- - REPEAT BUSINESS 


CRC 3-36 drives out moisture from grain boundaries, cracks and 
pores and leaves a thin molecular film to protect the metallic 
surface from the re-entry of moisture. It offers an effective, low 
cost method of preventing rust and corrosion. This formula is 
equally effective on iron, steel, aluminum, magnesium and plated 
and painted surfaces. It will not affect tolerances and is suitable 
for use on precision equipment and sub-assemblies as well as 
machined surfaces, castings and raw material stock . . . CRC 3-36 
lifts corrosive scale and facilitates cleaning . . . does not have to 
be removed. 

CRC 3-36 distributors everywhere are telling the same story 
... high turnover—excellent profits. They are stocking only CRC 
3-36, a multi-purpose formula that replaces many slow-moving, 
single purpose items. Investigate now. 

FOR FURTHER INFORMATION on where and how to sell CRC 3-36, 
write or call CORROSION REACTION CONSULTANTS, 
116-3B Chestnut Street, Philadelphia 6, Pa., WAlnut 5-0200. 


Bite 


PREVENTION PROGRAMS 


FORMULA — 


@ RUST AND CORROSION 





Combo set features cold 
impact extruded sockets 


“Combo” socket set contains only 
seven basic driver parts from which 
mechanic can make hundreds of dif- 
ferent drive combinations, from a 
flexible ratchet head to a sliding 
Tee-Bar. 


from *%g-in to l-in, by sixteenths. 


Eleven socket sizes range 


Sockets are made by newly developed 
cold impact extrusion process, to ex- 
tremely close tolerances. J. H. Wil- 
liams & Co., 400 Vulcan St., Buffalo 
i. 3 


ROTARY PUMPS 


Series of motor-mounted rotary 
pumps for handling clean liquids and 
solvents (up to 5000 ssu) are said 
to offer economy and ease of instal- 
lation on jobs requiring delivery 
rates from 10 to 30 gpm at pressures 
to 125 psi. 
built as an integral unit with a com- 


Pump and motor are 


mon heavy-duty shaft supported by 
the motor bearings, eliminating need 
for separate pump bearings, a sec- 
ond seal, a coupling, a pump head, 
and a mounting base. Installs fast 
and easily, and pump discharge can 
be directed to left, right, up or down 
simply by removing four capscrews 
and repositioning cylinder. Each 
pump equipped with a built-in relief 
valye to bypass delivery in case of 
excessive pressures. Offered in three 
basic sizes—l, 114, and 1%-in 
(MX1, MX1!4, MX1%). May be 
ordered with any of five different 
motors, from *4 to 3 hp. Blackmer 
Pump Co., Grand Rapids, Mich. 
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FLEXIBLE METAL HOSE... 


a source of BIG EXTRA PROFIT FOR YOU! 


The Flexonics Flexible Connectors in the photo 
above illustrate only one of the many applications 
for Flexonics metal hose that exist in your territory. 
And as a Flexonics PMS distributor, you can cap- 
ture this profitable business because you will be 
offering your customers and prospects a new and 
better service—one they need and want. Fastest 
delivery . . . quality products . . . competitive 
pricing . . . and capable counseling. Learn the suc- 
cess story of Flexonics PMS distributors. Write 
TODAY—a Flexonics PMS distributorship may 
still be available for your territory. 


eeeeeeeeeeeeeeeeeeeeeeeeeeee® 


METAL HOSE PROGRAM 


. 
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Turn the page for the story onthe BIG factory “‘back- 


up” 


you receive as a Flexonics PMS distributor 





° 


Here's the complete factory “back-up” you receive as a 


AUTHORIZED 


PROFIT MARGINS... 
Considerably higher than on most 
lines you now handle. 


THE QUALITY LINE 

Flexonics is the pioneer and most 
experienced name in metal hose, and 
has the most talented product en- 
gineers, metallurgists, and applica- 
tion engineers in the business. 


TRAINING... 

Includes both technical training for 
your personnel at the Flexonics fac- 
tory in Bartlett, Illinois, as well as 
sales training and assistance in the 
field for your salesmen. 


NEW PRODUCTS... 
Flexonics has consistently led the 
field in the introduction of new prod- 
.. “Hi-Flex” 
the high temperature, high pres- 
sure hose that has greatly expanded 
the application of metal hose in 
industry. 


INVENTORY 


ucts. The most recent 


You receive a detailed analysis of 


the metal hose potential for your 
territory. Based on this, plus the 
Flexonics field man’s experience, you 
are advised on inventory mix. 
You'll find it modest and geared to 
a fast turn. 


nics PMS Distributor Program 


DISTRIBUTOR 


EMERGENCY STOCK ... 
Flexonics maintains a large product 
inventory in Bartlett, Illinois, for 
you to draw on for those emergency 
needs. 


DISTRIBUTOR AGREEMENT... 
You'll find the Flexonics PMS dis- 
tributor agreement liberal and fair. 
It includes a stock return privilege. 


NATIONAL ADVERTISING ... 
Flexonics extensive magazine adver- 
tising reaches virtually all segments 
of industry—spotlights you as the 
PMS distributor for your territory 

emphasizes quality products, 
fast delivery your ability to 
meet any requirement. 


SALES TOOLS... 

Your salesmen will have a complete 
array of sales literature, carefully 
developed to answer practically all 
questions dealing with product and 
installation, and ability to service 
customer needs. 

PROMOTIONAL MATERIAL... 
Included is a hard-hitting direct 
mail campaign, sales producing 
premiums, decalcomanias, and a full 
line of collateral sales helps. 


the progressive 


approach to the marketing of flexible metal hose. 


DIVISION OF CALUMET & HECLA, INC. 
3:10 € 


ast Oevon Avenue 


FLEXIBLE METAL and SYNTHETIC HOSE 
EXPANSION JOINTS 
BELLOWS «+ SPECIAL TUBULAR ASSEMBLIES 


Bartiett, titinois 


In CANADA 


FLEXONICS CORPORATION OF CANADA, LTD 


BRAMPTON, ONTARIO 
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WHEN SPACE IS LIMITED AND WEIGHT IS A FACTOR 


A NEW 
MAC LEAN -FOGG 
LOCKING 
FASTENER 


OMALIER ! 


The new M-F Flangette Lock Nut is much 
smaller than ordinary flange nuts, yet 
is structurally strong, locks dependably, 
simplifies assembly. 


py sme 


WlhlZ- LOCK 


tS 
2 
@ 


No. 10 FLANGETTE No. 10 FLANGE NUT 








LIGHTER ! 


Keep weight down with the M-F 
Flangette. The tiny flange strengthens 
the entire nut... permits lighter body. 
Weight: considerably less than the con- 
ventional flange nut of equivalent size. 


WHIZ-LOCK 
FLANGETTE 


ORDINARY 
FLANGE NUT 





SAFE. SURE 
LOCK | 


The “Flangette” utilizes the patented 
Maclean-Fogg Whiz-Lock principle. 
Spins on—locks to the surface on which 
it bears. Easiest of all lock nuts to apply. 
Withstands shock and vibration. 


WHIZ-LOCK FLANGETTE 
UTILIZES M-F PATENTED 
WHIZ-LOCK LOCKING PRINCIPLE 


AVAILABLE IN 4 SIZES: No. 6, No. 8, No. 10, 1/4” 
SAMPLES ON REQUEST 


iets), ieee 
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With the 


MacLean-Fogg 


Lock Nut Line 
There's 


more 
that’s new 
for you to 


Sell! 


To the left of this column is the first 
announcement of another new lock 
nut—developed at Maclean -Fogg. 
The Flangette offers certain advan- 
ages your customers need. So do 
other new M-F products. Why not get 
the facts about this line. MacLean- 
Fogg is an idea company and the 
first idea always is to give distribu- 
tors finer products to sell. 


more help in the 
selling, too! 


MacLean-Fogg ads seem to run 
everywhere. Watch for the ad 
at the left in Design News, Ma- 
chine Design, Product Engineer- 
ing, Purchasing, and other fine 
magazines your customers read. 








NEW IDEAS IN MARKETING What Manufacturers Are 





“The stronger the sales manager, the more 
8 g 
effectively he can train his salesmen” 


Dayco Stages Seminars 
For the Sales Manager 


Industrial Division of Dayco Corp., 
Melrose Park, Ill., is conducting a 
series of six seminars for distributor 
sales managers. The sessions have 
been held in Chicago, New York, and 
Cleveland, and three more are sched- 
uled for Atlanta, Dallas, and Los 
Angeles. They are being run by 
David C. Legault, director of sales 
education, Norman G. Lever, the 
division’s sales manager, John J. Sly, 
assistant sales manager, and by the 
regional sales manager in whose area 
the seminar is being held. 

Each two-day session has been 
organized to help distributor sales 
managers in the training and di- 
rection of their sales forces. As a 
Dayco spokesman puts it: “Many dis- 
tributors have men coming along who 
are being trained by people who have 
forgotten how to sell.” 

Using a variety of visual aids and 
involving the distributor sales man- 
agers attending in discussion, the 
seminars are built on the “AMPS” 
approach to the selling problem. 
AMPS are the initials of a four- 
pronged solution to the sales manage- 
ment difficulties facing many distrib- 
utors, Dayco believes: 

¢ Attitude—Distributors must find 
ways of instilling in their salesmen a 
proper attitude: pride in company, 
confidence in top management, know- 
ing how he is performing, “Only your 
company, your management, can in- 
still these attitudes that are such a 


4 Distributor sales managers and 
Dayco’s discussion leaders hard at 
work at first seminar in Chicago. 


necessary prelude to the learning 
which must follow.” 

¢ Motivation—The sales manager 
must endeavor to understand the men 
he supervises, be able to detect the 
drives that motivate him, and thus 
harness them. 

¢ Planning—What sets the “profes- 
sional” salesman apart from the run- 
of-the-mill is his insistence on plan- 
ning his work. “But thousands of 
times a day, salesmen will undertake 
to do their jobs with no better plan 
than to ‘play it by ear.’” 

¢ Selling—‘“Industrial salesmen are 
being forced, by the changing times, 
to engage in a kind of activity which 
can only be described as group sell- 
ing.” To reach the various buying 
influences in a plant, salesmen are 
doing so through clinics and demon- 
strations and other means. This new 
technique of selling is “agonizingly 
different” for the average salesman, 
so he needs all the help his sales 
manager can provide. 

The Dayco sessions are entirely 
free from “product talk,” the stress 
being on the sales manager’s imme- 
diate problem of teaching sales tech- 
nique to his men. The condition of 
rapid change which most salesmen 
will encounter in their areas is key- 
noted in Legault’s kickoff talk in 
which he condenses world history to 
a 12-month period to show how 
quickly technology is moving. 

“Recognizing that he himself must 
make corresponding changes in his 
techniques, his attitude, his efforts, is 
the first step a salesman must take 
in solving the problem of steadily 
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Doing to Help Distributors Build Profitable Sales Volumes 





diminishing profits,” said Legault. 

In the discussion involving plan- 
ning, the Dayco discussion leaders 
showed distributor sales managers 
how to use a “planned sales guide,” a 
training form intended to encourage 


think 


consider the 


salesmen to ahead about his 


accounts, “to funda- 
mentals of his job.” 

Somewhat similar to a call report, 
the sales guide form enables a sales- 
man to write down all that he knows 
about a prospect, the competitors he 
knows are contacting him, the open- 
ing remarks the salesman _ intends 
objections the 


Used 


by Dayco to train its own salesmen, 


making, the possible 
prospect might bring up, etc. 
the planned sales guide is recom- 
mended to train distributor salesmen. 

Depending on the success of the 
current series of seminars, the meet- 
ing program will be expanded to 
more large industrial centers next 


year, Dayco says. 


Wilton Offers Display 
For “640” Vise Line 


Wilton Tool Mfg. Co., Schiller Park, 
Ill., has a new counter display for its 
new “640” utility vise line. Designed 
with two display levels, the stand is 
furnished free with every distributor 
order for two No. 64314, one No. 
644, and one No. 645 vises. 
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Portfolio of new promotion materials American Sealants is furnishing distributors. 


Distributor Promotion 
Begun by American Sealants 


Co., Hartford, 


Conn., is activity promoting its prod- 


American Sealants 
uct, “Loctite,” through industrial dis- 
tributors. According to Charles E. 
Heilig, Jr., sales manager, more than 
50% 


through selected broad-line distrib- 


of the company’s sales are 


utors. The company is now formulat- 
ing written distributor sales policy. 
In support of its distributor policy, 
the company is providing a portfolio 
of sales promotion materials (see il- 
lustration) — catalogs, application 
literature, ad reprints, advertising 
mats for distributors’ local use, etc. 
Through its 30 regional repre- 
sentatives, American Sealants is also 
conducting on distributors’ premises 
a salesmen’s training program. 
According to Heilig, Loctite is the 
type of product which helps salesmen 
to open new doors. A liquid plastic 
which hardens into a load-bearing 
solid when confined between close- 
fitting metal parts (nuts and bolts, 
bearings in housing, etc.), Loctite 


gives a salesman a chance to put ona 


quick, convincing demonstration. 
Kits and free samples are furnished 
him for this purpose. 

Martin J. Haller, sales manager of 
Lindquist Hardware Co., Bridgeport, 
one of American Sealant’s distrib- 
utors, says: “We give a quick demon- 
stration of the product’s locking 
ability on a nut and bolt. With the 
literature and samples provided by 
the company, the whole thing only 
takes a few minutes. We're been de- 
lighted with the results.” 

Distributor salesmen are being en- 
couraged to develop the “designer 
market,” said Heilig, by demonstrat- 
ing how Loctite can be used to cut the 
cost of extra locking parts. A sales- 
man making a call can apply the 
sealant to a bolt and nut, then reduce 
the setting time to about five minutes 
by heating with a cigarette lighter. 
“This has been found a very effective 
way of proving the product’s abili- 
ties,” Heilig points out. 
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Brown & Sharpe’s four-part Thriftorder form has “built-in” detachable shipping label. 


DISTRIBUTOR: RETAIN THIS CO v-™ 


pistrisuTOR © 


Brown & Sharpe Tackles 
Small-Order Paperwork 


Brown & Sharpe Mfg. Co.’s cutting 
tool division, Providence, R. I., has 
introduced a new method for its dis- 
tributors to order small-order require- 
ments. Using a special form called 
the “Thriftorder” 


method is claimed by the company to 


(shown above), the 


cut red tape and bring discount ad- 
vantages to distributors. 

The Thriftorder permits distrib- 
utors who order at least 25 package 
quantites a month to purchase small 
order requirements, that occur in be- 
tween their 25 and 50 package orders, 
at a 15% and 10% discount from the 
two to nine package price. 

“The advantages of faster service, 
no typing, less paper shuffling,” says 
the company, “are also available to 
distributors who do not meet the 
ordering quantity requirements.” The 
discount for these distributors using 
the Thriftorde: 
the 15% 
to nine package price now in effect. 

This is the Thriftorder 
works: 


¢ A distributor fills in the necessary 


form will remain at 


basic discount from the two 


way the 


system 


information in regard to quantity, 
tool number, and shipping instruc- 
This 


writing; the paper is specially treated 


tions. can be done in hand- 


170 


so that no carbon paper is needed. 

* Retaining the number 4 copy, the 
distributor forwards the other three 
to B&s. 

* B&S separates the original copy, 
using the perforated portion (shown 
in illustration) as the packaging 
label. The rest of this copy is inserted 
in the shipping carton as a packing 
list. The tools are shipped the same 
day the order is received. 

*Invoicing occurs periodically 
(once or twice a month), and terms 
are the same as for conventional 
orders. Copy No. 3 of the Thriftorder 
the for the 
distributor’s records. 

B&S points out that the Thriftorder, 
though for small orders, is designed 


is attached to invoice 


for package quantites only; no broken 
packages are allowed. Only one set of 
a Thriftorder form can be used for 
more than one package of the same 
item—in other words, a new form 
must be used for each different item. 

B&S says, further, that the Thrift- 
order can be used for shipments to 
distributors only—no drop shipments. 

In the event that an item ordered 
is not in stock, B&S returns the Thrift- 
order form, with the date the item is 
expected to be available stamped on 


it. The distributor can then reorder 
if the de- 


livery schedule meets his require- 


on a conventional order 
ments. 

“Thriftorder,” says B&S, “are de- 
signed to cover slow movers in a dis- 
tributor’s inventory. Our policy is to 
provide more than an adequate stock 
of these items, making the possibility 
of an out-of-stock condition slight.” 


How Permacel Glamourized 
“Workhorse” Product Line 


Permacel, New Brunswick, N. J., has 


succeeded in “glamourizing” the sales 


presentation of its line of cloth- 
backed tapes. Feeling that salesmen 
were not sufficiently merchandising 
this product because it lacked a cer- 
tain appeal, Permacel decided to 
surmount the problem with a compre- 
hensive brochure illustrating applica- 
tions of the cloth tape line. 

The company’s product manage- 
ment worked with the advertising de- 
partment to evolve a “show case” kit. 
The binder holding the material is 
covered with a Permacal cloth-back- 
ing material, and the inside cover has 
a pocket holding a small flip chart to 
be used as a track in running through 
the “cloth tape story.” Nine cards are 
each keyed to one of the company’s 
“firsts” in the cloth tape business. 

The complete line brochure gives a 
brief history of Permacel, describes 
and illustrates major uses for each 
tape, lists features, shows dispensing 
equipment, details government speci- 
fications, etc. A pocket in the back 
inside cover holds swatch cards show- 
ing samples of all cloth tapes in all 
This 


being used by distributor salesmen 


standard colors. brochure is 
and also as a giveaway piece by dis- 
tributors. 

Permacel reports that the whole kit 
has had good sales results among 
salesmen, and has evidently, says the 
company, “changed a _ workhorse 
product line into a_high-stepping 
thoroughbred.” 

Cloth tapes were the first products 
made by Permacel in the 1920's, and 
have been one of its most basic sales 


items throughout its history. 
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Ode to a distributor market 


(...or here’s how your customers can use Bodine Motors) 


Blowers, timers, a tower clock, 
Dampers, reactors, or brewing bock 
Animation for display, 
Moving belts of which convey, 
Agitating, winding, material feeds, 
All have fractional hp needs 


Rubber, canning, and packing plants, 

Pumping, dumping, making louvres cant 
Everyone you sell or call 

Use motors that are fractional, 
And Bodine Motors surpass all the rest, 

Are bought by those who demand the best... 


Selling Bodine 
fractional horsepower motors 
makes big dollar sense 


300 Different motors in the Bodine 
line from 1/2000 to 1/6 horsepower. 


Wide range of speed reducer motors. 
Torques: 1.3 in. oz. to 219 in. lbs. 
Speeds: 0.7 to 300 rpm. 
Ratios: 6:1 to 1800:1 


Bodine Electric Company 
2534 West Bradley Place 
Chicago 18, Illinois 


=e) 2)i, i= 
fractional /, ortabowes 
MOTOR 
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the power behind the leading prod 
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Nationally advertised in trade, 
business, and news magazines. 


See Sweet’s Product Design File, 
or Thomas Register for product 
information or write today. 


A limited number of distributorships 
are available in selected areas. 












































Where portability is needed... 


PEERLESS PACKET ALUMINUM HOISTS 


Portability is a major requirement in many hoist applications. Peer- 
less Packet Aluminum Hoists more than meet this demand. Typical 
of the reactions of steamfitters, boilermakers, ironworkers and main- 
tenance men is this comment: “We like these hoists because their 
light weight permits us to carry them from job to job more easily. 
And they take a terrific beating, need little maintenance.” 
Harrington offers a complete line of hoisting equipment. To- 
gether with its reputation for quality, this explains why distributors 
do a good business with the Harrington line—customers are well 


supplied, well satisfied, keep coming back. Write for particulars. 


THE HARRINGTON COMPANY 


Plymouth Meeting 11, Pa. 


Hand Chain Hoists (4 to 60 tons) « Electric Hoists (170 to 4000 Ib.) 
Trolley Hoists (4 to 12 tons) « |I-Beam Trolleys (4 to 20 tons) 
Lever Pullers (‘4 to 1% tons) « Safety Latches (13 sizes plus specials) 








Institute Publishes Book 
On “Grinding Stresses” 


Grinding Wheel Institute, Cleveland, 
has published an 8l-page booklet 
titled “Grinding Stresses: Cause, 
Effect, and Control.” It comprises 
papers which have been published on 
research sponsored by the Institute 
and the Abrasive Grain Association 
at the Mellon Institute. 

The compiled information proves, 
says the Institute, that good grinding 
is not detrimental to fatigue strength. 
“This work especially shows the 
grinding process to be a much 
maligned whipping boy. Definite 
reason has been shown to believe that 
fatigue strength in most normal 
grinding is not affected appre- 
ciably.” 

The Institute says further: “Under 
conditions which are not very far 
removed from normal practice today. 
grinding can actually improve the 


fatigue strength of a part.” 


Titeflex Starts Mobile 
Training Unit Traveling 


Titeflex, Inc., Springfield, Mass., has 
converted a standard house trailer 
into a training unit for its new dis- 
tributors. Within the trailer are 
assembly tools, product display 
boards, literature racks, and a screen 
and projector for slide film presenta- 
tions. Titeflex representatives will in- 
struct distributors’ staffs in manu- 
facture and assembly techniques. 
Two factors made the trailer idea 
practical, says Titeflex: (1) addition 
of new distributors as result of new 
marketing program, and (2) develop- 
ment of method of assembling Teflon 
hose in field with permanent types of 
end-fittings. 
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MaAVARSHALL 


Pp R E Cc | 7 | NM 
GROUND FLAT STOCK 











SCRIBE-IT is an excellent oil harden- 
ing steel for blanking, f int, 
piercing and coining dies where medi- 
um stance is required. 
It may also be used for ga tem- 
plates, wear plates, etc. 











@ Ready for scribing and layout. 
@ Permanent identification. 


@ Precolored and oversize—but re- 
tains accuracy of dimensions. 


@ Available in practical range of sizes 
for tool and die making. 


TOLERANCES 


Under 3/16” 
STANDARD 


Thickness plus .001” minus .001” 
Width plus .005” minus .000” 


3/16” and over 
OVERSIZE 


Thickness plus .011” to .013” 
Width plus .010” to .015”. 
*Can be finished to standard 
size after heat treatment. 


SOLD THROUGH SELECTED DISTRIBUTORS 
Write for complete catalog and the 
name of your nearest dealer. 


LET} 4s 
P.O. BOX 108 ID LA GRANGE, ILLINOIS 





WRITE: FOR FULL COLOR .WALL CHART FREE 
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More Distributors yp @ 
Profit More on &, 2. 
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Because More 


Industries Use 





The World’s Most 
Complete Line of 


The finest in quality and 
dependability. 


Every type of fabric belting 


produced anywhere. 


| S, *kness an ishes. 
All widths, thickness and finishes wnare g0880 Wovens COTTON 


STITCHED CANVAS 
KANRY-TEX HYCAR 
PLASCELL NEOPRENE 
CELLULOSE P.V.C. 
WET GRAIN WAX-TREATED 

ENDLESS 
... PLUS a research department BITUMINOUS IMPREGNATED 
that accepts ANY challenge for the SLINGS SIEVE LINING 
CLEANER AND SIFTER BRUSHES 


Standard, impregnated, coated 


or treated. 


Smooth, rough or specially 


surfaced. 


® Prompt delivery from stock. 


right belting for any problem! 





If you would like to profit on belting made by a 
manutacturer who recognizes his responsibility to 
you as well as to your customer, write Globe for 


further details. 


AA ~~ S 


sams. 

go | 
() ‘TA 

FLV) 


1400 CLINTON ST . BUFFALO 6, N.Y. 
Walters Belting Industries, Inc. Cromwell, Conn. 


Endless Belt Division of Globe Woven Belting Co., Inc. 


BELTING 


GLOBE WOVEN BELTING CO., INC. 





* 
ACME STANDARD DRILL JIG BUSHING 


SPEED SELECTION CHART 
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Acme Industrial’s Chart 
Helps Bushing Selection 


Acme Industrial Co., Chicago, has 
designed a chart to facilitate the 
selection and use of drill jig bushings. 
Measuring 81% in. wide, 13 in. deep, 
the chart will fit on a desk top or pull- 
out writing surface, or can be hung 
on the wall. 

Information on the chart includes 
standard number of bushing, fraction 
and letter drill sizes with decimal 
equivalents, standard drill ranges, 
outside diameters, etc. Chart is classi- 
fied in ASA standard bushings and 
Acme thinwall standard bushings. 
Any items not shown on chart are 


special. 


Lamson Corp.'s New Catalog 
Details Powered Conveyors 


Lamson Corp., Syracuse, N. Y., has 
issued a new 88-page reference book 
devoted to powered conveyors. The 
book incorporates the indexing fea- 
tures of a catalog and the presenta- 
tion of an engineering handbook. An 
engineer can select the section he is 
interested in, whether it be design 
features, standard applications, or 
engineering data. 

A 10-page section of the book con- 
tains photos of conveyor installations, 
showing different types, sizes, and 
other detailed specifications for spe- 
cifie jobs. 
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Firth Sterling Packages 
Polished Drill Rod 


Firth Sterling, Inc., Pittsburgh, is 
now packaging its polished drill rod 
and pricing it by the piece. The rod 
will be available to users in four 
grades, and packaged in a way to 
facilitate stocking and handling. This 
new “marketing concept,” says the 
company, “will enable drill rod to 
take its place as a packaged com- 
product on 
shelves with its companion items, tool 


modity distributors’ 
bits and ground flat stock. 

Because drill rod has been requisi- 
tioned and used by the piece, the 
company is making it possible for 
user and distributor to price by the 
piece. The former price-per-pound 
method has been converted to this 
schedules are 


basis, and discount 


based on total order value by grade. 


Ceramic Tooling Described 
In Vascoloy-Ramet Booklets 
Vascoloy-Ramet Waukegan, 


Ill., has issued three bulletins describ- 


Corp., 


ing “Ceramic VR-97,” a new cutting 
tool material. Five principal advan- 
tages of using the new product, 
together with its applications are set 
forth. One bulletin covers general in- 
formation, while other two cover 
ceramic machining of hardened, heat- 


treated, and cast iron. 
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Buy Epuyla: --/ndustry’s choice for Quality Products 


COUNT 
OFF! 


296 
912 


you name it... 


Equipto can supply you one, 


or a continuous row of 
> 


customized benches! 
-_ 





Thru EQUIPTO’s ingenious design and method of con- 
struction, benches can easily be arranged in one con- 
tinuous streamlined assembly. Additional EQUIPTO 
Bench Units are available, less one leg, and are easily 
bolted to adjoining EQUIPTO Bench. You save money 
on each additional bench, yet sacrifice nothing in the way of strength, convenience 
or appearance. 


There are 264 models in stock — available with many types and styles of drawers, 
sliding doors, aerial shelves, and a choice of 12 ga. steel, masonite, laminated 
maple, or bonded wood tops. 


Naturally, all drawers ride quietly on trouble-free nylon rollers. Get EQUIPTO'S 
complete bench story NOW. Write for complete catalog showing all 264 models. 


Sold only thru you the Distributor — never direct 


JPo 


BENCHES DRAWER UNITS LOCKERS EQUIPTO ROBE STOCK CARTS 


EQUIPTO 
ANGLE 





THE BEST THING YOU CAN DO 
IS GET HIM TO 


NEW ROEBLING 


You couldn't do him a bigger favor. And, right now, you’ve got wire rope customers who need the 
long-run performance of this rope, the newest wire rope development to come along in years. 

We've reproduced an advertisement here, first, to give you the reasons why Herringbone acts the 
way it does and, second, to let you know that we're telling the wire rope world—in a number of publi- 
cations — the same thing we're telling you. 

To add to this enticement, we have some decidedly glowing accounts from Herringbone users as 
to its staying power. These are immediately available for your use and your customers’ edification. 

Promote the new oe product...Herringbone. You’ve got customers who depend on you for 
the best in wire rope. You've got Herringbone—if not, get it right away. 


ROE BLING 


Branch Offices in Principal Cities 
John A. Roebling's Sons Division 
The Colorado Fuel and Iron Corporation 


INDUSTRIAL DISTRIBUTION 





FOR ANY WIRE ROPE CUSTOMER 





USERS OF NEW 
ROEBLING HERRINGBONE’ WIRE ROPE 
HOLD THESE TRUTHS 
TO BE SELF-EVIDENT... 





That Herringbone is the most practical and 
needed wire rope development to come along 
in years. 

Herringbone, the regular lay and Lang lay 
rope, is actually two-ropes-in-one rope. Thus, 
the qualities that make these two ropes good 
ropes, combine to make Herringbone excellent. 


HERE'S WHY: 
The steel core of Herringbone provides the ideal 
of Lang lay and@ne pair) 
of regular lay strands used in its construction. In 
addition, thef{outer wireSjare heavier for extra 
abrasion resistance, and good flexibility is main- 
tained by the finer wires inside. This combination 
of features enables Herringbone to give longer serv- 
ice in most applications. 





Herringbone has been used on a wide variety of 
excavating equipment and tough hoisting jobs with 
impressive results. Its applications are practically 
unlimited on installations which call for all-steel 
ropes and on many where fiber core ropes are now 
being used. Another of Herringbone’s added attrac- 
tions is the fact that it eliminates the necessity for 
stocking Lang lay rope for one job and regular lay 
for another. 


Your Roebling Distributor has Herringbone right 
now. He has, also, copies of a brochure describing 
Herringbone, the newest Roebling Star Performer. 
If you wish, write Wire Rope, John A. Roebling’s 
Sons Division, Trenton 2, New Jersey, for literature 
and anything you'd like to know about Herringbone. 


ROE BLING 
Branch Offices in Principol Cities 
John A. Roebling’s Sons Division 
The Colorado Fuel and Iron Corporation 
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NEWS OF PEOPLE AND EVENTS 1 Keep You 





Mueller To Give Opening Speech At Conference 


The First Industrial Distribution Conference, Sponsored By ASMMA, 
Features Distributor-Manufacturer Discussion Of Industry Problems 


Frederick H. 


retary of 


Mue ller. 


Commerce, 


former 

will give the 
opening speech at the first Industrial 
Distribution Conference to be held at 
the Statler-Hilton Hotel, 
September 11th and 12th. Dr. Henry 
Institute of 
America will be the speaker at the 
on “What's Ahead?” 


Distributors, manufacturers 


in Cleveland. 


Sund of the Research 


closing, 
and 
purchasing agents will participate 
in panel discussions. 

Impact of foreign competition on 
U.S. industry will be one of the sub- 
jects discussed by manufacturers and 
distributors at this conference. Low- 
priced imports have been cutting into 
manufac- 


the business of domestic 


turers, according to the American 


Supply & Machinery Manufacturers’ 


Association. Distributors, who nor- 


mally sell only American-made prod- 
ucts, also have been confronted by the 
problem of whether to add imported 
dis- 


products to their lines. Some 


tributors are now representing for- 


eign as well as domestic manufac- 


Richard M. Chewning 


turers. Others have joined a made- 
in-America movement and are so la- 
beling outgoing shipments to cus- 
tomers. 

Tied in with the discussion on for- 
eign competition is another session 
on distributor profitability problems. 
Distributors long have had difficulty 
in making small order handling pay 
off, and the recent pressures to reduce 
distribution costs have been no help. 

Another session will be devoted to 
customer policies on buying, or not 
buying, through industrial distribu- 
tors. A fourth session on the effects 
of the Act 


stimulated by recent government ac- 


Robinson-Patman was 
tivity. 

The conference is sponsored by the 
American Supply & Machinery Manu- 
facturers’ Association. Participating 
in the conference will be members of 
the National and Southern Industrial 
Distributors’ 

ASMMA expects several hundred 
manufacturers and distributors to at- 


Association. 


tend the Cleveland conference. 


Republic Supply Promotes Chewning 
To Executive Vice President 


Richard M. Chewning was promoted 
to executive vice president by The 
Republic Supply Co., Los Angeles. 
He had been vice president and di- 
rector since 1954. 

Mr. Chewning joined Republic in 
1941. He is a former president of the 
Los Angeles Industrial Distributors 
Association. 
rector of the Petroleum Equipment 
Suppliers Association and the South- 
ern California Industrial Distributors 
Association. 


Currently he is a di- 


Augustus Vogel 


Hanson Whitney Appoints Vogel 
Vice President-Sales Director 


Augustus Vogel was appointed vice 
president and director of sales of the 
Hanson Whitney Co. He will be in 
charge of the sale and distribution 
of all the firm’s products. 

Mr. Vogel is known as a specialist 
in the field of industrial distribution, 
For 


years he served industry as a market- 


according to the firm. many 


ing consultant. 


Pheoll Buys Fastener Line 
From Scovill Mfg. Co. 


Pheoll Mfg. Co. purchased the indus- 
trial fastener line of Scovill Mfg. Co. 
The operation will be integrated with 
Pheoll’s manufacturing facilities in 
Chicago and Torrington, Conn. 

With the acquisition of this line, 
Pheoll adds to its sales and manufac- 
turing facilities in New England and 
the Midwest. 

Pheoll is a wholly owned sub- 
sidiary of Allied Products Corp. 

At present, Pheoll has manufac- 
turing facilities in Chicago; Frank- 
fort, Mich.; and Torrington, Conn., 
according to Robert P. Lord, presi- 
dent. 
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Informed of News Developments Among Industrial Distributors and Manufacturers 





Woodworking Distributors Hold 
Joint Meeting With Manufacturers 
In Chicago, September 28-29 


The Sheraton-Chicago Hotel will be 
the setting for the second annual 
x of the Woodworking Machin- 


Association, as well 


meetin 
ery Distributors’ 
as for the separate and joint confer- 
Wood- 
working Machinery Manufacturers’ 
Association, Sept. 28-29. 

At the opening session, Thursday 


ences with members of the 


g 
morning, Sept. 28, distributors will 
consider industry problems of par- 
ticular importance to them. Follow- 
ing this there will be a joint luncheon 
with members of the WMMA and a 
joint session in the afternoon. 

Editors of industry trade papers 
will participate in a discussion of 
“Important Developments in the 
Woodworking Industry,” as a feature 
of the joint luncheon. 

At the afternoon session, Irwin H. 
Such, vice president of Penton Publ. 
Co. and Editor of Steel will speak on, 
“Is ‘Free’ Engineering Free?” 

Following the reception and dinner 
for members of the WMMA and 
WMDA, Nelson Nash, vice president 
of Great Eastern Lumber Co. will 
present a talk entitled, “For the Love 
of Wood.” 

The WMDA 


morning will begin with breakfast. 


session on Friday 
This will be followed by round table 


discussions of four subjects of 


importance to woodworking dis- 


tributors. The chairman of each of 
these discussions will report later at 
the meeting, when the entire conven- 
tion will have an opportunity to 
discuss these reports in a question- 
and-answer session. 

Registration will start Wednesday, 
September 27th at 2 P.M. at the 
The 
ness sessions will begin promptly at 
9:30 A.M. on September 28th. 


Sheraton-Chicago Hotel. busi- 
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Staunton Williams 


Philip C. Sayres 


Capewell Elects Staunton Williams Chairman and Philip Sayres, President 


Staunton Williams was elected chair- 
man of the board and chief executive 
officer of Capewell Mfg. Co., by the 
board of directors. 

In his new capacity, Mr. Williams 
immediately announced the election 
of Philip C. Sayres to be president of 
the local company, effective October 1. 

In a letter to Capewell employees, 
Mr. Williams told of a new plan to 
expand the firm’s sales and marketing 
strategy. This would be done by in- 
vestigating new products to be added 
to the present line of metal cutting 


and wood cutting saws and tools. 


Mr. Williams stated that the elec- 
tion of Mr. Sayres to the presidency 
is intended to accelerate Capewell’s 
expansion, both in the distribution of 
its present lines and in the develop- 
ment and acquisition of new products. 

Mr. Sayres is administrative vice 
president of Richardson-Merrell Inc. 
Previously he was executive vice 
president of American Can Co. 

Capewell _ still 
oldest product, horse nails, which are 
sold throughout the world. The firm, 
located in Hartford, Connecticut, was 


established in 1881. 


manufactures its 


Welsco Co. Completes Move To New Office-Warehouse Facility In Fort Worth 


Welsco Co., Fort Worth power transmission specialist, recently completed moving 
into a new office-warehouse facility at 3005 Shamrock Ave., Fort Worth. B. G. Wells 


is founder and president of the firm. 


Tom Lea is vice president and operations 


manager. Established in 1952, the firm has four salesmen covering 100 mile area. 





“Learn From Mistakes Of Others” Is Theme 
Of 1961 MPTEDA Convention, Chicago, Oct. 22-25 


[he Mechanical Power Transmission 
Equipment Distributors’ Association 
will hold its 1961 convention at the 
Edgewater Beach Hotel, 
October 22-25, 1961. 


The theme of the convention, ac- 


Chicago, 


cording to Frank W. Jordan, execu- 
tive secretary, is “Learn from the mis- 
takes of others, you can’t live long 
enough to make them all yourself.” 
Manufacturers and distributors will 
participate in the program. 

Warren M. Pike, president, Warren 
M. Pike Associates, Boston, and presi- 
dent of MPTEDA the 


president’s message, followed by re- 


will deliver 
ports of the industry relations com- 
mittee, cost of doing business survey 
committee, and 


secretary s report, 


nominating committee report. 


PAM MRE eS 


ee eee 


Gene Best 


Gene Best Named Sales Manager 
For Garrett's Marwedel Division 


Gene Best was appointed sales man- 
ager for the Marwedel Division, Gar- 
rett Corp. He has been with Mar- 
wedel for 14 years. 

Mr. Best succeeds Jay Barbeau, 
who resigned to enter another field of 


The 


joined the company as an abrasive 


business. new sales manager 


specialist. During the past year he 


was administrative assistant to the 


sales manager. 


Randolph H. Jackson, vice presi- 
dent, Boston Woven Hose & Rubber 
Co., will speak on “The Specialized 
Application and Sale of Mechanical 
Power Transmission Equipment.” 

Mr. Pike will moderate a panel dis- 
cussion consisting of two manufac- 
turer and two distributor participants. 
Topic will be: “Sales Training Re- 
Distributor-Manufac- 
After the panel discussion 


sponsibilities 
turer.” 
there will be seminar meetings of dis- 
tributors and manufacturers on the 
panel discussion. 

Another panel session will discuss 
“Sales Distributor-Cus- 
This 


also be followed by seminars. 


Training 


tomer Responsibilities.” will 
New officers will be elected and in- 


stalled for the new terms. 


Deming Pump Becomes 


Division Of Crane Co. 


Crane Co. purchased substantially 
all the assets of the Deming Co. 
Deming, located in Salem, Ohio, 
was founded over 100 years ago. Its 
sales of pumps and water systems 
have averaged more than $10,000,000 
for the past several years. Sale price 
was estimated at $5,000,000. 
According to D. C. Fabiani, execu- 
tive vice president of Crane Co., ad- 
dition of Deming’s manufacturing 
Ohio, 
Mexico, will permit Crane to enter the 
industrial pump business for the first 
the U.S. and Mexico. 


Walter F. Deming, who represented 


facilities in Arkansas, and 


time in 


the fourth generation of family man- 
agement as president of the Deming 
Co., will continue his association with 
the company as general manager of 
this new Crane Division. 

Crane Co. acquired the operating 
assets, including inventories and five 
manufacturing facilities of Alliance 
Ware Inc., subsidiary of American 
Metal Products Inc. The firm manu- 
factures pressed steelware. 


John P. Marsh 


James Marsh Elected President 
Of Consolidated Electric Lamp 


James A. Marsh was elected president 
of Consolidated Electric Lamp Co. 
At the same time John P. Marsh was 
elected vice president-general man- 
ager; David F. Erickson, treasurer- 
controller and Florence A. Hopkins, 
assistant treasurer and clerk. 

James Marsh succeeds his cousin, 
the Dwight H. 


Marsh, who was known throughout 


recently deceased 
the lamp industry. He has been asso- 
ciated with the company for nearly 
20 years. For the last several years 
the 


Vulcan Electric Division, which posi- 


he was general manager of 


tion he will continue to hold. 
John Marsh 


Champion Lamp Works for 19 years. 


has been’ with 
In recent years, he was in charge of 
all lamp manufacturing and engineer- 
ing. Both he and the new president 


the Marsh, 


founder. 


are sons 


of Jasper 
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Johnston, McClellan, Randolph, Join 
Capehart In Introducing In Congress 
A Quality Stabilization Bill 


Senator Homer Capehart (R.,Ind) 
was joined by Senators Olin Johns- 
(D..SC), John McClellan (D.. 
Ark), and Jennings Randolph (D., 
WVa), in introducing Senate Joint 


ton 


Resolution 121, a Quality Stabilization 
Bill. This Bill is identical to H.R. 
116, introduced earlier in the House 
by Rep. Ray J. Madden (D.,Ind). 
Following the 
Senate, John W. Anderson, co-author 
of the Bill and president of Quality 
Brands Associates of America, Inc., 


introduction in 


organization of manufacturers of 
trademarked products, stated: 

“The Quality Stabilization Bill is 
not in any sense a fair trade bill. It 
strikes simply and directly, in a Con- 
stitutional manner, at major evils de- 
stroying the traditional American 
system of distribution. 

“The predatory cut price, offered 
to bait the customer, at first looks 
like a bargain to the uninitiated. But 
soon, to permit its manufacturer to 
keep on cutting his own prices to 
predatory resellers or go out of busi- 
ness, the quality of the once-honored 
product disappears, faster than the 
price goes down.” 

Mr. Anderson further said that the 
bill gives the manufacturer responsi- 
bility for naming the exact retail 
price. He must account for the value 
the public gets. 

“There is no provision in the Bill 
for fixing of minimum prices only— 
which 


minimum prices, as recent 


Congressional investigations have 
shown, constantly tempt irresponsible 
dealers to charge as much as they 
think the traffic will bear, he said. 
“Operating under the Act will be 
entirely optional with the manufac- 
turer. Nothing in the Act prevents 
any manufacturer from producing 
trademarked products to be sold at 
whatever price may please the dealer. 
Thus the Bill would encourage wide- 
open competition in trademarked 
values between stabilized products 
and products salable at any retail 


price.” 
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Noland Co. Holds One Day Brush-Up Meeting for Its 400-Man Sales Staff 


6 a 
De ae sa 


Oe oie y 


At Noland sales session, reports from company product managers formed an im- 
portant part of the company-wide sales meeting. Here, M. Gardner Smith, executive 
vice president-marketing, address 400-man sales force. Listening are merchandising 


managers, C. V. Hale, refrigeration; E. 


M. Meyers, electrical; Howard Hinson, in- 


dustrial; Gordon Pearson, plumbing-heating, who conducted intensive seminars. 


400 
staff meeting of Noland Co., at com- 


More than attended the sales 
pany headquarters in Richmond, Va., 
recently. Top executives of the com- 
pany, addressing salesmen from 37 
branches in nine Southeastern states 
and the District of Columbia, quoted 
figures and showed charts to prove 
the 
ago, according to the company. 


recession ended three months 

Reporting on current market con- 
ditions, Lloyd U. Noland, Jr., board 
chairman, said that the “customer is 
king again.” Moreover, he added, 
there are clear signs that capturing 
the lead in this new customer climate 


will be a matter of selling quality, not 


price. “The conditions are right for 
it again, and they are getting righter 
every day,” he said. 

John E. Sommers, Noland presi- 
dent, presented figures to the group, 
showing a steady rise in Noland sales 
which, starting in March, have al- 
ready overcome a January-February 
deficit to put totals ahead of 1960. 

Noland Co. expanded its Winston- 
Salem, N.C., branch at 2100 Glendale 
St., to include industrial department 
services. 

Boyd A. Minnix, with 26 years in 
the distribution field, was selected to 
head the new seven-man department 
in Winston-Salem. 


New Carborundum Abrasive Service Center Holds Open House For 600 Guests 


ree 


John F. Claydon vice president, Carborundum and Harry M. Bayley, vice president- 
general manager, Pacific Abrasive Supply Co. greet guests at Center’s Open House. 





Purchasing Executives Report 
No Boom In Sight, 
But Business Continuing Upward 


For the fifth straight month, purchas- 
ing executives report that business 
continues its upward trend, according 
to the composite opinion of purchas- 
ing agents who comprise the Business 
Survey Committee, National Associa- 
tion of Purchasing Agents. 

The anticipated tapering off in 
rate, due to previously mentioned 
seasonal factors, however, is again 
reflected in the July report in new 
order and production figures. 
noted 
throughout July’s remarks. Now that 
the fair second quarter is a reality, it 
that a better third 


developing. 


An air of confidence is 


would appear 


quarter is However, 
while present and foreseeable trends 
of activity continue upward, statistics 
seem to be devoid of boom character- 
istics. 

New orders are reported up by 
35% of reporting members. This is 
o drop from last month. This 
group seems to have moved to the 
51% 


from 


, 
Cc 
oc 
Oo 


an 


“same” column; report no 


change, up 8% last month. 
Production figures follow the same 
general pattern, due to Summer lull. 

A high percentage of reporters’ 
remarks show that purchasing agents 
have a great awareness and concern 
over prices. Concern for profits, a 
natural resistance to price increases, 
saber rattling over Berlin, cost of 
possession and present low inven- 
tories are also in the buyer’s mind. 
All of these will be weighed heavily 
as purchasing agents establish their 
future buying and inventory policies. 
The decision to add to inventories, 
could be the 
key to the next strong movement in 


when and if it comes, 


the economy. 
The 


longer forward commitments, some- 


very moderate trend toward 


times almost imperceptible, was a 
little July. 


Capital expenditures, in particular, 


more recognizable in 
reflected some willingness or necessity 
to extend lead times. The majority 
of NAPA reporters, however, still 
cling to a conservative policy. 


Crane Co. Opens International Showroom on New York’s Park Avenue 


The new display includes some of Crane’s industrial valves used in many industries. 


Crane Co. recently opened an Inter- 
national Panorama-of-Products Show- 
room at 320 Park Ave., New York 
City, across from the Waldorf-Astoria 
Hotel. 

The showroom spotlights Crane 
Co.’s plumbing-heating-air condition- 
ing products for home and industry, 
as well as the firm’s line of indus- 
trial valves, piping, water condition- 
ing units and electronic controls. 

Crane products are not to be sold 
at the showroom. However, architec- 


Bingham Inc. Formed In Cleveland, 
Vic Peters Is General Manager 


Bingham, Inc., Cleveland, will con- 
tinue the business previously per- 
formed by the industrial, railroad and 
mine divisions of W. Bingham Corp. 
Victor Peters is the new operating 
head, title 
president and general manager. 


with of executive vice 

Bingham, Inc., will continue to 
carry essentially the same lines of in- 
dustrial supplies as in the past, 
according to Mr. Peters, but will 
increase, if possible, service and per- 
formance to its customers. 

The W. Bingham Co. has been in 
business for 120 years. Unsatisfactory 
net profit after taxes is reported as 
the reason for the discontinuance of 
its wholesale hardware and industrial 
supply business. 


tural, engineering and other consult- 
ants are on hand to supply informa- 
tion on the products displayed. These 
consultants also aid in developing 
practical solutions to home remodel- 
ing, industrial specifications, climate 
control, and related problems. 

local 


Information concerning 


Crane suppliers, and distributors 

throughout the world is available. 
Plans are underway to open simi- 

lar showrooms in Chicago and Los 


Angeles, later this year. 


Baldwin Calls Electrical Industry 
Key To Nation’s Prosperity 


The electrical industry was hailed as 
the key to the nation’s prosperity by 
Robert F. Baldwin, president of the 
Baldwin-Hall Co., industrial distrib- 
utors in Syracuse, New York. 

Mr. Baldwin spoke before the 62nd 
annual convention of the New York 
State Association of Electrical Con- 
tractors held in Whiteface Inn, Lake 
Placid, N. Y. 

“If the electrical industry is to 
grow and be the key to prosperity,” 
Mr. Baldwin said, “the manufacturers 
must clearly define their policies and 
ethics, though they may elect to sell 
direct or through distributors. They 
must realize that their code deter- 
mines the key to profitability of both 
the distributor and the contractor.” 
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Lloyd F. Childers 


Childers Retires As President 
Of Goodyear Rubber & Supply 


Lloyd F. Childers, president of the 
Goodyear Rubber & Supply Co., 
Portland, rounds out a 49-year career 
in a company where he came to work 
in 1912 as a 15-year-old office boy. 

Mr. Childers, elected to the com- 
pany presidency in 1959, will remain 
in an advisory capacity. Succeeding 
him as president and general manager 
will be James A. Meyer, who joined 
the firm earlier this year. 

In his advancement to president, 
Lloyd Childers worked in the ware- 
house, drove company delivery 
trucks, was chief clerk on the order 
desk for several years, and for two 
years was on the road for the Good- 
year Co. He was store manager prior 
to his appointment as vice president- 
general manager in 1949. 


Disston Division Wins 
McGraw “Master Design Award” 


Disston Division of H. K. Porter 
won the 1961 Mc- 
Publishing 


Company, Inc., 
Graw-Hill 
“Master Design” award for its new 


" > 
Company’s 


Dirk quarter-inch electric drill. 
Product Engineering, a McGraw- 
Hill publication, which sponsored the 
presented the 
award to Disston during the Design 


design competition, 


Engineering Show in Detroit. 
Disston was honored for its achieve- 
ment in product design and for “an 
outstanding example of the integra- 
tion of the resources of engineering 
with those of design, manufacturing 
and marketing,” McGraw-Hill stated. 
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Easy-to-Sell...Time-Saving 
Power for Shop use or 
on the Job...New 


Ritfzal 


300 Power Drive 


Bench, stand or truck mounted, 
this compact RItatD> 300 Power 
Drive quickly pays for itself in 
time and labor savings. Speed 
chuck closes and releases by hand 

. holds tight forward or reverse. 
Cam-action rear workholder holds 
even long lengths straight for per- 
fect threads and cuts every time. 


Converts to Low-Cost 
Threading Machine 

Add the rimmm No. 310 Car- 
riage, No. 360 Cutter and a 
Rigeaip Quick-Opening Machine 
Die Head, and it’s ready to cut, 
thread and ream. With a No. 19 
Nipple Chuck it even cuts and 
threads close nipples with thread- 
ing machine speed and ease. 


THREADS 


DRIVES GEARED THREADERS - 


THREADS CLOSE NIPPLES 


For sure sales, stock and display the world’s most popular line 
of RIGID Work-Saver Pipe Tools and parts! 





UNISORB 


YOUR NEW PROFIT LINE FOR ‘61 


New “Profit Finder” Shows 


158 Places You Can Make Money 


with Unisorb 


158 times all the machines used in your territory and you have 
some idea of Unisorb sales opportunities! This new Selector 
Chart actually shows the right type of Unisorb for over 158 dif- 
ferent categories of machines, the only sales tool of its kind 
available. The complete line of Unisorb pads and Unisorb 
Level-Rite self-contained leveling mounts offers theseimportant 
advantages and cost savings to your customers. 

Cuts installation costs up to 70% 

Eliminates as high as 85% of transmitted vibration 

Lowers noise levels, improves morale, improves machine 

performance 
« Saves up to 80% on installation time 
« Eliminates bolts, lag screws and pitted floors 


Cash in on the Big Profits Under Machinery Legs — with Unisorb! 

A long profit margin, low-cost stocking plan, extensive na- 
tional advertising, sales leads and repeat business. It's all yours 
with the Unisorb line. Write for complete details, today. Many 
valuable territories still available. 


proto ---------------- 


| j 269 SOUTH STREET 
| BOSTON 11, MASS. 
~- Division of 


Want more 
laformation 7 
Send for 
Unisorb 
Selector 
Chart 


e FELTERS Company 


Name 

Position 

Company 

Address 

City Zone State 


ree-22 


4 
| 
| 
| 
! 

Please send me Unisorb “Profit Finder’’ Selector | 
| 
| 
| 
l 
| 
| 





Robert P. Beals 


Esco Appoints Beals 
Manager Of Operations 


Robert P. Beals was appointed man- 
ager of operations by Engineering 
Supply Co., Dallas, a division of 
Texas Instruments Incorporated. 

Mr. Beals was data processing man- 
ager. He will assume direction of 
operations in Dallas. Duties in- 
clude responsibility for purchasing, 
inventory control, warehousing and 
deliveries, customer service, data 
processing. 

He was previously associated with 
Remington Rand, the Chrysler Corp. 
and the Burroughs Corp. 


Hardware Fair, Inc., Opens 
New Drive-In Store 


The Hardware Fair, Inc., Baltimore, 
opened a self-service store in the 
Yorkridge Shopping Center at York 
& Ridgely Roads, Lutherville. 

A drive-in lumber and building 
supply department is a feature of 
this, the eighth in the chain of 
Hardware Fair outlets. The firm car- 
ries some 25,000 items among which 
are plumbing, garden supplies, ma- 
rine equipment, power and hand 
tools, building materials and hard- 
ware. 

Howard E. Butz is vice president- 
treasurer of the firm. Carol Morstein 
is vice president-secretary. Scott 
Hancock is supervisor of the eight 
stores, with Edwin L. Bauman in 
charge of advertising. Michael 
Lozano was named manager of the 
Yorkridge store. 
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Distributor Honored 
By Local Civic Group 


Pioneer Aluminum, Inc., Los Angeles, 
received an award recently from the 
Los Angeles Beautiful Committee. 
The award, presented at a Chamber 
of Commerce luncheon, was for 
Pioneer’s new offices and warehouse 
occupied last year at 3800 E. 2nd St. 


Norton Abrasive Establishes 
New Product Development Section 


The Abrasive Division, Norton Co., 
established a department responsible 
for developing new products. John C. 
Ewer will head the section as man- 
ager of product and market planning. 

Others assigned to the new depart- 
ment are Robert G. Van Keuren, man- 
ager of special projects; Warren 
L. Hardy, manager of marketing 
research; and Richard H. Merritt, 
product planning engineer. 


Sales Changes 


John C. Barton was appointed Nor- 
ton’s Chicago District sales engineer, 
by the machine tool division. With the 
firm five years, most recently he was 
a sales engineer in the Worcester 
sales office. 

Raymond B. Goodale, formerly 
grinding wheel sales representative in 
the Iowa area, was transferred to a 
similar post in Cincinnati. He suc- 
ceeds the late Sherwood F. Prescott. 

Robert D. Stubblebine, formerly 
field specialist in Detroit, will succeed 
Mr. Goodale in the lowa area. 

Robert L. 


abrasive grain sales representative in 


Hager was appointed 


the Pennsylvania area to succeed 
Frank A. Singer, who retired. 


John C. Ewer 
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WITH THE 


ATLAS PROFIT LINE 


ASA ROLLER CHAIN 


eddbaes 


ATTACHMENT CHAIN 


OFFSET SIDEBAR CHAIN 


COMPLETE LINE OF ROLLER 
CHAIN, SPROCKETS, COUPLINGS, 
BACKED BY REAL PROMOTION 


Atlas offers you one of the most complete trans- 
mission product lines at worthwhile profit mar- 
gins. Roller chains, special chains, conveyor 
chains, sprockets, flexible couplings . . . stainless 
steel, black and Electrolized . . . all Pre-Tested 
for performance . . . nationally promoted for 
building real sales. 


The constant development of new products by 
Atlas research laboratories—most modern in the 
field—is your assurance of increased sales in 
the future. 


Step ahead to more sales with the complete Atlas 
line. Build more sales with the company that 
realizes the distributor's profit margin must be 
adequate to sell successfully. Write today for full 
details on the complete “ATLAS PROFIT LINE”. 


ATLAS CHAIN & MANUFACTURING COMPANY 
Subsidiary Prudential Industries, Inc. 
West Pittston, Pa. 





HOW 


i a to 
aT : achieve 


SPEED REDUCERS J. Jennings P. Pachulski t 
je range of worm gear ! 
and horizont Ay lh mn S atus 
single and double reduction H H 4 s 
Soares es aseel to Jennings, Pachulski Appointed with the 


30 to over 11 h.p 


ove To Represent Milwaukee Electric BIG 


Jack Jennings and Phil Pachulski 


were appointed sales representative 
for Milwaukee Electric Tool Corp. TOOL BUYERS! 
i . . ° 6 
) Mr. Jennings will assume responsi- 
bility for the Kentucky-Tennessee- 

K GEARS Mississippi territory. 

PI : 

f stock gears: Sour . . 

inions Miter, Bevel. Mr. Pachulski will cover a new 


ustor 


western Michigan territory with 
Grand Rapids as his headquarters. 


Gates Rubber Adds Three 
To Field Sales Force 


Roland C. Dalrymple joined the Gates 
PROCKETS AND CHAINS ; ; 2 Arg 

cas teen cad aaah ae Rubber Co., as an industrial division 
and custom sprockets— . : : : 
"Takt ee heave field engineer, in the Pittsburgh area. 


duty 


He was previously with Libbey- 
Owens-Ford Glass Co. 

William E. Johnson joins Gates as 
an industrial division field engineer 
in San Francisco. A former Lieu- 
tenant Colonel in the Army Engi- 
neers, Mr. Johnson will serve the 
— ee Oakland East Bay industrial com- 


early 100 sizes—in 
r aluminum. For 
to 500 h.t 


munity. 

Kenneth G. Peterson was appointed 
district sales coordinator for the 
Omaha industrial sales district. With 
Gates 15 years, Mr. Peterson will 
work closely with distributors in lowa 
and Nebraska. 

Victor E. Lehr was transferred to 


Buffalo, N. Y., by Gates. With the This month’s Eek. ad 


firm 10 years, Mr. Lehr was most 





reetly an industrial division fed! reaches 287 3()() 


engineer in Quincy, Ill. 


BOAT-FUEL MARKET GROWS 


Last year, boat owners bought over 


25 million gallons of diesel fuel, re- 
ports National Petroleum News, Mec- 
Graw-Hill publication, and sales this 
year are expected to be even higher. 


continued on page 190 





key people 
in industry... 
to build Distributor 
Sales. 
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’ 


new type of drill 
being used 
at American: Bridge 


if) 
Yj 


C-L “LO-TORK” 


CHIP BREAKER 
DRILL 


C-L’s ‘“‘Lo-Tork’’ Chip Breaker drill 
is new, yet in the short time it has been 
available it has taken over some of 
industry’s toughest assignments. Re- 
sults at American Bridge, division of 
United States Steel, are typical. In 
this plant (one of the world’s largest 
structural steel fabricating shops) they 
are using ‘“‘Lo-Tork’’ to drill holes in 
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bridge beams. The holes are 11%” in 
diameter, 614" deep. Material isS.A.E. 
1023 structural steel. Feed is 3” per 
minute at 245 RPM. 

The results to date are dramatic. 
@ Each drill on the multiple spindle 
setup produces 253.5 inches of hole 
between sharpenings. This is double 
the performance they got from con- 
ventional drills. @ All holes are drilled 
without interruption for chip clear- 
ance. ® Drill breakage has been re- 
duced. @ Plant housekeeping has been 
simplified. (Note neat piles of chips 
in the unretouched photo.) @ The 
danger of accidents is greatly reduced. 

“‘Lo-Tork”’ can produce results like 
these in your plant. Ask your Chicago- 


FOR FREE CATALOG 
OR CONTACT YOUR 


Latrobe Distributor. 


a visit from a C-L Service Engineer— 
the man with the answers. 








CHECK THESE "LO-TORK"” ADVANTAGES... 


Breaks long spiral chips into small 
manageable size 


Requires less horsepower 
Reduces drill breakage 
Simplifies chip removal 


Reduces machine down-time... 
“Lo-Tork” goes further between 
grinds 





LOCAL CHICAGO-LATROBE 


CHICAGO 10, ILLINOIS 


DISTRIBUTOR 





He will arrange 





Aer W i T z E K F I rst “This machine is disciplining 


5 
our thought processes” 


ESCO iInstalis 


Engineering Supply Co., Dallas, has 
installed an IBM 305 “Ramac,” the 


A/l/ Stain/ess 


first industrial distributor in the 


S \ HS / , , , Clam S Southwest to do so. The new data 
erles ww o/s S&S J7 & p processing machine is now handling 
order processing, billing, purchasing, 
WITH DEEP-SLOTTED and inventory control, with plans 
afoot to convert other procedures as 
soon as feasible. 

The Ramac was put in operation in 
mid-April. With one third of the 
firm’s inventory (geophysical, safety, 
power transmission items) itemized 
on its “disk memory.” Esco’s presi- 
dent, G. W. Levering, Jr., cites these 
major benefits expected from the new 
system: 

* Management will have quick, 
easy access to timely statistical data 
not now readily available, or too 
costly to obtain manually. 

¢ Purchasing procedures will be 
simplified and improved, relieving 
the purchasing agent and his buyers 
of clerical detail, enabling them to 
buy more scientifically. 

¢ Overhead will be reduced, as the 
equipment is capable of handling 
double the firm’s present volume with 
no appreciable increase in personnel. 

To switch over to the system, 
punched cards were prepared for all 
stock items. Each card contains a 
five-digit identification number, tech- 
nical description, vendor, quantity on 
hand. 

Along with inventory, constant data 
relating to vendors and customers are 
also on the disk memory. Access to 
this information is obtained through 
punched cards containing a five-digit 
address for each item desired. 
Faster, Easier and Tighter Clamping The Ramac prepared a price book 
giving description, identification 


number, and price of all stock items 


For all types and sizes of 
Rubber Hose and Flexible Plastic Pipe These were furnished to department 


managers, outside salesmen, tele- 


for each of the five departments. 


Write for n . , 
or new catalog phone salesmen, pricing clerks. Here’s 


how the new system works: 


WITTEK manufacturing co. ” te boy) ¢ The salesman writes an order 


for Every 


4366 West 24th Place, Chicago 23, Illinois Wr using the price-book identification 
number. The order goes to the key- 
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A New “RAMAC” 


punch room, and an order card pre- 
pared. The card actuates the Ramac 
to check inventory status of each item 
ordered, and also print out a shipping 
order. 

¢ With exact description and bin 
location, the shipping order enables 
orders to be filled at least 10% faster 
than with the former system. The 
shipping order accompanies the ship- 
ment; when it is returned from cus- 
tomer, invoicing is begun. 

* Five invoice copies are printed 
from the order card, two for the cus- 
tomer, one each for salesman, ac- 
counting, and files. The day’s invoices 
are processed by Ramac in 30 to 45 
minutes. 

¢ At the end of the day, manage- 
ment is given a report listing the 
number of orders, and invoices proc- 
essed. Also, reorder cards produced 
by Ramac and showing what items 
must be reordered for inventory are 
accumulated and sorted by buyer. 
Buyer action reports are printed, 
grouped by vendor. 

When the buyers’ reports have been 
entered with order instructions, pur- 
chase orders are printed from the 
reorder cards, a copy going to the 
warehouse to serve as receiving copy. 
When items have arrived, the disk 
record is updated. 

As use of the Ramac is extended to 
other accounting functions, ultimately 
embracing the general ledger, Esco 
anticipates having a wealth of statisti- 
cal data for management’s use. For 
example, there will be reports analyz- 
ing line profitability, sales to indi- 
vidual customers, trends, etc. 

Every Monday each buyer receives 
a “buyer's review,” listing such in- 
formation as sales history, quantity 
on hand, reorder points, price breaks, 
so that they can buy strategically and 
in advance of needs. 

Ramac is providing one unexpected 
benefit, says Levering: “This machine 
is disciplining our thought processes 
and forcing us to do things we should 
have been doing all along.” 
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As a pioneer packing manufacturer, Allpax produces a complete 
line of engineered packings to meet the most exacting require- 
ments of industry, and has originated general service packings for 
universal applications. Proven superior through years of perform- 
ance and preference, Allpax products are in demand for a wide 
variety of industrial applications. Supplying the ever-increasing 
demand for these nationally advertised products is big business 
and yields a good return for a minimum of selling effort. 


For Power Requirements The major market for pack- 
ing materials is in the maintenance of power equipment 
in manufacturing plants and public utilities. These 
ready-made customers are big volume buyers of Allpax 
packings and are an established market for your repre- 
sentatives. 


For the Petroleum Industry In all phases of the petro- 
leum industry, large quantities of packing are used to 
seal against oil and oil derivatives at various tempera- 
tures and pressures. Allpax packings are used exten- 
sively in the petroleum industry. 


For Chemical Processing The constant increase of ac- 
tivity in this field has created a demand for superior 
packings to withstand the corrosive effects of various 
acids and gases. This demand has developed into a 
sizable market for Allpax “Teflon’’* and other packings 
specially prepared for these applications. 


*Du Pont Trademark 


“You will serve industry better with Allpax products” 


LLPA 


“The Packing that Packs All” 
SEND FOR OUR CATALOG — TODAY! 





A complete line of packing, tools, gasket materials 
Ask for dealer information and price schedules. 


THE ALLPAX COMPANY, INC. 
160 Jefferson Ave., Mamaroneck, N. Y. 


CANADIAN DISTRIBUTORS: Albion Asbestos Packings Ltd., Montreal! 8, Quebec 








FAST MOVING 





80 to 400 Amps. $69.50 to $370 Complete 


The most complete line of TRINDL AC ARC WELD- 
ERS offered in 35 years. All models from 80 to 
400 Amps. Designed and engineered to .meet the 
most exacting demands of industry. All models 
feature heavy duty DUAL COILS, glass insulated 
and VITROTEX bonded to hold the heat and stand 
up to roughest usage, cutting down-time to the 
minimum. You can change the range in seconds 
with the new Slanting Eye-Level Control Panel 
Strong, penetrating welds assured. Every model 
unconditionally guaranteed for ONE YEAR IN CON- 
TINUOUS OPERATION. Write Dept. T13-J 


MODEL 125A 

115/230 VOLTS AC 
Handles rods from 
1/16” to 5/32” on 
stock to 1/2” thick. 

16 heat stages range 

from 20 to125 Amps €? e 
America’s finest low- “~2 


priced fastest selling & 
Welder. List price 2 
complete with all ac- “= 


cessories only $98.50. 


TRINDL PRODUCTS. Ltd. 


Marufacturers of: Welders—Pipe Thawers 
Welding Accessories and Supplies 
1807 S. CLARK ST., CHICAGO 16, ILL 





Texas Rubber Supply Completes Second Expansion Program In Four Years 


Texas Rubber S 


As part if its expansion program, 
Texas Rubber Supply, Inc., Dallas, 
recently added 6,000 sq. ft. of ware- 
house space to its facility at 2436 
Irving Boulevard in Dallas, Texas. 

The firm installed a Scovill cou- 
pling machine, a Miller heliarc welder 
Punch Lok This 


equipment will permit the company 


and a machine. 
to offer new and expanded services 
to its customers in the Southwest, 
according to the firm. 

Texas Rubber was incorporated 


in 1951 with two employees. It now 
The firm 


trucks equipped with two-way radios. 


has 25. maintains four 


Anti-Corrosive Establishes 
Indiana Sales Office 


Anti-Corrosive Metal Products Co., 
Inc., recently opened a sales office in 
Indianapolis to service Indiana. 

Robert Lay was appointed mana- 
ger of the Indiana operation. 





a distributor of 
QD sheaves should 
also distribute 
Fort Worth 
QD Sprockets: 


The distributor 
already has 

a QD bushing 
inventory. 


The same 
tapered, split bushings are 


used in both Q@D sheaves and 
QD sprockets. Also, the distributor 


/’ REASON 
” WHY... 


. distributors choose Fort Worth QD 


grosses 38.24% on Fort Worth QD 
sprockets. Assured quality, stock avail- 
ability and service. Get Roller-Chain Drive 
Catalog 320. Inquire about select fran- 


chises available now. Write Dept. ID, 


Fort WortTn 


STEEL AND MACHINERY COMPANY 
Fort Worth 1, Texas 


multiple V-belt sheaves and QD Hi-Cap 
Wedge sheaves is outstanding availabil- 
ity. Large stocks warehoused in principal 
cities. Inquire about select franchises 
available now. Write Dept. ID, 


Fort WorTH 


STEEL AMD MACHINERY COMPANY 
Fort Worth 1, Texas 
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Eaton Forms International Division 
With deWindt As President 


E. M. deWindt was named president 
of the newly formed Eaton Inter- 
national. The new division was 
formed to consolidate, in one central 
organization, the firm’s foreign activi- 
ties, according to John C. Virden, 
Eaton chairman. 

Recently, Eaton obtained interests 
in Eaton Livia S.p.A. of Turin, Italy, 
and Eaton Axles, Ltd. of England. 

Combined sales and royalties from 
all foreign operations exceeded 
$20,000,000 in 1960. 

Mr. deWindt, a vice president of 
the corporation, has spent his entire 
business career with Eaton. He joined 
the firm in 1941, as assistant em- 
ployment manager, valve division. 
Presently he is vice president and 


director of sales. 


¥ 


Lee C. Barr 


Barr Named Sales Representative 
In Memphis For Faultless Caster 


Lee C. Barr was appointed sales 
representative by Faultless Caster 
Corp for the newly established area 
office at Memphis, Tenn. 

The new sales office, located at 
1037 East Parkway South in Mem- 
phis, will serve manufacturers and 
distributors in southern Alabama. 
Arkansas, Louisiana, Mississippi, 
western Tennessee and _ northern 
Florida. 

Mr. Barr was most recently a mem- 
ber of the Faultless sales service 
staff in Evansville, Ind. Prior to join- 
ing the firm he was a salesman for 


Kimberly-Clark Corp. 
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Another first from the “yy 


manufacturer of the world’s leading 
industrial flashlights! 


COMBINATION 
CONTINUITY 
TESTER AND 
SPOTLIGHT 


NOW IN 
CONVENIENT 
CARRYING CASE 





The case is on the belt, the tester is in the case, 
always ready for use . . . and every job is easier, 
quicker. 

Tester checks wiring, controls, circuits, fuses, 
grounds, shorts, opens, broken wire, relays, 
switches, limits and has many other uses. 

Case is also available separately to carry any 
flashlight and extra batteries or tools. 


BRIGHT STAR INDUSTRIAL FLASHLIGHTS 


—the world’s most 

popular and complete : 
line. There are = / 
els for every nee — 


* ; - rs 
paseo pee me s. Free — on orde 
roof an a . 
of 96 or more. Sen tet the Bright Star 
DISTRIBUTORS: Send for comple atching displays. 


f model 
d for complete ¢ 
e details on 


line and available eye-C 


BRIGHT STAR ) INDUSTRIES 





San Francisco Distributor, Baker & Hamilton, Holds First Industrial Show 


EXTRA 
VALUE 
FASTENERS 


Red Séal* 
CALKING ANCHORS 


*EXCLUSIVE 


RED FIBRE DISC 
KEEPS DIRT OUT 


OF THREADS. 


KEYSTONE® 
EXPANSION SHIELDS 


| i) me 


@Exciusive Nutstop 
Prevents 
Nut Pullout 


DIAMOND-P-® 
LAG SCREW SHIELDS 


a usive 4-Directional 


Expansion Fits 
Irregular Holes 


DIAMOND 
SPRING 
TOGGLE 


y 
ga « 


@Patented Feature: 
Wings Form Truss; 
Don't Bear on Bolt. 


DHD® HAMMER 
DRIVE ANCHORS 


@Exclusive Internal 
Ribs Provide 
Maximum Expansion. 


Le LL 
HOLLOW WALL 
ANCHORS 


5 Time 
Greater Thread Area 
No Stripping! 


PLUS 
More Than 
500 Other Items 
With “Built-In” 
Extras 


PLUS 
Exclusive Pole Line 
Hardware 





FREE SAMPLES 


> 
DIAMOND 





Interested guests were urged to test some of the equipment demonstrated at show. 


Sixty-two manufacturers displays 
were viewed by 500 guests represent- 
ing 200 customer firms of Baker & 
first 


trial trade show and exposition in its 


Hamilton, at the firm’s indus- 
112 year history. 

A main purpose of the show was 
to advertise recent expansion of 
Baker & Hamilton into heavy indus- 
trial tools and exotic construction 
materials. 

Another function of the exposition 


was to show B&H’s new steel service 


Hajoca Adds Branch 
In Orange, N. J. 


Hajoca Corp., Ardmore, Pa., recently 
acquired Rogers-Ebert Co., Orange, 


Ms Bry 


branch to 


which Hajoca will operate as a 


service the north New 
Jersey area. 


B. C. Reuter, Jr., district sales man- 


facility, which combines straight 
steel sales with rough fabrication to 
customer specifications. Shown were 
a new hydraulic shear for steel plate, 
and flame-cutting equipment used in 
the service. 

“We are diversified to the point 
where we can show items not usually 
available from a conventional in- 
dustrial distributor,” said Dick Davis 
of Baker & Hamilton. “We range 
from heavy industrial equipment to 
galvanized ware.” 


ager of Hajoca’s New York sales 
office, was appointed manager of the 
Orange branch, in addition to his 
present assignment. 

James P. Rogers of Rogers-Ebert 
Co., will remain with Hajoca in an 
advisory capacity. All former per- 
sonnel of Rogers-Ebert will be 


retained. 
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Fram Buys Overseas Filter Firm, 
Simmonds Aerocessories 


Fram Corp recently bought a filter 
firm in Europe. The new company, 
to be known as Fram Filters Ltd., was 
formerly operated under Fram license 
by Simmonds Aerocessories, Trefor- 
est, Wales, a subsidiary of Firth 
Cleveland, Ltd. 

Fram’s new British plant with en- 
gineering, research, manufacturing 
and sales facilities is housed in a 
new 90,000 sq. ft. building and em- 


ploys about 300 people. 


St. Louis Branch Office Opened 
By Flexible Tubing Corp. 


Flexible Tubing Corp. recently 
opened a sales and engineering office 
at 9216 Clayton Road, St. Louis, Mo. 
This is the 11th regional sales and 
engineering office maintained by the 
company. 

F. Richard Krabbe, senior sales 


engineer, will be in charge. 


{ppoint Agencies 


L. V. Appleby Co., Albany, N. Y., 
and Daniel C. Murphy Co., Des 
Moines, Iowa were appointed repre- 
sentatives to handle the firm’s Ther- 


maflex air conditioning products. 


Hawkins Relocates 

Stephen K. Hawkins, national sales 
manager of general products will be 
located at Flexible’s headquarters in 
Guilford, Conn. He was previously 
in Hillside, Illinois. 


F. Richard Krabbe 
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& 
[ lI Maybe one of your customers. 
For no matter what the product, 
g E LTi nd G there’s a Victor belt 
to do the job right. 


That goes for every need in conveying, elevating and transmis- 
sion belting. A complete line of textile belting — solid-woven cot- 
ton— Neoprene impregnated—canvas stitched — Balata — special 
treatments — plus everything in belting specialties...all in a full 
range of widths and thicknesses. 

And every inch of Victor Belting is performance-proved. 
Our research department conducts continuous, exhaustive tests 
under many conceivable operating conditions. Results of this 
testing, combined with field reports, assures reliable recommenda- 
tions for every application. 

This policy is proved... proved by volume of repeat sales 
and consumer confidence. And you can give your customers every 
one of these benefits. Send for Distributor Catalog today. 


A COMPLETE LINE Including: Neoprene Belting + Balata Belting 
Solid-woven Belting — untreated, impregnated, coated 
—many widths and plies + Canvas Stitched Belting 
Belting Specialties. 


tector 


53 Park PI., N.Y. 7 * 300-6 W. Hubbard S!., Chicago 10 © Factory: Easton 
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MORE EXPOSURE 


OF THE COMPLETE WILLIAMS LINE 
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‘re Fy ro MORE PEOPLE 
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a 
decisions... 


MOST FLEXIBLE WRENCH SYSTEM EXTRA TOUGH TO RESIST CONSTANT SHOCK 


‘WILLIAMS = WILLIAMS 


DETACHABLE : POWER DRIVE 


_SUPERSOCKETS’ SOCKETS 


Save valuable time with these versatile Your Williams Distributor is ready 
SUPERSOCKETS®. Regular, deep and uni- for action with Williams Power Drive 


versal sockets come in hex, 12 pt., square and Sockets. Made of extra tough alloy 


ings from 10 to 36 mm. Five square 


tp 8 pt. styles from 46” to 3-¥e". Metric open- steel. Specially heat-treated to with- 
= 


rive stand constant impacting and poast 


a Gae, ae * 348 ” 4 
sizes: 44", ¥%", V2 + and ++ plus ratch nut canaing Available in 7 drive sizes: 4", * 
ets, extensions, and special attachments to 54”, 34", 1" and 1% . Hex, double hex and oqmase 


form hundreds of wrench combinations. 


Made from selected alloy steel, heat-treated and chrome- 


plated. Order from your Williams Industrial ee 


88 DRIVERS & ATTACHMENTS 


235 SOCKETS—S DRIVE SIZES x 
” 


J.H.WILLIAMS.aCco. 


WILLIAM 


401 VULCAN S&ST., BUFFALO 7, N.Y. 
<w> 


openings from 44” to 31%". Standard and bolt clear- 
ance lengths, magnetic styles, plus adapters, extensions 
and shanks offer complete range of service. 

430 SOCKET ITEMS, 7 DRIVE SIZES , 
FOR ALL TYPES OF POWER WRENCHES ow, ; 


J. 4. -WILLIAMS «CO. WILLIAMG 


401 VULCAN ST., BUFFALO 7, N.Y. “> 


PGi 
aS i 
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Kaufman Glass Co. Appointed Raybestos-Manhattan Distributor In Delaware 


Glass Co., Wilmington 


Delaware. was named an authorized 


Kaufman 


distributor for mechanical packings 
manufactured by the packing division 
of Raybestos-Manhattan, Inc. 

Sales territory assigned to the 
Kaufman Glass distributorship in- 
cludes the state of Delaware, Salem 
and Cumberland counties in New 
Jersey, and Delaware county in Penn- 
sylvania. 

Sales and production executives of 
the two firms met in Wilmington to 


announce joint marketing plans. 
Seated, left to right: Frank Mce- 
Brearity, Philadelphia district man- 
ager, R/M; Loufell S. Jeuell, plant 
Glass; Manuel 


foreman, Kaufman 


Zinman, sales manager, Kaufman 


Glass; Raymond Gansereit, district 
service supervisor, R/M; William H. 
Falk, Philadelhpia district office ex- 
pediter, R/M; Floyd Stoneberger, 
plastics foreman, Kaufman Glass. 
Standing, left to right: James W. 
McLaughlin, packing division man- 


Kaufman Bruce W. 
"homas, manager of distributor sales, 
R/M; Charles Kaufamn, president, 
Kaufamn Glass; Jack F. Mahon, sales 
R/M; Gilbert L. 
Ricard, sales representative, Kaufman 
Glass; Robert L. 
representative, Kaufman Glass: 
Nagy, 
Kaufman Glass. 


ager Glass; 
Bul, 


representative, 


sales 


John 


foreman, 


Stranahan, 


assistant plastics 


George Garrett Co. Elects 
Francis Borowsky, President 


Francis J. Borowsky, was elected 
president of The George K. Garrett 
Co., Inc., manufacturers of metal 


washers, fasteners, stampings and 
automotive assemblies. 

Mr. Borowsky, with the firm 28 
years, was most recently executive 
vice president. 

At the same time, J. Donald Clark, 
23 years with the company, was pro- 
moted to vice president-secretary. He 
was general manager. Mrs. Katherine 
A. Garrett was re-elected treasurer. 





HOLD DOWN YOUR MACHINING COSTS FAST SET-UP » ACCURATE PERFORMANCE 





WILLIAMS 


DROP-FORGED 


TOOL HOLDERS 


Standardize on Williams Tool Holders . . . 
available in a complete range of sizes and 
patterns for turning, boring, threading, 
knurling, planing, cutting-off and side 
work. Correctly designed for fast, easy 
set-up and rigid, chatter-proof cutting. 
Drop-forged from tough quality steel ... 
heat-treated for added strength . . . machined to close toler- 
ances. Your Williams Distributor can also supply a full line 
of high speed cobalt and carbide cutters. 


FOR ALL REGULAR LATHE 
AND PLANER OPERATIONS 


J.H.WILLIAMS aCo. 


OIVISION OF UNITED-GREENFIELO CORPORATION 


401 VULCAN ST., BUFFALO 7, N.Y. 


WILLIAMS 


FORGED 


SET-UP TOOLS 


Choose from a complete line of T-Slot bolts and nuts, wedges, 
washers, strap clamps and lathe dogs. Sizes and styles to cover 
most planer, lathe, drill press, milling and boring machine 
requirements far more efficiently than any make-shift holding 
devices. Made from a strong, tough grade of carefully selected 
steel . . . heat-treated to increase strength and toughness. 
Ask your Williams Distributor to demonstrate their specific 
features and many applications. 
OVER 180 ITEMS 
FOR FASTER SET-UPS 


J.H.WILLIAMS aco. 


401 VULCAN ST., BUFFALO 7, N.Y. 


WILLIAMS 
<> 


AWILLIAMG ‘ 
> 
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CUT S-M-0-0-T-H 
PERFECT THREADS 


TOLEDO 
rarener-rvec 
PIPE THREADER 


The easiest tool to use. The 
TOLEDO with Ezy-grip, ball- 
knob handle, threads a wide 
range of pipe sizes from %” 
thru 2”. The instant die change 
feature permits size changes in 
seconds—a simple pull on the 
pawl does it! For fast, smooth 
life — insiston TOLEDO 


e. 
- ed 
JLEDO Authoriz 
L a) ) 
j 3 , a 


TOLEDO 


THE TOLEDO PIPE THREADING MACHINE CO.... TOLEDO 3, OHIO 








Thomas D. Guy 


Barry, Guy To Head Sales 
For CF&l In Northern California 


Frank M. Barry was appointed dis- 
trict sales manager and Thomas D. 
Guy, assistant district sales manager, 
for the Northern California District, 
Colorado Fuel and Iron Corp., by 
J. W. Counter, Western Division. 

Mr. Barry was serving as assistant 
to the district sales manager since 
1959. He was formerly assistant to 
the Realock product manager, having 
joined CF&I in 1950 as a Realock 
sales representative. 

Mr. Guy was serving as a general 
line sales representative in the North- 
ern California District since 1950. He 


joined CF&I in 1947, 


Wilson Elected To Elfstrom Board 


C. E. Wilson, vice president of Pacific 
Moulded Products, was elected to the 
board of directors of Elfstrom Corp, 
a wholly owned subsidiary of Pacific 
Moulded Products. 
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Bosco Bolt Opens New Branch 
To Serve Houston Customers 


Bosco Bolt, Nut and Screw Company, 
Dallas, has opened a 15,000 square 
foot office and warehouse at 2602 
Commerce Street in Houston. Over 
12,000 square feet of off-street park- 
ing and loading area are provided, 
with dock high loading facilities for 
both pick-ups and highway transport 
trucks. 

Bosco, a long established Dallas 
firm, has recently become an affiliate 
of Russell, Burdsall and Ward Bolt 
and Nut Company, Port Chester, New 
York. The Houston warehouse will 
serve jobbers and industrial plants in 
the Gulf Coast area with RB&W’s 
complete line of bolts, nuts and 
screws, including a stock of the new 
RB&W Heavy Head High Strength 
Structural Bolts. Bosco also stocks a 
broad line of fasteners in a wide 
range of types and sizes in steel, 
brass, stainless steel, aluminum, 
silicon bronze and monel, made by 
other suppliers. Bosco stocks only 
new fasteners manufactured by Amer- 
ican labor and guaranteed to meet 
American standards. 

Bosco’s Houston sales organization 
will be handled by J. Marvin Brazeal, 
District Sales Manager, who has been 
a resident of Houston for the past 
three years. Brazeal has 20 years of 
experience in the fastener industry, 
12 of which have been with Bosco. 
Other experienced personnel for the 
sales, office and warehouse have been 
transferred to Houston from the 
Dallas operation. 


Textile Sales & Service Named 
A-C Distributor & Agency 


Textile Sales & Service, Atlanta, Ga., 
was named a distributor and agency 
for Allis-Chalmers Industries Group, 
by Allis Chalmers Mfg. Co. 

Established in May, Textile Sales 
& Service will serve as a distributor 
for Allis-Chalmers motors, control, 
vacuum and centrifugal pumps, trans- 
formers and rotary compressors. 

In addition, the firm will be an 
agency for A-C switchgear and unit 
substations. 
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FROM THE HOT HAMMERS AT 


BONNEY 





BONNEY 


THE WORLD'S FINEST 


FORGED 
STEEL 
_ FITTINGS 


BON STEEL 
STAINLESS 
ALLOY 


erv 


Cottingham Bearings Completes Move Into New Quarters In Tyler, Texas 


Cottingham Inc., bearings and power transmission specialists, recently completed 
its move into new quarters at 215 E. Valentine Street, Tyler, Texas. The new facility 
provides improved parking-loading facilities for Cottingham customers in the area. 


Kennedy's Tax Proposal Called 
Subsidy-Handout By C of C 


Joel Barlow, 
Chamber of Commerce of the United 
States said that the Kennedy Admin- 
istration’s tax credit proposal for 


spokesman for the 


business is “actually a subsidy, a 


handout on a preferential basis.” 

The proposed tax credit would 
create more problems and difficulties 
than it would solve, he said. 

Mr. Barlow, a specialist in tax law, 
made the charge on the National 
Chamber’s Sunday radio program, 
“What's the Issue?” He is a partner 


in the Washington law firm of Cov- 
ington & Burling, and is on National 
Chamber’s Taxation Committee. 

Mr. Barlow called the U.S. in- 
come tax rates the highest in the 
world and the depreciation laws the 
worst in any industrial nation. 

For major tax reform, he said, the 
National Chamber supports legisla- 
tion like the Herlong-Baker Bill. This 
legislation is aimed at lowering tax 
rates and spurring growth in such a 
way that total tax revenues don’t fall 


and actually rise over the long run. 


Allis-Chalmers Promotes Duncan 
To Manager Of North Central Area 


Joseph M. Duncan was appointed 
manager of the North Central region 
by Allis-Chalmers Industries Group. 
He succeeds C. F. O’Riordan, re- 
cently named general manager of the 
firm’s defense products division. 

Duncan was assistant general man- 
ager of the firm’s Washington, D. C., 
office since 1960. He joined the firm 
in 1949 as a sales representative. 





Mr. Distributor: 
Sell the 


® GUARANTEED TOP-QUALITY 


® PROFITABLE REPEAT BUSINESS 


@ 49 MOST WANTED AEROSOL 
MAINTENANCE AND PRODUCTION AIDS 
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Starrerl v-anvi micrometer 


spots centerless grinding errors 


Starrett V-Anvil Micrometer No. 483 with 
3-point contact spots out-of-roundness errors 
other mikes miss, warns centerless grinder op- 
erators to adjust the machine, saves making 
costly scrap. Also measures 3-fluted cutting 
tools taps, milling cutters, reamers. 
(V-Anvil Micrometer No. 485 measures 
5-fluted cutters.) Carbide-faced anvils and 
spindle guard its precision under abrasive con- 


Checking centerless ground parts with Starrett No. 483 V-Anvil Micrometer 


ditions. SATIN CHROME finish resists rust 
and stains, makes it easy to read in any light. 
Nothing beats Starrett tools for sparking in- 
terest and opening doors to profitable sales. 
Take a Starrett No. 483 with you on your 
next round of calls. Shops that take pride in 
their work will want it on sight. The L. S. 
Starrett Company, Athol, Mass., U.S. A. 
Worlds’ Greatest Toolmakers 











knoe 
on, Wie 


SANDER 
GRINDER 








CAT. NO 


SERIAL 


FULL LOAD 
RPM 


MLWAUKEE ELECTRIC |... 7/7/S MeSSage 
TOOL CORPORATION 


MILWAUKEE, WIS., U.S.A. could end 


® 
OW" 2 right here! 











To men who really know electric tools, the MILWAUKEE nameplate is more than a mere identity or vague de- 
scription of the product. It carries both a promise and an assurance. It promises a soundly engineered, carefully 
designed and skillfully made tool. It assures delivery of precisely the true characteristics and performance 
capabilities of that tool as inscribed on the nameplate. 


No other name on an electric tool commands more respect. No other tools have won greater confidence among 
the men who use them. . . or are so widely accepted and proven on industry's toughest jobs. 


Whether you buy, sell, or use an electric tool bearing the MILWAUKEE nameplate, you can be sure it’s 
heavy-duty . . . built to do a hard day’s work — all day — every day. 


eo OH <I “Sy 


Yo. 1600 Drill No. 0120 Drill No. 6500 Sawzall No. 6060 — 9” Sander-Grinder look under “tools — electric” 


oe 


MILWAUKEE ELECTRIC TOOL CORP. .« 5340 WEST STATE STREET + MILWAUKEE 8, WISCONSIN 
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F. T. Sherwood 


Sherwood Named To Head Valve Sales 
For Manning, Maxwell & Moore 


F. T. Sherwood was named general 
sales manager for the Valve Division, 
Manning, Maxwell & Moore, Inc. 
Mr. Sherwood was previously vice 
president and general manager of 
Manning, Maxwell & Moore of 


Canada, Ltd. 


Take it from William Protz of F.R. Dengel Division, 
Crichton Corporation 


QUALITY, SERVICE, PRICE 


make it 


worth your while LIN E°* 
to be a 100% 


distributor of PLASTIC PIPE 


Curtis I. Kahler “Quality, backed by a reliable manufacturer . . . excellent ship- 





: : 7 °P ping . . . competitive prices,” these are some of the reasons 
Abrasive Honing Specialist Rejoins Purchasing Agent William H. Protz (shown above left with 
Bay State Abrasive Co. CresLINE Representative Walter Settle) gives for the fact that 
( oo a ee ae F. R. Dengel Division of Crichton Corporation, Milwaukee, Wis., 
surtis i. anier, abrasive loning ; ; : sz a he Bie 
. . J » > 2 a a 4 
specialist, rejoined Bay State Abra- is a 10067 CresLINE distributor. Other reasons cited by r. 
sive Co. after a leave of eight vears. Protz: “A most complete line of sizes and types including PVC, 
Mr. Kahler’s experience in the permitting combined shipments . . . Close cooperation on the 
honing field started in 1926. Most part of the CresLINE representative.” All solid reasons why it 
recently he owned and operated his will pay you to investigate CresLINE. Write for prices and details. 
own company, Accurate Home Indus- 


i vows wows CRESCENT PLASTICS, INC 

His assignment with Bay State will sR, = 4 —-- 
continue in abrasive honing stone @ (i) 955 Diamond Ave. * Evansville 7, Indiana 
applications. Ss ed 
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H. K. Porter Purchases 
National Cornice Works, Inc. 


National Cornice Work. Inc., Los 
Angeles manufacturer of fans and 


B FE 7 blowers, was recently purchased by 
| a, H. K. Porter Company, Inc. Na- 


Pi : | tional’s products are used for com- 
SOLDERING PEN Pirsig 3 mercial and industrial ventilation and 
. Ve marketed under the “Master Fan” 

. trademark. 


EXTRA-LONG-LIFE ELEMENT 
DOUBLE-LIFE CLAD TIP 


National Cornice will be operated 
as a wholly owned subsidiary of 
Porter. Its engineering and sales 


Peter eee eee ee ee Ke eee eee eee eee 


1 
1 

; forces will work closely with those 
“| of Peerless Electric Division of H. K. 
Porter. at Warren, Ohio. 


New unique design in handle The firm, nearly half a century 


ilation, plus stainless steel 
Soutien res Send handle. MODEL 24S — old, is one of the largest producers 


Equipped with 4” XTRADUR of industrial size fans and blowers 
TIP for extra long _ — 
i adheres to working surface only. 
ce gtr tog oom No drip or creep. Porter. It has marketed its products 


about by the powerful 60 chiefly in southern Califorina. In cer- 
watt rating. WRITE FOR CATALOG 


showing most complete line of : ; | 
Industrial Irons and Long-Life Clad Tips. in very large sizes, National will 


utilize the distribution facilities of 


HEXACON ELECTRIC CO. Peerless Electric. 


138 WEST CLAY AVENUE, ROSELLE PARK, N. J. 


A new development makes 


possible a multi-coated copper on the West Coast. according to 


tain items, notably fans and blowers 


SERVING INDUSTRY FOR A QUARTER OF A CENTURY 





Manufacturers of over 100 Lubricating 
Dispensing Products for Industry 

+ Qs | Feed Oilers e Welded Steel Bench Oilers 

e Adhesive Guns e Barrel vueape and Suction Guns 


WELDED STEEL 


H E 
a CONTROLLED FEED 


¥§ to 1 pint capac- PISTOL OILER 
ity. Interchange- 


able rigid and 
flexible spouts 
from 4 in. to 12 in, 


6 oz. to 1 qt. capacity. 
Interchangeable 
spouts from 4 in. to 


24 in. H. Fred Jorgensen 


Jorgensen Named Chairman 
Of 1961 Marine Supplies Show 


H. Fred Jorgensen, president, John N. 





Thorp Co., Inc., Brooklyn, was named 
chairman of the 196] Marine Sup- 
plies and Equipment Show. This, the 
FORCE-FEED ‘ third show, will be held at New York’s 
HANDLED OILER é Roosevelt Hotel, Nov. 15-17. 


% pt. to 1 qt. ca- i Mr. Jorgensen will be assisted by 
PISTOL pacity. Detach- Jo oad or ; 
OILER able rigid and James C. Taylor, R. J. Taylor Co., 
From 4 oz. to 1qt flexible spouts (in- Baltimore: C. Willman Brown, execu- 

~hesepgs tty a3 terchangeable). : - : ie 
capacity. Rigid Rigid spouts up to tive vice president of National Asso- 
and flexible spout. 60 inches long. ciated Marine Suppliers Inc. and 
Eleanor Holdsworth of the NAMS 


PLEWS OILER INC. | 70! Sox) Seventh St Washington staff 
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R. F. Gilrain Bennett Lord 


Stanley Promotes Two 
To Management Posts 


Ronald F. Gilrain was appointed 
marketing manager of Stanley Tools 
Division of The Stanley Works. He 
succeeds C. Frederick Wheeler, now 
marketing manager for Stanley Hard- 
ware Division. 

Mr. Gilrain has been on the mar- 
keting staff of Stanley Tools since 
1960. Previously he served in a sim- 
ilar capacity with Merck & Co., Inc. 

Bennett Lord was appointed man- 
ager, industrial hardware for Stanley 
Hardware Division. He will be re- 
sponsible for marketing. sales and 
manufacturing for industrial hard- 
ware. 

Mr. Lord joined Stanley in 1948. 
Most recently he was production con- 
trol manager for Stanley Hardware. 

Donald N. Molchan was appointed 
Northeastern regional manager for 
Stanley Tools, Division of The Stan- 
ley Works. He was sales representa- 
tive in the Michigan and northern 
Ohio territory for Stanley Tools. 

He joined the firm in 1942 as a 
hurry clerk and sales correspondent. 
Until his appointment as a sales rep- 
resentative in Michigan and Indiana 
in 1953, he carried out special sales 
assignments in the South and Mid- 
west. 

Robert L. Rock succeeds Mr. Mol- 
chan as sales representative in Michi- 
gan and northern Ohio. 

Mr. Rock joined Stanley in 1960. 
For the past six months, he did mis- 
sionary work in the Midwest. 




















YES, WE DO 
HAVE YOUR SIZE 


A giant 14” plier has now been added 
to Utica’s famous ‘‘Rib-Joint” line. 
This powerful tool with parallel jaw 
opening of 2'34¢”, completes Utica’s 
full line of “Rib-Joints”. All are avail- 
able from stock. We serve our cus- 
tomers by carrying the widest assort- 
ment of pliers. All have been 
developed for specific uses. All are 
made to the high standards required 
by American industry. If you use 
pliers, ask to see our new Catalog. 


Utica Drop Forge & Tool Division, 
Kelsey-Hayes Company, Utica 4, N. Y. 





a thchchen tools the experts use! 
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YOUR BEST 
PERFORMERS 


Dependability’ 


NEW PROCESS 
HAND TAPS 


Accuracy and Dependability in the 
Hand Tap family join the list of star 
performers in the NEW PROCESS 
line! You'll want to see our new 
group of hand taps and fractional 
hand taps . . . available in Taper, 
Plug, Bottoming and Sets. 

They come from an industry approved 
line that assures you of accurate and 
dependable results . . . always. 

To learn how you can qualify as a 
New Process Twist Drill Distributor, 
write today to Sales Manager at the 
address below. 


NEW PROCESS 
TWIST DRILL CO. 


33 COURT STREET 
TAUNTON, MASS. 


s 
# ‘ 
4 
é 
i 
4 
7: 4 
| 
4 
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Robert V. Merrell 


Merrell Named Sales Vice President 
For Atkins Saw Division 


Robert V. Merrell was appointed vice 
president-sales of the Atkins Saw Di- 
vision, Borg-Warner Corp., according 
to Frank G. Fisher. president. 

Mr. Merrell will be responsible for 
all sales, advertising, market re- 
search and customer relations. With 
Atkins 12 years, he has served as 
sales manager, assistant sales man- 
ager and general sales manager. 

John D. Pickett and Glen C. Bailey 
were appointed assistant general 
sales managers, at the same time. 
Both are long-time members of the 


Atkins sales department. 


Dayco Plans Expansion For Plants 
In Missouri, North Carolina 


Dayco Corp. made plans for a $l,- 
000,000 expansion program, expected 
to be completed this year. 

\ 52,800 sq. ft. addition to the 
Springday Co., a Dayco division in 
Springfield, Mo., will house enlarged 
laboratory and engineering facilities 
as well as increased V-belt manufac- 
turing capacity. 

The addition at Dayco Southern 
division in Waynesville, N. C., in- 
cludes a 60,000 sq. ft. warehouse and 
7,200 sq. ft. covered dock area. It 
will be used for foam latex, urethanes, 
V-belts and automotive hose. The 
building is designed for quick con- 


version to manufacturing. 





HARD- 


hitting direct 
mail pieces on 
Belmont Packing 
Products are 
available to all 
Belmont 
Distributors, 
imprinted and 


READY 


to mail to lists 
in their own 
trading areas... 
encouraging 


DIRECT 


customer in- 
quiries. Local 
identification 
with Belmont’s 
national adver- 
tising program. 


Another reason 
why Belmont is 
“THE BIG 
PROFIT LINE”’ 
for Distributors 


The Belmont Packing & Rubber Co. 
Philadelphia 37, Pa 
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Vulcan Tool Division Opens 
First Franchised Warehouse 
The first 


warehouse has been opened in Buffalo 
by the Vulcan Tool Co., 


United-Greenfield Corp. Vulcan Tool 


franchised independent 


Division of 
Co. was organized last year as an 
automotive tool warehousing division 
of United-Greenfield. 

John J. Hope, Vulcan general man- 
W. Russell 


head of the initial warehouse opera- 


ager, named Crawford 
tion. 

at 3 
Buffalo, will be known 
of Buffalo. The 


facility will serve western New York 


Mr. Crawford’s warehouse, 
Victoria Ave.., 
as Vulcan Tools 
and northern Pennsylvania with 3,000 
separate items. The area will be cov- 
ered by 15 franchised mobile-dealers, 
who will use walk-in trucks to serve 
customers. 
Vulcan is currently setting up 
similar warehouse operations to cover 
the New Jersey and Georgia areas. 
Others are expected to be in operation 


within a few months. 


Campbell Chain Appoints Mangan 
Project Engineer For West 


Malcolm F. Mangan was appointed 
project engineer for 11 western states 
by Campbell Chain Co. 

Mr. 


firm’s field service team which con- 


Mangan will be part of the 


ducts surveys of materials handling 
and These 


surveys provide field study informa- 


sling chain operations. 


tion for the development of new prod- 
ucts and product improvement. 


Malcolm F. Mangan 
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DOES OUR FRIEND HERE 

LOOK LIKE A 

BIG SPENDER? 
QR eae 


iy, 
y 
166) 


Look like it or not, he is! This clean-up man is our way of illustrating the 
maintenance department of a famous eastern camera manufacturer, and 
published figures show he did spend a million and a half dollars in 1959*. 





a 


Our point is this: A sizeable part of that amount went for industrial 
brushes of all kinds. That means industrial maintenance is a real money- 
making market for you—if you’re a Flo-Pac distributor. 


Because Flo-Pac is the only brush manufacturer that can offer you: 


@ truly complete lines of industrial 
maintenance brushes 


@ really fast nation-wide service 
@ sharply competitive prices 
@ time-tested quality products 


And we back all this up with national advertising and hard-hitting dis- 
tributor sales aids . . . because we sell only through distributors! 


To show you just what Flo-Pac offers, we’ve 
prepared an interesting kit that’s yours free. Don’t 
miss your chance to get the most from this ever- 
growing market. Send today for your free kit and 


complete information! 


Free kit tells you about Fio- 
Pac advantages, gives sam- 


* Maintenance magazine survey, 1960. ples of your sales aids. 


flo=pac aC 


INCE 





FOR INDUSTRY 
INSTITUTIONS 
COMMERCE 
FARM & HOME 


LUMATHREAD HANDLES 


PACIFIC COAST BRUSH COMPANY 
2030 E. 7th STREET 
LOS ANGELES 21, CALIF. 


EXCLUSIVE 
WITH FLO-PAC 


FLOUR CITY BRUSH CO. 
1501 FOURTH AVE. SOUTH 
MINNEAPOLIS 4, MINNESOTA 


ruses 

















Gates Appoints Four 


LUBRICATING To New Sales Posts 
D t V i C i & Orville H. Moseley was appointed 


field engineer in Oklahoma City by 
Gates Rubber Co. With Gates since 


te M U L T j P L E xX 9 1957, Mr. Moseley was most recently 


field engineer in Tulsa. 
SIGHT FEED Harold E. Damron replaces Mr. 


' ra T oO R Moseley in Tulsa. Mr. Damron has 
L U B R A more than ten years experience in 


sais Ut... @inbiionaed power transmission and rubber prod- 


ucts sales engineering. 
@ Electric Solenoid-Operated Valve for Automatic Lubri- Steven H. Breeze was appointed 
cation of Bearings and Journals. One to fourteen field engineer for San Mateo and San 


feeds—four sizes of Reservoirs Jose counties. California. for Gates. 


Mr. Breeze previously had headquar- 


A reliable, positive, and automatic lubricating ters in Oakland, Calif. 

device—thrifty in oil consumption—requires Henry R. Berry. 16 vears in sales 
little or no attention. A combination of maxi- 
mum convenience, wide adaptability, and low 
LUBRICATING DEVICES price makes this a good item for volume sales. bats 
conali 7 It is convenient to install and operate for trial division field engineer. He was 
AIR COCKS pumps, engines, machinery, etc. Stock them previously in molded rubber goods 
FITTINGS for prompt service. Let us send you the com- sales in Denver. Colo. 

. s and other Brass Products plete ESSEX catalog and make us your supply 

source for all products listed. 


ESSEX BRASS CORPORATION 


23500 PINEWOOD Est. 1901 P. O. BOX 4607 
WARREN, MICHIGAN DETROIT 34, MICHIGAN 


We mumneledure and marketing with Gates, was as- 


signed to Clifton, N. J., as an indus- 








m X\\ \ 


7 the HYUN t circles aa ¥. ck 


-you'll find they 


use only”. : Eaton Mfg. Appoints Clark 


Director Of Marketing Services 

Edgar W. Clark was promoted to di- 
rector of marketing services by Eaton 
Mfg. Co. He was director of market- 


CAP SCREWS %,| i recuse 


Ps He will now coordinate all market- 


SET SCREWS ing activities of Eaton in advertis- 
MILLED STUDS > ing, market research, and sales and 


product promotions. 
CUSTOM Mr. Clark has spent his business 
SCREW MACHINE i career in supervising and directing 


the sales, advertising and marketing 
+ YORK, PENNSYLVANIA SPECIALTIES we programs for a number of national 


1 papas. RE Sof pote al corporations. 
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Robert L. Wicker 


Wicker To Head Distributor Sales 
For American Hoist & Derrick 


Robert L. Wicker was appointed to 
the position of manager of distribu- 
tor sales of American Hoist & Derrick 
Co. 

Mr. Wicker has a background of 
experience in the distributor field. 
He was general sales manager of 
Dart Truck and more recently served 
in the same capacity with Bros. Inc. 


of Minneapolis 


Threadwell Appoints Marek 
Chicago District Sales Manager 


Walter Marek was appointed district 
sales manager. with headquarters in 
Chicago. by Threadwell Tap & Die 
Co. 

At the same time, Donald W. Bar- 
ber was appointed sales engineer for 
the Pennsylvania territory. Prior to 
joining Threadwell he was a sales- 


man with Tilo Roofing Co. 


Flack-Pennell Of Saginaw Moves 
To New Quarters 


The Flack-Pennell Co. of Saginaw, 
Michigan moved into new and larger 
quarters recently, according to 
Robert H. Tiderington, president. 

Mr. Tiderington said the 10,000 
sq. ft. installation will enable the 
company to give better service be- 
cause it is all on one floor. with the 
latest in facilities, including a drive-in 
order window. 

The suburban location is conven- 


ient to Michigan's expressway system. 
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Do your customers _ 

NEED GREATER 

EFFICIENCY IN | 
METAL CUT-OFF? 


Model 300 Dual Purpose 
Saw—Capacity. 3%” x 6” 


Model 58B Dual Purpose 


Saw —Capacity: 6" x 10 


There is a 


WELLSAW 


that will give 
it to them 


Model 600 Utility Saw 
— Capacity: 6° x 13” 


No. 8 Production and Utility Saw 
—Capacity: 8° x 16"; Model 1000 
similar — Capacity: 10” x 16” 


Model 1200 Heavy Duty Produc- 
tion Saw — Capacity: 12” x 16" 


Band sawing is the modern, efficient way to handle cut- 
off jobs for maintenance, general utility or production 
work. Wellsaws are the economical, easy-to-use tools that 
let users make the best use of band sawing advantages. 


Wellsaws are simple in design, low in first cost and operat- 
ing cost, fast and accurate in use. The Wells line is broad, 
too. In addition to the standard models shown above, Wells 
offers a wide range of special purpose saws. Buyers can 
select exactly the tool that will serve their needs most 
effectively and most economically. 


Check the opportunities in your territory 
and then check with Wells to learn how 
you can cash in on the Wellsaw line. 


SAW SPECIALISTS SINCE 1925 — 


. 


WELLS MANUFACTURING CORPORATION *® 


606 Adams Street « Three Rivers, Michigan 
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luincy puts POWER 
INTO COMPRESSOR SALES! 


SAFE-Q-LUBE Pressure lubrication 
LOADLESS STARTING 

QUIET CUSHIONED STEEL VALVES 
LYNITE CONNECTING RODS 

FINNED COPPER TUBE INTERCOOLER 
TIMKEN ROLLER BEARINGS 


6X These are just 


a few of many 
Quincy features 
ee coer Stocking the 1960 “Q-LINE” 
means gaining new compres- 
sor customers ...and 
because of QUINCY’s per- 
formance and reliability, 
those customers will be with 
you to stay! Get details on 
uincy QUINCY COMPRESSORS 
uincy now. 


QUINCY COMPRESSOR CO., Quincy, Illinois 





; DISTRIBUTOR SALES AIDS 
owen 


REVERSIBLE Ri 
WRENCHES 


. advertised nationally 
to help you sell 


Lowell built its reputation on solid, re- 
liable service to industry. For 90 years 
Lowell Wrench Co. has supported the 
industrial distributor with national trade 
advertising that tells the story of its 
complete line of reversible ratchet socket 
wrenches. 
FREE . . . attractive and infor- 
mative sales literature in the 
quantities you need. Get all 
the profitable facts by writing 
now to DEPT. L-13D 


LOWELL WRENCH CO. WORCESTER 4, MASSACHUSETTS 





Fastron Co. is New Name 
Of Langdon Industrial Supply 


Langdon Industrial Supply Co., 
Franklin Park, Ill., recently changed 
its name to The Fastron Co. 

Langdon Industrial Supply was 
started more than 20 years ago, basi- 
cally as a mill supply house, accord- 
ing to Edward J. Flickinger, vice 
president and director of marketing 
and planning. The firm soon became 
a specialist in supplying threaded 
fasteners to Chicago and Midwestern 
industrial firms. 

As this part of the business con- 
tinued to grow in importance, Lang- 
don established the Indiana Cap & Set 
Screw Co. and Consolidated Screw 
Co. to handle the manufacture and 
distribution of threaded fasteners. 

Principally through the Indiana 
Cap and Set Screw division, the firm 
has become one of the leading sources 
for this line of products, according 
to Mr. Flickinger. He said it has been 
apparent for some time that no one 
of the three names satisfactorily 
covered the nature and scope of the 
business. Many complications arose 
from the various uses of the three 
names. 

In view of this, management spent 
almost a year in the development of 
the new name. Previews of the name 
“The Fastron Co.” by a number of 
employees, customers and suppliers 
have been greeted with enthusiasm 
and approval, said Flickinger. 


FRESH’ SMELLING PILLOWS 


Foam pillows and mattresses soon 
will smell like fresh-laundered linen, 
Chemical Week, McGraw-Hill publi- 
cation, says. An odor-masking agent 
will be added to the foam products to 
give them a fresh smell. 


INVENTIONS PILE UP 


Inventors are keeping the U.S. Patent 
Office working overtime, says Prod- 
uct Engineering, McGraw-Hill publi- 
cation. Currently, there is a 196,000 
backing of patent applications pend- 
ing before the department. 
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LOOK HOW EASY SURFACING 
PROBLEMS ARE SOLVED! 


Step-by-step photos show how performance-proved 
Permatex Super Hard Coating Compound speeds up 
job, gives economical stronger-than-concrete surface. 


Elmer M. Burt 


Burt Joins Reed Rolled Thread Die 
As Assistant Sales Manager 


Elmer M. Burt was recently ap- 
pointed assistant sales manager, Reed Loading platform timber chewed up, Maintenance man lays wire mesh over 
wearing fast, hazardous... original timber, spreads on Permatex 
Super Hard with simple tools, no 
Union Twist Drill Co. complicated mixing .. . 
Mr. Burt was formerly Northeast :' —_ 7 — se 


Rolled Thread Die Co., subsidiary of 


district manager, Union Twist Drill 
Co. 


McJunkin Opens Branch 
In Charlotte, N.C. 


McJunkin Corp., Charleston, W. Va., 
recently opened a new branch at 
1618 W. Morehead St., Charlotte, 
North Carolina. 

Initial stocks at Chatlotte will be Six hours later, the job’s done. New Next day, work is in full swing on 
Permatex Super Hard surface is newly coated surface. Costly repair 


stronger than concrete... weather, and maintenance problems have 
line of carbon pipe, valves, fittings skid and wear resistant, too. been eliminated in just 24 hours! 


stainless steel products and a general 


and related products. 
R. M. Berry is district sales man- 

ager: J. E. Umberger. office man- PERMATEX ADVERTISING 

ager; D. A. Boggs, stainless depart- 

ment and W. R. Cook. warehouse HELPS You SELL 

foreman. for the new branch. 

Right now... . we're telling your customers how the full line of 

Permatex Coating Compounds solves every surfacing problem. 

We're also telling them that Permatex Coating Compounds are 


Allis-Chalmers Appoints Cahoon available only through you, the quality Industrial Distributor. Write 
Agent In Wisconsin for complete information about how you can profit with Permatex! 


Gilbert J. Cahoon, 446 Oak St., 
Oregon, Wis., was named an agent 
for Allis-Chalmers frequency voltage 
regulators, power, distribution and 
instrument transformers. switchgear, 
unit substations, and circuit breakers. 


The agency, established in January, 
. . |300 BROADWAY + HUNTINGTON STATION, L.I., N. Y. 
will serve in selected areas of | 

Vj ‘ Factories Brooklyn 35, N.Y. « Kansas City 15, Kan. 
Wisconsin. 'SEALANTS e COATINGS ¢ LUBRICANTS 
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Yes, this fast moving line sells 
easier and faster. 

Nationally advertised, its 
many industrial uses are well 
known through the United 
States and Foreign Countries. 


Investigate the Merrill Line of Materials Handling 
Devices. Write for our latest Catalog C-3 today. 


56-16 Arnold Ave., Maspeth 78, N. Y. 








RUST! 


a ae 
530% better than other rust maGic superiority 
widely promoted brands 


DRY IN 20 MINUTES! 
TOP COAT IN 2 HOURS! 


Krylon Rust Magic penetrates rust in 
minutes, bonds itself to the metal 
positively prevents further corrosive — 
action. Compatible with almost any 

finish lacquers, enamels, varnishes 

acrylics, epoxies, vinyls, latex, oil . Ae 

base and water-base paints. Earned a a<— 

ear-perfect 9.1 rating in ASTM Rust — 


Prevention Index tests . . . 530% a~ , 
higher than other leading brands! At : | 
eadin yoders and paint stores 

r write on your com BRAND A 


for information Metal panels subjected to extreme salt 
spray for 325 hours. Rust Magic panel 


RUST MAGIC 


film shows no defect or corrosion except 
qii> KRYLON, INC. where scribed through to bare meta 
Brand A shows severe blistering, under 
. NORRISTOWN, PA. film corrosion, lifting and creeping 


Since 1948 KRYLON has sold more aerosol paints than all other aerosol brands combined 





E. H. Biemuller 


Wells Appoints Biemuller 
Sales Manager For Power Hand Saws 


E. H. Biemuller, Jr.. was appointed 
sales manager for Wellsaw 400 power 
hand saw division of Wells Mfg. Co. 

Mr. Biemuller was associated with 
the Disston Division. H. K. Porter 
Company. Inc., for 22 years, most 
recently as industrial sales manager 


and national accounts supervisor. 


New Trade-Mark Released 
By Flexible Tubing Corp. 


Flexible Tubing Corp. recently re- 
leased its new trade-mark. Designed 
in the form of a tilted oval. the trade- 
mark combines the firm’s initials in 
white on a light-blue background. A 
dark-blue speed shaft crosses the “t” 
and forms the lower bar on the “f”. 
The new trade mark will appear on 
all the company’s products, promo- 
tional and other company literature, 


advertising signs and buildings. 


Flexible Tubing Corp. 
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Simon Adhesive Acquired 
By Litton Industries 


Simon Adhesive Products Corp. was 
acquired by Litton Industries for an 
undisclosed amount of Litton stock. 
Adhesive coatings and other prod- 
ucts made by Simon are sold to 
industrial goods, medical aids and 
consumer products manufacturers. 
Established in 1944, Simon Ad- 
20,000 sq. ft. 
research and production facility in 


hesive occupies a 


Long Island City, New York. Current 
annual sales are nearly $2,000,000. 
Sander Simon will continue to 
direct the activities of the firm as a 
division of Litton Industries. 


Glenford M. Shibley 


Shibley Is New Sales Manager 
For Osborn Brush Division 


Glenford M. Shibley was named sales 
manager, Brush Division, Osborne 
Mfe. Co., according to A. J. Chandler, 
vice president-sales, Brush Division. 
Mr. Shibley was previously manager- 
industrial distribution, for the com- 


pany. 


CHAIN BELT ELECTS DIRECTOR 


Raymond P. Tennes was elected to 
the board of directors of Chain Belt 
Co. Mr. Tennes is a former director 
and president of Shafer Bearing 
Corp. He was elected a director of 
Shafer in 1928 and served as presi- 
dent from 1941 to 1953 when the firm 
was purchased by Chain Belt. Mr. 
Tennes has been in semi-retirement 


since that time. 
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AWL 


A COMPLETE LINE OF ANCHORING AND DRILLING 
DEVICES FOR FASTENING ANYTHING TO MASONRY. 


Saber-Tooth Multi-Calks Calk-Ins 


Rawiplugs 


THIS COMPLETE LINE LETS YOU FILL THE BILL 


Raw!-Drives Hammer-Sets Scru-Leads Lag-Shields 


FOR WHATEVER YOUR CUSTOMERS NEED FOR 


Wale | 


M/T-R/T and T/S-S Fast spiral and deep flute 


carbide drills 


FASTENING TO OR DRILLING IN MASONRY. 


Spring-Wings T forged drills 


if you'd like to know more about this full line of high profit, 
user accepted masonry anchors and drills, please call or write 


® J. E. BURKE — Marketing Manager—Wholesale Division 


THE RAWLPLUG COMPANY, INC. 


204 Petersville Road, New Rochelle, N. Y. 








Hardened, Tempered and 
Ground-from-the- Solid! 





DRILLS 
REAMERS 
BLANKS 


Premium Quality 
High Speed Steel, 
Solid Carbide and 
” Carbide Tipped. 


ACE DRILL SETS 
Standard stock sets include Fractional, Wire and Letter 
size drills, packaged in convenient folding index cases, 


ACE BLANK SETS 

Uniformly hardened high speed steel reamer and drill 
blanks precision ground to new close tolerance limits avail- 
able in standard Fractional, Wire and Letter series sets. 


Call your local distributor today —or write Ace 
direct for latest catalog and price information. 





ACE DRILL 


£ Adrian, Michigan 





ORIGINATORS OF ““GROUND-FROM-THE-SOLID” DRILLS 





D. B. Hawkinson 


Owatonna Tool Appoints 
Hawkinson District Manager 


D. B. Hawkinson was appointed dis- 
trict manager for eastern Kansas and 
Missouri by the Tools & 
Equipment Division, Owatonna Tool 
Co. 


With 15 years of automotive and 


western 


industrial sales experience, Mr. Haw- 
kinson will provide OTC accounts 
with valuable merchandising assist- 
ance, according to the firm. 
Owatonna Tool Co. has main offices 


in Owatonna, Minnesota. 


Howard R. Hoskin 


Union Twist Drill Names Hoskin 
Northeastern District Manager 
Howard R. 


Northeastern district manager by the 
Union Twist Drill Co. 

Mr. Hoskin will be in charge of all 
sales activities for New York and the 
New England States. His headquar- 
ters will be in Athol, Mass. 

Most recently, Mr. Hoskin was con- 
nected with the S. W. Card Division 


Hoskin was appointed 


as sales and marketing manager. 





EVAN 
WRITE 
TAPES 


Sizes from 6 ft. to 12 ft 


NOW EACH IN 


CLIPS ON BELT! 


Now, Evans gives 

industry more big sav- 

ings in measuring tapes! Greater 
convenience and performance — 
with no increase in cost! Every 
Evans pocket tape, push-pull and 
power models, comes packaged in 
a strong, metal-reinforced vinyl- 
covered holster with belt clip. 
Makes measuring faster, tapes al- 
ways handy. Your supplier will 
gladly demonstrate. Ask him about 
this Evans ‘‘extra’’ today. 


YOUR COMPANY NAME 
ON TAPES... 


Evans tapes can be supplied with your com- 
pany name and advertising on each tape 
for presentation to your customers. It's a 
wonderful way to build good will. Available 


in individual gift - 
package. 


Send for illustrated 
folder #5807. 


wate RULE CO. 
Factories at: 
Elizabeth, N. J. & Montreal, Quebec 
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Raymond A. Durand 


Vice President-Salus 


Raymond A. Durand was named vice 
president-sales of Edward Valves, Inc., 
subsidiary of Rockwell Mfg. Co., by 
William F. Crawford, president. 

Mr. Durand joined the firm in 
1937 as a sales correspondent. He 
was appointed sales manager in 1946, 
Prior to joining Edward he was a 


chemist with Glidden Co. 


COOL OPERATOR. ... that’s Campbell Chain in wet process 


cement kilns, because of its excellent heat transfer properties and high 
resistance to abrasion. Campbell Kiln Chain is one of many specialty 
items in the complete Campbell line of quality chain and chain 
assemblies, in every size and grade, to meet your particular needs. 


Delmonte Plastics Appoints Ford 
National Sales Manager 


Charles W. Ford was appointed 
national sales manager for the 


Delmonte Plastics Corp, affiliate of 
Here is another example of a Campbell Chain development: 


s 


Furane Plastics, Inc. 
Mr. Ford will have responsibility 






for designing, packaging, and market- 









ing metal filled epoxy resins through 
industrial distributors. 

Previously, Mr. Ford coordinated 
West Coast sales for a factory repre- 
sentative selling through hardware 


jobbers and industrial distributors. 


CAMPBELL “HALLMARK"”® CHAIN — When you buy Campbell’s 
Hallmark” Chain you can see exactly what you're getting! It’s per- 
manently identified two ways: By GRADE—the grade mark is on 
alternate links; By MAKE—the Campbell ‘“‘C” is on every other link 
... also with ““MEASURE-MARK’’® every five feet for your convenience. 


G.E. Opens Office In San Francisco 
To Serve Electronics Distributors 


General Electric Co. opened a dis- 
trict office to serve independent dis- 


tributors of electronic components in 
For further information, contact your Campbell Wholesaler, or write direct 


CAMPBELL CHAIN COMPANY 


3 FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif 
WAREHOUSES: Medford, Mass.; Atlanta, Ga.; Dallas, Texa 


Chicago, Ill.; Portland, Ore 


northern California and _ eastern 
Nevada. 

Formerly located in San Mateo, 
the new office, at 1485 Bayshore 
Blvd., will be managed by T. M. 
Weicker. 





Edward Valves Appoints Durand 





THE ONLY CHAIN COMPANY WITH FACTORIES AND WAREHOUSES COAST-TO-COAST 
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AVAILABLE 


LOCK 


WASHERS 








“10in!” 


The Most Compact 
Decimal Package 
for Lock Washers 


@ in sizes \,” through 4”, each outer carton 
holds 1006 (medium section) Leck Washers 
in 10 inner cartons . . .100 in each. 


@ in sizes \," through 4%”, each outer carton 
contains 500 (medium section) Lock Washers 
in 10 inner cartons . . . 50 in each. 


Each outer carton is a Standard Telescope 
Shelf-Carton with 2-Way End Labels. Can be 
stacked in the upside-down manner which pre- 
vents spilling or in the conventional manner — 
with upright end label either way 


Hurry! 





SEND FOR 
HANDY HOME 
ASSORTMENT... @ 
IT DEMONSTRATESG 


the ‘'10-in-1” idea! 


The Handy Home Assortment of Non-Link Posi- 
tive Lock Washers will come to you in the 
new “10-in-1"" Decimal Package. instead of 
ONE SIZE it contains ALL 9 POPULAR SIZES 
of Non-Link Positive Lock Washers. The outer 
carton contains 10 small inner cartons each 
containing ONE of the Popular Sizes. it demon 
strates the ‘'10-in-1"’ package perfectly. Send 
for it today and see for yourself! You'll find 
many uses for the lock washers it contains. . 
at home, or in your shop. 


POSITIVE 


LOCK WASHER CO. 


193 Vanderpool St., NEWARK 5, N. J. 
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Douglas H. Davis 


Ferris, Davis To Head Sales 
For Champion Lamp Works 


Willard S. Ferris was appointed gen- 
eral sales manager and Douglas H. 
Davis was appointed assistant sales 
manager of Champion Lamp Works, 
Division of Consolidated Lamp Co. 
Mr. Ferris was a sales and mer- 
chandising executive with Sylvania’s 
Lighting 
agerial experience with Lowell Insu- 
lated Wire Co. 
Champion, he 


Division, followed by man- 


Prior to joining 
was at Bomac Labo- 
ratories, Division of Varian Asso- 
ciates. 

Mr. Davis was associated with 
George H. Wahn Co., New England 
electrical distributor. For the past 
eight years,| he served as vice presi- 


dent-sales manager with Wahn. 


NEW ROLE FOR GUM MACHINES 


\ California plant has found a novel 
way ta dispense small machine parts— 
it uses a bubble gum machine, re- 
ports Factory, McGraw-Hill publica- 


tion. No pennies are needed; just 
a twist of the knob and out pops the 


part. 





needs 2 press, reach 
for the 


Catalog and sell him 
exactly Ss 
the press for the job. 
@ [=] \f he needs 
Something special 
SSDake engineers 
will co-operate to design 
and build it. 
Dake offers the 
most complete line 
(1 +0600 tons) 
of shop presses 
for forcing, [—¢ 
bending, 
straightening 
and other 
pressing 
jobs. 
Sell Dake 
and you sel 
customer 
satisfaction! 
DAKE CORPORATION 


631 Robbins Road 
Grand Haven, Mich. 
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National Hardware Convention 
Set For October In Atlantic City 


The National Hardware Convention 
will be held in Atlantic City, New 
Jersey, October 22-25, 1961. 

Registration begins Saturday, Oc- 
tober 21, at 1:00 P.M., Dennis Hotel. 
The registration will be for members 
of both associations. 

The convention will open with a 
presidents’ reception on Sunday, 
October 22 from 5:30 to 7:00 P.M.. 
in the Dennis. All registered delegates 
and ladies are invited as guests of the 
asociations. 

The ladies luncheon will be on 
Monday at 1:00 P.M. in the Shel- 
burne Hotel Ballroom. 

There will be dancing for delegates 
and guests on Monday and Tuesday 
evenings. and a floor show, also on 
Tuesday night. 

The conference booth plan_ will 
again be a feature of this year’s con- 
vention. It will operate from 2 to 
5 P.M. on Monday and Tuesday in 
the Atlantic City Convention Hall. 
Admission to the conference booth 
hall will be limited strictly to those 


wearing convention badges. 


Russell, Burdsall & Ward Starts 
Sintered Products Division 


A Sintered Products Division for the 
manufacture of powder metal parts 
was established by Russell, Burdsall 
& Ward Bolt & Nut Co. 

The new division is sintering parts 
from brass, bronze, copper, monel 
and nickel silver among non-ferrous 
metals. as well as iron, steel and 


stainless steel. 


Ahern Elected To Board 
Of Drop Forging Association 


Ronald J. Ahern, president and gen- 
eral manager of Billings & Spencer 
Co. and Peck, Stow & Wilcox Co. was 
elected a director of the Drop Forging 
Association for a three year term. 

Mr. Ahern previously served as 
director in 1946 and 1947, and was 
elected president of the Association 
in 1947. 
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Donnelley catalog compiling is 


Completely Flexible 


With the Donnelley Unit System of catalog compiling you have absolute 
freedom in the selection of the items you want to list in your catalog. 

You may add, omit, substitute individual items at will as you are 
rounding out your final selection, confident that never will you have to 
list a single unwanted item merely because there may be others in the 
line you do want to include in your catalog. 

And once you have chosen your listings, Donnelley Undivided 
Responsibility is ready to take over the time-consuming details and 
carry the job through to its ultimate completion. Thus, you and your 
staff are free to concentrate on your own business. 

We would be pleased to demonstrate how easy it is to get just what 
you want in a quality catalog with a minimum drain on your own time 


no obligation to you, of course. Please call or write us. 


The Lakeside Press 


R. R. DONNELLEY & SONS COMPANY 


2223 South Park Way 
Chicago 16, Illinois 


Catalog Department Direct Dial Telephone: 431-8174 
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COUPLINGS - NIPPLES - BUSHINGS - PLUGS 


Drive Caps, Drive Shoes, Well Points, Metal and Plastic Fittings 

. complete inventories of all types and sizes. Orders for 
catalog items are shipped the same day received. Write for our 
catalog. Wheeling Machine, “Where Service is a Habit” .. . 
since 1918. 


Your Order Is SHIPPED SAME DAY We Receive It 


HEELING MACHINE 


PRODUCTS CO. wueeunc, west vircinia 


West Coast Factory: Woodlake, California 





& HYDRAULIC PACKINGS > 
.. Leather \MPREGNATED WITH 
THIOKOL, ACCRILOIDS, SILICONES, 
or WAX FORMULAS 








Detailed engineering data and specification sheets furnished on request 


EXCELSIOR LEATHER WASHER MFG. CO. 


ROCKFORD, ILLINOIS (Established 1916) 


GASKETS and WASHERS 


. cut from all types of non-metallic materials, such as: 
Leather * Accopac ¢ Asbestos © Rubber « Silicone 
Nylon © Fibreglass © Felt ¢ Fibre ¢ Cork © Vinylite 


Tefion ¢ Viton “A” © Mylar, etc. / 














Richard F. Hill 


Hill Named To Head Central Area 
By Nelson Distributor Products 


Richard F. Hill was appointed Central 
area district manager for the Nelson 
Distributor Products Division, Gre- 
gory Industries, Inc. 

Mr. Hill has been in the building 
supply field in the St. Louis area 
since 1950. He is responsible for 
sales in Missouri. eastern Kansas. 
central and southern Illinois and 
western Kentucky. 


John W. West 


Crosby-Laughlin Appoints West 
General Sales Manager 
John W. West was appointed gen- 


eral sales manager of the Crosby- 
Laughlin Division, American Hoist 
& Derrick Co. He replaces Percy 
Gough, recently promoted to di- 
rector of marketing of American 
Hoist, its divisions and subsidiaries. 

Mr. West joined Crosby-Laughlin 
in 1955 as a district manager. He 
was named assistant sales manager 
in 1960. Prior to joining the firm, he 
worked in sales and sales promotion 
for industrial product manufacturers. 
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Firm To Sell Tools At Discount 
Opened In Los Angeles 


Discount Tooling & Supply Co. was 
formed recently in Los Angeles to 
sell perishable tooling and industrial 
supplies at very low prices. Jay Krom, 
president of the firm, said Discount 
Tooling is carrying a $1,500,000 in- 
ventory which can be continuously 
replinished. 

Mr. Krom said he stocks 4,500 dif- 
ferent items made by 250 manufac- 
turers. He is offering them at dis- 
counts starting at 40%. He said 75% 
of the equipment in stock is new. 

The firm’s warehouse at 2510 Malt 
Ave., Los Angeles, contains such tools 
as twist drills, reamers, milling 
cutters, and taps, casters, wire, vinyl 
sleeving and nylon blanks, sheets, 
tube and rod. Harvey Gauntlett will 
manage the Los Angeles facility. 

Mr. Krom is the president of three 
Pacific coast firms, West Coast 
Machinery, Seattle; Mid Coast Ma- 
chinery, Oakland, and Coastwise 
Machinery Co., Los Angeles. His new 
facility adjoins the Los Angeles 
facility of Coastwise. 


Phelps Joins Chicago Office 
Of Billings & Spencer 


William C. Phelps, Jr., was appointed 
sales representative for the Billings 
& Spencer Co. He will have head- 
quarters in Chicago. 

Mr. Phelps territory includes north- 
west Indiana, southwest Michigan, 
Illinois, Missouri, eastern Nebraska 
and a part of Kansas. 

Before joining Billings, he was 
with Joseph T. Ryerson Co. 


William C. Phelps, Jr. 
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Here a drain elbow and a reducer form the “bodies” 

for DURABLA Basic-Check Units. As indicated, they 

=") will operate in any position . . . can be used with 
ad most standard fittings. 


init 


Sell your customer on the 


CONVENIENCE 


of this unique check valve 


Selling your customer on the DURABLA Basic- 
Check Unit* is simply a matter of telling him 
about its great convenience. This unit can, for 
example, be installed anywhere in existing pip- 
ing. Combined with almost any standard fittin 
(see illustration) it becomes a complete ch 
valve for practically any service. 

It operates freely in any position. Thus your 
customer can install it in existing lines without 
altering them. Costs him less, too, since all he 
has to buy are the working parts. 

Rarely do you get the chance to offer a prod- 
uct with so many saleable virtues. Stock the 
Basic-Check Unit in line sizes from %” to 2”. 
Comes sturdily boxed and clearly labeled for 
easy handling. 

Send for a copy of bulletin ID-91. 


DURABLA MANUFACTURING CO. 
114 Liberty Street, New York 6, New York 


DURABLA 


Manufacturers of DURABLA sheet packing, gaskets 
and pump valves. 


*The DURABLA Basic-Check® Brand Unit is covered 
by U.S. Patent No. 2,649,277 and Canadian Patent 


No. 549,618. 





GET 
PROFITABLE 
FACTS ON 
CHICAGO LOCKS 


or, 
y® 


Y MARKET AT BOTH ENDS e NOW SELL THE PULLEY MARKET AT 8% 


Wallace M. Blackburn 


Blackburn Heads New Territory 
The ACE Padlock For Wilbur & Williams Co. 


Moximum security lock used by U.S. Secret Service 


sizes in stock 


TAIL 


Wallace M. Blackburn was appointed 


f pop 


Write for catalog 
sheet MS-101 and 
sample of envelope ides ‘ 
tuffer P-104 Michigan, excluding the upper penin- 
sula, for The Wilbur & Williams Co. 
The new district, under Mr. Black- 


burn’s management, will be the scene 


head of the new tri-state sales terri- 


tory comprising Ohio, Indiana and 





FOR THE 


@ Rugged, light weight, all-welded steel construction, 
Dodge Taper-Lock bushings 


@ Prompt shipment o 


of a substantial expansion program 
for W & W distribution, according to 


the company. 


~ 
- 


ee | ae 
GET IN A BETTER PULLEY PROFIT PICTURE 


TURN-CLEAN® PULLEYS 


s 
~ 


Mr. Blackburn has many years ex- 


~ 


perience in the protective coatings 
field. He has been associated with 


Wilbur & Williams for sometime. 
Chicago Utility Lock 


Get literature for specifications. 


DRIVE END 


Phoenix Distributor Firm Acquired 
By Lake Shore, Inc. 


The Lee Redman Equipment Co., 


Sell Your Customers the Only Full Line of Self-Cleaning Pulleys 


FOR 


Phoenix, was acquired by Lake 
Shore, Inc., Iron Mountain, Mich.. 


manufacturer and _ distributor of 


Pulleys — four face selections 
® More than 700 sizes of the NEW Rubber Lagged 


Turn-Clean Pulley 


WRITE FOR CATALOGS AND DETAILS ¢ DEPT. ID, VAN GORP MFG., INC. PELLA, IOWA 


marine, mining and other industrial 


MARKET AT BOTH ENDS © NOW SELL THE PULLEY MARKET AT B 


WITH @or-po 


NEW For 3 


@ An overwrite on all O.E.M. Sales @ No. inventory investment @ Top profit return with a service-free item 


@ A choice of 3,000 sizes of Unlagged Turn-Clean 


supplies. 
Redman has been a sales repre- 
sentative for Lake Shore mining 


machinery for 17 years. 


Chicago Lock Handies | AUTOMATIC TAPE CHANGER 


Ask for bulletin DH-1 for \ magnetic tape recorder has been 
complete data. developed that can change tape 
Whetever your requirements, there's a rugged cartridges automatically, Electronics. 

Chicago Lock that’s right for the job 


McGraw-Hill publication, says. The 





\_ THE PULLEY 
ot 


innovation will enable tape recorder 


S 
e 
CL THE PULLE 


CHICAGO LOCK Co. 


k f oer cost and convenience to compare fa- 
2030 North Racine Ave. + Chicago 14, Illinois = 





vorably with long-play records. 
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Distributors Buyers Group Elects 
New Officers At NAPA Convention 


At the recent annual meeting of the 
Distributors Buyers Group, new 
officers were elected for new terms. 
A. J. Pinkston. Moncrief Lenoir Mfg. 
Co.. Houston. was elected chairman; 
F. M. Morris. Longhorn Supply Co., 
Houston, co-chairman; Ben H. Brady, 
Allied Metals Inc., Houston. secre- 
tary-treasurer. 

The distributors Buyers Group 
Meeting is held annually during the 
convention of the National Associa- 
tion of Purchasing Agents. This year, 
the meeting was held in Chicago. 

James H. Peery, secretary, Central 
Supply Association, spoke to the Dis- 
tributor Group on “The Purchasing 
Agents Responsibility In Helping 
Produce Profits For Distribution.” 

Mr. Peery said “net profit is the 
reward a man receives for engaging 
in business at his own risk and is the 
premium he earns for good manage- 
ment. Net profit has no direct rela- 
tionship to invested capital, because 
in addition to a fair rate of interest 
on invested capital, a distributor is 
entitled to a net profit commensurate 
with the service he renders.” 

Richard J. Fastenau. Remington 
Rand UNIVAC Division, Sperry 
Rand Corp., spoke to the Distributor 
Group on the advisability of using 
punched card systems of accounting. 


Some systems are not expensive. 


Chicago Pneumatic Names Miller 
General Sales Manager 


Russell B. Miller was appointed gen- 


eral sales manager of Chicago Pneu- 
matic Tool Co. He wil lhave offices 
in New York City. 

In his new capacity. Mr. Miller 
will coordinate the sales efforts be- 
hind Chicago Pneumatic’s products. 

A veteran of more than 25 years 
with the firm, he was employed 
initially at the firm’s Franklin, Pa., 
manufacturing facility. He later was 
transferred to the sales department 
at Birmingham, Alabama. Mr. Miller 
was appointed assistant district man- 
ager of the Atlanta District in 1939 
and manager in 1952. 
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When applied to precision nuts, “‘special’’ 
denotes more than just non-standard sizes, 
shapes and threads. It also means that 
advanced production facilities, specialized 
quality controls and extensive experience are 
necessary to produce and supply uniformly 
accurate custom nuts. 

With production records on more than 
3,457 different types of special nuts... 
both brass and aluminum... Fischer is capa- 
ble of mass producing turned nuts to your 
exact specifications. In fact, all Fischer nuts 
are made to closer tolerances than required by 
American Standard B18.2-1955 specifications. 

As the leading producer of turned nuts, 
Fischer also specializes in dependable ‘‘on 
schedule” deliveries and competitive pricing. 
Whatever your requirement, let Fischer quote 
on your next order for precision nuts. . 
standards, specials or miniatures. 


FOR DETAILS, WRITE FOR 
CATALOG FS-1000 
AND PRICE LISTS. 


there’s no premium for precision at 


FISCHER SPECIAL MFG. CO. 
492 MORGAN STREET + CINCINNATI 6, OHIC 





MHEDA Names Winners 
In Photo Contest 


The Material Hanciing Equipment 
Distributors’ Association named the 
winners in its recent photo contest. 
The awards were announced at the 
association’s annual meeting. 

In Category 1, Powered Industrial 
Trucks, the winners were: S. L. 
Cooper Co., Vendor, Washington, 
D. C.; Baker Industrial Trucks, Mfr.. 
Cleveland: Defense Products Division 
of Brunswick Corp., Location, Mar- 
Proof Coll Chain * BBB Coil Chain * Hi-Test Chain ¢ if 3z / we va. : ; 

Log Chains * Cow Ties * Weldless Coil Chain (Double B+ Category 2, Light Conveyors, 
Loop) * Tie Out Chains ¢ Halter and Dog Chains ¢ x48 3 968i | . 

Wagon Chains * Pump Aus | winners were: Robert Abel & Co., 
Chain * Machine Chain awe \ | Inc., Vendor, Brookline, Mass., Rich- 
© Sling Chains ° Sash r, ap ard S. Wilcox Mfg. Co., Mfr.; Hart- 


a ook es 
Ch Trace Chai : Be aa . . 
haine * Trace Chains Be Oe 8.0 aes ford Machine Screw Co., Location. 


* Chain Hooks * Ke- : 
ir Links * P h : an he . > 
a ees : ‘ey Sieg Category 3, Overhead Cranes. 


Swing Chains * Lock- L : | 

Link Pattern Chain ¢ - 00 > j j 1. — . - 

aoote Gteaie : Rye | Monorails, Heavy Equipment, winners 
were: Robert Abel Co., Inc., Vendor: 

—on display stands in re- ; f Shepard-Niles Crane & Hoist Corp., 

usable plywood drums or “‘Y el 6 ‘ ' I ; 

metal WESCO Poil-Paks. : Mfr., Montour Falls, N. Y.; Inter- 
national Paper Co., Location, Somer- 


ville, Mass. 
Category 4, Special Devices, win- 


WESTERN CHAIN COMPANY ~ i _ 
ye ners were: Clark-Pope Equipment 


18) BELMONT AVENUE . CHICAGO 13, ILLINOIS 


Co., Vendor, engineered and assem- 
bled by vendor, Cincinnati, Ohio: 


T . ° \ Lewis-Shepard Products, Mfrs.; 
he Quality Line | Sees Machine Co.; B. W. 


Buschman Co.; Aerol Caster Co.: 


Gi el ae Spee Formica Corp., Location, Cincinnati. 
LY, Ohio. 


for your trade 


Chalfont Named Abrasive Engineer 
For Standard-Machinists Supply 


W. S. Chalfont was appointed abra- 
sive engineer for Standard-Machin- 
ists Supply Co., Pittsburgh, Pa. 

* WOODRUFF KEYS * TAPER PINS Mr. Chalfont has 25 years experi- 
© STAN-HI-PRO KEYS * STRAIGHT PINS ence in both sales and engineering in 
* MACHINE KEYS © COTTER PINS the abrasive industry, according to 
* MACHINE RACK © SPECIAL PARTS Robert A. Bell, general sales manager. 


Here's quality that sells—repeatedly. 
“STANHO”™ Steel Products are precision-made 
from selected stock, microscopically free from 


defects. Available also in Stainless Steel, FLEETER FLEETS COMING 


Monel, Brass, Aluminum, or other metals to 
customers’ specifications. 
Bulk or packaged. Hydrofoil gear soon will enable ships 


Write for details and prices. to skim across the open seas at 100 


j knots an hour, declares Product Engi- 
Ws! neering, McGraw-Hill publication. 
NOD The foils, similar to an aircraft wing, 
HORSE NA/L CORF are joined at right angles to the ships’ 
huls, gives the ships greater stability. 
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Stanton L. Yardbrough 


Lufkin Appoints Yarbrough 
Executive Vice President 


Stanton L. Yarbrough was appointed 
executive vice president of the Lufkin 
Rule Co. He will be in charge of all 
operating division except sales, which 
is headed by George H. Day II, vice 
president-sales. 

Mr. Yarbrough was president-gen- 
eral manager of the Electronics Di- 
vision, Gabriel Co. Prior to that, he 
was with Sperry Rand. Philco Corp. 


and Rheem Mfg. Co. 


Daniel T. Murphy 


Murphy Named Chicago Sales 
Manager For American Sealants 


Daniel T. Murphy was appointed 
Chicago district sales manager by the 
American Sealants Co. 

Mr. Murphy will work with the 
firm’s representatives and distribu- 
tors to coordinate sales throughout 
the midwest area. 

Prior to joining American Seal- 
ants, he was with Hewitt-Robins Inc. 


New “Profitunity” 
for Distributors! 


Now you can tap the profitable O.E.M. 


market competitively! 


DALTON distributors can offer precision- 
made Dalton gears, sprockets, couplings 
and torque limiters to OEM at OEM price 


levels. 


DALTON’S sound “DISTRIBUTOR-TO- 
OEM” policy was originated and success- 
fully developed for distributors by dis- 
tributors. It offers you the opportunity to 
serve your market completely while 


maintaining favorable profit margins. 


DALTON meets the highest OEM quality 
standards, and adheres rigidly to all 
specifications. Guaranteed workmanship 
and dependable delivery assure con- 


tinued customer satisfaction. 


Inquiries welcomed! Complete 
DALTON stock catalog 

and discount schedules 
available. 


gearcompany 
and American Pulley Co. 212 COLFAX AVENUE NORTH, MINNEAPOLIS, MINN. 
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CASH IN .., 


King Buyer's Acceptance 
of KENNEDY KITS 


Distributors like to sell the Kennedy 
Kit line because of Kennedy's wide 
customer acceptance 


And no selling asset is more important 
than buyer acceptance. It gives Ken- 
nedy distributors the selling edge in 
every industry, in every plant... pro- 
viding above average turnover . . . pay- 
ing off in more profits for you. 


Kennedy's top quality, heavy-duty tool 
boxes, tool chests and roller cabinets 
combine to make a complete line. 
Many models and combinations, 
backed by aggressive national adver- 
tising and selling aids, assure Kennedy 
distributors ready sales and profits. 
Write or phone today for complete de- 


tails on the Kennedy line. 
Kits 





Kenned 


High Quality Tool and Tackle Boxes 


Pioneers in the man 


sfacture Of tool boxes, tool 
hests and roller abinet 


KENNEDY MANUFACTURING CO. 
VAN WERT 9, OHIO KM24 








Robert W. Clark 


Clark Appointed Sales Manager 
Of 0. C. Keckley Co. 


Robert W. Clark was appointed sales 
Keckley Co. He 


comes to the firm with 15 years ex- 


manager of O. C. 


perience in the instrument, regulator 
and valve industries. 

For several years, Mr. Clark sold 
process control equipment to auto- 
motive, metals, chemical manufactur- 
ers and public utilities. 

He will be responsible for the sale 
of pressure, temperature and liquid 
level regulators and strainers in the 


United States and Canada. 


Norton Appoints Parrott 
Sales Representative For lowa 


Michael R. Parrott was appointed a 


grinding wheel representative by 
Norton Co. to cover the Iowa area. 

In this post, he succeeds Raymond 
B. Goodale who was transferred to 
Cincinnati. Mr. 


Parrott was form- 


erly a field specialist in Chicago. 


VENDING MACHINES ON MARCH 


\ Greek priest in 219 B.C. is credited 
with inventing the first coin-operated 
vending machine—to dispense holy 
water—but business men are only 
now beginning to exploit automatic 
vending’s full potential. McGraw-Hill 
Economics Department reports. U.S. 
consumer sales via vending machines 
rose from $600.000 in 1946 to $2.6 
billion last year and may reach five 


billion dollars by 1965. 





Color-coded, 
shockproof, 
firm-grip, 
plastic handle 


High carbon steel 
shaft . . . nickel 
or chrome finish 


5 types: Regular, 
hollow shaft, 

extra long, stubby, 
midget (pocket clip) 


Xcelite 
Nutdrivers 
give the 
precise fit, 
reach, 

and torque 





19 sizes: Precision 
fit, cold drawn, 

case hardened 
sockets... 34,” to 4” 


Bench stand and 
lockable wall rack 
sets also available 











Write 

for Catalog 160, 

Merchandising Display 
Brochure 128, and Price lists j 


INDUSTRIAL 
HAND TOOLS 


XCELITE, INC. . ORCHARD PARK, N. Y 


| Canada: Charles W. Pointon, Ltd., Toronto, Onta 
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Bowser Inc. To Move Plant 
Because of Production Inefficiency 


Bowser, Inc., has decided to move its 
factory out of Fort Wayne, Ind., after 
an intensive search for an alternate 
location, according to Robert J. C. 
Damon, president. 

Mr. Damon said that because of 
the tremendous competition in Bow- 
ser’s fields and the great inefficiency 
of its production operation as related 
to the firm’s type of manufacturing, 
it is impossible for Bowser to make a 
profit in its existing plants. 

The company conducted extensive 
studies showing that a move to other 
locations will provide the kind of 
plants needed, at lower costs than 
similar plants could be obtained in 
Fort Wayne. he said. In addition, 
operations could be conducted in 
other communities with a number of 
important costs reduced, including 
taxes and power charges. 

The principal factor in the inefh- 
ciency of the Fort Wayne factory is 
its physical arrangement. Some 26 
buildings are used. Modern methods 
of production require single-story 
straight-line production, with a mini- 
mum amount of time and distance 
for material handling, Damon said. 

The plant is too big and old to 
compete with modern facilities, ac- 
cording to Mr. Damon. Bowser’s 
margin of profit in Fort Wayne pro- 
duction is non-existent. No profit has 
been experienced recently in pumps 
and meters, and the lubrication and 
filtration margins of profit are like- 
wise gone, he continued. Competition 
in pumps and meters is intense and 
filtration companies are entering the 
field with smaller modern plants. 

Another important factor consid- 
ered was the possibility of doing 
special shop work in the same facili- 
ties used for repetitive production 
lines. 

Bowsers experience with these two 
lines has taught that it is impractical, 
costly and ine‘ficient to continue these 
wholly unrelated businesses in one 
location. said Damon. It goes without 
saying that either lines, standing 
alone. would not support the enor- 
mous space and multiple structures 
of the Fort Wayne facilities. he con- 


cluded. 
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THERE'S GOOD MONEY 
in BALANCED’ LIGHTING 


h 
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HERE’S A LINE THAT'S RECOGNIZED—Thousands of machine tools are 
equipped with Fostoria Critical Work Area Lighting equipment. Most 
factory managers and production men know Fostoria localized 
lighting combined with good general lighting increases production, 
decreases costs, reduces spoilage, improves morale and promotes 
safety. They want good lighting — you can provide it. 





HERE’S A LINE THAT’S ADVERTISED — Fostoria Critical Work Area 
Lighting Equipment is brought to the attention of thousands of 
specifiers in such trade journals as New Equipment Digest, Industrial 
lagen Equipment News, Machine and Tool Blue Book 
~ “eas among others. It’s an accepted line with a ready- 
aca made market. You can cash in on it. Write for 
Pe: Key our new folder on CRITICAL WORK AREA LIGHTING. 
#——. No obligation. 
oo 
FOSTORIA CORPORATION, Fostoria, Ohio 


MANUFACTURERS OF CRITICAL WORK AREA LIGHTING EQUIPMENT 














JACKSON 
ROPE 


The world’s finest cordage fibers and 
careful, experienced workmanship result 
in unsurpassed highest quality rope 


MANILA—Ocean Brand 


SYNTHETICS—Super-Tuff 
(nylon, dacron, polyethylene, polypropylene) 


Dependable Service - Highest Quality 


Manufacturers >—< G3 >—< Since 1829 


The Thomas Jackson & Son Co., 


Reading, Pa., U.S.A. 





HOT FORGED from solid, 
rectangular steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES ! 
FOR ALL TEMPERATURES ! 


A Standard & Double 
Extra Heavy 
UNIONS 
Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes /” to 3”; 
\ 6000-Ib. sizes ni 











to 2”. 








GASKETLESS 
CUP-ORIFICE 
UNIONS 


Choice of stainless 
orcarbon steel cup- 
type plate. 3000- 
lb. service, 











(MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-lb. 


~~ only. 


(FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 
3000-lb. and 8000-Ib. 


\ service. / 
Write for Catalog 60 
Showing the complete Catawissa 
line of Perfect Seal Products 
CATAWISSA VALVE & 


FITTING COMPANY 
CATAWISSA, PENNA. 








~ 














Binks Appoints Scully 
Manager of Denver Territory 


Milo B. Scully was appointed man- 
ager of the Denver territory for Binks 
Mfg. Co. He was formerly manager 
of the Dallas branch. 

Mr. Scully will cover parts of Colo- 
rado, Montana, Nebraska, North and 
South Dakota, Wyoming, the El Paso 
trading area of Texas and the State of 
New Mexico. 

He joined Binks in 1941 as field 
Princeton, Ill. 


Later he became manager of the St. 


representative — in 


Louis branch. and then went to 


Dallas. 


International Division 


Binks International S.A. was 
formed by Binks Mfg. Co. to market 
the firms products in the European 
Common Market. The new firm will 
have headquarters in Brussels. 


Burke B. Roche. 


Binks president. the firm plans a 


According to 


gradual build-up of manufacturing 
facilities. Binks will warehouse prod- 
ucts to provide a source of supply to 


European distributors. 


‘ELECTRIC CHAIR’ FOR BUGS 


Insects were bugging up the works 
at a Louisiana plant until an elec- 
trocuting device was set up, Factory, 
McGraw-Hill 

The hard shell 


flew into machinery and brought it to 


publication, reports. 


insects, which once 
a halt, are now lured by black lights 
to a 3.500 volt grid that kills them 


instantly. 


EXPLOSIVE FERTILIZER 


Swedish iron mine engineers have de- 
veloped a method for using ammo- 
nium nitrate instead of dynamite in 
underground blasting, Construction 
Methods and Equipment, McGraw- 
The 


terial, originally a fertilizer, is used 


Hill publication, reports. ma- 
for surface blasting in the U.S.. but 
previously could not be used in mines 
tunnels because of 


and poisonous 


gases it produced. 
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UNIMET 


IS THE 
CARBIDE LINE 
TO HANDLE 


There are big profits for 
distributors in handling carbides 
—when the line is right. The word's 
getting around now that UNIMET 
is the right line. Top quality! Faster 
service! Uniformity of perform- 
ance! More help from the factory! 
Get all the facts now about bigger 
carbide profits .. . 


CONTACT Ea 
UNIMET CARBIDES 


435 W. ONTARIO STREET + CHICAGO 10, ILL. 


DIVISION OF UNITED-GREENFIELD CORP. 
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Julius G. Mooney 


Bay State Abrasive Appoints 
Mooncy Southeast Representative 


Julius G. Mooney was appointed 
abrasive specialist, to serve the South- 
east district of the U.S.. for Bay State 
Abrasive Products Co. 

Prior to joining Bay State, Mr. 
Mooney was with Simonds Abrasive 


Co. for ten years. 
European Site Sought 


Arthur E. Gilman president and 
Mrs. Gilman went to Europe recently 
to investigate the possibility of build- 
ing a grinding wheel plant in a 
European country. 

The exact site was not selected, but 
interest was shown in either Italy, 


Belzuim. England or Luxembourg. 


Weller Appoints Yaeger, Bentz, 
Hatch, To Sales Force 


E. V. Yaeger, Harry Bentz and Emery 
M. Hatch were appointed salesmen 
for hardware and automotive sales by 
Weller Electric Corp. 

Mr. Yaeger will be responsible for 
sales in Nebraska, lowa, Kansas, and 
Missouri. His headquarters will be in 
Merriam, Kansas. 

Mr. Bentz will head sales in western 
Pennsylvania, western New York 
State. West Virginia and Eastern 
Ohio. 

Mr. Hatch will be in charge of sales 
in the Michigan, Indiana, Kentucky, 
and western Ohio territory. 

¢.. R. Robertson is vice president- 


sales for Weller Electric. 
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SPACE-SAVING 


is lelivery 


Don’t fool yourself... your 
stocking space costs money, 
especially when it can be more 
profitably used for seasonals. 


Our phenomenal (really!) delivery 
has enabled some wholesalers to turn 
their heavy hand tool stock 

7 and 8 times, compared to 

their previous 3 or 4. 


If you wouldn’t mind saving some 
cold, hard cash (and keep your 
customers happy, too) why not 

give us a call, or better still, send an 
order .. . then sit back and count 
the hours it takes us to deliver. 


% 


WARREN TOOL CORP. 
WARREN, OHIO 





McCalla Tells How Buyers 
Can Improve Distributor Relations 


G. R. McCalla, president, Industrial 


Harper IS your logical source for Supplies Inc., Memphis, Tenn., and 
corrosion n resistant vice president, Southern Industrial 


—< Distributors’ Association, suggests to 
buyers “Seven Ways to Improve 
; ; I 


= 
fastenings Relations.” He also recommends that 


STAINLESS STEEL * ALUMINUM © COPPER « TITANIUM buyers tell suppliers their gripes at 


SILICON BRONZE * BRASS « MONEL ¢ NAVAL BRONZE once, 

“It is a bold distributor indeed who 
No other single source of supply can provide sets out to tell industrial buyers some 
you with as wide a range of corrosion-resistant of the ways in which they can im- 
fastenings as is available in Harper’s ware- ’ : 

house stocks. 

150,000,000 pieces in stock are available to fit 
your requirements immediately. McCalla in a_ bylined article in 
You and your customers all benefit from the regional purchasing publications. 
finest quality at no premium in price. He suggests his seven ways in this 


prove their relations with local indus- 
trial supply sources.” writes Mr. 


Your phone call to Harper’s nearest branch order: 
office will demonstrate the Big Difference. 1. Notify the distributor promptly 


of changes in purchasing personnel. 


. Shaping metals that shape your future 2. Review your back orders pe- 


THE H. M. HARPER COMPANY riodically. 


8212 Lehigh Ave.+ Morton Grove, Illinois 3. Let the distributor help you cut 
costs of carrying inventories. 


cI 
\ ‘ 


ie" 
WSN 


1. Try to standardize, even on your 


‘\ 


It would take you over three months $ 
to walk past Harper’s complete stock of specials. 

7 f Pos e one , , 
eee ee 5. Be willing to work with the dis- 


tributor’s inside salesmen, too. 
6. When we can’t deliver “yester- 
day”, withhold that call to the factory. 
7. Have you any gripes? Let us 


aay Y 


) 
s 
‘ cf ig 


know about them quickly. 
“Good accounts have been lost.” 


Mr. McCalla says, “because of one 


x 


small but mistaken notion that was 


a\e 


allowed to grow into real animosity. 


+ 


So don’t forego telling us about it 


7 


when deliveries are late, or our bill- 


wa 


ing goes sour, or one of our trucks 





i>. 7 
A da ee 


backs onto your side lawn after a bad 


a 


A) 
ARE 


rainstorm, ruining the turf. Tell us 


eceeeanry 


\ 


about these things immediately: it 


Thi ih 


will help keep friction between us to 


oe 


XA, 


a minimum.” 


> hpeho b= Pepe he pepe pepe 
PERL. 
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Southwest Supply Co. Opens 
Anaheim Branch 


Southwest Supply Co. opened a 
branch at 837 Orangethrope, Ana- 
heim, Calif., to service the firms’ 
Orange County Customers. 

E. W. Wright. general manager. 
said the 3,000 sq. ft. facility will 
stock cutting tools, abrasives and 


ved 


(ioe 
ey » \ \ 
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ANOTHER BIG HARPER 


ference 5 HARPER 


hand and precision tools. 








| 


, ra : : 
The average vise sales represents $59.50: net | alemie) am salenel-jcar- 


bP 31 Od ep & yO - 3 8 i 4 


r ~ Silete r “in f f 2Roact > r r 
Fela) @eisepalelar-lih an lelalemaat-ige el t! Best of a early eve 
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le secret! Basica 
+h ASO shy+ 4 Aj il+ rn lI, r q r ; 
2 weignt VV Ns vise Nanailes a sV 
ani -seeuar-lalent-diare new prestige appeara 
that's why Machinist's Vises... 
. and particularly WILTON Vises... 


are worthy of your investment in sales effort and inventory! 


iILTON 


WILTON TOOL MANUFACTURING CO.; INC. / Schiller park, Illinois 
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BOSCO'S 


A new concept in 
fastener distribution! 


BROAD LINE 


means added convenience 
for Southwest Jobbers! 


NOW ... more than ever before . . . Bosco 
is the most dependable single source of 


supply for Southwest Jobbers. 


Bosco’s new “broad line” is literally the 
largest stock of top-quality industrial fas- 
teners in the Southwest! This greatly 
enlarged inventory insures you of speedier 
service and faster deliveries on every type 
of fastener ...even the hard-to-get items! 
Good News For Guif Coast Jobbers! 


Bosco’s New Houston Warehouse is now open at 
2602 Commerce, Houston 3, Ph. CApitol 3-4666 


BOSCO 


BOLT « NUT « SCREW CO. 


P.O. BOX 1424 * DALLAS 21, TEXAS 


An RB&W Affiliate 
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( Hose c 


Clean Cut Threads 


Simplified design 
Easy To Use 


@ Used extensively for 
air or steam 

@ Straight Iron Pipe 
Thread 


Large, smooth-bored 


Waterway 


B. 


Uniform Corrugations 


White for Catalog 


WROUGHT BRASS 
RUSTPROOF 


SHERMAN HOSE CLAMPS 


MANUFACTURING CO. 


BATTLE CREEK, MICHIGAN 


WORLD’S STANDARD 


ou the market! 


CAST BRASS 


OUPLINGS 





Long-Term Purchasing Gains 
Among U. S. Industrial Buyers 


Long-term buying arrangements be- 
tween manufacturers and industrial 
distributors are growing in favor 
among the nation’s purchasing agents. 
according to a survey just published 
by Purchasing Week, McGraw-Hill 
publication. 

Buyers report increasing enthus- 
iasm for combining the advantages 
of reduced inventories, less paperwork 
and volume prices by one or a com- 
bination of three arrangements— 
contract buying, blanket purchasing 
and stockless purchasing. 

All three methods have overlapping 
features and their strongest appeal 
is for purchasing standard supply 
items. 

Contract buying specifies the 
amount and types of materials to be 
bought over an agreed-upon time 
(usually one year) at a single nego- 
tiated price. 

Blanket buying is similar, but with- 
out the time limit. 

Stockless purchasing puts inven- 
tory maintenance, control and ll 
billing squarely in the distributor's 
hands—he serves as a warehouse for 
the customer plant. 

Distributors are often less pleased 
with the new techniques than are the 
buyers, though even the unhappiest 
usually go along, rather than lose 
business. The most common objec- 
tion is that the plans are “just other 
devices for beating down price.” 

Mutual trust, acurate representa- 
tion of true needs and buying inten- 
tions by the purchasing agent, and 
willingness to agree to a fair price 
for services rendered were all cited 
by distributors as prerequisites to 
successful programs. 

Pioneering the long-term methods 
of buying in many cases are large 
defense industries in the Far West 
and the Northeast. They are under 
renewed government pressure to slash 
procurement costs and report par- 
ticular success with contract buying. 

The advantage to both buyer and 
distributor in the looser type of pur- 
chasing, blanket buying, is measured 
primarily in terms of lightened work- 


continued 


INDUSTRIAL DISTRIBUTION 





“DA” DUAL ACTION 
Superior for sanding primer surfaces, 
removing gloss and taking off old 
finishes . . . the unique “‘Dual-Action”’ 
Air Sander creates no heat . . . makes 
no swirls or abrasive scratches .. . 
paper does not fill up. 

It’s new on the market and there are 
thousands of prospects. Our Abrasive 
Kit for demonstration will aid you 
in selling. 


MORE 


business... 


MORE 
profit... 


MORE 


customer 
satisfaction 
with 
NATIONAL-DETROIT 


WRITE FOR FREE CATALOG 


NATIONAL-DETROIT, inc. 
ROCKFORD, ILLINOIS ™ 


\MaTiONaL, 


“MITY-MIDGET” 
Here’s a dependable profit maker for 
industrial distributors . . . the ““Mity- 
Midget” orbital action Air Sander is 
the most reliable popular — 
proven sander on the market. 
Powerful, light weight and vibra- 
it cuts sanding time and 


lowers costs. 


tionless 
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load, rather than price. Said one 
large buyer: “We save a ton—liter- 
ally—of paper a year” by using the 
consolidated purchase orders possible 
under the plan. 

The third method, stockless pur- 
chasing, is looked to by even unhappy 
distributors as the coming thing in 
buying. 

Price shaving here is not the main 
objective, the distributors say, but 
add that long term customer gains 
can make the present five, ten and 
fifteen per cent price reductions of 
current contract buying seem small by 
comparison. 

Increasingly, purchasing agents 
are coming to the same belief, the 
publication says. The overall savings 
available to buyers by turning over 
their inventory and clerical order 
needs to a distributor for a fair price, 
thereby reducing or eliminating great 
amounts of duplicate effort and inven- 
tory investment, is a strong argument 


for the stockless plan. 


YALE CONTROLS TRAFFIC 


Harvard graduates may have a firm 
toehold in the Kennedy administra- 
tion, but the nation’s autos are in the 
hands of Yale, Engineering News- 
Record, McGraw-Hill publication, re- 
ports. Alumni of Yale’s Bureau of 
Highway Traffic, sole U.S. school de- 
voted to graduate-level traflic engi- 
neering, command traffic departments 
in half of all cities of 100,000 or more 


population. 


Porter Names Ernest Harper 
Assistant To President 


Ernest B. Harper, Jr., was named 
assistant to C. L. Holbert, president 
of H. K. Porter Company, Inc. 

Mr. Harper joined Porter in 1960 
as assistant to the group vice presi- 
dent, electrical divisions. Most re- 
cently, he was acting general manager 
of Master Fan 
acquired subsidiary of Porter. 

Prior to joining Porter, Mr. Harper 


newly 


Corp., a 


was sales and service manager of 
the Hydra-Drives department, Rock- 
well-Standard Corp. 





has a metal-cutting 
problem. ..and every 
metal-cutting problem 
can be solved with 


KP. 
PORTER 
CUTTERS 


Every industry can use one or more 
Porter Cutters in regular production 

. in shipping and receiving ... in 
maintenance. When you carry Porter 
Cutters you can offer over 100 sizes 
and styles of — 


HIGH LEVERAGE 
HAND CUTTERS 
with capacities up 

through %” soft 
metals, 53” hard 
metals 


PNEUMATIC 
CUTTERS 
through capacity 3%” 
diameter metal 

and plastics 


HYDRAULIC 

CUTTERS 

several models for 

cutting %” diam. 

Hard Metals through 

3” Communication cable. 

Ask your Porter representative to ex- 

plain the profit potential you can 

realize by carrying Porter Cutters. 

Or — write us direct for full infor- 

1 Dis? mation and catalogs. 

Remember — Porter 
Cutters are engi- 
neered to do the job 
faster, easier and 
better — and they’re 
backed by Porter’s 
80-year reputation 
for outstanding 
quality. 


K. PORTER, INC 


Somerville 43. Mass 





KEEP JOBS MOVING WITH 
THERMOID INDUSTRIAL RUBBER PRODUCTS 


Stock and sell @HERMOID BIG Thetting— 
over 64 types for every industrial application 


When it comes to belting and hose, Thermoid Big T industrial 
distributors are in an outstanding position for more sales, more 
profits, greater coverage, with no turn-downs for lack of products 
to fill customer needs. 


WHY?—Thermoid’s belt line is the industry’s broadest and Ther- 
moid research constantly develops outstanding new products. 


Examples: Woven carcass belts—PLASTICOAL, impregnated with 
polyvinyl chloride before and after weaving gives longer wear, 
greater flame resistance. Specifically for mine usage. 
TUFFMASTER, rubber covered woven carcass for above ground 
use in abrasive operations such as primary crushers, etc. 

Both belts are heat set under tension for less than 3% stretching 
and have all the other advantages of woven carcass, i.e., superior 
fastener holding, troughability, edge wear and rip resistance. 


Thermoid is the only company which supplies both types. 


Plied belts—SHOCKMASTER, an exclusive belting, combines very 
high impact resistance with a flexibility that provides excellent 
alignment and troughing and permits its use on undersize pulleys 
without undue fatigue. Ideally suited for abrasive materials. 
Every plied belt in the Big T line is available in the exclusive 
step-back ‘“‘Coledge” construction and in three cover grades, 
natural, GRS and reclaimed rubber. 


These are only a few examples of the belts available. Thermoid also 
makes hose for every petroleum, construction, industrial and spe- 
cialty application. With a line like this you increase sales, increase 
profits, because you have, or Thermoid will design to special order, 
any belt or hose to meet the most difficult needs of 
your customers. Call or write today to learn more 


Quaker 
about the many advantages of handling the Ther- anit 
moid Big T industrial rubber lines in your area. 


H. K. PORTER COMPANY, INC. 


200 WHITEHEAD ROAD, TRENTON 6, NEW JERSEY 


AT THERMOID DIVISION 
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A Complete Line Maple 


of Work Benches... 
Modular Units Combine to SCHOOL 
Give a Variety of Custom B e n C h if p S BENCH TOPS 


Built Benches. 


INDUSTRIAL 
DURABLE BENCH TOPS 


Boos’ Top 


with 
any o.nel 
STURDY 
Only Boos’ Tops guarantee 
that each laminated sec 
tion is one solid piece of 
hard maple no joints 
COMPLETE 
BENCH UNITS 


F Over 70 Years of Quality” 


2" BOOS + 


BOX 627 * EFFINGHAM, ILLINOIS 








DRILLING ans TAPPING 


Adjustable Spindle Multiple 
KNUCKLE-HEADS 


Easy access for quick set-up. Univer- 
sal, lubricated ball joint spindle 
provides complete flexibility while 
maintaining accuracy and align- 
ment. Fast conversion from drilling 
to tapping on any drill press. 


Ettco makes a complete line 
One source of supply 
One source of responsibility 
One source of satisfaction 


You want a profitable line—we want good distributors —let’s get together—write 


Art Stehie, ETTCO TOOL AND MACHINE CO., Brooklyn 37, N. Y. 





Malvern J. Mather 


E. Cyril Sullivan 


Sullivan Tool & Supply Sold 
To Malvern J. Mather 


Malvern J. Mather has acquired Sul- 
livan Tool & Supply, Inc., Bloom- 
field, Conn. Mr. Mather is president 
and treasurer of the new firm. 

Mr. Mather recently resigned as 
president of the Allen Mfg. Co. 

Founded by E. Cyril Sullivan in 
1945, the firm is known as a dis- 
tributor of cutting tools. 

Mr. Mather announced that the 
name of the company will be retained. 
Mr. Sullivan will remain in an ad- 
visory capacity. The present sales 
force, consisting of Francis E. Hayes, 
Donald Rosensweig, Joseph Reynolds 
and Vincent F. Savard will continue 
to represent the company. 

Allen L. Skidgell, for many years 
local representative for Carborundum 
Co., will join the new firm as vice 
president. 

Real estate was not involved in the 
transaction. The new firm moved to 
leased quarters at 607 Park Avenue, 
Elmwood. 

Sullivan Tool & Supply was form- 
erly located at 66 Granby St. 
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— pthc Me heb we &- Ker ae 
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Outer Space 











Inder or on the surface of the earth, in the air or in outer space, tance of screw threads in our modern world, and equally hard to 
rew threads are vital to man’s ability to live, move or work. Strip imagine generating internal screw threads efficiently without taps. 
his inventions of screw threads and he would return to a village If you use either standard or specially designed taps for products on 


yndicraft existence. Yes, it would be hard to overstate the impor- which men’s very lives depend, can you afford to use any but the best? 


BUY TAPS WITH CONFIDENCE, BUY GREENFIELD TAPS GF FREE NEITELD TAP & DIE sreenricwo, mass. 
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EXTRA-BIG STUFFING BOX. Car 
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pack nde pressure High-quality 
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BODY AND ONE-PIECE BONNET AND YOKE 


re high-quality carbon steel. Heavy sec 
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XU TRIM. Long-life Exelloy 


faced txelloy shou 


GISTERED TRADEMARK OF UNION CARBIDE 


Crane adds flanged 150 & 300-pound steel 
gate valves to famous 3600 series. 


Gives you a complete line of Small 
Stee! Gate Valves suitable for all serv- 
ices at temperatures up to 1000 F 
Available in sizes 42” to 2”. Gives you 
design refinements generally asso- 
ciated only with higher priced valves 

The drawing illustrates only a few 
of the important features of these 
superior valves. There is built-in 
quality and reliability in every detail 
Outside screw and yoke ruggedly 


constructed. Stem is heat treated 
Crane Exelloy. Bonnet joint gasket 
of spiral wound, Type 316 stainless 
steel with asbestos filler. 

The cast steel 150 & 300-pound 
valves have “XU” trim and flanged 
ends (face-to-face conforms to ASA B 
— 16.10)... figure numbers 3510XU 
(150 pound) and 3514XU (300 pound) 
The recently re-designed 3600 series 
of 600-pound valves is fully described 


in Crane’s No. 60 full line catalog. 

All these valves are ideally suited 
for use with steam, water, air, gas, 
oil, oil vapor, gasoline, fuel oil and 
similar services 


Crane Co., Dept. B, Industrial 
Products Group, 4100 South Kedzie 
Ave., Chicago 32, Ill. In Canada 
Crane Ltd., 1170 Beaver Hill Square, 
Montreal 


AT THE 
HEART 
OF HOME AND 
INDUSTRY 


CRANE 
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H. A, Stevens J. A. Howard 


True Temper Sets Up 
New Marketing Team 


True Temper Corp. has integrated its 
sales and merchandising departments 
under R. T. Gutz, vice president of 
marketing. The move was made to 
strengthen the firm’s overall market- 
ing program, according to True 
Temper. 

Harold A. Stevens is promoted to 
general sales manager for all the com- 
pany’s divisions. He was formerly 
hardware division sales manager. 

Jack H. Howard is named mer- 


chandising manager for all divisions. 
He was formerly product manager of 
the hardware division. 

Robert J. Morse replaces Mr. 
Stevens as hardware sales manager. 
He was formerly Central district sales 
manager, hardware division. 

William W. Sandstrom, goes to Chi- 
cago to replace Mr. Morse. Sand- 
strom was formerly hardware re- 
gional salesman in Buffalo, New 
York. 

Floyd E. Waite replaces Mr. 
Howard as hardware product man- 
ager. Waite was formerly on special 
development work for the firm. 

Stan O. Huppert is named sales 
manager of the hardware specialty 
division. He was a member of the 
hardware sales operating staff. 

Phil N. Russell becomes export 
sales manager. He was assistant sales 
manager, hardware division. He re- 
places Henry H. Hespen who retires 
from the company October 31. 


Vs 


R. J. Morse W..W. Sandstrom 
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SPIROID* GEAR TRANSMISSION 
ALUMINUM ALLOY HOUSING 


The new Coffing hand chain PORTA-HOIST with its exclusive Spiroid 
gear transmission and aluminum alloy housing is the first new concept 
in hoist design in twenty years. 

With this development, Coffing not only broadens its line, but gives 
you many important selling points to make with your customers and 
prospects. 

The Spiroid transmission, with fewer moving parts to wear, assures 
long dependable service with low maintenance. It also provides 
strength and safety as the gearing has more teeth in simultaneous con- 
tact than any other type of hoist. 

The impact resistant aluminum alloy housing and the simple, com- 
pact power package provides a hoist that is light in weight and has 
less bulk which makes for ease of portability. 

These are only a few of the reasons why your customers will want 
to know more about the new Porta-Hoist line of 11 models—' to 12 
tons capacity. Write for the selling ideas in Bulletin ADH-76-ID. 


*Spiroid® is a registered trade name by Illinois Too! Works. 


COFFING HOISTS 


DUFF-NORTON COMPANY 


Four Gateway Center, Pittsburgh 22, Pennsylvania 


DUFF-NORTON JACKS 


Ratchet « Screw 
Hydraulic * Worm Gear 


COFFING HOISTS 
Ratchet Lever « Air 
Hand Chain « Electric 


DUFF-NORTON 


COFFING 
PORTA HOIST 





Joseph A. Conlon 


Dayco Names Conlon Vice President 
To Head Rubber Sales 


Joseph A. Conlon was named vice 
president, sales Rubber Products Di- 
vision, Dayco Corp. He succeeds 
Robert G. Burson, who resigned. 

Mr. Conlon joined Dayco as 
marketing manager of the Rubber 
Products Division. He was responsi- 
ble for coordinating sales, distribu- 
tion and merchandising programs for 
the division’s product line. 

In his new post, Mr. Conlon has 
responsibility for sales, advertising, 
sales promotion and merchandising, 
for a line of diversified products. 

He began his career in 1933 as an 
industrial sales engineer with U.S. 
Rubber Co. He was a vice president 
of one of the firm’s subsidiaries be- 
fore joining the Dayco division. 


GIANT RUBBER BANDS SAVE $ 


Giant rubber bands are saving a New 
York firm $1,200 annually, reports 
Factory, McGraw-Hill publication. 
The bands, 1.5 inches wide and six 
feet long, can be stretched to 18 feet. 
They are used to hold cartons in place 
on pallets, and replace more costly 
masking-tape. 


SQUARE D OPENS WAREHOUSE 


Square D Co., manufacturer of elec- 
trical distribution and control equip- 
ment recently opened a new 16,800 
sq. ft. office and warehouse at 1212 
Pierce Ave., Park Ridge, Ill. W. D. 
Smiley, district manager, heads the 
new outlet. 
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Phoenix Rubber Takes Part In Show Sponsored By Memphis P.A.’s 


Greeting guests at Phoenix booth were Al Moyer, U. S. Rubber Co.; Harold Fugitt, 
Ed Edmondson, Phoenix sales representatives; John West, executive vice president. 


—— > 


. “ORNIX'S 
iM, DOCG, 


: ERVICE? 


Tommy Smith, Phoenix traveling service-stock man, uses specially designed ma- 


chine to swage hydraulic hose fittings. Truck service has been in use for 13 years. 


Phoenix Rubber Co., Memphis Tenn., 
recently took part in an industrial 
show at the Ellendale Lodge, spon- 
sored by the Memphis Purchasing 
Agents. 

The Phoenix booth was set up to 
show new products and services 
offered by the distributor firm, to its 
customers in the surrounding areas. 


American-Standard Promotes 
Two Sales Executives 


Sylvan E. Leinwand was promoted to 
product planning manager-electro- 
mechanical devices. Joseph F. Page 
succeeds Mr. Leinwand as sales 
manager for TyniSwitch products, 
Control Division, American Standard. 

Mr. Leinwand was sales manager 
for TyniSwitch snap-action precision 
products since 1960. He now reports 
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At the show, the firm said that a 
new feature was recently added to its 
traveling service-stock truck. Besides 
carrying the regular lines of fire-hose 
and coupling, packing and gaskets, 
Phoenix added a full line of hydraulic 
hose up to two inch, together with 
reusable fittings which are swaged on 
with a specially designed machine. 


to Franklyn Y. Carter, marketing 
planning manager. 

Leinwand joined the division in 
1948 as a sales engineer. In 1956 he 
was appointed Eastern regional sales 
manager for various products. 

Mr. Page has been associated with 
the division, in various sales ca- 
pacities, for the past 25 years. As 
successor to Mr. Leinwand, Page now 
reports to Andrew L. Fuller, general 
sales manager. 





HELP 
REDUCE 


IT PAYS TO SELL 


* Quality - Economy 

-1/," through 2” Sizes 

¢ One of the COMPLETE 
HAYS LINE of 
Industrial Stops 


write for folder 103-9 





: a Blacks. Decker 


THE Black s Decke. MANUFACTURING COMPANY ~ TOWSON 4, MARYLAND 


POWER TOOLS TELEPHONE VALLEY 3-400 (VIA BALTIMORE) 


At soORE SS BLADE CO Ou 1 Ore 


June 28, 1961 


Mr. Charles S. Mill 
Publisher 

PURCHASING WEEK 

330 West 42nd Street 
New York 36, New York 


Dear Mr. Mill: 


Black & Decker was the first company to establish and pub- 
lish a policy of selling portable electric tools exclusively through 
distributors. Through the years, adherence to this policy has paid 
off handsomely for both our sales and distributing organizations. 


Effective advertising and sales promotion which recognizes 
the important functions rendered by the distributor have been one of 
the important features of our programs. All distributors receive 
regular support through our advertising, sales aids, missionary field 
help and in other areas where the manufacturer - distributor team 
effort is essential. In fact, every Black & Decker ad closes with 
the sentence " Black & Decker tools are sold by leading distributors 
everywhere". 


PURCHASING WEEK is in our consistent advertising schedule 
to reach the influentia: purchasing agent with our selling message. 
It has proven an excellent medium for this preferred audience, help- 
ing both Black & Decker and our distributors deliver the sales message 
where it counts most. 
‘ 
Sincerely, 


dustrial-Automotive Division 


WORLD'S LARGEST MAKERS OF POWER TOOLS FOR INDUSTRY, SHOP, FARM AND HOME 











ciectaie 


HAMMERS 
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As a pioneer in selling portable electric tools 
through distributors, The Black & Decker Manu- 
facturing Company is aware of its responsibili- 
ties to its distributors. In the words of Mr. G. H. 
Treslar, General Sales Manager, Industrial- 
Automotive Division of Black & Decker... 
“Adherence to this policy has paid off hand- 
somely for both our sales and distributing 
organizations.” 

Providing its distributors with ample sup- 
port is an important part of the Black & Decker 
marketing program. A complete line of catalogs, 
mailers, brochures and data sheets is available 
to distributors. Some of these are shown here. 
In addition, a concentrated advertising cam- 
paign is directed to key buying influences in 
industry through national business publications. 
PURCHASING WEEK is the publication selected 
to reach the important purchasing agent. Mr. 
Treslar has this comment on PURCHASING WEEK. 
“PURCHASING WEEK is in our consistant adver- 
tising schedule to reach the influential purchas- 
ing agent with our selling message. It has proven 
an excellent medium for this preferred audience, 
helping both Black & Decker and our distribu- 
tors deliver the sales message where it counts 
most.” 

Mr. Treslar has distinctly stated the reasons 
why Black & Decker has chosen PURCHASING 
WEEK. For the same reasons you should encour- 
age all of your suppliers to advertise regularly 
to the purchasing agent through the pages of 
PURCHASING WEEK. 


Purchasing Week 


330 WEST 42nd ST., NEW YORK 36, N. Y. 
>> 





SCREW JACK MODELS 
TO CHOOSE FROM 


THE WORLD'S MOST COMPLETE LINE! 


i JACKS 
SCREW JACKS 
4-WAY HEAD—19 MODELS 
10 to 24 tons capacity. 
Ball bearing, Malleable Housing, 
Safety peep hole. 


RATCHET HEAD— 
10 MODELS 


20 to 24 tons capacity 
for close-quarter operation. 


PLANER JACKS JOURNAL JACKS 
—5 MODELS E 8 Models, three 

2 to 8 tons = with aluminum 
capacity. 2%,” to v= alloy housings. 

7” high. 1” to / Basis). 15 to 50 tons 

4," Lift. Swivel SS ? capacity. 
head & lock screw. .S); 


TRAVERSING BASES and REEL JACKS— 
TRAVERSING BASE 3 MODELS 
SCREW JACKS 5 and 15 ton 


7 Models—10 to 50 tons cap. capacity. 
Vertical & Horizontal travel. 
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TRENCH & 

TIMBER BRACES 

22 Models, Drop-forged steel 
—1%" & 2” dia. screws. 


. SHORING JACKS 
t 
Adapt to any width of trench. 8 Models, Forged Steel. 
Machine cut screws. 
25 & 35 ton cap. 


PUSH & PULL JACKS 
12 Models 
Util-A-Tool—the tool of 

a thousand uses. 


Look for further 
information on Hydraulic 
and Lever Jacks in 

other advertisements, 


Other screw types: Steamboat Ratchets & 
Load Binders, MINE ROOF AND TIMBER 
JACKS, Rail Puller & Expander, and Gear 
& Wheel Pullers, Bumper Jacks, 


WRITE FOR MECHANICAL JACKS CATALOG 





TEMPLETON, KENLY & CO. 2523 GARDNER ROAD « BROADVIEW, ILL. 
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Richard F. Dauenhauer 


Hills-McCanna Promotes Dauenhauer 
To General Sales Manager 


Richard F. Dauenhauer was pro- 
moted to general sales manager by 
Hills-McCanna Co. 

Prior to this promotion, Mr. Dauen- 
hauer was distributor sales manager 
for the Illinois manufacturer. 


Frederick R. Hodgkinson 


Hydro Line Adds Chicago 
To Territory of Fauver Co. 


Hydro-Line Mfg. Co. has expanded 
the territory of the J. N. Fauver Co., 
Inc., to include the Chicago area. 
Frederick R. Hodgkinson was ap- 
pointed district sales manager in Chi- 
cago by Fauver Co. 

Mr. Hodgkinson will coordinate 
engineering assistance, sales, and 
service for Chicago users of Hydro 
line equipment. 

He was formerly associated with 
Dole Vale Co., and was sales manager 
for the Controls Division of Scovill 
Manufacturing Co. 
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Lamson Appoints Jameton 
Southern Field Engineer 


Leroy A. Jameton was appointed an 
industrial field engineer in southern 
Texas and southern Louisiana by 
Lamson Corp. 

Upon completion of an eight month 
training program at the Lamson home 
office in Syracuse, N. Y., Mr. Jameton 
transferred directly to Houston. 


Robert E. Sheehan 


Sheehan Appointed To Los Angeles 
As Field Engineer For Parker-Kalon 


Robert E. Sheehan was appointed a 
field sales engineer for the Los 
Angeles area and Southern California 
by the Parker-Kalon Division, Gen- 
eral American Transportation Corp. 

Prior to joining Parker-Kalon, Mr. 
Sheehan served in sales and engineer- 
ing capacities with Snyder Foundry 
Supply Co. and Western Industrial 
Supply Co., with whom he was most 
recently associated. 


He resides in Anaheim, California. 


Bristol Co. Adds Four Engineers 
To Instrument Division 


The Bristol Co. has added four sales 


engineers to their instrument divi- 
sion, field sales department, accord- 
ing to H. E. Beane, vice president- 
sales. 

The new men and their assignments 
are: Elwin R. Berg, sales engineer, 
Chicago branch; John W. Birken- 
berger and Lawrence J. Trudeau, 
sales engineers, Waterbury branch; 
and Glen B. Finney, sales engineer, 
St. Louis branch. 
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ACME 


Large Pitch Chain 


is “ENDURANCE TESTED” for 
Heavy Duty Applications 


Here’s a chain capable of withstanding the severest of abuse and 
punishing shock loads. Their glass-hard wearing surfaces and rugged 
heat treated links give you dependable performance under conditions 


far too grueling for ordinary chains. 


In Acme’s modern 
plant, these roller chains 
are pre-tested for strength 
and endurance. This is 
your assurance of efficient 
performance and durabil- 
ity under unusually severe 
requirements. 


If you have a heavy- 
duty installation there’s 
an Acme roller chain built 
with the characteristics 
necessary to do the job 
effectively and more 
economically. 


Call your Local Indus- 
trial Distributor or our 
Engineering Department 
for fast service on your 
chaining problems. 


ee ee ee Td 


Write Dept.15-Y 


for new ill. 100 page cata- 
log with engineering section. 


RELIABLE CHAIN DRIVES FOR ALC INDUSTRIES 





ROLLER CHAINS, SPROCKETS, CONVEYOR CHAINS, FLEXIBLE 
COUPLINGS, ATTACHMENTS. (Special and Standard) 


MASSACHUSETTS 
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PONY ~ 203 





Q) 
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BRONCO - 203 


Select 
the RIGHT shovel 
for the RIGHT job 


PONY Americo’s most popular medium 
weight solid shank shovel. The double taper 
forged blade, made from one solid bar of 
steel, is unconditionally guaranteed. 


BRONCO A heovier weight in solid shank 
construction, available when you need extra 
rugged service. Blade is unconditionally 
gvoronteed. 

STEEL-LITE A light weight double taper 
forged shovel. Shock band for less handle 
breakage. Turned step protects shoes. 


Blade unconditionally guaranteed. 
AT-95 


Oo. AMES Co. 


PARKERSBURG, WEST VIRGINIA 


q& ] 


STEEL-LITE - 803 ‘en 
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William H. Fellows 


Ohio Injector Elects Fellows 
Vice President-Marketing 


William H. Fellows was appointed 
vice president-marketing of The Ohio 
Injector Co., according to Wayne 
Young, company president. 

In his new post, Mr. Fellows will 
have full responsibility for all aspects 
of the marketing program of the Ohio 
manufacturing firm. 

Mr. Fellows joined the company in 
1957 as national sales manager in 
charge of sales to specific large in- 
dustries. In 1958, he was promoted 
to general sales manager, a position 
he held until this promotion. 


Armstrong Bros. Tool Co. Appoints 
Kundrat Sales Representative 


Edward J. Kundrat was appointed 
sales representative for Armstrong 
Bros. Tool Co. 

Mr. Kundrat’s headquarters will be 
in Detroit. He will cover all of lower 
Michigan and Windsor, Ontario. 


Ah & 
Edward J. Kundrat 





Sacobs 


CHUCK 
ADVERTISEMENT 


selling 
the world’s 
most accurate 


chucks to 
out 
justo 


AMERICAN MACHINIST 

MACHINERY 

TOOL and MANUFACTURING ENGINEER 
TOOUNG and PRODUCTION 
PRODUCTION 

MILL & FACTORY 

CANADIAN MACHINERY 

WESTERN MACHINERY & STEEL WORLD 
PURCHASING 

IRON AGE 

BUYERS’ PURCHASING DIGEST 
SCHOOL SHOP 


INDUSTRIAL ARTS & VOCATIONAL 
EDUCATION 


MODERN MACHINE SHOP 
MACHINE & TOOL BLUE BOOK 
METLFAX 


ets 


PLUS ... continuous support for our distrib- 
utors through— 


* New Products 
* Helpful Advertising 


*® Smart Promotional Material 


You can depend upon Jacobs to help 
you fill your customers’ needs quickly and 
dependably. 
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ACCURACY 
AND GRIP... 


When you buy new tools 
or rebuild old ones 


Precisely the point where the tool does 
its work. 


Precisely the point where profits are 
made and lost. 


Precisely the point where the accuracy 
and grip of Jacobs Chucks reduce tool 
breakage, downtime and rejects. 


This is precisely the point, start up front 
with Jacobs. 


Finest machinists everywhere know the 
Jacobs Plain Bearing Chuck as standard 
equipment for portable power tools. They 
know it for precision accuracy and powerful 
grip ...the most widely used chuck in 
the world. 
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INDUSTRIAL TEAMWORK 


Your industrial supply distributor knows 
your business. He is always ready to fill 
your needs quickly and economically.When 
you need chucks you can depend on this 
industrial team—Jacobs and your Jacobs 
industrial supply distributor. 


/ OOS 
te oe 


CHUCKS 


THE JACOBS MANUFACTURING COMPANY, 
WEST HARTFORD, CONNECTICUT 





Flash 
Welded! 


9/32” thru 2” 


Taylors Tougher 


It's news! Taylor electrically flash 
welds ALL SIZES of TM Alloy Steel 
Chain! Every weld is positive, free of 
oxides and foreign materials. In addi- 
tion, all TM Alloy Slings have pat- 
ented Tayco Hooks—undergo rigid 
quality control, link-by-link inspection 
and scientific testing. These factors 
plus a signed Test Certificate assure 
faster, easier selling for you—maxi- 
mum, trouble-free service and lower 
costs for your customers! Call or 
write for Bulletin 14-A today. 


Chain is our specia/ty — not our sideline! 


aylor 
ade 


CHAIN 


S.G. TAYLOR CHAIN CO.., Inc. 
General Office: Hammond, Indiana 
Piants: Hammond, Ind., and Pittsburgh, Pa. 


SINCE 
1873 
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New Order Index Of Industrial Supplies & Machinery Up 3.6 in June 
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butors with suppliers continued to increase 


in June, according to the American Supply & Machinery Manufacturers’ Association. 
The index increased seven points, continuing the upward swing started last January. 


“Morse Institute Of Technology” Initiated to Train Distributor Salesmen 


Distributor salesmen graduates of Morse 


Morse Chain Co. recently initiated a 
week-long product training course for 
distributor salesmen at its main plant 
in Ithaca, New York. 

Called “The 


Technology”, 


of 


the course consists of 


Morse Institute 
classroom lectures, workshops, plant 
tours and evening product tests. The 
purpose of the program is to improve 
the qualifications of those who attend 


Globe Stock Gear Appoints Egbert 
Midwest Regional Sales Manager 


Russell S. Egbert was appointed Mid- 
west regional sales manager, Globe 
He will be re- 
sponsible for all sales activities in the 


Stock Gear Division. 


six state area. 
Prior to coming to the Stock Gear 


ar sae 


Chain Company’s product training course. 


as Morse distributor sales engineers, 
according to the firm. 

This first group was made up of 
twenty salesmen from representative 
Morse Chain Co. distributors through- 
out the United States. 

Spain, Allied Belting & 


Transmission Co., Dallas, Texas, was 


James 


honored as the “magna cum laude” 
graduate of the program. 


Division, Mr. Egbert was general 
manager of Globe Gear Co.’s affiliate, 
Globe Transmission Corp. Egbert’s 
administration, 
engineering and sales in the mechani- 
cal power transmission field. 

Globe Stock Gear Division, located 
in Philadelphia, is a division of Globe 
Gear Co. 


experience includes 
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Standard Equipment And Supply Co. Holds Open House At Its Dunes Branch 


Recent open house held at Dunes Branch of the Standard Equipment & Supply 
Co., Chesterton, Ind., attracted nearly 700 quality guests from the surrounding area. 


Taylors 
Tougher 


Distributors report that 


. , _ atented Tayco Hooks 
Twenty-five manufacturers provided displays for the open house and industrial show, ae ™ Alloy Sling 


which lasted two days. Buffet meals were served to invited guests during the affair. sales easier. Unique, 
channel-type construc- 
tion protects the hook- 
er's fingers—adds extra 
i H H H strength for tougher 
Fafnir Bearing Co. Holds Three Day Meeting For Regional Sales Managers pe oe gents 
4 . aes #4 : nance-free service. 
3 Start tapping the big 
market for TM Alloy 
Sling Chains in your 
area. Metalworking 
plants, machinery 
builders, steel ware- 
houses, foundries and 
many other industries 
are prime prospects. 
Get all the facts. Write 
for Bulletin 14-A. 


Pat No. 2,646,306 


Chain is our specialty — not our sideline! 


aylor 


by: =—oe 
~ 


— 
7 
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; At 


President Keith T. Middleton of The Fafnir Bearing Co. addresses a sales conference Cc By Al — 


of the company’s regional managers from branch offices. Sales, engineering and manu- 
facturing executives in New Britain sat in on sessions of the three-day conference. 
New engineering developments and the sales outlook for the remainder of 1961 S.G. TAYLOR CHAIN CO., Inc. 


. : - ie General Office: Hammond, Ind. 
were examined. Chief executives expressed cautious optimism about the future. Plants: Hammond, Ind., and Pittsburgh, Pa. 


acde 
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36-A VG Series Double Ball E. W. Bliss Names 


Race Semi-Stee!l Swivel Caster 


$0-A Series Single Boll q with V-Grooved Wheel. Rigid H 
RocePrened Secisetvel heck types available, Carl Anderson President 
Caster. Also Double Ball: * :“:>» 40-A Seri 
Race and Rigid types.” {° Seeveturcl Stoel Swivel Coster Cari E. And lected 
. - it ee! Swivel Caster ar j ars ¢ slecte resl- 
a with yulcanized-on rubber - ~ r ee Se = tee 
wheel. dent and chief executive officer of 


E. W. Bliss Co. He was also elected 
P to the board of directors. 
Magie Carpet Mr. Anderson was previously the 
director of general management con- 
Material ’ sultation for Ebasco Services Inc. He 
ge, will make his headquarters in Canton, 
Handling Ohio. 
h 4 Robert Potter, chairman of the 


® board of directors, was serving as 


CASTERS @ @ @ Sell Bond 
Casters because there's a type that’s right for your customer's 
handling operations. Light or heavy-duty loads, regular or 
“cushioned” rides, sanitary or corrosive services are in- 
plant conditions that Bond Casters handle “like magic’! 
Write for details on this profit-packed line today. 


BOND FOUNDRY & MACHINE COMPANY 


314 Penn Street 
Manheim, Pennsylvania 


acting president. 


62-A Series Light Doty Plate: 
Type Swivel Caiter with vi ACR 
Escalator Boll Race. - Yn wee -: : Be Pee “62-) i Light Duty Swivel 
: OER ee ne or pace ya Escalator Ball Race, 
63-A Series Light Dusye — 
Plate-Type Rigid Coster,.°” 





See 17 EB Pg 
ee Richard L. Nicholson 
PRECISE performance je Deming Appoints Nicholson 
mal | As Sales Representative 
... at lowest ote | aa 
: : ichard L. Nicholson was appointed 
bench v/se prices NEW sales representative for southwestern 
DISTRIBUTORS Ohio, Kentucky and southeastern In- 
diana by Deming Division, Crane Co. 
' | | Mr. Nicholson has had many years 
magna: = asa “i | — ~ experience in the pump field. He 


Takes all the goff 


specialized in industrial pump sales, 
as a field engineer for a pump manu- 


facturer. 


a FINE LINE 
—_ = UI Dupont To Open Plant in Tulsa 
MECHANICS For Manufacture Of Plastic Pipe 


MILWAUKEE MECHANICS VISES VIS gst hg rangers damaged 


will be built in Tulsa, Oklahoma, by 


Effortless finger-tip control of both screw and > . 
—— massive ruggedness ... . these are the the E. I. DuPont de Nemours Co. 
ssenteg Seatuses of Milwaukee Mechanics Vises. (At left Construction will begin next summer. 
them to garages, service centers, industrial a-J olaeleltlaile), The ni; : : - - 
plants and home workshops .. . . wherever the po gt es The plant will manufacture the pipe 
accent is on precision performance and realistic sty 
— Full 160° swivel. Factory lubricated screw. 
trated tool steel replaceable jaws. Three sizes: alelaehadela= 
5”, 4” and 344” jaw widths. Write for data. magazine: about 5-million pounds a year. Cost 


MILWAUKEE Tool and Equipment Co of the facility will be about $1,500,- 
2773 S$. 2%h St., Milwaukee 46, Wis. 000, when construction is completed. 


na from a new DuPont plastic called 
,eadine 
Delrin acetal resin. Capacity will be 





INDUSTRIAL DISTRIBUTION 





ow SS ae oe eS ee ee 

i cM Aa Ss 8 & 

Material Handling equipment orders in 
May rose nearly 27 points over orders re- 
ported in April. The index was 13647. 
The industry will probably continue to 
register sharp ups and downs in its book- 
ing index, according to the MHI. 





INDUSTRIAL FASTENERS INDEX 


The Industrial Fasteners Index of 
shipments for June is 90, according 
to the Industrial Fasteners Institute. 

June shipments of industrial fast- 
eners were 90% of the 1956-58 aver- 
age, an advance of four points over 
May. This is the second month with 
an upward trend. 

The Industrial Fasteners Institute 
published the industrial fasteners 
index each month. 


Chain Belt Appoints 
Two Regional Managers 


Charles E. Smith, Jr., and Wayne J. 
Leddy were appointed process equip- 
ment regional sales managers by 
Chain Belt Co. 

The responsibilities of both men 
will be centered in the sales of sew age, 
water and industrial waste treatment 
equipment. 

Mr. Smith will work out of Phila- 
delphia. He will service Chain Belt’s 
Eastern region, including Baltimore, 
Buffalo, East Orange and Pittsburgh. 
Mr. Leddy will be based in New 
York, with responsibility for accounts 
in New York and New England. 

Mr. Smith joined Chain Belt in 
1955. He has worked the last few 
years in the firm’s Philadelphia office 
as a process equipment specialist. 

Mr. Leddy started with the com- 
pany earlier this year after previous 
service with two separate engineering 


consulting firms. 
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TOTRUST’ 
Styos Rust Cotter... Fasiecs 


TOTRUST Instant Dry Protective Metal Coatings, 
famous for over 30 years of reliable, heavy-duty 
MIM* service, stop rust better by their unique pene- 
trating action. 


@ DRY IN MINUTES — quickly penetrate and stop irre- 
movable rust action 


@ UNIVERSAL UTILITY — adhere to metal (or wood), 
painted or bare, damp or dry 


@ CHEMICAL RESISTANCE — withstand acid and alkali 
fumes, salt spray attack 
@ FLEXIBILITY — remain elastic from 250°F to —40°F 


TOTRUST Instant Dry Coatings include rugged 
METALCOAT, high-gloss ENAMEL and versatile 
PRIMERS. 


*MINIMUM -INTERRUPTION-MAINTENANCE — the concept of specialized coatings 
which perform unusual services quickly, with minimum shut-down of plant operation. 
Write for full data on W & W's unique *MINIMUM-INTERRUPTION-MAINTENANCE 
. . . MAXIMUM-INVENTORY-MOTION distribution plan. 


Creators of Advanced Coatings for Industry 
THE WILBUR & WILLIAMS Co., INC. 


Factory and General Offices, 658 Pleasant St., Norwood, Mass. 
In Canada — 7920 16th Ave., Ville St. Michel, Montreal 38, P.Q. 
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Folke H. Gustafson 


Hanson Whitney Names Gustafson 
Supervisor Of Field Engineering 


Folke H. Gustafson was appointed 
supervisor of field training by The 
Hanson-Whitney Co. 

Mr. Gustafson has been with Han- 
son-Whitney 38 years. In his new 
post he will supervise the firm’s na- 
tional field engineering service. He 
is a recognized authority on the man- 
ufacture and application of threading 


tools and gages, according to the firm. 


Columbus-McKinnon Wins Suit 
Against Ohio Hoist 


The Columbus-McKinnon Corp. of 
Tonawanda, New York, has received 
a “Final Judgment by Consent” 
against the Ohio Hoist Mfg. Co. of 
Lisbon, Ohio. 

Ohio Hoist is now under a Decree 
holding the CM patents valid and 
infringed. 

The Federal Court has permanently 
enjoined Ohio Hoist and all persons 
in active participation with them, 
against any further manufacture, use 
or sale of the type of Ohiolite hoists 
upon which the suit was brought. 


WAXED FLOOR PROTECTOR 


A new formula in waxes will enable 
housewives to scrub floors with deter- 
gents without ruining the glossy 
finish, reveals Chemical Week, Mc- 
Graw-Hill publication. The chemical 
added to waxes changes them from 
alkali-soluble to acid-soluble prod- 
ucts that will not be dissolved by 


detergents. 
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Off-the-shelf 
delivery of Carmet 
Carbide Tools from 

your local 


CARMET 


Distributor 
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Over 75 distributors, coast to coast, display this 
sign—service in your own local area. 


Keep your inventory of Carmet Carbide Tools at a comfortable level. Keep your 
working capital free for other needs. Your Carmet distributor carries the load— 
that’s how he’s set up to do business. 

He carries your needs from the complete line of Carmet Carbide Tools in all 
gtades and every style. He is geared to deliver your orders quickly—a phone 
call gets action. 

And if you get in a production jam, special service is his middle name. Re- 
member, your Carmet distributor knows carbide tooling—with the help of the 
local Carmet technical man, you get all the help you need. 

Your Carmet distributor handles the best Carbide Tools and backs it with the 
best service! Allegheny Ludlum Steel Corporation, Carmet Division, Ferndale, 
Detroit 20, Michigan. 


CARMET & 


CEMENTED CARBIDE + DIVISION OF ‘ALLEGHENY LUDLUM 





NAPA Purchasing Agents Attend Advanced Workshop At Clarkson College 


An inventory control game was played to demonstrate effectiveness of basic decision 


roles such as economic order quantity purchasing in minimizing total purchase cost. 


me assent , 
Twenty-two purchasing agents took 


part in an advanced purchasing work- 
shop, held recently at Clarkson Col- 
lege of Technology, Potsdam, New 
York. 

The workshop was conducted by 
Dr. Howard T. 


emeritus of the Harvard Graduate 


Lewis, professor 


School of Business. The course was 
offered by the professional develop- 


ment committee of the National As- 
sociation of Purchasing Agents, in 
conjunction with the 8th district 
activities committee of NAPA and 
Clarkson College. 

This was the second annual get-to- 
gether with a college in the 8th dis- 
trict. The first was last year at Cor- 
nell University, Ithica, N. Y. 

The curriculum at the workshop 


consisted of the important purchasing 
P.A.’s_ in 


markets. Included were discussions 


problems facing today’s 
of material management, vendor rela- 
tions, vendor rating, trade relations 


and value analysis. 


Bassick Acquires Plants 
In Bridgeport, Conn. 


The Bassick Co. recently purchased 
two factory buildings adjacent to the 
South 


Conn. The properties purchased were 


firm’s Plant in Bridgeport, 
previously part of Aluminum Corp. 
of America’s Bridgeport plants. 

The purchase will permit consoli- 
dation of all Bassick manufacturing 
in the Bridgeport area into what is 
essentially one plant. This will pro- 
vide greatly improved product flow 
and administrative efficiency and give 
new opportunities for growth, accord- 
ing to W. K. Meyers, Bassick presi- 
dent. 

A fifth Bassick plant in Illinois will 


continue as a separate unit. 


What's so special 
about the new 
HALLOWELL 
STORAGE CABINETS ? 


INDUSTRIAL DISTRIBUTION 





Eisenhower Advises Business To Take More Active Role in Government 


~~" 
4% 


General Eisenhower accepts original William Penn land grant warrant of his Gettys- 
burg farm from Herb Lindholm. The document was a gift from his neighbors. 


General Dwight D. Eisenhower, for- more than 300 industrial leaders, 
mer President of the United States, whom he described as his neighbors. 
was guest of honor at a recent dinner He said that, whether they liked it or 
meeting of the Manufacturers’ Asso- not, the government was part of their 
ciation of York, Pennsylvania. business and they should recognize 

The former President addressed this in managing their businesses. 


New Hallowell Storage Cabinets 
are made of heavier gauge steel. Better 
looking, too. All parts fit flush. No exposed bolts on 
front or sides. Pre-assembled door frame has 
doors installed. 3-point spring tension 
locking. Shelves adjustable 
every 2 inches. 
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“Businessmen should volunteer their 
services at local, state and federal 
government levels.” He urged in- 
dustry to “find young personable 
candidates” for both political parties 
who stand for sound progress and 
“sanity in fiscal affairs.” 

Herb Lindholm, plant manager of 
Lyon Metal Products, York, Pa., is 
president of the local manufactur- 
ers’ association. Mr. Lindholm ex- 
tended the invitation and arranged 
for General Eisenhower’s visit. 

President Eisenhower was _pre- 
sented with the old 1762 William 
Penn land grant warrant covering the 
exact area on which his Gettysburg 
farm is located. The document was 
in the York Historical Society 
Museum. 


MORE COAL MINES DUE 


There is a lot of digging to be done 
in the coal industry, according to 
Coal Age, McGraw-Hill publication. 
By 1965, 50 to 60 big new mines will 
have to be built or started. 








Power Control Products presents — 
New ideas for you on 


\xp, CUT-OFF 
meee WOPERAT ONS 


1500 pieces per hour! 


This revolutionary 
new idea makes rotary 
cutting, with .005” pre- 
cision,a practical meth- 
od—and costs less than 
$2,000 complete! 

Now you can rfre- 
lieve expensive turret 
lathes and screw ma- 
chines of cut-off work 
—and greatly increase 
cuts per hour. 

PCP Automatic 
Cut-Off Machine han- 
dies most shapes and 
extrusions to 3”— 
standard bar lengths— 
114” solid stock. Stand- 
ard feed strokes 3/16” 
to 8”. 

Write today for 
complete details on 
this new idea for cut- 
off production. 





Power Control Products, Inc. 
VICKSBURG, MICHIGAN 




















NEW 
LINE 
for 
YOU 
Many good 
areas still 
open for 


good repre- 
sentation 


Write 
' or wire 
today | 














SPECIAL TOOLS FOR SPECIAL JOBS 1 


K-D METRIC HEX KEY PAKS 
FOR FOREIGN MOTORS 
AND MACHINERY 


© 2, 2%, 3, 4, 5, 6mm keys—all in 
one metal folder (other sizes also 
available) 

@ Production-line quality 

@ Heat treated for long service, 
hard use 

© Cadmium plated 


Tools like this for hard-to-reach 
locations—difficult parts—special 
jobs—have been our forte for over 
forty years. K-D is known the 
world over as the largest quality- 
line of special tools for professional 
auto repair and maintenance. 
Watch for our unique solutions 
to your industrial problems. 








Lancaster, Pa. 





K-f) TOOLS / Making Hard Jobs Easy Since 1919 


K-D MANUFACTURING COMPANY 











To Help You Sell 





STEEL SHELVING — Acme Steel 
Co., Chicago—Booklet on _prefab- 
ricated storage rack materials. Also: 
Brochure on customized framing with 
“Aim” slotted angle. 


AIR FILTER—R. P. Adams Co., 
Inc., Buffalo, N. Y.—Bulletin on com- 
pressed air filter. 


FLEXIBLE PIPE — Allied Metal 
Hose Co., Long Island City, N. Y.— 


Manual on flexible pipe connectors. 


COMPOUNDS—American Bitumuls 
& Asphalt Co., San Francisco—Bul- 
letin on “Laykold” industrial mastic 
flooring and underlayments. 


MOTORS—The Louis Allis Co., Mil- 
waukee—Bulletin on line of shell-type 
motors. 


PRECISION TOOLS—Briney Mfg. 
Co., P. O. Box 208, Pontiac, Mich.— 
Catalog on three types of precision 
adjusting tools. 


CONTROLS — Bristol Co., Water- 
bury, Conn.—Data sheet on design 
features of new pneumatic con- 


trollers. 


DISC GRINDERS — Besly-Welles 
Corp., South Beloit, Ill—Catalog on 
precision disc grinding machines. 
Also: Catalog on carbide tools with 
“Kennametal” material. 


INDUSTRIAL GLOVES — B. F. 
Goodrich Co., Akron, Ohio—Catalog 
on the selection of industrial gloves 
for handling nearly 400 different 
chemicals. 


PNEUMATIC TRANSMISSION — 
B-I-F Industries, Providence, R. I.— 
Data sheet on pneumatic transmission 
of flow. Also: Data sheet on pilot 
valve control unit. 


CASTERS—Hamilton Caster & Mfg. 
Co., Hamilton, Ohio—Catalog on 
casters and wheels. 


INDUSTRIAL DISTRIBUTION 








COLTON’S 


Reg. U. S. Pat. Off. 


NO. 10 FILE CLEANER 
POPULAR With Distributors 


et aken 
=z 
STEEL BACK FRAME & FACE 
Steel Back, Frame, and Face 


CLEANS 
ALL TYPES OF FILES 


Because a good file is worth cleaning, 
skilled workmen in railroad shops, air- 
craft factories, mills, mines, shipyards, 
vocational schools, and industrial plants 
of all kinds use the COLTON’S No. 10 
File Cleaner. The soft steel tapered pick 
is furnished to remove the more obsti- 
nate substances. The COLTON’S File 
Cleaner is of strong metal construction 
—no wood—no nails—no glue... 


SOLD ONLY THRU DISTRIBUTORS 


Write for prices and samples. 
= y VAG 
AY vey 
alignment and of 


E. C. KNUDSON 


MANUFACTURER 
Dept. M—616 W. Randolph St., Chicago 6, Ill. 


Tempered steel 
bristles are 
here magnified 
to show proper 


——? 








PRECISION BRAND 


THREADED 


Complete Range 
of Sizes 


IN STOCK 


You'll make REAL money 
when sellin Precision 
Brand Steel Threaded 
Rod. Whether you sell 
standard 2’ and 3’ lengths 
or “specials” you can de- 
en upon Precison 
rands fine uncompromis- 
ing quality. Continuous 
threaded rods range in 
size from 6-32” through 
144” diameters. They can 
be supe in either un- 
plated, blue or plated fin- 
ishes with lengths up to 
12’ on special orders. 
Threads are smoother, 
more uniform. Rods bend 
cold. DISPLAY STAND 
furnished for distributor 
use when stocking stand- 
ard 2’ and 3’ lengths. 
IN BULK 
Special sizes of various di- 
ometers ond lengths made to 
Special Order in steel ond 
non-ferrous metals. 


MLL 


avuuunenneut nea (Anianteetaneeeeei ttt 
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Phone: WOodlond 8-4620 
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cereere 


MANUFACTURING DIVIS 


PRECISION STEEL 
WAREHOUSE, INC. 


WNERS GROVE 


ELECTRICAL TESTERS — Day- 
strom, Inc., Newark, N. J.—Catalog 


on line of portable electrical testers. 


VALVES —Farrel-Birmingham Co., 
Inc., Rochester, N. Y.—Bulletin on 
high pressure valves. 


GASKET MATERIALS — Garlock 
Inc., Palmyra, N. Y.—Brochure on 
gasket materials answering questions 
about choosing the right gasketing 
material and correct gasket design. 


PACKINGS—Greene, Tweed & Co., 
North Wales, Pa. — Catalog on 
molded packings for maintenance of 
presses, and 
other hydraulic and pneumatic equip- 
ment. 


pumps, compressors 


V ALV ES—Hydramatics, Inc., Bloom- 
field, N. J.—Catalog on complete in- 
dustrial “Flo-Ball” valve line. 


METAL HOSE — Universal Metal 
Hose Co., Chicago—Bulletin on abra- 
sion resistant metal hose for grain 
transfer. 


CIRCUITS—U. S. Engineering Co., 
Van Nuys, Calif.—Bulletin on all 
types of printed circuits. 


INDUSTRIAL GLOVES — Wilson 
Rubber Co., Canton, Ohio—Catalog 
on line of protective gloves and finger 
cots. 


PUMPS—Worthington Corp., Harri- 
son, N. J.—Bulletin on centrifugal 
pumps. 


POWER TRANSMISSION—T. B. 
Wood’s Sons Co., Chambersburg, Pa. 
—Bulletin on two types of motion- 
control variable-speed sheaves. Also: 
Bulletin on mechanical power trans- 
mission equipment. 


MACHINES—Standard Tool & Mfg. 
Co., Lyndhurst, N. J.—Bulletin on 
new multiple 
machine. 


“second-operation” 


SILICON TRANSISTORS — Ray- 
Co., Newton, Mass.—Hand- 
book on study of high-frequency 


theon 





silicon transistors. 


sew 
| 
| 


wears 
Sales: 


t's ALBION'S 


Waren RES'!STAW, 


exite-wheel 


Specially molded for applications requir- 
ing unusual water or chemical resistance 

.. plus the usual quiet, long-wearing, 
easy rolling-floor protective characteristics 
of Albion Texite Wheels. 

These tough, high capacity wheels are 
immediately available from stock in any 
practical size from 34%” to 16” diameters, 
tread widths from 1%” to 4” and capa- 
cities up to 8000 pounds. Plain, roller or 
sealed bearings. Price? Exactly the same 
as comparable models in Albion's regular 
Texite wheel line! 

Specify “Low Water Absorption Texite 
Wheels” on your next caster or wheel 
order . . . and save. 


FREE CATALOG — Albion's big, 
new 44-page catalog of Industrial 
Casters and Wheels is ready for your 
use and convenience. Write for your 
personal copy — Today! 


ALBION 
INDUSTRIES 








INC. 


ALBION, MICHIGAN 








HARRISBURG 


COUPLINGS 


FOR OIL DRILLING AND 
WHEREVER PIPE COUP- 
LINGS ARE USED Harrisburg 
Steel has been well-known for 
many years — well known for 
high quality seamless steel coup- 
lings — of strength and accuracy 
— with threads unexcelled in cor- 
rectness of form, height, angle 
and lead. 


Manufactured to A.P.I. specifica- 
tions, Harrisburg tubing and cas- 
ing couplings are under constant 
inspection for uniformity of qual- 
ity — to bring to you a product 
which will meet the most critical 
requirements. 


FOR ALL TYPES OF COUPLINGS 
Specify Harrisburg. 


pH) 
HARRISBURG STEEL CO. 


Division of HARSCO CORPORATION 
HARRISBURG 18, PENNSYLVANIA 


254 





SOLDERING 
Roselle Park, N. J. 
dustrial electric soldering irons. 
RUBBER PRODUCTS Hewitt- 
Robins, Stamford, Bulletin 
on silicone rubber products: belting, 
sheet, etc. 


Conn. 


VOTORS Kingston-Conley  Inc., 
Plainfield, N. J.—Bulletin on line of 


a.c. general purpose 56-frame motors. 


AIR COMPRESSORS 


gineering Co., St. 


-Lincoln En- 
Mo.—Cata- 


compressors for auto- 


Louis, 
log on air 
industrial and 


motive, contractor 


applications. 


VALVES 


cinnati 


Co., 


space-saving 


Lunkenheimer Cin- 
Circular on 


needle valves. 


ALUMINUM 
Richmond, Va. 


ing aluminum. 


Rey nolds Metals Co.. 


Brochure on machin- 


MACHINE TOOLS—Walker-Turner 
Div., Rockwell Mfg. Co., Pittsburgh 
Catalog on line of light-heavy- 


weight machine tools and accessories. 


FASTENERS Standard Pressed 
Steel Co., Jenkintown, Pa.—Bulletin 
high-strength stainless steel 
Also: Bulletin 


spring pins. 


on new 
socket head cap screw. 


on “Sel-Lok” 


BEARINGS 
Philadelphia 


SKF Industries, 
Booklet on _ ball 


roller bearing parts and terms. 


Inc., 


and 


FANS 


Inc., Denver. Colo. 


Super Vacuum Mfg. Co., 


Brochure on line 
of industrial fans and blowers. 


HAMMER MILLS—Sprout, Waldron 
& Co., Inc., Muncy, Pa.—Bulletin on 
hammer mills for the processing in- 
dustries. 


CARBIDE 


Inc., Fair Lawn, 


TOOLS—Sandvik Steel, 
N. J.- 


tungsten c arbide tooling. 


Catalog on 
“Coromant” 


POWER TRANSMISSION —U. S. 
Electrical Motors Inc., Los Angeles 
Revised brochure on controlled speed 
systems. 


Hexacon Electric Co., 
Catalog on in- 








SUA BIG ORANGE Baitiiiliaes 


THE BEST 
TRY IT! 


seus WR 
FASTEST 
SHACKLE CHAIN HOOKS 
Use on “HIGH TEST” Chain 
EXTRA STRONG 


Even the pin is made of 
high-strength steel and 
heat-treated. 
SAVES TIME 
Can be attached 
anywhere on the 
job. Only a pair 
of pliers needed 


j 
Si nenGit 


GRAB HOOKS 
Available 
for Chain 
Size 4" 
5/16", %"’ 
7/16", V2" 
5a", Ya" 7/16", 
ANCHOR and CHAIN 


SLIP HOOKS 


Available 
for Chain 


yo" ‘and +e” 


Screw Pin SHACKLES 


Size stamped on every 


shackie D 
Forged of HI-STRENGTH STEEL 


in sizes 3/16” to 2”, EXTRA STRONG 
TOUGH. Self-colored or galvanized. 


Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 


Cedar Rapids, lowa 


MECHANICS KEEP 
ASKING FOR THIS HANDY 


Huot 


DRILL 
DISPENSER! 


Available 
EXTRA 





Helps you sell 
more drilis! 


Holds dozens of drills in round-bot- 
tom compartments 


3 models for lettered, numbered or 
fractional dri 


Built-in inventory or pricing system 
W elim liminates need for record sheets 


Compact 7x7x14 size—heavy duty 
VW ar drawers 


Write for catalog pages and circulars © 
Huoy HUOT MANUFACTURING CO. 
551 No. Wheeler St. ¢ St. Pavl W4, Minn. 
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V ALVES—Vickers, Inc., Detroit — 


Bulletin on application of servo 


valves in electro-hydraulic servo There's a 
systems. 
QUART of 


work 
in every 


ALLOYS Vascoloy-Ramet Corp., 

Waukegan, Ill.—Booklet on “V-R PINT of 
Tantung” for cutting tool and wear 
applications. Also, Price list on line SULFLO No. 1 Se en ene an Of 
of carbide blanks and tools, etc. BECAUSE: “1T STICKS ON THE JOBI” 
FIBRE-GLASS — Apex Reinforced NOTHING ELSE LIKE IT FOR HAND TOOLS 
Fibre-Glass, Cleveland—Brochure on SO DIFFERENT—IT’S PATENTED! 


uses of fibre-glass and manufacturing 


methods. SULFLO Machine-Kut 


“IT STAYS WITH THE JOB!” 


PNEUMATIC SYSTEMS — Young 
Machinery Co., Muncy, Pa.—Bulletin 


on pneumatic conveying systems. 





Also, data sheet on new gyro-cooler. 





CONVEYOR BELTS — Chain Belt 
Co.. Milwaukee—Bulletin on new pre- For Pipe Threading Machines and for the machining of high 
st alloy steels. Machine-Kut is a sulphurized fluid type cutting oil, 
cisioneered _ belt conveyors. Also: transparent on work. 

Bulletin on new “Rex” chain drive. Sulflo Products Are Sold By Selective Distributors 


(If you don’t know who your local SULFLO Distributor is, write us— 
we'll be glad to send you literature and put you in touch with him.) 


COMPOUND Cincinnati Milling 


Machine Co., Cincinnati, Ohio— SULFLO, ING. euizasetn 4, N.. 


Brochure on new chemical emulsion, 


water base, cutting fluid. 





POWER TOOLS—Dotco, Inc., Hicks- NOW 


ville, Ohio—Bulletin on Dotco air 


tools which lists right-angle and ver- | 
tical sanders for equipment main- = 


tenance and repair, ete. VIKING’S ENLARGED LINE OF HEAVY DUTY 
HELICAL GEAR DRIVEN PUMPS 


COUPLINGS Dodge Mfg. Corp., 
Mishawaka, Indiana—Bulletin on ex- 
panded line of Dodge “Para-flex” 


flexible cushion couplings. 


PRESS POSITIONER—Duft-Norton 
Co., Pittsburgh, Pa.—Catalog on 
Figs. 288 and 


“Saf-T-Bloc” adjustable safety posi- 388 units with size ‘‘C’’ 
" reducers capable of handling up to 
tioner. 25 H.P. at 350 pump R.P.M.; 40 H.P. at 
520 pump R.P.M. 20 to 450 G.P.M. capacities. Five gear ratios similar 
available, using one gear case. Six pump sizes in this series. d 
acs are 


COMPOUNDS — Cincinnati Milling Now you have an even larger range of Viking’s helical 
gear driven units to fit your pumping jobs. Speed appearing 
4 agin and capacity now range from 15 to 450 G.P.M. They're in 30 leading 
of rubber-like materials for repairing. ideal for handling both thin and thick liquids, ranging 
from gasoline to molasses. Pumps equipped with 
. — : —— oad dis packing or mechanical seals. Gear reducers inde- hel ou sell 
SPRAY EQl IPMENT — The DeVil- pendently mounted. All components can be quickly be: 

. . aa . . - : : VIKING 
biss Co.. Toledo. Ohio—Catalog on changed. Step up your delivery with these quiet, 
. positive discharge, self-priming pumps! PUMPS 


vers, Mass.—Bulletin on a new family 


publications to 


airless spray equipment. 
Send today for catalog SP-534MM 


STRAINER — O. C. Keckley Co., VIKING PUMP co 
Skokie, Ill. ; 


Catalog on strainers in 
Cedar Falls, lowa, U.S.A. 


which both “Y” type and basket pat- in Canada, It’s “‘Roto-King”’ Pumps 
See Our Catalog in Sweet's Plant Engineers File 





terns are described. 


September 1961 





a HIGH PRODUCTION TOOL in minutes! 


With a MULTI-DRILL, you can go from hole-at-a-time drilling to 
real production in a matter of minutes; That's all the time it takes 
to mount any one of the many standard MULTI-DRILL, adjustable 
multiple spindle drill press attachments on any drill press and 
put you into time and money-saving multiple drilling. Every 
MULTI-DRILL is quickly adjustable to drill a 

variety of hole patterns. Every MULTI-DRILL is 

designed for high production work. Your cus- 

tomer can profit wtih a Commander Multi-Drill 

and so will you. For more sales, show and 

demonstrate this unit. 


Write for the Production Tool Catalog. 


L*ommander MiG. Co. 


42\8 WEST KINZIE 7 oie \clemes mama), [e))) 











“UNI-SEMBLE?”’ the new 


Wilcox-Crittenden common sense way 
to buy turnbuckles. 





1. it guarantees a sizable reduction in 
turnbuckle stocks 


2. it gives you a flexibility never before 
possible 


You may save yourself a 
lot of money by inquiring 
NOW from your distributor 
or from us about this com- 
mon sense, money saving 
plan. 


This folder 


tells the story. = 


WILCOX-CRITTENDEN 


Division, North & Judd Manufacturing Co.,101 South Main St., Middletown, Conn. 














Manufacturer’s 
Appointments 





Epwarp E. Lynn was elected an as- 
sistant secretary of The Youngstown 


Sheet & Tube Co. 


Joseru R. Roperts was promoted to 
the newly created position director of 
advertising, Aeroquip Corp. 


Epwarp E. TscHANTZ was appointed 
chief engineer of the fastener division, 


United Shoe Machinery Corp. 


Georce B. Fievper, Jr., was ap- 
pointed purchasing agent of J. Wiss 
& Sons Co. 


Acme Steel Co. recently made the fol- 
lowing new appointments: D. L. BEn- 
NETT general manager of tool and ma- 
chine engineering and manufacturing. 
Joun L. Scarry was named assistant 
general superintendent, primary pro- 
duction at the Riverdale plant. 
WituiaM T. Fietps was named as- 
sistant general superintendent, finish- 
ing production. Tep FE. Jaski 
becomes superintendent of the cold 
mill division. Lioyp G. Ross be- 
comes superintendent of the tool and 
machinery manufacturing division. 
Tep Conn is named assistant purchas- 


ing agent. 


A. Conant MouLTON is appointed di- 
rector of public relations of Fair- 


banks, Morse & Co. 


IrnviINE F. WILLIAMSON was appointed 
manager of the Santa Clara plant of 
Norton Co. Georce A. GARRISON re- 
turns to the main plant at Worcester, 
Mass., to take up new duties as pur- 
chasing agent. 


SIECGFRIED NUBER was named super- 
visor of research and development at 


Warner Electric Brake & Clutch Co. 


Car E. Hopkins was appointed chief 
chemist for Metal Hose & Tubing Co., 
subsidiary of Dayco Corp. 


J. RayMonp Bere was appointed pur- 
chasing agent for the coated abrasives 
division, Carborundum Co. 
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wane > Gee CALDER ... the Dresser Line 
for Bigger Profits... Easier Sales 





Sep. 6-8 

Joint Nuclear Instrumentation Sym- 
posium, Sponsored by ISA, AIEE steel cutters . . . Right and Left hand Threaded Bushings 
IRE, Raleigh, North Carolina. for Automatic Tightening. \ KAA ; 


+ ‘Ss 


BUILT RIGHT—Best materials throughout .. . tool 


Sep. 11-12 

Industrial Distribution Conference, 
American Supply & Machinery Manu- 
facturers’ Association, Statler-Hilton 
Hotel, Cleveland. 


Sep. 11-15 
16th Annual ISA Instrument-Auto- 


mation “Conference & Exhibit, Los , oe os oo}. “abd \) 
Angeles \\AN %~," 


.\ 
\ Weight well distributed \\ 


\ \ ‘ 
\ \ \ 


. *, \ \ \ 

te Be 8 \ 4&y for smooth handling. 
Sep. 12-14 \\ A ~ .< oe t- 
The 1961 Third Southeastern Show, 


i ie ‘ } ‘Also CALDER Fine Diamond Dressing Tools 
Plant Engineering & Maintenance , 


~ % \ 


Exposition, Greensboro Coliseum, XY ‘SOLD ONLY aL deltier| DISTRIBUTORS \\ ~ 


Greensboro, North Carolina. 


Sep. 15-16 CALDER MANUFACTURING CO. 


National Welding Supply Associa- 2049 North Prince Street . Lancaster, Pennsylvania 


\ . Y*% me . % 


\ 


tion, Central Zone Meeting, Sheraton 
Cleveland Hotel, Cleveland, Ohio. 





FOR THE MECHANIC WHO WANTS THE BEST TOOL 
Sep. 19-20 

National Welding Supply Association, 
Eastern Zone, Meeting, Hotel Commo- 


dore, New York City. 


Sep. 20-22 
National Industrial Conference Board, NEW 


9th Annual Marketing Conference, we WILSON 
Waldorf-Astoria, New York City. = 

VERTICAL 
Sep. 25-28 >. PNEUMATIC 


American Welding Society, Fall 


Meeting, Adolphus Hotel, Dallas. GRINDERS 


Sep. 25-28 Wilson Series 923 vertical grinders are excellent for 
‘ flash removal, snagging, weld smoothing and other 
metal removing operations. These powerful grinders 
are particularly suited for metal removal in deep 
cavity molds and other hard-to-get-at places. Avail- 
able in threaded spindle and collet chuck models. 


Industrial Building Exposition & 
Congress, New York Coliseum, New 


York City, N. Y. 


Sep. 28-29 All Wilson portable pneumatic production tools are 
Woodworking Machinery _Distrib- lightweight, compact. ¢ Catalog PT-58 gives all 
utors’ Association, 2nd Annual Meet- the facts. Write for your copy. 


Tweie 
ing, Sheraton-Blackstone, Chicago. 


pete). 7 t-mem {| Sle), Bal, lex 
Oct. 2-6 21-11 44th Avenue, Long Island City 1, New York 


The 16th Annual National Hardware BETTER TOOLS FOR BETTER WORK 
Show, New York Coliseum, N. Y. 
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TREPEAT | 
| REPEAT 
| REPEAT 


BUSINESS COMES YOUR WAY... 
when you handle the Desmond 
line, backed by selling ads like 
this in a dozen trade papers. 
336,000 circulation . . . to your 
prospects and customers. 

femme. Kone Se SE Se 


! DRESS | 


| ABRASIVE BELTS) 
FOR 30% 
LONGER LIFE 


Unique Desmond Beltbrasive® 
dressers increase abrasive 
belt life 30% or more... give 
you ‘“‘new’’ surface efficiency 
throughout belt life. Patented 
dresser quickly cleans out loaded 
belts, drums or discs on metal, { 
wood or plastic jobs. One light 

pass when belt begins to load is | 
all you need. Typical model costs 

less than $7. Ask your Desmond { 


distributor. 
| The only complete line of j 


grinding wheel dressers and cutters 


The Desmond-Stephan Mig. Co. 
Urbana, Ohio 
TE OM SS A AE 





Oct. 10-12 
American Standards 
12th National Conference 
ards, Houston, 


Association, 
on Stand- 


Texas. 


Oct. 12-13 
17th Annual Society of the Plastics 
Industry, Inc., New England Section 


Conference, Portsmouth, N. H. 


Oct. 15-19 


Prestresse¢ Na- 


Institute, 


Colo. 


Concrete 
tional Convention, Denver, 


Oct. 17-18 

National Welding Supply Association, 
West Central Zone Meeting, Hotel 
Muehlebach, Kansas City, Missouri. 


Oct. 19-20 
National Conference on 
Hydraulics, Sherman Hotel, 


Industrial 
Chicago. 


Oct. 21-22 
National Welding Supply 
Western Zone Meeting, Ambas- 


Los Angeles, Calif. 


Associa- 
tion, 
sador Hotel, 


Oct. 23-25 

Mechanical 
Equipment Distributors, Annual Con- 
Edgewater Beach, 


Power Transmission 


vention, Chicago. 


Oct. 23-27 

American Society For Metals, 43rd 
National Metal Exposition & Con- 
Convention & Exhibits Build- 
Detroit, Michigan. 


gress, 


ing, 


Oct. 29-31 


Fluid Controls 
Meetings, Hotel 
Pa. 


Inc., Fall 
Hershey, 


Institute, 


Hershey, 


Nov. 1-3 
Central 
Annual Meeting, 


cago. 


67th 
Chi- 


Supply Association, 


Palmer House, 


Nov. 15-17 

National Associated Marine Suppliers 
Inc., Third Annual Marine Supplies 
& Equipment Show, Hotel Roosevelt, 


New York City. 


Nov. 19-20 


Central States Industrial Distributors” 


Association, 29th Annual Convention, 
Edgewater Beach Hotel, Chicago. 





CALM 





ALLFLEX 


VIBRATAMERS! 
Custom- 
Engineered 


FAST to 
solve yuur 


problems. 

In Stainless Steel, 
Bronze, Monel 
write, wire, phone 
today for 
ae 





| fkiuico mera nose co. METAL HOSE CO. 


3782 Ninth St., Long Island City 1, N. Y. 
Telephone: STillwell 4-5173 





THE TRADE CALLS 
for 


DYKEM 
STEEL BLUE'S 


Step to 


Dies and 
Memchataske 


Popular package 8-oz. can fitted with 

elite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout ina few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North 11th St. + St. Lovis 6, Mo. 


INDUSTRIAL DISTRIBUTION 








New Lines taken on 
by Distributors 





The Packing Division, Raybestos- 
Manhattan, Inc., recently appointed 


the following new distributors: 


Baker-Bohnert Rubber Co. 
Louisville, Kentucky 
Buford Brothers, Inc. 
Nashville, Tennessee 
Cameron & Barkley Co. 
Miami, Florida 

Charleston, South Carolina 
Tampa, Florida 

Dillon Supply Co. 
Charlotte, North Carolina 
Durham, North Carolina 
Rocky Mount, North Carolina 
Goldsboro, North Carolina 
Raleigh, North Carolina 
Ellis-Erwin Supply Co. 
Tampa, Florida 

Epperson & Co. 

Tampa, Florida 

Erwin Supply Co. 
McClure, Virgina 

General Rubber & Supply Co. 
Portland, Oregon 
Graft-Pelle Co. 

Louisville, Kentucky 

R. D. Grier & Sons Co. 
Salisbury, Maryland 
Manufacturer’s Supply Co. 
Rock Hill, South Carolina 
Mills & Lupton Supply Co. 
Chattanooga, Tennessee 
Ost & Ost Co. 

Pottsville, Pennsylvania 
Southern Supply Co. 
Jackson, Tennessee 
Superior Equipment Co. 
Powers, Michigan 

Wm. H. Taylor & Co. 
Allentown, Pennsylvania 
Warren, Balderston Co. 
Trenton, New Jersey 

Ben Williamson & Co. 
Ashland, Kentucky 
American-Pacific Corp. 
Portland, Oregon 

Arkansas Mill Supply Co. 
Pine Bluff, Arkansas 

Blue Ridge Hardware & Supply Co. 
Bassett, Virginia 

Lenoir, North Carolina 


continued 
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The “RED HEAD” 


Vinyl plastic 

Sanitary & hub types 
Available in all sizes 
Strong & lightweight 
Chemically inert 
Straight or crown face 
Non-toxic, tasteless 
Non-sparking, odorless 
Weather resistant 
Fully machined 


Seamless steel tubing 
Hub type only 
Available in all sizes 
General conveyor duty 
Completely sealed unit 
Straight or crown face 
No welded face seams 
Discs welded to rims 
Uniform surface 

Fully machined 





FOR COMPLETE LITERATURE, PRICES AND DISTRIBUTOR DISCOUNT, WRITE OR PHONE: 


ERCURY INDUSTRIES, INC. 


e HILLSDALE NEW JERSEY 


365 BROADWA 








PROFIT (tii, 
STOCK GEARS 


Add PROFIT through increased sales of your 
existing Power Transmission line with GLOBE'S 


Industry Standard Gears: 


eSPUR °¢CHANGE eHELICAL e¢ BEVEL 


e MITER @ WORM e INTERNAL ¢ RACK 


Write for Distributor information — Today! 


GLOBE STOCK GEAR DIVISION 


34th & Clearfield Sts. * Philadelphia 32, Pennsylvania 








it pays to sell 


DARNELL 


WHEN YOUR 
CUSTOMERS 
NEED...... 


Progressive 
distributors select 


DARNELL 


Bm CASTERS AND WHEELS ~<a 
for increased 
sales and profits 


Let the skill of Darnell engineers furnish 
the sources of profit in caster use. There 
are valid reasons for Darnell leadership. In 
every Darnell Caster and Wheel there is a 
tesponsibility that is reflected in maximum 
service. 


Nearly 4000 TYPES of 
CASTERS & WHEELS 


DARNELL CORPORATION, Lrp. 


DOWNEY (Los Angeles County) CALIF. 
37-28 SIXTY-FIRST, WOODSIDE 77, LI, N.Y. 
36 NORTH CLINTON ST., CHICAGO 6, ILL. 
1000 PEACHTREE N. E., ATLANTA, GA. 


Carolina Supply Co. 

Greenville, South Carolina 

Case Industrial Supply Co. 

Syracuse, New York 

Complete Industrial Supply Co. 

Tucson, Arizona 

J. E. Hurley Machine & Boiler 
Works, Inc. 

Washington, D. C. 

Industrial Hardware & Supplies, 
Inc. 

Baton Rouge, Louisiana 

International Sales Corp. 

Seattle, Washington 

Lamons Metal Gasket Co. 

Houston, Texas 

Lewis Supply Co. 

Memphis, Tennessee 

Bert Lowe Supply Co. 

Tampa, Florida 

New Jersey Engineering & Supply 
Co. 

Passaic, New Jersey 

Henry A. Petter Supply Co. 

Paducah, Kentucky 

Savage Industries, Inc. 

Albuquerque, New Mexico 

Smith-Courtney Co. 

Richmond, Virginia 

Supplies For Industry 

Tucson, Arizona 

Summers Hardware & Supply Co. 

Johnson City, Tennessee 

Sumter Machinery Co. 

Sumter, South Carolina 

Taylor-Parker Co. 

Norfolk, Virginia 

Teague Hardware Co. 

Montgomery, Alabama 

Willis Supply Co. 

Knoxville, Tennessee 

Peden Iron & Steel Co. 

Houston, Texas 


Packaged 
PIPE NIPPLES 


Pressure Tube Nipples 


A.S.1.M. A-83 and A-106 
FROM STOCK: 
Ye” to 1%" Standard and Extra 
Strong Weights, Black Grade 
“A” 


Yr" to \Y2"Double Extra Strong 
Weight, Black, Grade “A.” 
TO ORDER: 


Grade“B” Galvanized, Cold 
Drawn in Larger Sizes. 


® Avoid errors. Nipples are 
marked “SMLS” with Grade, 
Weight and A.S.T.M. Spec. 


btsburgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH 12, PA 








Elgin Abrasives Division, Elgin Na- 
tional Watch Co. appointed the fol- 
lowing distributors: 


¢ Baldwin-Hall Co., Inc. 
Potsdam, New York 
Syracuse, New York 
George V. Morris 
Philadelphia, Pennsylvania 
Quad Tool & Die Supply 
Merchantville, New Jersey 
Tool & Abrasive Engineering Co. 
San Jose, California 
Tool Mart, Ine. 
Van Nuys, California 
continued 

















SAFETY ENGINEERS SPECIFY 
BADGER RAILWAY CAR MOVER 
Power to move the heaviest car. “‘V"’ spurs grip 
rail edges. Certified malleable. Straight grain 

hardwood handle. A model for every job. 


PORTER SPRING WINDER 
Widely used to make 
springs for repairs, ex- 
perimental work and small 
production runs. 


ROLLER PRY TRUCK 


Raises and rolls loads up 
to 2¥2 tons. Two will 
move heavy crates and cases. 


WRITE FOR: 
catalog, price list 
and sales plant 
ADVANCE CAR MOVER CO. 
Appleton, Wisconsir 


INDUSTRIAL DISTRIBUTION 





A Personal Message 
from 


VINCENT K. 
ALEXANDER 
V.P. and Dir. of Sales 


le Manheim Manufacturing 
and Belting Company 


4 


SIMPLE #@ SUBTRACTION! 


Subtract the 
disappointments of 
ordinary v-belts by 
supplying Veelos 


...and get the profit results you want! 
Your customers can suffer disap- 
ointments if they expect Veelos 
Soneiiie from any other v-belt. 
Here are a few disappointments 
genuine Veelos quality avoids: 


1. Financial strain from excessive 
v-belt inventory. Do your cus- 
tomers have to stock dozens of 
v-belt sizes ? Not with Veelos. 

. Loss from excessive hidden wear 
on bearings, clutch, sheaves, 
motor and v-belts. Vibration is 
a problem with many v-belts. 
Not with Veelos. 

. Loss of production while waiting 
for the right size v-belt or a 
matched set. There’s risk of 
costly machine downtime with 
ordinary v-belt. Not with Veelos. 

. Age and deterioration of spare 
v-belts can be an expensive 
proposition frequently. Sizes 
must be discarded because they 
become obsolete. Not with Veelos. 

. Frequent belt breakage and re- 
placement costs both time and 
money. Are your customers pen- 
alized this way ? Not with Veelos. 

. When power is lost because of 
belt slippage, ordinary belts 
can’t be adjusted—must be 
scrapped. Not with Veelos. 

You can help your customers 
avoid these disappointments by 
stressing the benefits that only 
genuine Veelos provides. 


P.S. If you would like a copy of our 
free folder, ‘Selling Veelos Quality 


b 


is as easy as + — X +,” drop 
me a line. 


RAILAR 


LINK V-BELT 


MANHEIM MANUFACTURING & BELTING CO. 
MANHEIM 10, PA. 
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Adamas Carbide Corp. recently ap- 
pointed the following distributors: 


* Simon’s Supply Co., Inc. 
Fall River, Massachusetts 

¢ New Mexico Steel Co. 
Albuquerque, New Mexico 


Harrington - Wilson - Daum Corp., 
Mount Vernon, New York, was ap- 
pointed a distributor in Metropolitan 
New York, eastern New York, north- 
ern New Jersey and Connecticut by 


Foote-Burt Co. 


Dixie Electric Sales Co., Memphis, 
Tenn., was appointed a distributor 
for motors, control, pumps and trans- 
formers in sections of Tennessee and 


Missouri by Allis Chalmers Mfg. Co. 


John Day Rubber & Supply Co., 
Omaha, Nebraska, is now stocking 
distributor of flexible tubing and 
fittings in Nebraska and parts of Iowa 


for Flexible Tubing Corp. 


Continental-Emsco, Dallas, will repre- 
sent the products of Besly-Welles 
Corp. and Wheel Trueing Co. in the 
Dallas area. 


Mclver Equipment & Supply, Winter 
Haven, Florida was appointed distrib- 
utor for Allis-Chalmers motors in 
parts of Florida. 


Florida Wire & Rigging Works, Inc., 
was appointed master distributor in 
southern Florida for Miller Swivel 
Products, Inc. 


Mahoning Valley Supply Co., Cleve- 
land, was appointed a stocking dis- 
tributor for Boston Woven Hose & 
Rubber Division, American Biltrite 
Rubber Co., in Ohio, southern Mich- 


igan and western New York. 


General Pump Co., Colorado Springs, 
Colo., was appointed a distributor for 
pumps and motors in 29 Colorado 


counties by Allis-Chalmers Mfg. Co. 


Reed Electric Sales & Supply Co., 
Portland, Oregon, was appointed a 
distributor of motors, control and 
transformers in the firm’s Portland 
sales district by Allis-Chalmers Mfg. 
Co. 





Safety and Relief 


Valves 
with a 


STRAIGHT 


tt A’? 


AVERAGE 


Avprrovat (ASME) 


Axccertance 
A vatasiury 


Keckley Pop Safety and Relief Valves 
meet A.S.M.E. requirements and are suit- 
able for steam, liquid, air and gas serv- 
ice. Sizes from V2" to 2/2". Bronze 
bodies, for pressures to 300 Ibs. at tem- 
peratures to 425 F°. 


By combining 47 years of experience 
in the valve business, the latest machinery 
and methods, and a modern plant, Keck- 
ley assures you of quality products, with 
a good name, always ready for shipment. 
And you will be pleased with the cooper- 
ative service you receive as a Keckley 
distributor. 


No. 40 Safety Valve No. 42 Relief Valve 
Write for Bulletin No. 660 


ot CSSHHSOSHOOOHHSOSSOOHOOOSCCOOG, 


0. C. KECKLEY COMPANY 


: General Offices and Factory 


3400 Cleveland Street “EEK ey 


Skokie, Mlinois 





ie) Pgs oUrserh (eps 


MACHINED PARTS 


All? RECOGNIZED BRONZE 
BEARING ALLOYS 


LUBRIGO-HILEAD 


| | COMPLETE FACILITIES 
’ 


‘STANDARD BUSHINGS 
MAGHINED BARS 


pia % S00 Beep biti ee) 


» BRASS EMG. ee) 


Cleveland 4, ‘ine 





TEELGRI 


GEAR and WHEEL PULLERS 


Quickly and easily pull geers, 
wheels, pulleys and bearings 
off of shafts without damage 
or breakage. 


A profitable, wide margin 
line of tools that simplify 
maintenance work on machin 
ery, motors and automation 
equipment. Correctly designed 
and quolity built in a wide 
range of sizes and types. 
Universal in application, 
STEELGRIP Pullers sell well 
wherever cataloged, stocked 
and displayed 


Write for Catalog 


ARMSTRONG-BRAY 
& COMPANY 
5356 NORTHWEST HIGHWAY 
CHICAGO 30, U.S.A. 








Obituaries 





William D. Kirkpatrick 


William D. Kirkpatrick, 
American Chain & Cable Co. 


William D. Kirkpatrick, 74, retired 
vice president and director of Ameri- 
can Chain & Cable Co., died July 19, 
after a short illness. 

Mr. Kirkpatrick was associated 
with American Chain & Cable for 42 
years. During this time he worked 
at offices in Philadelphia, Chicago, 
Bridgeport, Conn., and York, Pa. He 
served in capacities as sales repre- 
sentative, district sales manager and 
sales manager of the American Chain 
Divisions. He was widely known 
among industrial distributors. 

From 1936 until his retirement, in 
1956, as vice president of the com- 
pany, he resided in York, Pa. In 
1960. he retired from the board of 
directors, a post held since 1941. 

Mr. Kirkpatrick was born in New- 
ark, N. J., on April 22, 1887. He 
attended Blair Academy, Blairstown, 
N. J., and was graduated from 
Lafayette College in 1910. 

He was a past president of The 
Chain Institute, Inc.; Hand Hoist In- 
stitute, Inc.; and The National Stand- 
ard Parts Association, Inc., He was a 
director of the Barrett YMCA and 
a member of the official board of 
Canadensis Methodist Church. 

Mr. Kirkpatrick is survived by his 
wife, Mrs Mary Anne Staples Kirk- 
patrick; his brothers, Archibald S. 
Kirkpatrick, Summitt, N. J., and 
Donald K. Kirkpatrick of Stuart, 
Fla.; and his sister, Mrs Frank B. 
Kelley of Morristown, N. J. 





Folds anything securely ou 


hallow coustractiou 


MOLLY 


Screw Anchors 


the perfect fastener to 
hold anything securely in 
hollow walls, floors, ceilings 


BETTER THAN NAILS & SCREWS 


Molly allows you to install fixtures ex- 
actly where you want them .. . not 
just where studs are. Ends loose fix- 
tures, crumbled plaster, broken walls. 
Molly’s spider anchor backing won't 
pull through and actually reinforces the 
area in which used. 


BETTER THAN TOGGLE BOLTS 


Molly requires a much smaller hole and 
anchorage is permanent . . . fixtures 
can be removed and replaced in the 
same anchor. 


HOLDS IN ANY KIND OF 
EX 2} HOLLOW CONSTRUCTION 
EXPANDS ~\\ | 
nino watt |; UP TO 1-3/4” THICK 


Plaster over wood lath, plaster over 
metal lath, all wallboards, cinder block, 
cement block, gypsum block, hollow tile, 
glazed tile, marble, metal, glass, etc. 


SOLD BY WHOLESALE HARDWARE, ELECTRICAL 
WHOLESALE & INDUSTRIAL SUPPLY DISTRIBUTORS 


= ¢® 


a> 


CORPORATION 
230Y N. 5th St, Reading, Pa. 














PRECISION BRAND 


4ARBOR 
oui” SPACERS 
and SHIMS 


FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
accurate spacing of milling cutters, slit- 
ter knives, gang saws and many other 
uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 
and %” to 7” hole diameter. 


WITH KEYWAY WITHOUT KEYWAY 


Please 


NUFACTURING DIVISION 


ee "PRECISION STEEL 
€) WAREHOUSE. INC. 


INDUSTRIAL DISTRIBUTION 





Make 
More Profit... 


Sell the pump that 
serves your customers” 
purposes best 

with the 


HALE 


Complete Line of 
INDUSTRIAL 
PUMPING UNITS 


From this Pump- 
ing Giant, the 
Hale Type SCIR 
“Titan” which 
pumps up to 2,- 
750 GPM with 
pressures up to 
160 PSI 

to this handy, 
lightweight, self- 
priming pedestal 
pump, the 20-TP 
“Torrent”... 
there’s a Hale 
Pump to do any 
pumping job your 
industrial custom- 
ers need to do— 


Do it Better 








Your customers have gotten the word... 

they know there’s a Hale Pump for: 

1. moving large volumes of water and similar 
non-corrosive liquids fast. 

2. for constant positive control of seepage. 
3. for trouble-free 
content water. 

Here are 4 Other Representative Pumps 
Picked at Random from HALE’S Complete 

Line! 

Type CLFIR ... Pumps up to 1000 GPM 
—pressures to 200 PSI 

Type W (New) ... Pumps up to 600 GPM 
—pressures to 140 PSI 

Type 40-T “Torrent” (Self Priming) .. . 
Pumps up to 40,000 GPH 
Type 30 DP (Diaphragm)... 
to 5500 GPH 

Plus many others including custom-built 
pumps manufactured to meet your own 
specifications. 


pumping of high-solid- 


Pumps up 


Remember, there’s no need to turn a 
customer down when you handle the new, 
modern, quality line of Hale Pumps. 
Write for today! Write to 


Dept. ID 
FIRE PUMP 


CONSHOHOCKEN, PENNSYLVANIA 


full details 
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Lome and at Lower Cost! ~~~ 





Eugene P. Hagan, 
Worthington Corp. 


Eugene P. Hagan, 53, vice president 
and comptroller, Worthington Corp., 
died July 25. 

Mr. Hagan joined Worthington in 
1953 as general auditor and in 1954 
was elected assistant comptroller. In 
1960, he was elected vice president 
and comptroller. 

Before Worthington, 
Mr. Hagan was associated with the 


coming to 


‘Certified Public Accounting firm of 


Touche, Niven, Bailey and Smart. 

Born in Secaucus, N. J., he was 
graduated from New York University 
where he received a bachelor of 
science degree. 

Surviving are his widow, Marie; a 
son Eugene R. Hagan of Middlesex 
Boro, N. J.; two grandchildren. 


P. Warren Stratton, 
Stratton-Baldwin, Inc. 


P. Warren Stratton, 49, president of 
Stratton-Baldwin, Inc., New Orleans, 
died July 17, 1961. 

Mr. Stratton, a native of Memphis, 
Tenn., attended the University of 
Virginia. Afterwards he went into 
the hardware business with his father, 
the late Leslie M. Stratton Sr. 


Paul H. Schwan, 
Sterling Products Co., Inc. 


Paul H. Schwan, sales engineer, 
Sterling Products Co., Inc., Chicago, 
died June 28, 1961. 

Mr. 


Illinois 


the 
As- 


He served as a director 


Schwan was active in 
Industrial Distributors’ 
sociation. 
from 1953-1955, as vice president 
from 1955-1957 and as_ president 
from 1957-1959. 

Fifteen years ago, he joined the 
then A. Baldwin Co. A few years 
later he was elected executive vice 
president and general manager of 
the company. At the time, the firm’s 
name was changed to Stratton-Bald- 
win Co. In 1954, he succeeded J. Her- 
man Hitt as president. 

Mr. Stratton is survived by his 
widow, a daughter, a brother and 
four sisters. 





SOUND AND 


We realize that broad represen- 

tation by good distributors is 

absolutely essential to continued 

healthy growth and stable opera- 
tion. That’s why, in selected areas, we're 
seeking sound, solid organizations... 
aggressively sales minded... locally well 
regarded...to handle the CLARK line of 
industrial fasteners. 


INVITES 
YOUR 
INQUIRY 


To interested and qualified distributors, 
CLARK offers the advantage of: 


Quality Products —Produced . . . consist- 
ently... to the industry's highest standards. 
Promotional Support—Displays . . . promo- 
tional literature... catalogs... plus a con- 
sistent program of advertising to pre-sell 
your prospects. 


Prompt Delivery —Speedy order processing 
and shipment—usually from stock and often 
on the same day. 


Superior Packaging—in rugged cases... 
and clearly labelled, color coded heavy 
weight cartons—uniformly and proportion- 
ally sized for simplified stocking and inven- 
tory taking. 


Distributors! 
Check with Clark for details on new, 
small size case quantities. 


CLARK 


BROS. BOLT CO. 
MILLDALE, CONN. 





how would you 


this shoulder 
screw ? 


DE-STA-CO 
LENGTHENING 
SHIMS screw on 
threads, won't 
drop off and 

be lost. 

Made of spring 
steel, will 

not mushroom 
or break. 


DETROIT STAMPING COMPANY 


360 MIDLAND AVENVE 
OETROIT 3, MICHIGAN | 


would you 


SHORTEN 


this 
shoulder 
screw ? 


DE-STA-CO 
SHORTENING 
SHIMS fit snug 
around shank, 
lie flat and 
true on head. 
Replace costly, 
hand-made 
washers. 





George H. Mihalcik 


George H. Mihalcik, 
Woodbury & Co. 


George H. Mihalcik, 55, assistant to 
the general manager of Woodbury & 
Co., died recently. 

In his post at Woodbury, Mr. 
Mihalcik handled special assignments 
in sales and customer relations. Prior 
to his promotion to this post in 1958, 
he was sales manager of the firm. 
In all, he spent 26 years with Wood- 
bury & Co. 

Mr. Mihalcik is survived by his 
widow, a daughter, a sister and 
brother, and several grandchildren. 


Robert Frost, 
National Pneumatic Co., Inc. 


Robert Frost, vice president of Na- 
tional Pneumatic Co., Inc., and its 
Holtzer-Cabot and Jannette Motor 
Divisions, died recently. 

Mr. Frost was known for many 
years throughout the industry. 


Charles L. McGovern, 
Trans Bearing Corp. 


Charles L. McGovern, 52, president of 
the Trans Bearing Corp., Syracuse, 
N. Y., died July 24, 1961. 

Trans Bearing Corp. was founded 
in 1954 by Mr. McGovern and E. R. 
Yeager. In 1958, the firm leased a 
larger building at 1966 Teall Ave., 
Syracuse, to meet expansion. 

Prior to starting Trans Bearing, 
Mr. McGovern was with Syracuse 
Supply for 20 years. He was widely 
known there in the distribution field. 

He is survived by his wife, a son 
and two daughters. 


TRIMFLEX® CORROSION 
RESISTANT TEFLON* CORE 
FLEXIBLE BRAIDED METAL HOSE 


TRIMHex 


™. 


2 


TRIMFLEX hose provides 
protection from chemicals, sol- 
vents and corrosive fluids. Stain- 
less or bronze metal overbraiding 
affords maximum resistance to 
flexing, pressure and vibration. 
The Teflon core is chemically inert 
and stable. Temperature range is 
from —65°F to 500°F. Fittings 
available permanently swaged to 
hose or detachable and reuseable. 


Write for Bulletin No. 5 


; ion 
TECHNICAL 
PRODUCTS, INC. 


100 PINE STREET 
VERONA, N.J. CEnter 9-2900 


@Timely TM. *Ou Pont TM. 











HEAD AND SHOULDERS 
ABOVE THE REST! 


FORTEX 
PAILS 


FOR REPEAT SALES! 


Fortex Pails have universal appeal: 
construction, aviation, marine main- 
tenance, all industrial institutions. Re- 
sist the effects of acids, caustics, ce- 
ment, chemicals, detergents, fuels, 
paint, plaster. 

Complete line of standard sizes up to 
10 gallons. Many territories still open. 
“REINFORCED MOLDED RUBBER-FIBER 
PAILS FOR EVERY PURPOSE” 


FORTEX INDUSTRIES, INC. 
44 WHITEHALL ST., NEW YORK 4, N. Y. 


INDUSTRIAL DISTRIBUTION 
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TALK OF THE TRADE 


Reports and Comments on Industry's Personnel from the Lighter Side 





W riting in the Maddock Shop News, 
house organ of Maddock & Co., Bala 
Cynwyd, Pa., Ralph McIntosh, presi- 

dent, relates 
the story of 
Sam Snead 
and Ted Wil- 
liams 
ing the difhi- 
hit- 
ting a golf ball 


discuss- 
culty of 


as compared to the difficulty of hit- 
ting a baseball. Snead pointed out 
that a batter had eight other men to 
help him hit, plus taking only about 
four chances during a game, whereas 
in golf you’re on your own and have 
to hit 70 shots (remember who’s talk- 
ing) and walk about a mile and a 
half. 


marked “You're hitting a round ball 


Ted admitted as much but re- 


with a square club, it’s all tee’d up 
and you can swing at it whenever you 
feel like it. We’ve got to use a round 
bat and the ball is moving in at about 
100 m.p.h.” 


“Maybe it isn’t easier, but when we 


Sam countered with, 
hit a foul we’ve got to go out and 


play 


With all the talk of foreign imports 
creeping into the U.S. market, would 
it be taking coals to Newcastle to sell 
U.S. stuff abroad? Apparently not; 
Mohawk Tools of Montpelier, Ohio, 
specialist in precision-made drills, re- 
cently shipped 3,600 tools, valued at 
more than $10,000, through the St. 
Lawrence Seaway, for unloading in 
West Germany. There’s some “hard 
sell” for you. 


Management, Men and Organiza- 
tion is the subject of the corner stone 
seminar of the General Management 
Division program of the American 
Management Association and, to be 
invited as a guest speaker is compli- 
mentary. Then the industrial distribu- 
tion industry should be pleased to 


have been represented at the last one 
held at the AMA Academy at Saranac 
Lake, N.Y. recently Howard B. Begg, 
president, Squier, Schilling & Skiff, 
Newark, N.J. distributor firm, dis- 
cussed financial and non-financial in- 
centives as a basis for motivating 
people. Emphasizing ways in which 
incentives satisfy basic human drives 
for food, physical welfare, and se- 
curity of status, Howard discussed 
the importance and relative value to 
the company -and its employees of 
base salaries, profit sharing, bonuses, 
stock options, welfare benefits, work- 
identification with 


group effort, and company-sponsored 


conditions, 


o 
ing 


educational and recreational pro- 
grams among other motivational in- 


centives. 


Protesting the widening of Walnut 
Hill Lane on which he resides, George 
» oe oe 


George J. Fix Co., Dallas, was moved 


shutterbug prexy of 


to cite an English poet at a somewhat 
“Re- 


member,” paraphrased Fix, “John’ 


stormy City Council meeting. 


Donne’s warning that the bell tolls for 
all of us—this may happen to you.” 
Apparently, Fix doesn’t care to have 


Walnut Hill Lane widened. 





“What did the Nutley account 
think of my suggestion?” 











Current president of the Portland, 
Ore. chapter of the Steel Service Cen- 
ter Institute is Glen Ede, vice presi- 
dent and general manager of Wood- 
bury & Co. Glen is doing his share 
to boost Portland as a prime distribu- 
ton center of the Northwest. He re- 
cently made a mailing to Woodbury’s 
suppliers of a fact-filled Chamber of 
“Portland — 
Logical Distribution Center for the 
Northwest Alaska.” It 
should be interesting to Seattle. 


Commerce brochure 


Entire and 


Haunt of theater and publishing 
denizens, Jim Downey’s caravansary 
on 8th Avenue in New York recently 
delighted _pa- 

trons with this 

Neo-Horatio 

Alger success 
story printed 
on placards: 
“Jim Downey, 


the 


this establishment, first came to this 


owner of 


country as a poor Irish immigrant 
boy. It was early in his life that he 
decided upon two things: First of all, 
he set as his goal in life on becoming 
a restaurant owner; secondly, he as- 
sured himself that if he was to be- 
come a success he would have to work 
day and night, constantly and indus- 
triously. He set out in life keeping 
these goals in mind. As a young man 
he worked as a waiter, busboy, cook, 
cashier and 


bartender, even as a 


steward in bars and _ restaurants. 
Some days he worked 20 hours, 
others he went without sleep at all. 
One morning, after years of back- 
breaking toil, he sat down and 
counted the rewards of his labor. He 
had saved $34.63. 
down to Belmont, stuck it all on a 
150 to 1 shot. The horse won and this 


is how he got enough money to buy 


He went right 


the establishment you're sitting in 


jJ.A.W. 


today.” 


INDUSTRIAL DISTRIBUTION 
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customers know that 
Nicholson (or Black Diamond) is the 


“blue chip” name in files. 


This is a powerful advantage to the 
Industrial Distributor because it 


makes 


Nicholson File Company, Providence 1, Rhode Island - 


Hole Saws - Ground Flat Stock -* 


the Nichols 
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Diamond line a prime sales opener... 
a replacement item that customers 
regularly need... plus a familiar sub- 
ject that sets buyers at ease and 
creates the atmosphere for sales of 
other “blue chip” industrial lines. 
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The quality of this file line is no 
news to the vast file market... but 
it’s always important financial news 
to distributors who use it as a regular 
sales tool. Try it on your next call. 

It takes only a minute. 


Hacksaw and Band Saw Blades 


NICHOLSON Ww 








Think Service... 








“ HOLO-KROME REPRESENTATIVES ARE READY TO HELP YOUR 
CUSTOMERS DESIGN AND MANUFACTURE FOR GREATER PROFIT 


Make sure your customers know about the special 
knowledge that’s available to them. A Holo-Krome 
representative will not only help you sell top- 
quality THERMO-FORGED* socket screws—he’ll help 
your customers design the best fastener into their 
products in ways that will keep manufacturing 
costs at a minimum. 


Application assistance, same-day service and the 
cost-reducing quality of Holo-Krome THERMo- 


YWVeWaarXerX! 


*Trade Mark of The Holo-Krome Screw Corporation 


ForGED socket screws are important features to 
sell to your customers. Think service . . . show your 
customers how Holo-Krome quality and service 
can help increase their profit. And if you’re not 
now a Holo-Krome distributor, write and see if 
there’s a franchise open in your territory. 


HOLO-KROME 


Thermo-Forged* 
SOCKET SCREWS 


Y THROUGH AUTHORIZED HOLO-KROME DISTRIBUTORS 
THE HOLO- KROME SCREW CORPORATION © HARTFORD 10, CONN. 











